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SOME  GRAND  OLD  FUNDAMENTALS 

These  Are  the  Simple  Terms  of  Travelers  Insurance, 
But  They  Bear  Repeating 

As  the  result  of  more  than  fifty  years  of  experience  in  the 
field  of  life  insurance,  many  changes  and  developments  in  Trav- 
elers life  contracts  have  been  brought  about.  These  contracts 
offer  today  the  broadest  and  most  liberal,  as  well  as  the  simplest 
and  most  adaptable,  protection. 

The  policy  becomes  eflFective  the  date  the  application  is  ap- 
proved and  the  premium  paid,  unless  otherwise  requested. 

It  becomes  incontestable  at  the  end  of  one  year. 

No  limitations  are  made  after  the  issuance  of  the  contract 
as  to  occupation,  residence,  travel,  or  place  of  death. 

No  restrictions  are  laid  dow^n  as  to  military  or  naval  service. 

Loans  at  5}/2%  interest  are  granted  to  policyholders  as  high 
as  the  specified  cash  and  loan  values  of  each  contract. 

Thirty-one  days'  grace  in  the  payment  of  premiums  is  allowed, 
after  the  first  premium  has  been  paid. 

A  lapsed  policy  may  be  reinstated  upon  evidence  of  insurability, 
and  the  pajnnent,  with  53^%  interest,  of  the  overdue  premiums 
and  any  other  indebtedness. 

The  beneficiary  of  the  contract  may  be  changed  at  any  time 
by  the  poUcyholder,  provided  the  policy  has  not  been  previously 
assigned. 

The  instalment  option  allows  the  insurance  to  be  paid  as  a 
life  or  limited  income  to  the  beneficiary. 

Through  the  trust-fund  option  the  insurance  will  be  held  in 
trust  by  The  Travelers  and  will  yield  the  beneficiary  a  guaranteed 
annual  income  on  the  amount  of  insurance  held,  the  original 
amount  of  insurance  remaining  intact. 

A  table  of  policy  values  is  given  for  each  year,  so  that  the 
immediate  cash  value  of  a  contract  is  known  for  years  in  advance. 

If  a  policy  is  lapsed,  the  full  amount  of  the  insurance  is  auto- 
matically extended,  thus  temporarily  protecting  the  family  of  the 
insured. 

Upon  a  written  request  within  three  months  of  the  date  of  the 
lapse,  cash  or  paid-up  insurance  values  may  be  selected  in  lieu 
of  extended-term  insurance. 

Pro  rata  values  will  be  allowed  if  any  premiums  have  been  paid 
for  a  fraction  of  a  year  beyond  the  anniversary  of  the  contract. 

A  policy  may  be  assigned  to  any  person  who  is  found  to  have 
an  insurable  interest  in  the  policyholder's  life. 

If  certain  provisions  are  met,  a  policyholder  may  change  his  meth- 
od of  paying  premiums  or  he  may  change  the  kind  of  policy  he  has. 

If  a  policyholder  loses  his  policy,  a  new  one  will  be  issued  to 
him  upon  the  completion  of  an  aflSdavit. 


THE  NEW  YEAR 
stretches  ahead  full  of 
promise  of  great  things 
made  a  certainty  by  the 
deeds  accomplished  in  1920. 
The  record  of  the  year  now 
closed  tells  a  story  which 
wins  for  the  Companies' 
representatives  the  highest 
commendation  and  entitles 
them  to  our  heartiest  con- 
gratulations. Our  sincere 
wish  is  a  Happy  New  Year 
to  all  Travelers  men. 
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PROTECTION 


BURGLARY  WAVE  IS  EXTENSIVE 

Conditions  Unusual  in  the  Big  Centers,  and  Even  the 
Smaller  Towns  Are  Not  Exempt 

The  insurance  agent  who  cannot  sell  burglary  insurance  today 
is  certainly  a  dead  one.  Never  in  the  history  of  the  country  has 
there  been  a  larger  demand  for  this  kind  of  protection,  or  a  greater 
need  for  it.  The  front  page  of  any  paper  is  a  ready-made  solicit- 
ing document. 

New  York,  Chicago,  Philadelphia  and  other  cities  have  become 
alarmed  over  the  number  of  criminals.  Police  forces  have  been 
increased;  special  drives  against  the  crooks  are  being  instituted. 
Guards  are  posted  at  the  railway  stations  to  intercept  any  sus- 
picious characters  entering  the  city,  and  to  capture  others  who  may 
attempt  to  flee. 

New  York  has  passed  a  drastic  ruling — ordering  her  policemen 
to  search  all  wayfarers  on  side-streets  after  midnight,  and  arrest- 
ing any  who  cannot  give  a  good  account  of  themselves.  Mayor 
Hylan  has  recommended  that  all  law-abiding  citizens  be  allowed 
to  arm  themselves  to  protect  their  property;  the  police  have  been 
provided  with  miniature  machine  guns,  equipped  with  hundred- 
shot  magazines,  powerful  enough  to  stop  a  fleeing  automobile. 

The  Chicago  police  chief  has  ordered  his  men  to  "Kill,  don't 
arrest"  any  criminals  that  they  catch  at  work.  He  is  increasing 
the  patrolling  force  by  a  thousand,  and  has  provided  four  high- 
powered  automobiles  manned  by  the  crack  shots  of  the  police 
department.    So  much  for  the  situation  in  the  big  cities. 

The  smaller  towns  are  not  much  better  off.  The  vigorous  anti- 
crime  crusade  which  the  larger  centers  have  been  conducting  has 
undoubtedly  driven  many  of  the  more  timid  yeggman  into  less 
harried  fields  of  operation.  The  whole  state  of  New  Jersey  is  all 
upset  by  the  exodus  of  undesirables  from  New  York.  Connecticut 
and  Massachusetts  towns  are  issuing  warnings,  putting  their 
citizens  on  guard  to  prepare  for  a  larger  number  of  breaks  than 
usual  because  they  too  expect  unwanted  visitors  from  the  large 
centers.  The  Springfield,  Mass.,  police  force  advised  Springfield 
merchants  to  arm  themselves  and  to  make  hourly  collections 
from  their  cash  registers,  because  Springfield  is  probably  harboring 
a  number  of  transient  crooks. 

The  cause  of  the  large  number  of  crimes  now  being  committed 
through  the  country  is  said  by  eminent  crime  experts  to  be  a 
reaction  from  the  War,  and  part  of  a  wave  of  disorder  which  is 
sweeping  the  whole  world,  appearing  as  revolutions  in  some 
countries — in  increased  criminal  activities  in  others. 

A  temporary  condition  which  is  undoubtedly  fostering  the 
number  of  breaks  in  this  country  is  the  shutting  down  of  many  of 
the  factories  and  consequent  laying  ofl^  of  many  heretofore  well 
paid  men.  Some  of  the  weaker  ones,  accustomed  to  the  luxuries 
that  they  formerly  bought  with  their  big  wages,  and  now  unable 
to  attain  them  by  honest  means,  are  resorting  to  crime. 

Whatever  the  cause  may  be,  the  situation  is  serious — and  the 
insurance  agent  has  a  real  part  to  play.  There  are  people  in 
practically  every  town  of  any  size  in  the  country  who  are  going  to 
lose  money  and  valuables  by  robbery  in  the  next  month  or  so. 
Every  Travelers  agent  has  the  means  to  mitigate  their  lo.sses. 


YEGGMEN  GOT  $13,000  FROM  STORE  SAFE 


PHOTO  FROM  MANAGER  DYKE 


This  is  the  way  the  strongbox  of  a  department  store  in 
Atlanta  looked  on  a  Monday  morning  {Dec.  SO). 
Fortunately  the  lass  was  mostly  covered  by  insurance. 
High  limits  is  a  good  rule,  these  days! 


A  vigorous  campaign  of  preaching  the  value  of  burglary  insurance 
to  your  fellow  citizens  during  the  next  few  weeks  will  be  of  real 
service  to  your  community. 


KNOWS  PROMPT  PAYMENTS  WHEN  HE  SEES  THEM 

Sherwood  Shoe  Co.,  Rochester,  N.  Y. 
Gentlemen : 

Yoiu-s  inclosing  check  from  The  Travelers  Insurance  Company 
came  to  hand  in  due  time  and  contents  noted.    I  thank  you. 

I  have  been  a  member  of  several  benefit  insurance  societies 
in  my  life,  though  I  have  never  before  drawn  upon  any  of  them, 
and  the  prompt  and  faithful  manner  in  which  The  Travelers 
Insurance  Company  does  its  business  and  meets  uncomplainingly 
the  obligations  which  it  assumes  appeals  to  one  as  being  deserving 
of  very  high  commendation.  I  have  had  a  very  large  observa- 
tion in  this  field,  and  never  before  have  met  with  one  such  a 
Company  that  without  any  red  tape  or  quibbling  have  fully 
come  forward  in  this  manner.  Sincerely, 

F.  K.  \ArEILISH. 


Moral:  Insure  in  The  TRAVELERS 
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PROTECTION 


THE  G.  E.  A.  POLICY 

Did  you  know — 

that  this  pmlicy  has  unusually  large  values  at  maturity? 

that  it  is  an  excellent  policy  in  cases  of  competition? 

that  it  fits  the  younger  ages  particularly  well? 

that  it  offers  in  the  third  year  a  cash  value  of  65  per  cent,  of  the 
premiums  paid? 

that  the  annual  increase  in  cash  value  after  the  eighth  year 
is  greater  than  the  yearlj'  premium? 

that  its  cash  value  in  the  fifteenth  year  is  greater  than  the  total 
premiums  paid? 

that  no  medical  examination  is  required  for  the  insurance 
accumulations? 

that  it  can  be  paid  up  for  its  face  value  in  fourteen  years  and 
at  no  greater  premium  than  for  15-pay  contracts  of  the  best 
dividend  companies? 

that  it  has  more  liberal  cash  values  than  many  life  policies? 

that  it  guarantees  at  maturity  a  return  of  from  36.82  to  44 
per  cent,  of  the  premium  paid? 

that  at  maturity,  you  not  only  can  draw  out  much  more  money 
than  you  paid  in,  but  you  and  joiu-  family  have  had  twenty  years 
of  protection  as  well? 


WE  WERE  THINKING  THIS,  TOO! 

Under  the  title  "Hand  in  Hand  They  Go,"  the  National 
Underwriter  (which  expresses  things  so  much  better  than  we  can) 
said  recently,  in  an  editorial: 

There  is  no  man  in  a  better  position  to  present  the  subject  of 
group  life  insurance  to  the  prospect  than  the  agent  or  broker  who 
handles  that  prospect's  compen.sation  insurance.  Such  a  state- 
ment may  not  have  the  endorsement  of  those  life  insurance  men 
who  urge  "life  insurance  commissions  for  life  insurance  men" 
and  inveigh  against  the  entrance  of  the  casualty  and  fire  agent 
in  the  life  field.  They  bolster  their  contention  with  the  assertion 
that  only  a  life  insurance  expert  can  give  intelligent  life  insurance 
service.  The  compensation  man  can  counter  with  the  statement 
that  only  a  person  familiar  with  the  prospect's  business  can  render 
the  prospect  intelligent  service.  The  compensation  man  cannot 
help  but  enjoy  such  familiarity  if  he  be  rendering  any  real  com- 
pensation service. 

To  give  this  much  touted  thing  known  as  service,  the  life  man 
must  learn  the  prospect  and  the  compensation  man  must  learn 
group  life  insurance. 

Group  life  insurance  is  life  insurance  on  the  wholesale  plan  but 
in  its  simplest  form.  It  is  not  difficult  to  acquaint  oneself  with  it. 
The  group  policy  is  technically  known  as  a  one  year  renewable 
terra  contract.  It  has  no  cash  loan  or  surrender  values,  no  paid- 
up  or  extended  insurance  features,  in  fact,  few  of  things  that  make 
life  insurance  a  mystery  to  the  man  who  is  familiar  only  with  some 
of  the  casualty  or  fire  lines.  The  premium  rate  is  based  on  the 
ages  of  employees  just  as  compensation  premiums  are  based  on 
payrolls.  The  amounts  given  to  employees  are  a  factor  in  deter- 
mining the  premiums.    In  the  selection  of  amounts  the  agent  has 
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FRANK  M.  CHANDLER 

Manager  at  Indianapolis 
Compensation  and  Liability  Department 


one  chance  to  serve.  Here  the  man  familiar  with  the  prospect  has 
the  edge  on  all  competitors.  He  is  in  a  position  to  know  whether 
the  prospect  can  and  will  give  large  amounts.  He  knows  the 
temper  of  the  employer  toward  employees  and  what  amounts 
can  be  sold. 

The  compensation  agent  knows  whom  to  present  group  insurance 
to  in  each  organization.  He  knows  whether  to  work  through  the 
president,  the  secretary,  the  employment  manager  or  some  in- 
fluential director.  Very  often  it  is  not  the  man  who  buys  the 
compensation  who  will  help  the  most  to  get  group  insurance 
adopted.  But  it  is  usually  the  compensation  insurance  buyer 
who  determines  which  agent  and  which  company  shall  get  the 
group  order. 

Both  compensation  and  group  insurance  are  employee  protec- 
tion purchased  by  the  employer.  It  seems  logical  to  the  employ- 
er, therefore,  to  have  the  compensation  man  present  group  life. 
In  fact  the  public  never  has  recognized  to  a  great  extent  the  line  of 
demarcation  that  insurance  men  see  between  life  and  general  insur- 
ance lines. 

The  very  fact  that  casualty  men  have  been  successful  in  the 
group  field,  and  there  are  many  such,  shows  that  casualty  men 
who  have  up  till  now  ignored  the  line  have  been  overlooking 
a  profitable  field. 

A  splendid  line  to  end  a  day's  work  or  a  page  of  Protection: 
Guaranteed  low-cost  life  insurance! 


Another  good  thought:  Capture  a  Leader's  Medal! 


[3] 


Tell  a  man  something  he  wants 


Books  which  will  interest  and  heh 


Publications  of  the  Research  Department  of  The  Travle 


SAFETY  IN  THE  MACHINE 
SHOP.  (First  edition,  1920).  A 
book  of  approximately  200  pages, 
six  inches  by  nine  inches,  giving  an 
elaborate  discussion  of  the  safety 
problem  as  encountered  in  the 
machine  shop.  This  is  the  most  com- 
prehensive discussion  of  this  prob- 
lem that  has  been 
published  and  it 
has  established  it- 
self as  the  stand- 
ard authority  on 
the  subject. 


BOILER  SAFETY.  (First  edition,  1919). 
This  book  is  four  inches  by  six  inches 
and  contains  about  175  pages.  It  discusses 
safe  and  approved  methods  for  operating 
and  caring  for  boilers,  and  is  a  reliable  source 
of  information  for  boiler-room  attendants  as 
well  as  for  persons  in  charge  of  steam  boilers. 

FOREMEN  AND  ACCIDENT  PRE- 
VENTION. (Fourth  edition,  1920).  A 
booklet  four  inches  by  six  inches,  containing 
93  pages,  and  considering  the  general  rela- 
tion of  the  foremen  in  manufacturing  plants 
to  the  prevention  of  industrial  accidents. 

RECIPROCATING  ENGINES  AND 
STEAM  TURBINES.  (First  edition, 
1920.)  A  135-page  book,  four  inches  by  six 
inches,  which  discusses  the  theory,  operation, 
and  maintenance  of  the  reciprocating  steam 
engine  and  the  steam  turbine. 


BOILER 
SAFETY 


FOREMES 
ACCIDEKT  PREVENTION 


COAL  MINING  HAZARDS. 
(Second  edition,  1920).  Safety 
work  in  this  industry  must  be 
largely  of  an  educational  nature. 
This  book,  six  inches  by  nine  in- 
ches and  containing  nearly  200 
pages,  discusses  the  hazards  found 
in  coal  mines  and 
describes  prac- 
tical methods  for 
eliminating  the 
dangerous  con- 
ditions. 


BOILER 
ECONOMY 


COAL  MINING 
HAZARDS 


F)  OILER  ECONOMY.    (Third  edition. 


1918).    This  is  a  companion  volume  to 


REOPROCATINC 
ENGINES  •'J  STEAM 
TURBINES 


ACODEKT  PREVDJTION 


ACCIDENT  PREVENTION  ON 
.  THE  FARM.  (First  edition, 
1914).  Statistics  show  that  accidents 
are  more  numerous  on  the  farm  than 
in  any  other  indus- 
try. This  booklet 
will  be  found  helpful 
in  reducing  the  acci- 
dents caused  by  farm 
machinery  and  other 
hazards  associated 
with  agricultural 
pursuits. 


THE  EMPLOYEE 

fcCaOENT  PREVEMION 


"Boiler  Safety."  It  is  four  inches  by  six 
inches,  contains  approximately  160  pages, 
and  is  devoted  to  a  discussion  of  the  means 
by  which  operating  expenses  in  connection 
with  steam  boilers  may  be  kept  at  a  minimum. 

THE  EMPLOYEE  AND  ACCIDENT 
PREVENTION.  (Fourth  edition,  1918). 
A  booklet  four  inches  by  six  inches,  contain- 
ing 40  pages,  and  discussing  in  a  general  way 
the  relation  of  the  employee  to  the  safety 
problem. 

"T^LEVATORS.  (Third  edition,  1919).  A 
^  four  inch  by  six  inch  book  containing 
approximately  70  pages.  It  gives  a  brief 
survey  of  the  problems  of  elevator  engineers 
and  an  outline  of  the  requirements  which 
make  for  safety  in  the  use  of  elevators. 


yi  RE  you  using  these  technical  pub- 
lications  to  advantage?  Arc  you 
seeing  that  they  get  to  policyholders  i 
These  hooks  are  prepared  as  a  part  of 
tfie  Travelers  Service.  They  contain  ac- 
curate information;  and  also  many  sug- 
gestions which  if  carried  out  in  the 
Travelers  way  will  reduce  the  number 
and  severity  of  our  industrial  accidents. 


THE  TRAFFIC 
OFFICER'S 
TROUBLES.  This 
is  a  reprint  of  an 
article  that  appear- 
ed in  The  Travel- 
ers Standard  for 
April,  1919. 
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TROUBLES 
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SAFETY  i 
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IF  YOUR  BRANCH  OFFICE  CANNOT  SUPPLY  YOU,  ADDRESS:   SUPPLY  DEPAllI 


Travelers  Service  m 


U  know  and  he  becomes  your  friend 


p  your  policy  holders— ask  for  them 

eers  ybr  Travelers  Policy  holders,  Agents,  and  Inspectors 
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tfllNEERING  AP- 

Bf:AFFOLDS.  (First 
I  his  is  the  largest  of 

4i.tions.  It  is  six  in- 
ss  in  size,  contains 
pages,  and  is  bound 
ns  a  survey  of  scaf- 
neral  and  discusses 
.  of  scaffolds  now  in 
itions  necessary  for 
nt  of  each  type. 

ordered  from  the 
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SAFETY  IN  BUILDING  CON- 
STRUCTION. (Second  edition, 
1921).  The  need  for  greater  atten- 
tion to  the  safety  of  workmen  in  the 
building  trades  is  plainly  evident. 
This  book,  six  inches  by  nine  inches 
and  containing  approximately  120 
pages,  discusses 
modern  safety  en- 
gineering methods 
as  applied  to  the 
erection  of  build- 
ings. (Ready  soon). 


HOW  TO  MOTOR  WITH  SAFETY  IN 
PLEASURE  TYPE  CARS.  (Third 
edition  revised,  1920).  This  book,  four  in- 
ches by  six  inches  in  size,  is  just  off  the  press. 
It  is  a  complete  revision  of  our  earlier  book, 
"Motor  Vehicles  and  Safety,"  and  discusses 
the  safe  operation  of  pleasure  cars. 

ACCIDENT  PRE\^NTION  IN  PAPER 
■  MILLS.  (Second  edition,  1914).  A 
booklet  of  36  pages,  four  inches  by  six  inches 
in  size,  and  containing  an  account  of  the 
dangers  associated  with  paper  manufactur- 
ing and  how  these  dangers  may  be  largely 
overcome. 

ORGANIZATION  IN  SAFETY  WORK 
(Third  edition,  1919).  A  booklet,  four 
inches  by  six  inches,  containing  79  pages.  It 
discusses  the  organization  and  systematic 
conduct  of  safety  campaigns  and  makes 
many  practical  suggestions  in  connection 
with  the  conduct  of  the  work. 


SOME  DAN- 
GERS OF 
THE  STREET. 
This  is  a  reprint 
of  an  article 
appearing  in 
The  Traveleh.9 
Standard  for 
August,  1919. 


ACCIDENT  PREVENTION 

PAPER  MILLS 


ORGANIZATION 
SAFETY  WORK 


SAFE  FOUNDRY  PRACTICE. 
(First  edition,  1920).  A  book  of 
70  pages,  six  inches  by  nine  inches, 
dealing  with  the  accident  problem 
as  it  is  encountered  in  foundries,  and 
making  practical  suggestions  con- 
cerning the  machinery  and  other 
apparatus,  the  methods  that  are 
used,  and  the  wear- 
ing apparel  of  the 
employees.  It  re- 
lates mainly  to  the 
iron  foundry,  but 
many  of  its  sugges- 
tions are  equally 
applicable  to  foun- 
driesof  other  kinds. 


GRINDING 
WHEELS 


SAFE  FOUNDRY 
PRACTICE 


ILLUMINATION 
PAPER  MILLS 


THE  EMPLOYER 


TUST  as  the  attorney  has  his  law 
library  and  the  doctor  and  dentist 
have  their  laboratories,  so  should  the 
■professional  insurance  man  have  his 
shelf  of  reference  publications  in  addi- 
tion to  his  mamials,  binder  for  "Protec- 
tion," etc.  The  Travelers  man  can 
have  the  most  valuable  library  of  them 
all. 


GRINDING  WHEELS.  (Fourth  edition, 
1919).  In  the  original  edition  this  was 
the  first  of  The  Travelers  Insurance  Com- 
pany's accident  prevention  publications.  It 
is  four  inches  by  six  inches  in  size,  contains 
approximately  35  pages,  and  discusses  safe 
methods  and  practices  in  using  and  caring 
for  grinding  wheels. 

ILLUMINATION  AND  ACCIDENT 
1  PREVENTION  IN  PAPER  MILLS. 
(Fourth  edition,  1918).  A  four-inch  by  six- 
inch  booklet  containing  approximately  30 
pages.  It  reviews  a  few  of  the  more  danger- 
ous features  in  paper  manufacturing  and 
points  out  how  the  number  of  accidents  in 
this  industry  can  be  reduced  by  installing 
suitable  and  adequate  illumination. 

THE  EMPLOYER  AND  SAFETY.  (First 
edition,  1920).  A  booklet  of  29  pages, 
four  inches  by  six  inches,  and  containing 
some  practical  thoughts  concerning  the  rela- 
tion of  the  employer  to  the  safety  problem. 

SAFETY  IN  MOVING  PICTURE 
THEATERS.  (Second  edition, 
1915).  This  booklet  briefly  discusses 
proper  lighting,  ventilation,  and  con- 
struction of  theaters 
in  general  and  con- 
tains suggestions  for 
proper  equipment 
and  operation  of 
moving  picture  ap- 
paratus. It  is  four  in- 
ches by  six  inches  in 
size  and  contains  ap- 
proximately 40  pages 
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i'ystallized  in  Books 


PROTECTION 


The 

Tower  Window 

A  Chicago  judge  sentenced  a  man  to 
thirty  days  in  jail  for  murdering  his  family. 

"Isn't  that  a  pretty  heavy  sentence,  your 
Honor?"  protested  the  prisoner. 

"Well,  you  killed  your  family,  didn't  you?" 
demanded  the  judge. 

"Yes,"  replied  the  prisoner,  "but  it  was 
a  small  family." 

BELIEVES  IN  "TREATING  "eM  ROUGh" 

"Robbery  stands  next  to  murder  in 
seriousness,"  a  Boston  judge  declared. 
"Conditions  are  getting  more  serious,  and 
in  large  cities  it  has  become  unsafe  for  a 
man  to  walk  at  night.  The  barbarism  of 
these  hold-ups  knows  no  respect  for  law, 
morals,  or  order.  If  I  had  iny  way  I  would 
send  every  man  convicted  of  robbery  to 
State  prison  for  life." 

*  *  * 

J.  W.  Gardiner,  a  Logan,  Utah,  attorney, 
was  electrocuted  recently  when  he  stepped 
upon  an  iron  radiator  to  fasten  a  grill  to  a 
light  socket  at  his  home.  He  received  an 
electric  shock  which  killed  him. 

P.  W.  Herren,  who  lives  on  the  Rolling 
P^ork,  found  himself  in  an  uncomfortable 
position  just  after  the  heavy  rain  last  week, 
when  he  tried  to  ford  the  Rush  Branch. 
A  part  of  the  harness  gave  way  and  the 
horse  walked  out  and  left  him  sitting  in  the 
buggy  in  the  middle  of  the  stream  with  a 
big  rise  from  the  heavy  rains  coming  down. 
Friends,  however,  drove  in  and  brought 
him  back  to  safety.  [Harrodsburg  Democrat. 

*  *  * 

the  old  story 
Another  man  has  been  struck  by  an 
automobile — is  suing  a  Willimantic  motorist 
for  $3,000. 

It's  no  wonder  that  these  stories  do  not 
attract  your  attention  when  you  see  them 
in  the  newspapers  day  after  day.  But  they 
do  assume  a  startling  interest  all  their  own 
when  the  sheriff  puts  an  attachment  on 
your  property  for  an  accident  which  your 
car  has  caused.  That  is  when  the  value  of 
an  automobile  liability  policy  is  driven  home. 


EDITHA's  BURGL.VR  REVISED 

Editha  was  the  sweet,  trusting  little  girl 
heroine  of  one  of  the  youthful  classics  who 
came  downstairs  late  one  night  to  find  a 
burglar  about  to  ransack  the  house.  Her 
childish  beauty  so  affected  him  that  he  went 
off  with  all  the  family  silver,  but  did  not 
disturb  her  sick  mother. 

One  of  our  little  girls  of  today  went  Editha 
one  better,  however,  when  she  came  home 
from  school  for  lunch  while  her  mother  was 
down  shopping,  only  to  find  a  burglar  eating 
it.  Little  Ruth  begged  him  not  to  take  her 
Christmas  presents. 

So  he  took  her  into  the  parlor  and  played 
jingles  and  Christmas  songs  on  the  piano 
for  her  until  it  was  time  for  her  to  go  back 
to  school. 

Then  he  left  without  taking  anything! 

But  Christmas  is  over  now,  and  we  cannot 
depend  upon  the  Christmas  spirit  to  defend 
our  possessions  from  the  men  who  break 
into  our  homes.  Let's  treat  ourselves  to  a 
burglary  policy  for  a  present,  instead. 

*  *  * 

HE  FOUND  out! 

When  The  Travelers  gets  off  a  risk  it's 
a  good  time  to  do  something. 

We  insured  a  fertilizer  tank  in  Richmond, 
Indiana.  In  December  1918  a  Travelers 
inspector  went  over  the  risk  and  discovered 
that  it  was  in  unsafe  condition.  We  notified 
the  policyholder  that  unless  he  took  steps 
to  repair  it,  we  would  have  to  cancel  the 
policy. 

He  didn't  think  much  of  Travelers  Service; 
it  revealed  to  him  conditions  that  took 
money  to  put  right.  He  guessed  the  old 
tank  would  run  along  for  a  time  —  it  never 
had  exploded.  He  couldn't  see  any  reason 
why  it  should. 

The  other  day  it  blew  up.  Four  men  were 
injured;  the  factory  was  badly  damaged. 

*  *  * 

In  a  lay  out  of  specially  designed  automo- 
bile bodies  we  note  one  that  comes  to  a  sharp 
point  at  the  hood.  Isn't  it  enough  to  hit 
pedestrians  without  spearing  them? 

[Detroit  Motor  News. 

*  *  * 

Six  pairs  of  boys'  trousers  have  been  stolen 
from  a  Jackson  clothing  store,  and  if  a  boy 
did  it,  we  only  hope,  in  the  name  of  common 
humanity,  that  he'll  have  all  of  them  on  when 
his  father  finds  it  out. 


A  Colorado  farmer  suggested,  in  a  letter 
to  Governor  Shoup  of  that  state,  that  farmers 
should  be  allowed  to  have  two  wives,  and 
city  men  only  one.  He  figured  that  this 
would  be  an  added  attraction  and  bring 
more  men  to  the  farms.  Also  it  should 
help  increase  the  farming  population. 

But  until  every  farmer  adequately  protects 
with  life  insurance  the  one  wife  he  now  has, 
we  should  be  reluctant  to  favor  granting 
him  another. 

*  *  * 

The  breaking  of  a  wooden  leg,  according 
to  the  Ohio  Industrial  Commission,  is  prop- 
erty damage — not  personal  injury. 

*  *  * 

GIRLS  WILL  BE  GIRLs! 

A  pretty  girl  with  a  pearl-handled  revolver 
played  the  leading  part  in  three  daylight 
hold-ups  in  Chicago  recently.  Sobbing,  she 
stopped  a  man  in  the  street. 

"I  have  lost  my  way,"  she  wept. 

Touched  to  the  heart  he  led  her  to  the 
address  which  she  gave,  a  few  doors  distant. 
When  they  reached  it  she  pulled  the  gun, 
and  he  was  forced  to  go  in.  Inside,  two 
men  completed  the  job  and  tied  the  victim 
to  a  bedpost.  Six  men  were  tied  and  robbed 
in  this  manner,  one  after  another. 

It  was  a  steel-blue  automatic,  not  a 
pearl-handled  revolver,  that  the  first  woman 
bandit  in  Minneapolis  depended  upon  when 
she  successfully  held  up  and  robbed  a  man 
of  $40  and  a  gold  watch.  But  girls  will  be 
girls  for  a'  that.  Although  she  masqueraded 
in  a  man's  cap  and  overalls,  she  sported  such 
high  French  heels  she  could  hardly  walk! 


HIS  MISTAKE 

He  longed  to  find  the  road  to  fame. 
But  not  a  highway  bore  this  name. 

He  thought  to  glory  there  must  be 
A  level  path  that  he  should  see. 

But  every  road  to  which  he  came 
Possessed  a  terrifying  name. 

He  never  thought  that  fame  might  lurk 
Along  the  dreary  path  called  Work. 

He  never  thought  to  go  and  see 

What  marked  the  road  called  Industry. 

Because  it  seemed  so  rough  and  high 
He  passed  the  road  to  Service  by. 

Yet  had  he  taken  either  way 

He  might  have  come  to  fame  some  day . 

[Detroit  Free  Press. 
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PROTECTION 


ADVENTURES  OF  H.  JAMES 

n—The  Man  Who  Could  Do  Better  With  His 
Money. 

"I  don't  want  any  insurance.  I  am  so 
situated  that  I  am  making  15  or  20  percent 
on  my  money.  What  does  Hfe  insurance 
mean  to  me.'"'  said  the  prospect. 

"Everybody  acknowledges  there  isn't  a  man 
in  town  who  is  equal  to  you  as  a  financial 
expert,"  said  Mr.  James,  with  a  slight  bow. 
"That's  why  you  need  insurance." 

"My  own  money  will  not  safely  earn  me 
more  than  five  or  six  percent.  Your  money 
is  worth  no  more.  The  ten  or  fifteen  percent 
additional  is  earned  not  by  your  money,  but 
by  your  personality  and  ability.  The  ques- 
tion is,  what  will  the  money  be  worth  to  your 
family  when  you  go.'  What  will  it  be  worth 
to  you  if  you  have  to  stop.'" 

/// — "Life  Insurance  Costs  Too  Much" 

"Let's  see,"  says  Mr.  James,  "what  does  it 
cost  to  save?"  and  with  pad  and  pencil  he 
figures  it  out  like  this: 

An  ordinary-life  policy,  with  disability 
clause,  at  age  thirty  costs  1.8a  percent  a 
year;  age  forty,  less  than  2.61  percent  a 
year;  a  twenty-payment  life,  age  thirty, 
less  than  2.63  percent  for  twenty  years. 

Henry  says  that  if  he  can  get  a  prospect 
to  figure  it  out  himself,  the  question  of  cost 
disappears  in  the  wonder  of  how  the  Com- 
pany can  do  it. 

While  the  prospect  is  looking  over  the 
figures  to  see  if  he  has  made  a  mistake, 
Mr.  James  remarks,  "What  will  it  cost  your 
family  if  you  don't.'" 

IV— "It  Is  Gambling." 

When  a  man  says  life  insurance  is  gamb- 
ling, Mr.  James  .says: 

"One  of  the  most  uncertain  of  things  is  the 
duration  of  a  single  life.  One  of  the  most 
certain  things  is  the  average  duration  of 
many  lives.  "The  man  who  is  insured  takes 
no  chances,  the  premium  he  pays  for  the 
policy  is  the  cost  of  taking  from  his  wife  and 
children  the  uncertain  hazard  of  a  single  life. 

"The  insurance  company  takes  no  chances, 
for  the  aggregate  of  all  the  premiums  paid  on 
an  aggregate  of  all  the  lives  insured  is 
mathematically  adequate  to  all  the  risks. 

"The  gambler  stakes  the  well-being  of  his 
family  on  the  greatest  uncertainty  of  all 
uncertainties — his  unmeasurable  life.  He 
takes  the  chance.  He  leaves  his  family  to 
pay  the  stakes." 


ALL  THIS  DAMAGE  CAUSED  BY  ONE  AUTOMOBILE! 


"Safety  Sunday"  in  Kansas  City  was  described  in  our  last  issue.  Manager  Piatt  sends 
this  picture  showing  the  almost  unbelievable  destruction  that  was  worked  on  a  corner  build- 
ing by  a  single  touring  car. 


ACRES  OF  DIAMONDS 

Dr.  Russell  H.  Conwell,  of  Philadelphia, 
in  his  famous  lecture  "Acres  of  Diamonds," 
tells  of  the  man  who  sold  his  farm  and 
traveled  afar  in  search  of  diamond  fields, 
only  to  learn  upon  his  return  that  the  new 
owner  had  discovered  in  his  very  door  yard 
what  later  became  the  Kohinoor  mines. 

Applications  for  insurance  are  veritable 
diamonds,  and  the  bitter  experience  of  the 
old  African  has  an  almost  daily  counterpart 
in  the  work  of  many  insurance  salesmen. 
Much  money  and  precious  hours  are 
wasted  in  journeying  to  the  remote  places  in 
search  of  the  mine  of  applications  which 
are  often  to  be  found  next  door.    The  grass 

"Goodbye,  Anxiety!" 
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in  the  other  pasture  should  never  look 
greener  than  that  in  his  own  field  when 
viewed  by  the  alert  insurance  agent.  How 
often  have  you  heard  the  story  of  the  friend 
or  neighbor  who,  having  just  purchased  a 
large  policy  with  a  competing  company 
regrets  that  he  did  not  know  you  were  in 
the  insurance  business. 

One  of  the  most  successful  agents  in  our 
Chicago  Branch  says  that  every  policyholder 
on  his  books  is  within  easy  walking  distance 
of  our  office. 

Let  the  agent  not  only  forsake  the  wander- 
lust but  intensively  cultivate  his  immediate 
field  and  he  will  possess  the  equivalent  of 
"Acres  of  Diamonds." 


PROTECTION 


AGENCY  ITEMS 

Manager  Waugh  is  still  smiling  because 
in  the  final  week  of  the  Fall  Campaign  all 
previous  records  for  accident  production  at 
the  Atlanta  Branch  Office  were  again  broken. 
Another  reason  for  his  joy  is  that  every 
agent  connected  with  the  oflBce  enthusias- 
tically contributed.  This  Georgia  organiza- 
tion has  a  habit  of  doing  a  little  better  each 
time  it  tries.  It  started  by  winning  over 
Syracuse  in  the  special  challenge  of  a  year  ago. 

In  one  day  and  a  half — on  December  10th 
and  11th — Lawrence  E.  Head,  of  Springfield, 
111.,  a  coming  champion,  wrote  $1,747.75  in 
accident-only  premiums,  all  new  risks.  Do 
we  hear  any  claims  of  a  better  record  by 
anyone,  anywhere.'' 

The  big  New  York  City  family  bout  has 
passed  into  history.  It  closed  on  December 
18th  with  a  total  of  $29,000  in  new  accident 
and  health  business  produced  by  the  four 
teams  in  five  weeks.  By  a  scant  margin 
Captain  MacConnell  and  those  composing 
the  "MacConnell  Unit"  have  won  first  place 
and  at  the  same  time  the  hearty  congratula- 
tions of  both  Home  Office  and  Field.  As- 
sistant Manager  Warner  and  his  crew  were 
very  close  in  second  place  whUe  the  "Stud- 
well  Unit"  and  the  "Glines  Unit"  finished 
third  and  fourth  respectively.  Some  day 
we  hope  to  see  a  match  between  these  four 
units  combined  against  some  other  am- 
bitious organization  which  may  be  prompted 
to  challenge. 

On  January  1st,  Charles  T.  Boyd,  well 
known  to  agents  and  friends  of  The  Travelers 
through  his  effective  work  as  special  agent 
in  Montreal,  Quebec,  took  charge  as  Mana- 
ger, Life  and  Accident  Departments,  of  the 
Branch  Office  at  Halifax,  N.  S.  R.  F. 
Merlin,  after  long  and  faithful  service,  has 
resigned  to  become  a  special  representative 
in  order  to  devote  more  time  to  his  personal 
clients.  Mr.  Merlin  of  course,  will  continue 
to  make  his  headquarters  in  the  Halifax 
Branch  Office. 

The  Bridgeport  Branch  Office  stepped  into 
the  limelight  with  a  family  dinner  party 
at  the  Brooklawn  Country  Club  on  Decem- 
ber 16th.  Captain  F.  D.  Hotchkiss  and 
his  teammates,  having  lost  the  recent  acci- 
dent contest  held  at  this  Branch,  entertained 
Captain  W.  C.  Ei-senman  and  the  other 
members  of  the  winning  team. 

When  the  Worcester  Branch  Office  issued 
its  general  challenge  for  the  writing  of 
new  accident-only  premiums  in  the  month 


of  November,  the  challenge  was  promptly 
accepted  by  six  enterprising  jurisdictions, 
and  the  contest  provoked  some  of  the  best 
spirit  of  the  year.  Manager  Donley  of 
Peoria  may  well  be  proud  to  have  won  first 
place  with  $13,000  in  accident-only  premi- 
ums; Manager  Willis  and  his  hoosiers  put 
Indianapolis  in  as  a  close  second.  The  others 
finished  in  the  following  order:  Newark, 
Worcester,  St.  Louis,  Toledo  and  Grand 
Rapids.  Our  compliments  and  congratula- 
tions are  extended  to  the  winners  and  to 
each  of  the  offices  who  showed  enough  spirit 
and  enterprise  to  accept  the  challenge.  It 
benefited  everyone  concerned. 


L.  W.  DEARTH  PROMOTED 

Lester  W.  Dearth,  special  agent  at  Mil- 
waukee, has  been  promoted  to  be  assistant 
manager.  Compensation  and  Liability  De- 
partment, Milwaukee  Branch  Office. 


BABE  RUTHS  OF  INSURANCE! 

Two  agents  of  the  Seattle  Branch  Office, 
in  their  second  years  of  service  with  the 
Company,  are  demonstrating  their  right  to 
membership  in  the  Travelers  Multiple-Line 
League,  with  the  honorary  degree  of  B.  R. 

Agent  Charles  F.  Carskadden,  since  in- 
suring the  manager  of  an  institution,  has 
placed  110  policies  on  93  employees  of  the 
same  concern.  These  included  life,  accident 
and  liability  lines;  and  eleven  were  secured 
in  one  day  after  the  satisfactory  payment  of  a 
claim  to  the  manager,  who  had  sufifered  a 
dislocated  shoulder  in  an  automobile  acci- 
dent. The  end  is  not  yet,  however,  as  Mr. 
Carskadden  expects  in  the  near  future  to 
cover  about  thirty  automobiles  and  some 
eighty  boilers  through  the  connection  he  has 
thus  established. 

Agent  Benjamin  J.  Taylor  a  year  ago 
sold  the  management  of  an  automobile 
concern  27  life  policies  of  $1,000  each  as  a 
Christmas  gift  to  their  employees.  This 
year  the  same  concern  purchased  twenty- 
three  accident  and  health  policies  for  the 
same  purpose.  At  the  time  the  policies 
were  delivered,  the  employees  were  given 
an  efficiency  talk  by  Agent  Taylor,  which 
so  pleased  the  proprietor  that  he  agreed  to 
purchase  a  large  line  of  personal  life  insurance 
and  recommended  Mr.  Taylor  to  business 
a.sso('iates — wliich  resulted  in  the  sale  of 
eleven  MDA  policies. 


BRANCH  OFFICE  GOLF  NOTES 

A  Travelers  man,  who  insists  that  we 
keep  his  identity  a  secret,  sends  us  the 
following  contribution : 

A  match  which  aroused  great  interest  in 
this  Branch  Office  was  played  last  month, 
the  players  in  question  representing  the 
maximum  handicaps  of  their  respective  teams 
— the  Life  and  Accident  Agency  Department 
and  the  Cashier's  Department.  The  weather 
was  dry  and  a  large  gallery  in  the  same  condi- 
tion assembled  to  witness  the  match.  At 
the  first  hole,  269  yards.  Mr.  K.  led  off  with 
a  low  bumping  shot  to  within  260  yards  of 
the  flag.  Mr.  P.  drove  to  the  edge  of  the 
tee.  Twenty-two  minutes  afterwards,  the 
hole  was  halved  in  15.  Mr.  P.  took  the  lead 
at  the  third,  Mr.  K.  having  just  missed 
the  putt  of  six  inches,  miscalculating  the 
direction  arrow  on  his  patent  putter.  At 
the  fourth,  the  short  hole,  Mr.  K.  drove 
his  sixth  into  a  bunker,  and  taking  ten  to 
get  out,  became  two  down,  his  opponent 
having  holed  out  in  a  lucky  fourteen.  With 
his  drive  at  the  sixth,  Mr.  K.  struck  a 
spectator  who  had  stupidly  been  standing 
at  right  angles  to  the  tee.  On  the  eighth 
green,  Mr.  P.  fanned  one  stroke  on  his 
final  putt  and  lost  the  hole.  A  mechanical 
eleven  followed  and  Mr.  P.  turned  one  up. 
At  the  tenth,  playing  a  determined  game, 
Mr.  K .  smashed  his  brassie.  At  the  tenth, 
Mr.  P.  drove  a  divot  150  yards.  Ap- 
proaching from  the  edge  of  the  fourteenth 
green,  Mr.  P.  made  the  longest  shot  of  the 
match.  At  the  fourteenth,  Mr.  K.  drove 
a  dozen  "Colonels"  before  clearing  the  pond. 
Mr.  P.,  going  around  back  of  the  willows, 
won  in  19.  The  long  hole  was  halved  in  a 
strenuous  26.  Later  in  the  afternoon  Mr. 
K  .  drove  into  the  last  bunker  on  the  course, 
Mr.  P.  following  with  the  like.  Here  for 
the  next  40  minutes  play  was  of  an  even 
nature,  then  Mr  K.  sent  for  a  new  niblick. 
After  the  bunker  had  been  driven  two  feet 
and  some  inches,  the  referee  decided  to 
postpone  the  remainder  of  the  match  until 
the  early  spring  of  1921,  which  is  expected 
to  give  the  green-keepers  time  enough  to 
replace  cut  turf,  repair  misplaced  bunkers  and 
generally  get  the  course  back  to  its  normal 
condition. 


These  last  lines  are  written  as  the  old  year 
expires.  The  figures  show  that  The  Travelers 
has  again  experienced  the  best  year  in  its 
history,  and  we  offer  thanks  and  congratu- 
lations to  everybody. 


Sell  Travelers  Multiple  Lines  and  Become  a  B.  R. 
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With  The  Travelers  there  are  multiple  ways  of  making  money 

^  TRAVELERS 

PROTECTION 

and  C^aents'ligcord 


^uhlishedhy 
THE  TRAVELERS  INSURANCE  COMPANY 

and 

THE  TRAVELERS  INDEMNITY  COMPANY 


VOLUME  V 


HARTFORD,  CONNECTICUT,  JANUARY  12,  1921 


No.  2 


DOES  COOPERATION  PAY?     LET  THIS  POLICYHOLDER  TESTIFY! 


TAKEM  BY  LLOYD  WHITE  BELL  FROM  AN  AEROPLANE 

Several  years  ago  the  officers  and  men  of  the  Fiak  Rubber  Company, 
whose  impressive  plant  we  picture  above,  decided  that  the  protection 
of  lives  and  limbs  was  worth  the  undertaking  of  a  safety  cam.paign. 
They  accepted  Travelers  Service,  and  from  that  time  on,  each  year  has 
shoum  a  better  record  of  accidents  prevented  and  injuries  avoided. 


Recently  the  Fisk  plant  held  a  no-aceideni  week  and  went  for  nine 
days  without  an  accident  worth  mentioning.  Close  cooperation  be- 
tween the  policyholder  and  tlie  Travelers  service  departments  yields 
dividends  of  more  than  money  value  in  saved  lives  and  uninjured 
bodies. 


PROTECTION 


THE  SAME  OLD  STORY 

An  Insurance  Policy  is  Only  as  Good  as  the  Com- 
pany Behind  It 

Cheap  automobile  insurance  is  a  poorer  speculation  than  cheap 
oil  stock.  The  man  who  plunges  in  oil  risks  only  the  money  he 
speculates  with,  while  his  brother,  who  prefers  cut-rate  automobile 
protection  at  25%  below  Manual  rates  to  honest  protection, 
stands  to  lose  not  only  the  price  of  his  premiums,  but  also  the  cost 
of  any  suits  or  verdicts  which  may  be  rendered  against  him. 

In  spite  of  the  fact  that  there  have  been  dozens  of  these  "ex- 
changes' '  that  have  sprung  up,  collected  thousands  in  premiums, 
and  then  faded  away  leaving  no  trace  of  either  "exchange"  or 
premiums,  there  seem  to  be  still  thousands  of  men  who  think  they 
are  getting  a  bargain  if  they  can  purchase  a  policy  which  prom- 
ises to  protect  them  against  their  liability,  at  a  lower  cost  than 
reliable  companies,  who  know  the  business,  having  been  paying 
claims  for  many  years,  can  afford  to  write  this  insurance. 

We  are  publishing  below  a  letter  written  by  the  president  and 

manager  of  the  Indemnity  Exchange,  to  a  policyholder, 

informing  him  that  he  is  assessed  $371.31  on  his  five  policies. 

Los  Angeles,  Cal.,  August  13,  1920. 

Policies  No.  15071,  15073,  15074,  15075.  1507C 
Total  $371.31 

Dear  Sir: 

Effective  July  1st,  1919,  the  new  insurance  law  governing 
reserves  made  it  necessary  for  reciprocal  exchanges  to  maintain 
the  same  reserves  as  stock  companies  writing  similar  risks.  There- 
fore, it  becomes  necessary  for  the  policyholders  of  this  exchange  to 
pay  within  thirty  (30)  days  the  premium  shown  above.  This 
amount  is  in  addition  to  any  deposits  made  or  to  be  made  under 
the  above  policy  and  is  necessary  to  meet  the  requirements  above 
mentioned  and  our  unusually  heavy  loss  experience. 

The  necessity  of  this  payment  is  greatly  regretted  by  your  mana- 
ger, but  kindly  bear  in  mind  that  the  saving  effected  during  our 
five  (5)  years  of  operations  has  amounted  to  approximately  two 
hundred  fifty  percent  (250%)  had  you  carried  your  insurance 
with  "Board"  companies. 

We  feel  sure  this  ratio  of  saving  will  continue,  and  hope  you  will 
comply  with  this  call  promptly. 

Yours  very  tridy, 
 INDEMNITY  EXCHANGE 

By 

Manager. 

This  particular  exchange  collected  in  1919  $177,278.00  of 
automobile  premiums  in  the  state  of  California.  This  insurance 
was  written  at  75%  of  the  manual  rates.  How  this  manager 
figures  out  the  saving  of  250%  in  five  years  is  ditBcult  for  us  to 
understand.  The  policyholder  might  have  saved  25%  on  his 
automobile  premiums  for  that  year — but  when  the  $371.31  was 
added  to  the  initial  cost  of  the  premiums,  it's  a  pretty  safe  assump- 
tion that  the  "Exchange"  premiums  for  that  year  totalled  nearer 
to  150%  than  75%  Manual  rates  for  1919.  And  what  good  is  it 
going  to  do  the  new  policyholder  to  know  how  much  the  "Ex- 
change" saved  its  policyholders  in  the  past  five  years,  if  it  costs 
him  150%  Manual  rates  in  the  present  year? 

But  unfortunately  for  the  policyholders,  this  is  not  the  whole 
story.    In  1919,  this  "Exchange"  claimed  that  their  assets,  over 


Five  Good  Reasons 

Why  Every  Motorist  Should  Carry  Plenty  of  Trav- 
elers Automobile  Liability  Insurance 

Because:  A  Chicago  real-estate  dealer,  deeply  worried  over 
an  impending  damage  suit,  which  threatened  to  sweep 
away  all  his  savings  and  investments,  committed  suicide 
to  escape  it  all. 

Because:  A  Danbury  motorist  woke  one  morning  to  find 
his  five  accounts  in  five  different  banks  attached,  and 
was  unable  to  draw  any  money  from  them,  until  a  big 
claim  for  damages,  arising  from  an  accident  in  which  his 
car  was  involved,  was  settled. 

Because:  A  New  York  motorist  was  recently  forced  to  pay 
a  $40,000  verdict,  resulting  from  an  accident  at  a  time 
when  his  chauffeur  was  driving  the  car  alone,  and  the 
owner  was  in  no  way  responsible. 

Because:  An  Oakland,  Cal.,  motorist  was  recently  forced 
to  file  a  petition  in  the  bankruptcy  court  because  he  had 
not  the  means  to  pay  a  $10,597.25  verdict  arising  out  of 
an  automobile  accident  which  was  rendered  against  him. 

Because:  A  West  Virginia  merchant  was  forced  to  sell  his 
car,  his  business  and  his  household  furniture  to  satisfy 
his  judgment  creditor — in  this  case  a  man  whose  child 
had  been  killed  by  the  grocer's  automobile. 


liabilities,  amounted  to  $35,000.  But  the  insurance  commis- 
sioners thought  differently;  they  discovered  upon  investigation 
that  their  assets  were  $90,000  less  than  their  liabilities.  And  also 
that  the  attorney-in-fact  for  the  "Exchange"  was  pocketing  com- 
missions on  premiums  that  were  not  yet  earned. 

On  August  16th,  1920,  Judge  Monroe  of  the  California  Superior 
Court,  appointed  the  insurance  commissioner  as  liquidator  for  the 
 Indemnity  Exchange  under  the  act  regulating  the  liqui- 
dation of  insurance  companies.  And  now  this  policyholder,  who 
bought  his  insurance  at  25%  less  than  he  would  have  had  to  pay 
for  real  protection,  and  who  was  later  assessed  $371.31  "to  main- 
tain the  same  reserves  as  stock  companies"  will  be  indeed  lucky  if 
he  is  not  called  upon  for  another  assessment  to  settle  the  out- 
standing debts  and  claims  of  the  "Exchange."  More  than  this, 
the  law  holds  the  automobile  owner  responsible  for  injuries  his 
machine  causes,  and  he  must  pay,  regardless  of  whether  he  car- 
ried "insurance,"  if  the  company  cannot.  This  looks  like  hard 
luck  for  policyholders  in  this  exchange  who  have  claims  pending 
against  them. 

As  that  wise  old  grocer  so  truly  remarked,  when  asked  the  dif- 
ference between  cheap  eggs  and  good  eggs — "Eggs  are  eggs,  till 
you  come  to  use  them."  So,  the  difference  between  a  cut-rate 
policy  and  one  issued  by  a  reliable  company  like  The  Travelers 
may  not  be  at  first  readily  apparent.  Both  of  them  are 
promises.  The  test  comes  when  you  need  to  use  them.  Travelers 
insurance  is  real  protection,  not  an  obligation. 


Moral:  Insure  in  The  TRAVELERS 
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OUR  PORTRAIT  GALLERY  — 60 


y 


IS 


In 


WILLIAM  H.  KOLB 
Manager  at  Chicago 
Life  and  Accident  Departments 


ADVANTAGEOUS  TO  AGENTS  AND  POLICYHOLDERS 

Influenza  in  1917,  1918  and  1919,  enormous  amounts  of  new 
business  in  1919  and  1920,  and  depreciation  of  securities  held  by 
insurance  companies  have  eaten  heavily  into  life  insurance  sur- 
pluses. Insurance  papers  announce  that  many  life  companies, 
including  some  big  ones,  are  not  anxious  to  write  as  much  business 
in  1921  as  they  did  in  1920. 

Another  big  year  in  1921,  say  the  instance  paper  editors,  will 
take  so  much  money  for  the  absorption  of  new  business  that  non- 
participating  companies  may  have  to  call  on  stockholders  for 
additional  funds  and  participating  companies  may  have  to  use 
the  funds  of  policyholders  that  otherwise  could  be  paid  out  in 
dividends. 

This  situation  is  a  strong  argument  for  guaranteed  low-cost  life 
insurance  and  also  for  multiple  lines.  Life  insurance  policy- 
holders of  The  Travelers  will  not  have  to  share  in  the  digestion  of 
new  business.    That  is  of  interest  to  policyholders. 

Agents  of  The  Travelers  will  not  have  to  reduce  their  writings 
of  life  applications,  because  the  writing  of  multiple  lines  provides 
the  company  with  extensive  funds  for  the  absorption  of  new  life 
business. 

Remember,  Wednesday  wiU  be  National  Life  Insurance  Day 
according  to  the  plans  of  the  International  Committee  of  the 
Y.  M.  C.  A.  which  is  repeating  its  Thrift  Week  this  year. 


THE  FORT  COULONGE  EXPLOSION 

Does  Anyone  Still  Believe  that  Low  Pressure  Boilers 
Do  Not  Explode? 

No  sane  man  would  keep  dynamite  lying  around  his  cellar. 
He  wouldn't  sleep  nights  if  it  were  in  his  house — he  wouldn'texpose 
his  men  to  the  risk  if  it  were  in  his  factory.  But  why  do  thousands 
of  otherwise  level-headed  men  keep  a  heating  boiler  there — and 
let  it  run  along  from  year  to  year  without  proper  inspection.^ 
A  heating  boiler  can,  and  frequently  does,  explode  with  just  as 
disastrous  a  result  as  dynamite. 

A  Fort  Coulonge,  Quebec,  cooperage  factory  had  one  of  these 
low  pressure  boilers  to  heat  water  for  factory  operations.  Some- 
thing went  wong.  It  exploded  without  warning.  That's  where 
a  boiler  differs  from  a  rattlesnake;  it  doesn't  rattle  before  it 
strikes. 

A  group  of  men  were  working  near  it.  They  were  deluged  with 
scalding  water  and  bombarded  with  flying  bricks  from  the  wrecked 
engine  room.  One  was  killed;  eight  others  were  injured.  The 
boilers  and  boiler  house  were  badly  wrecked. 

There  must  have  been  some  reason  for  that  explosion.  Possibly 
the  pipes  were  choked  up  by  scale;  perhaps  some  part  of  the  boiler 
was  corroded  by  the  action  of  the  water.  Out  of  fairness  to  the 
men  who  are  forced  to  work  around  it,  to  himself  or  stockholders 
of  his  company,  every  boiler  owner,  no  matter  how  harmless  and 
innocent  his  boiler  looks,  should  insure  it  in  The  Travelers.  The 
expert  inspection  service  of  this  company  discovers  the  fatal 
weaknesses  before  the  explosion  reveals  them;  the  unlimited 
resoiu-ces  of  the  company  stand  between  him  and  loss,  if  an  ex- 
plosion should  occur  in  spite  of  all  precautions. 


Business  prosperity  will  certainly  retiu'n  again — but  many  a 
man  who  is  tempted  to  lapse  his  life  insurance  will  discover  then 
that  the  good  health  which  allowed  him  to  buy  his  insurance, 
once  gone,  seldom  returns.  Take  no  chances — hang  onto  the 
policy  that  you've  got  now ! 


In  a  good  many  instances  people  buy  certain  kinds  of  income 
investments  when  a  single  premium  annuity  would  fit  their  needs 
much  better. 


HOW  MUCH  AS  A  STARTER? 

What  amount  of  life  insurance  should  the  agent  propose  to  the 
young  man  taking  his  first  policy? 
The  old  unit  was  $1,000. 

Agents  generally  have  increased  this  amount  during  the  past 
few  years  but  some  figures  of  the  war  risk  bureau  would  indicate 
that  the  increase  has  not  been  large  enough. 

These  figures  show  that  $3,500  at  least  should  be  proposed  to 
each  young  man. 

During  the  year  ended  June  30,  half  a  billion  of  term  insurance 
was  converted  and  the  average  policy  was  $3,345.70. 

That  was  the  amount  the  average  young  man  wanted.  He 
wasn't  pressed  to  take  that  much  life  insurance.  He  was  merely 
offered  the  opportunity  to  get  $10,000  of  government  protection 
and  he  felt  he  needed  and  could  pay  for  a  third  of  that  amount. 


"Goodbye,  Anxiety!" 
[11] 


PROTECTION 


WOULDN'T  THIS  INTEREST  YOU? 

Service  and  Protection  for  a  Small  Annual 
Retainer 

If  a  famous  lawyer  should  come  to  you 
and  say : 

"I  am  called  upon  quite  frequently  to 
defend  property  o-\vners  who  are  being  sued 
for  injuries  sustained  on  their  property. 
I've  defended  some  pretty  big  suits  in  my 
time.  I  have  faced  the  lawyers  of  women  who 
were  demanding  $50,000  for  a  broken  hip, 
caused  by  slipping  on  a  dark  staircase.  I've 
defended  apartment  owners  against  tenants 
who  were  asking  huge  sums  for  exaggerated 
injiu-ies  because  they  were  bitter  against 
a  landlord  who  raised  his  rent  when  all  his 
expenses  for  maintenance  went  up.  I  have 
won  many  of  my  cases.  I  make  an  especially 
big  effort  if  I  believe  that  the  claimant  is 
really  trying  to  put  something  over  on  my 
clients.  I  have  lost  other  cases  and  was  not 
always  sorry  to  see  some  claimant  who  was 
really  injured  receive  a  just  compensation 
for  his  injuries. 

"Now  I  have  a  proposition  to  make  you. 
You  know  my  time  is  worth  many  dollars 
an  hour.  If  I  defend  a  suit  for  a  client,  my 
fees  run  up  into  the  hundreds.  But  — if  you 
will  pay  me  just  a  few  dollars  every  year, 
not  only  will  I  be  your  counsel  in  case  you 
are  sued,  and  defend  your  case  without  charge 
— but  I  mil  also  pay  any  verdict  which  may  be 
rendered  against  you. 

Wouldn't  that  interest  you?  Well,  The 
Travelers  is  the  famous  lawyer  who  is 
actually  making  this  proposition  to  you. 
It  handles  thousands  of  such  cases  annually. 
It  will  do  the  same  for  you  for  only  a  few 
dollars  a  year — the  premium  on  a  Travelers 
Landlords',  Owners'  and  Tenants'  Public 
Liability  policy. 


LOOKING  DOWN  ON  THE  TRAVELERS 


ANOTHER  BOUQUET  FOR  THE 
AGENT 

The  public  is  slowly  awakening  to  the 
value  of  life  insurance  and  the  services 
which  the  life  insurance  agent  so  freely  gives. 
In  the  past  year  a  large  number  of  newspaper 
clippings  along  this  line  have  come  to  our 
attention.  We  have  printed  a  few  of  these; 
for  others  we  have  not  had  the  space.  We 
are  reprinting  below  an  article  copied  from 
the  "Boston  Evening  Globe"  of  a  recent  date. 

To  you  this  may  seem  "old  stuff."  In 
fact  it  is  old  stuff  to  anyone  in  the  insurance 
fraternity.    We  always  have  appreciated 
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Aviators  are  the  only  men  who  look  down  on  The  Travelers — and  for  every  one'of  these, 
there  are  thousands  of  policyholders  who  look  up  to  it  as  their  friend. 


the  (too-often  thankless)  work  which  the 
life  agent  does  for  his  fellow  citizens.  But 
the  more  of  this  type  of  article  that  are 
published,  the  better  people  will  realize 
what  a  man  is  trying  to  do  for  them  when  he 
offers  them  an  opportunity  to  protect  their 
own  future  and  that  of  their  families — and 
the  quicker  they  will  buy  life  insurance. 

Here  is  the  Globe's  article: 

In  the  early  days  the  man  who  wanted  to 
"write  your  life  insurance"  was  about  as 
welcome  as  the  agent  who  sold  encyclopedias. 
He  knew  more  about  slammed  doors  than 
about  glad  hands,  and  was  laughed  to  scorn 
when  he  intimated  that  he  was  trying  to  do 
the  prospect  a  favor.  Yet  his  mission  was 
really  a  favor. 

In  spite  of  the  countless  widows  and  or- 
phans who  have  been  protected  from  want 
by  the  policy  of  a  dead  husband,  and  father, 
in  spite  of  millions  of  people  who  have  been 
enabled  to  face  old  age  with  confidence 
inspired  by  the  income  on  a  paid-up  policy, 
life  insurance  must  still  be  sold  instead  of 
bought. 

The  common  sense  of  insurance  has  spread 
widely,  but  not  everywhere.  The  illustra- 
tion is  found  in  the  recent  Wall  Street 
explosion,  in  which  out  of  a  dozen  ex-service 
men  killed,  aU  except  two  had  let  their  gov- 


ernment insurance  lapse.  The  agent  will  con- 
tinue a  missionary  for  some  years  to  come. 

Life  insurance  has  probably  done  as  much 
for  the  development  of  America  as  it  has  for 
individuals.  Its  public  office  has  been  to 
furnish  capital  for  enormous  industrial 
undertakings.  Cautious  persons  who  for- 
merly kept  a  surplus  hidden  in  a  stocking  or 
in  a  bureau  drawer  have  learned  that  it  is 
safer  to  let  a  substantial  company  take  care 
of  the  money  and  make  it  earn  until  it  and 
its  earnings  are  needed. 

If  all  the  houses  and  shops  which  have  been 
erected  with  the  help  of  mortgages  from  the 
life  insurance  companies  were  put  together, 
they  would  form  the  largest  city  in  the  world. 
Our  railroad  system,  one  of  the  marvels  of 
creation,  could  never  have  been  built  had 
not  the  insurance  companies  invested  heavily 
in  railway  securities.  And  there  was  money 
left  over  to  buy  great  blocks  of  government, 
state,  and  municipal  bonds. 

Perhaps  we  Americans  are  not  so  thriftless 
after  all.  To  a  degree  unparalleled  else- 
where, we  have  enriched  past  and  present 
and  made  the  future  secure  with  life  insur- 


A  Travelers  Annuity  never  goes  below  par. 


Multiple  Lines  Bring  Multiple  Dollars! 
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ADVENTURES  OF  H.  JAMES 

V —  His  Wife  Objected  to  Insurance. 

"A  day  of  objections!"  remarked  Henry 
James  to  his  partner  as  he  crossed  a  "t" 
and  laid  the  blotter  carefully  over  his 
signature. 

"How  so?" 

"Three  time-worn  objections  in  a  bunch 
instead  of  that  number  in  two  weeks," 
remarked  Henry.  He  inserted  his  thumbs 
in  the  armpits  of  his  vest  and  laughed. 

"Do  you  know,  I  am  getting  to  like 
these  little  objections!" 

"Well,"  said  his  partner,  "you  are 
bound  to  tell  it,  so  go  ahead." 

"First,"  said  Henry,  "there  was  young 
Steedman,  who  said  his  wife  objected  to 
insurance.    'Dear  me!'  said  I.    'So  did 
mine.  Every  time  I  mentioned  insurance 
she  thought  of  me  as  dying,  and  wept. 
Awful  subject  at  the  dinner  table,  isn't  it.'' 
Young  Steedman  smiled  at  me  rather  sheep- 
bhly.  'Rather  complimentary  to  us  both,'  said 
I,  'but  you  and  I  are  both  old  enough  to  know 
that  no  objection,  no  matter  by  whom, 
relieves  us  of  our  responsibihty  or  excuses  us 
from  doing  what  we  know  ought  to  be  done. 
Many  women  don't  understand  that  life 
insurance  merely  provides  for  the  continu- 
ance of  our  earning  to  them  if  we  die,  and  to 
ourselves  if  we  are  permanently  and  totally 
disabled.  But  after  aU,'  I  added  'you  are  not 
taking  this  insurance  out  for  your  wife.' 
You  should  have  seen  the  surprised  look  that 
came  over  his  face  when  I  said  that." 

•"Who  in  the  Dickins  would  I  take  it  out 
for?'  said  he. 

"'For  your  -widow,'  said  I.  'In  a  long 
experience  of  twenty  years  I  have  known  of 
lots  of  wives  who  objected  to  their  husbands 
taking  out  insurance,  but  I  never  knew  a 
widow  who  showed  the  slightest  reluctance 
in  accepting  a  check  in  payment.' " 

"Did  he  take  it?" 

"Of  course,"  said  Henry.  "Every  man 
knows  he  looks  ridiculous  when  he  hides 
behind  the  skirt  of  a  woman.  And  nine 
cases  out  of  ten,  if  a  wife  objects  it  is  because 
she  feels  he  doesn't  want  to  take  it." 

"What  was  the  second?" 

VI—  He  Could  Carry  his  Own  Risk 

"That  was  -Johnson,  he  said  he  could  carry 
Am  o^m  risk.  'Well,'  said  I,  'here  is  an 
Ordinary  Life  policy  at  your  age,  twenty- 
five,  for  $5,000.  It  wUl  cost  you  twenty- 
two  and  a  half  cents  a  day.    If  you  save 
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This  com-pany  put  it  up  to  a  tote  of  its  em- 
ployees— a  turkey  or  a  Travelers  group  policy 
for  a  Christmas  present?  73.8%  declared  in 
favor  of  group  insurance! 

this  amount  and  deposit  it  in  a  savings 
bank  at  four  per  cent,  compound  interest  it 
will  take  you  thirty-one  years  to  save  the 
amount  which  the  insurance  would  establish 
on  the  first  deposit.  During  these  thirty- 
one  years  your  chance  of  death  would  be  one 
in  three  and  a  half,  and  your  chance  of 
permanent  total  disability  one  in  thirty- 
six.  Is  the  gain  that  you  can  make  after 
fifty-six  equal  to  the  possible  loss  during  the 
thirty-one  years  from  twenty-five  to  fifty- 
six?' 

"  'Suppose,'  said  I,  quoting  A.M.  Anderson, 
'that  you  want  to  go  to  a  place  one  hundred 
mUes  distant;  there  are  two  ways,  you  can 
walk  or  you  can  travel  by  train.  If  you 
walk  twenty  miles  a  day  it  will  take  you  five 
days  and  will  cost  you  about  $25  for  meals 
and  lodging.  The  train  will  take  you  there 
for  $3.60  and  do  it  between  meals.  The 
train  is  the  insurance  policy.'" 

"Did  he  walk  or  ride?" 

"He  rode,"  said  Henry. 

"And  the  third?" 

VII — Needed  his  Money  for  Mortgage  and 
Debts 

"The  third  was  Hawtrey.  He  needed  all 
his  money  to  pay  the  mortgage  on  his  house  and 
his  debts." 


"'Hawtrey,'  said  I,  'if  you  die  before 
you  pay  your  family  will  have  to  pay  and 
support  themselves  wliile  paying.  If  you 
suffer  permanent  total  disability  they  will 
have  to  support  you  and  themselves  and 
pay,  if  they  can't  they  lose  the  house.  It's 
too  one-sided  to  be  fair.' 

"'Again,  you  can't  pay  up  a  $5,000 
mortgage  in  driblets  of  $100  a  year,  but 
you  can  pay  for  your  insurance  at  that 
rate  and  know  all  the  time  that  the  mort- 
gage is  properly  provided  for.' 

"  'What  is  the  interest  that  you  pay  on 
your  mortgage  or  debt?' 
"  'Six  per  cent.,'  said  he. 
"  'When  you  have  paid  that  six  percent 
or  $300  a  year  to  the  end  of  time  the  mort- 
gage or  debt  will  still  be  there,  but  if  you 
pay  us  at  your  age,  thirty-two,  2  per  cent., 
we  will  guarantee  that  the  mortgage  or 
debt  will  die  when  you  do.    Pay  us  an 
amount  equal  to  the  interest  and  we  will  guar- 
antee not  only  to  wipe  out  the  mortgage 
immediately  at  death,  but  pay  your  family 
$10,000  or  double  the  amount  of  the  mort- 
gage in  addition.'" 
"Did  he  take  it?" 

"Not  yet,  but  I  left  him  rumpling  his  hair 
and  chewing  the  end  of  his  pencil,  figuring 
out  how  we  can  do  it . " 


NEW  AGENCY  AND  FIELD 
ASSISTANTS 

Fordyce  P.  Stanley  who  has  been  agency 
instructor  in  the  Department  of  Instruction 
and  Training  at  the  home  office  has  been 
appointed  agency  assistant.  Compensation 
and  Liability  Department. 

Calvin  C.  McCray,  who  has  been  assistant 
manager  in  the  Detroit  Branch,  becomes  a 
field  assistant  at  the  home  ofl5ce. 

A.  S.  Gray,  who  has  been  special  agent 
attached  to  the  Compensation  and  Liability 
Department  at  the  home  office,  is  appointed 
field  assistant. 


A  New  Brunswick,  N.  J.,  man  has  a 
unique  method  of  burglary  protection.  He 
has  three  safes,  two  vacant,  one  full  of 
valuables.  Biu-glars  broke  into  his  premises 
recently,  opened  two  empty  safes,  and  gave  it 
up  as  a  bad  job. 

Not  a  bad  idea,  but  why  go  to  so  much 
expense  and  trouble  when  a  Travelers  policy 
can  be  so  easily  and  cheaply  attained? 


Now  that  the  buyers'  market  has  replaced  the  sellers'  the  growing  popularity  of  guaranteed  low-cost 

life  insurance  will  be  given  an  extra  impetus 
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The 

Tower  Window 

Bill  says:  "Human  nature  passeth  my  under- 
standing. Many  a  man  who  is  continually 
kicking  and  growling  because  his  boss  doesn't 
rate  him  as  a  $5,000  or  $10,000-a-year  man, 
estimates  himself  worth  only  $1,000  or  $2,000 
on  his  life  insurance  policy. 

*  *  * 

A  ticket  to  Ease  O'  Mind— A  Travelers 
accident  ticket. 

*  *  * 

SPEAKING  OF  EASE  o'  MINd! 

A  young  college  boy  was  writing  an  essay 
on  Pleasure. 

"There  are  two  kinds  of  pleasure  in  life," 
he  wrote,  "external  pleasure  and  internal 
pleasure.  External  pleasure  is  comfort; 
internal  pleasure  is  food." 

*  *  * 

SOUNDS  LIKE  A  STATISTICIAN'S  NIGHTMARE 

Figures  from  the  Bureau  of  War  Risk 
Insurance  show  there  are  3,412  "Willie 
Smiths"  on  the  bureau  together  with  51,900 
Smiths,  48,000  Browns,  47,000  Williamses, 
28,000  Joneses,  22,000  Andersons,  2,138 
John  Johnstons,  2,032  WUliam  Johnstons. 
There  were  52  John  J.  O'Briens,  14  of  whom 
made  allotments  to  wives  named  Mary. 
Among  the  odd  names  on  the  records  are 
Mih  Gosh,  Asad  Experience  Wilson,  Velvet 
Couch,  Will  Swindle,  Owen  Money,  Great 
Britton  Turner,  Dinner  Bell  Page,  Willie 
Darling,  Slaughter  Bugg,  Brasse  Mule  and 
Little  Kffie  Karr. 


Wise  men  in  convention  the  other  day 
learned  that  Betelgeuse,  the  particular  bright 
star  of  the  constellation  Orion,  is  300,000,000 
miles  in  diameter. 

Now  that  that  is  settled,  we  can  again  con- 
centrate on  selling  guaranteed  low-cost  life 
insurance. 

*  *  * 

NOT  HECOMMENDED  BY  TRAVELERS  EXPERTS! 

"Yes,"  he  bragged,  "I  once  invented  a 
pneumatic  rubber  suit  for  workmen  working 
at  great  heights." 

"And  was  it  successful.'"  asked  the  un- 
suspecting one. 

"I  should  think  it  was,"  he  replied, 
"D'you  know,  the  first  workman  who  fell 
off  a  building  wearing  one  bounded  so  hard 
and  long  that  we  had  to  throw  biscuits  to 
him  to  keep  him  alive." 

*  *  * 

A  $20,000  SMELL 

Four  suits  of  $5,000  each  were  filed  against 
an  Everett,  Mass.,  acid  company  by  four 
women  who  lived  near  the  factory,  claiming 
that  they  had  been  made  sick  by  the  acid 
fumes. 

*  *  * 

DISCORDS 

A  Bolshevik  in  a  barber's  chair. 
A  profiteer  waving  the  American  flag. 
An  Irishman  at  a  peace  conference. 
A  tin  Lizzie  towing  a  limousine. 
Summer  furs. 

A  squirrel  watching  a  red  parade. 
A  "vamp"  on  a  camping  trip. 
A  fat  lady  in  a  revolving  door. 
A  living  skeleton  at  a  food  show. 
A  man  trying  to  get  the  last  word  with  his 
wife. 

to  which  our  contributor  adds 
A  man  without  life  insurance. 


A  FRIEND  IN  THE  BUSINESS 

A.  E.  Haner,  on  a  cold  canvass,  interviewed 
a  prospect  who  said  he  was  interested  but 
had  a  close  friend  in  the  insurance  business. 
In  fact,  his  roommate  was  an  agent  for 
another  life  company.  Mr.  Haner,  however, 
continued  his  sales  talk  and  on  the  second 
call  got  the  man's  application  for  $5,000 
ordinary  life,  and  later  a  second  policy  for 
$5,000. 

A  man  may  have  a  friend  in  the  insurance 
business,  but  unless  this  friend  gets  down 
to  business  with  him  (which  friends  are 
often  reluctant  to  do)  it  will  not  help  the 
widow! 


CREtflNAIS  MORE  HEARTLESS 

"The  criminal,  in  his  revolt  against  society, 
is  becoming  more  and  more  desperate.  The 
continual  increase  of  crimes,  however  stupe- 
fying in  itself,  is  far  less  appalling  than  the 
increasing  inhumanity  of  the  criminal. 

"The  sentimental  assassin  of  mediaeval 
Italy  or  Robin  Hood,  the  type  of  rough  but 
good-hearted  outlaw  of  the  forests,  was  an 
angel  compared  to  the  cold-blooded  villain 
of  our  days." 

These  happen  to  be  the  words  of  a  famous 
European  criminologist,  discussing  post-war 
conditions  in  Europe — but  they  apply  with 
equal  force  to  present  conditions  in  the 
United  States.  That  is  why  we  recommend 
the  purchase  of  a  Travelers  accident  policy 
to  supplement  the  protection  afforded  by 
our  burglary  policies. 

*  *  * 

A  Santa  Barbara,  Cal.,  judge  has  worked 
out  a  new  punishment  by  which  he  hopes 
to  curb  auto  speeders.  He  makes  the  prison- 
er copy  six  sections  of  the  California  motor 
vehicle  act  in  long  hand.  One  speedster  who 
was  sentenced  to  this  punishment  turned  in 
his  manuscript  recently — it  was  composed  of 
twenty-three  pages  and  took  him  two  days 
to  complete. 

*  *  * 

"I  don't  understand  this  reserve  business, 
assumed  interest  and  all  these  other  im- 
portant things  in  life  insurance,"  said  the 
prospect.  "If  I  bought  now  I  would  be 
buying  unintelligently.  As  far  as  I'm 
concerned  it  would  be  a  poke  in  the  dark. 
You'd  better  not  make  out  the  application 
till  I  get  this  stuff  through  my  head,  even 
though  I  may  seem  thick  on  it." 

Just  then  the  telephone  rang  and  the 
prospect  accepted  a  sizable  order  for  some 
of  the  merchandise  that  his  firm  sold. 

"The  telephone  is  a  pretty  interesting 
device,  isn't  it,"  said  the  agent.  "Some- 
time I'm  going  to  find  out  why  it  works.  I 
don't  know  much  about  electricity,  sound 
waves,  selective  service  and  all  such  things." 

"Why  waste  all  that  time?  You  know 
it  works.  Why  worry?"  said  the  business 
man. 

"For  the  same  reason  that  you  want  to 
know  how  life  insurance  works,"  replied  the 
agent.  "You  even  refuse  to  buy  until  you've 
learned.  You  know  I  really  ought  not  to 
use  the  phone  until  I  have  mastered  the 
principles  of  the  contraption." 

"Go  ahead,  get  your  application  out.'' 


A  man's  real  friend  in  the  insurance  business  is  the  agent  who  sells  him  the  insurance  he  needs! 
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BORROWED  TOOLS  TO  STEAL  FURS!        some  figuring  to  get  into 

a  town  and  then  get  out 
again  with  the  swag  af- 
ter the  job.  But  any 
yap  with  a  tin  Lizzie  can 
do  it  at  long  range  now 
between  midnight  and 
dawn.  These  here  mod- 
ern improvements  has 
throwed  the  perfession 
wide  open." 

A  Travelers  Burglary 
policy  costs  a  trifle  and 
may  save  a  bad  loss. 

Gum-Shoe  Gus  cn  Pro- 
fessional Pride 
"It's  getting  so  now," 
said  Gum- Shoe  Gus, 
"that  it  ain't  any  dis- 
tinction being  a  first 
rate  professional  burg- 
lar, operating  all  by 
yourself  and  doing  high 
class  work.  Look  at  this 
gang  in  New  York  send- 
ing    out    its    men  on 

GUM-SHOE  GUS  schedule  to  hook  up  with  local  talent  and 

Agent  Barr  of  OU  City.  Penna.,  should  ^^'^^g  its  own  building  to  warehouse  the  loot, 
have  been  an  advertising  man,  for  he  wTites  I'U  say  it's  commercializing  the  profession." 


It  doesn't  seem  to  require  much  capital  to  enter  the  burglary 
business — perhaps  that's  why  it's  so  popular.  Omaha  yeggs 
borrotped  the  necessary  tools  to  cut  through  the  ceiling — and 
made  off  with  $5,000  leorth  of  furs. 


A  Travelers  Burglary  policy  costs  so 
little  it's  no  use  being  without  it. 

As  Told  by  Gum-Shoe  Ous 
"This   guy,"  said   Gum-Shoe  Gus,  the 
second  story  man,  telling  about  it  afterward, 
"sits  up  in  bed  as  I  was  going  through  his 
duds.    I  sticks  my  gun  against  his  nose. 

"  'Excuse  me,'  he  says,  'I  wonder  if  you'd 
mail  the  letter  you'll  find  in  my  coat  pocket 
as  you  go  by  the  mail  box.  It's  the  premium 
on  my  biu-glary  policy.' 

"And  then  he  rolls  over  and  goes  to  sleep 
again.    Now,  what  do  you  think  of  that?" 


such  interesting  and  attention  compelling 
advertisements.  Probably,  though,  he  is  mak- 
ing more  money  in  the  insurance  business, 
with  the  help  of  his  advertisements  and  his 
splendid  office  system,  than  he  ever  could 
make  in  advertising  work. 

Here  is  a  series  that  created  quite  a  little 
stir  around  Oil  City.  "Gum-Shoe  Gus"  is 
the  hero.  Mr.  Barr  ran  these  some  months 
ago  but  in  view  of  the  present  burglary 
situation,  they  are  apropos. 

Gum-Shoe  Gus  on  Competition 

"Since  the  war,"  said  Gum-Shoe  Gus 
sadly,  "this  here  burglary  profession  has  got 
overcrowded.  The  lawyers  and  the  docs 
ain't  got  no  more  kick  comin'  than  we  have. 
It  ain't  no  compliment  to  us  old  experienced 
operators  that  burglary  insurance  rates  have 
gone  up  and  everybody's  gettin'  a  policy. 
It's  these  young  guys  crowdin'  in  with  no 
more  idees  of  perfessional  ethics  'n  a  hen." 

There  are  few  who  can't  afford  the  price  of 
a  Travelers  Burglary  policy,  and  none  that 

can  afford  to  be  without  it.   

Gum^Shoe  Gus  on  Auto  Faciliiies  Prosperous  days  will  return — but  it  may 

"Times  is  changed,"  said  Gum-Shoe  Gus,  be  too  late  for  you  to  take  out  life  insurance, 
the  burglar,  with  a  sigh.    "It  used  to  take  Buy  what  you  can  today. 


SPECIAL,  EXTRA! 

In  response  to  an  m-gent  request  from  the 
automobile  division  we  wish  to  announce 
that  anyone  who  got  the  impression  from 
one  of  our  recent  issues  that  we  wote  "loss 
of  use"  in  connection  with  collision  insurance 
is  out  of  order  and  will  be  ejected  by  the 
sergeant-at-arms  if  he  persists  in  the  error. 


HE  NEEDED  IT  ALL 

p.  L.,  P.  D.,  and  Collisiun  Insurance  —  All 
Brought  Into  Play 

Indifference  to  strenuous  effort  is  a  com- 
mon failing  among  employees.  A  Harris- 
burg,  Penna.,  merchant  had  a  chauffeur, 
troubled  with  this  weakness.  He  had  .some 
deliveries  to  make  on  a  hill.  Rather  than 
take  the  trouble  of  turning  his  machine 
around  and  heading  the  wheels  into  the 
curb,  he  left  it  pointing  up  the  hill  and  trust- 
ed to  luck  it  would  stay  there. 

Luck  was  ofiF  duty  that  day.  The  old 
boat  started  down  hill  backwards.  A 
telephone  pole  stood  close  to  its  line  of 
retreat — it  was  looking  for  bigger  game  than 
poles  that  day — it  missed  by  a  few  inches. 

Gathering  speed  it  jumped  the  curb  ami 
swept  across  the  pavement,  which  was  crowd- 
ed with  shoppers.  For  once  the  indifferent 
pedestrian  developed  unsuspected  speed  in 
getting  out  of  the  right  of  way.  No  one 
stopped  to  argue  with  it;  no  calls  were  sent 
in  for  the  ambulance  from  that  .sector. 

A  frame  house  was  next  in  line.  It  was 
helpless.  But  it  tried  to  do  things  up  right. 
It  received  the  truck  right  in  the  front  parlor. 
The  occupants  received  a  shower  of  plaster 
and  sustained  some  slight  injiu-ies;  the 
furniture  was  worth  $75  less  after  the  truck 
had  finished  with  it.  The  truck  itself  was 
not  benefited  by  the  experience. 

Luckily  the  owner  had  enjoyed  a  visit 
from  a  Travelers  agent  some  time  before. 
He  had  bought  everything  that  the  agent 
thought  was  good  for  trucks — and  then  had 
good  cause  to  congratulate  himself. 

The  plaster  scratches  were  worth  $50  to 
the  outraged  family.  That  came  under 
Public  Liability.  The  house  was  damaged 
to  the  extent  of  $60.32;  the  fxu-niture,  as  we 
mentioned  before,  had  $75  of  the  value 
knocked  out  of  it.  Both  of  those  came  under 
the  Property  Damage  clause.  The  house 
had  to  be  vacated  for  two  months  while 
repairs  were  carried  out.  Rents  must  be 
cheap  in  Harrisburg,  for  this  cost  only  $24 — 
but  the  Loss  of  Use  clause  saved  the  car- 
owner  from  having  to  pay  it.  Last  came 
repairs  to  the  truck;  this  proved  to  be  the 
most  serious  item  of  all.  $408.17  had  to  be 
paid  out  before  the  truck  owner  could  look 
the  garage  man  square  in  the  face.  The 
Travelers  paid  this  under  the  Collision  policy. 

If  this  man  had  been  one  of  your  policy- 
holders, would  he  have  been  satisfied  with 
the  protection  that  you  had  sold  him.' 


Automobile  shows  will  soon  be  in  full  swing — Plan  to  have  a  booth  in  your  local  show  this  year ! 
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This  ■picture  calls  jcrr  some  explanation.  It  is  not  true  that  a  large  watch  hangs  from  the 
Travelers  Tower.  But  one  day  Inspector  Cooley,  of  New  York,  who  is  quite  an  expert  in 
photography,  felt  an  acute  attack  of  sloganitis  coming  on.  Sloganitis  is  a  rare  disease  usually 
found  in  the  swamps  of  Advertisia.  Inspector  Cooley  felt  this  attack  coming  on  and  before 
anybody  could  stop  him  he  had  produced  this  unique  and  beautiful  picture.  We  take  it 
that  he  refers  to  the  well-known  fact  that  the  accident-prevention  service  of  The  Travelers  is 
always  ready  to  be  of  assistance.    Anyway,  it  is. 


LIFE  INSURANCE  DAY 

January  19tli  will  he  "National  Life  In- 
surance Day."  It  has  been  so  designated 
in  the  Thrift  Week  Campaign  of  the  Inter- 
national Y.  M.  C.  A.  This  is  Wednesday  of 
next  week  and  life  insurance  agents  through- 
out the  country  will  undoubtedly  take  ad- 
vantage of  the  opportunity  to  make  an  in- 
tensive campaign  of  education.  The  follow- 
ing week,  January  24-29,  is  to  be  known  as 
"Life  Insurance  Week,"  with  the  slogan  "An 
application  a  day  for  six  consecutive  days." 
Advertising  by  means  of  newspapers,  moving 
pictures,  and  posters  will  help  the  work  along. 


LIFE  AND  ACCIDENT  PROMOTIONS 

W.  C.  Bailey,  J.  O.  Hoover  and  John  A. 
Coffman  have  been  appointed  assistant 
superintendents  of  agencies  in  the  Life  and 
Accident  Departments  at  the  home  office. 
All  were  advanced  from  agency  assistants. 

Ralph  L.  Smith  and  M.  P.  Hawkins,  who 
came  into  the  home  office  from  branches  in 
the  fall,  have  been  appointed  field  assistants. 

David  Brown,  Jr.,  formerly  special  repre- 
sentative, 76  William  Street,  Branch  Office, 
New  York  City,  has  been  appointed  assistant 
manager,  at  the  same  office. 

Stephen  Lounsbery,  formerly  special  agent, 
42d  Street  Branch  Office,  New  York  City, 
has  been  appointed  assistant  manager  at  the 
76  William  Street  office. 


Charles  T.  Boyd,  formerly  special  agent, 
Montreal,  P.  Q.,  has  been  appointed  manager 
Halifax,  N.  S.,  Branch  Office. 

W  S.  Warner,  formerly  assistant  manager, 
76  William  Street  Branch  Office,  New  York 
City,  has  been  appointed  manager  23d 
Street  Branch  Office,  949  Broadway,  New 
York  City. 

J.  T.  Marinan,  formerly  assistant  manager, 
Hartford  Branch  Office,  has  been  appointed 
assistant  manager.  New  Haven  Branch 
Office. 

Louis  J.  Fohr,  formerly  special  agent, 
Chicago  Branch  Office,  Insurance  Exchange 
Building,  has  been  appointed  assistant  man- 
ager, Room  227,  Pantheon  Building,  4624-42 
Sheridan  Road,  Chicago. 


GEORGE  PETERSON  PROMOTED 

George  E.  Peterson  has  been  appointed 
Assistant  Superintendent  of  the  Engineering 
and  Inspection  Division  eEFective  January 
1st.  Mr.  Peterson  entered  the  Company's 
service  as  a  scrutinizer  in  191L  In  1913 
he  was  appointed  inspecting  engineer,  and 
in  1915  he  was  given  charge  of  a  certain 
portion  of  the  liability  work.  Mr.  Peterson 
is  more  than  an  engineer.  He  has  had  selling 
and  underwriting  experience;  he  sees  things 
from  the  plant-owner's  point  of  view;  he  has 
done  safety  and  welfare  work  in  the  field; 
and  his  acquaintance  among  our  field  men  is 
large. 

Supervising  Inspector  C.  S.  Marshall  of 
Montreal  is  being  transferred  to  Cleveland 
as  Supervising  Inspector  of  the  Ohio  district. 


ADVANCEMENTS  IN  SCHOOL 

C.  E.  Blake  has  been  promoted  from  assist- 
ant agency  instructor  to  agency  instructor 
on  compensation,  liability  and  indemnity 
company  lines  in  the  Department  of  In- 
struction and  Training  at  the  home  office. 
Samuel  J.  Booth,  formerly  special  agent  in  the 
Toronto  branch,  is  appointed  assistant  agen- 
cy instructor  of  life  and  accident  lines. 
John  H.  Eglof,  formerly  assistant  manager 
at  Albany,  N.  Y.,  becomes  assistant  agency 
instructor,  compensation,  liability  and  in- 
demnity company  lines. 


MEACHAM  IS  WATCHED 

Clarence  L.  Meacham,  who  has  been  pro- 
moted from  Syracuse  to  be  associate  mana- 
ger at  Detroit,  is  carrying  a  handsome  gold 
watch  which  was  forced  on  him  by  the  agents 
and  other  Travelers  folks  in  and  around  and 
about  Syracuse  when  the  tears  of  departure 
were  shed. 
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AH  Is  Ready  for  Record  Automobile  Insurance  Year 

New  Manual  Effective  As  of  January  1, 1921,  Optionally  Retroactive  to  Decem- 
ber 1 — Rate  Schedules  Conveniently  Arranged — One  New  Territory  Provided 
— Loss  and  Claim  Experience  Reflected  in  New  Rates — Coverage  for  "Pleas- 
ure and  Business"  Use  Extended  —  Five  Age  Differentials  for  Collision  — 
"Daily  Use  Basis"  for  Fleets  Introduced  —  Other  Changes  Outlined. 

THE  new  Automobile  Manual  is  now  distributed  throughout  the  field.    It  is  effective 
for  new  and  renewal  policies  dating  on  or  after  January  1,  1921,  and  optionally 
retroactive  for  new  and  renewal  policies  dating  on  or  after  December  1,  1920.  En- 
dorsements carrying  refund  premiums  will  be  issued  by  the  company  upon  request  for  all 
policies  dating  subsequent  to  December  1,  1920  where  the  new  rate  is  less  than  the  old. 

The  manual  has  been  completely  reprinted.  Tables  and  rate  schedules  have  been 
rearranged  in  most  convenient  form.  Some  rules  have  been  revised  to  extend  coverage, 
clarify  expression  and  introduce  developments  and  refinements  for  the  benefit  of  the  agent 
and  broker. 

The  territorial  designations  of  last  year  are  continued,  with  some  changes  in  individual 
schedules  and  the  introduction  of  a  new  5A  Territory  in  which  private  type  car  and  garage 
rates  are  identical  with  those  for  Territory  5,  and  which  provides  an  intermediate  schedule 

between  Territories  5  and  6  for  commercial  cars,  losses  and  claim  cost;  reductions  in  the  smaller 

A  departure  from  past  custom  is  also  provided  by  cities;  considerably  lower  rates  in  the  country  and 

separate  territorial  designations  in  a  limited  number  rural  sections,  and  reduced  premiums  in  a  limited 

of  cases  for  collision,  differing  from  the  public  lia-  number  of  large  cities  where  effective  safety  cam- 

bility   and  property  damage  designation.     Two  paigns  and  traffic  regulations  have  been  successful 

columns  are  now  printed  in  the  territory  section  to  to  the  extent  of  an  appreciable  reduction  in  accident 

accommodate  this  change.  frequency  and  an  improvement  in  loss  and  claim 

The  new  territorial  designations  and  rates  reflect  experience, 

the  recent  trend  of  experience.   The  change  in  rates  Five  age  differentials  take  the  place  this  year  of 

from  the  last  manual  may  be  sumarized  as :  Increases  the  three  in  effect  last  year  in  rating  cars  for  collision 

in  varying  amounts  in  the  large  cities,  reflecting  insurance.    The  three  forms,  Full  Coverage,  $50 

density  of  population  and  of  automobiles,  together  Deductible  and  $100  Deductible,  are  unchanged, 

with  traflBc  conditions,  all  contributing  to  greater  The  average  rates  of  1920  are  continued,  the  effect 


PROTECTION 


of  the  changes  in  differentials  being  that  rates  on 
new  cars  are  somewhat  lower,  on  old  cars  somewhat 
higher,  and  the  reduction  in  premium  with  the 
increasing  age  of  the  car  less  abrupt. 

A  new  "Daily  Use  Basis"  takes  the  place  of  the 
"Adjustable  Basis"  of  last  year  in  writing  fleets  of 
five  or  more  cars.  The  former  "Payroll  Basis"  for 
commercial  car  fleets  is  continued.  Under  the 
"Daily  Use  Basis,"  it  will  be  possible  to  give  blanket 
coverage  on  an  entire  fleet  and,  if  the  assured  keeps 
proper  records,  credit  may  be  given  for  cars  laid 
up  for  one  business  day  or  more. 

Payroll  basis  rates  for  automobile  garages  and 
sales  agencies  with  four  gradations  are  printed  in 
the  new  manual.  Risks  involving  more  than  $25,000 
payroll  for  all  branches  are  to  be  referred  to  the 
company  for  "merit  rating."  In  such  cases  the 
printed  manual  rates  are  maximum  rates  and  sub- 
ject to  revision  upon  submission  to  the  Company  of 
required  information  concerning  the  risk  in  question. 

The  new  manual  provides  that  there  shall  be  no 


extra  charge  for  private  passenger  type  cars  written 
at  the  full  basic  rate  used  occasionally  for  commercial 
delivery,  provided  there  is  no  alteration  in  chassis 
or  body.  The  term,  "pleasure  and  business"  will 
hereafter  include  such  use  of  the  automobile.  This 
coverage  is  not  extended,  obviously,  to  policies 
written  at  the  8  and  20  per  cent,  reductions  for 
restricted  use  and  driver. 

Commercial  car  classifications  remain  unchanged 
in  the  new  manual.  The  load  capacity  differentials, 
introduced  last  year,  have  been  successful  and  are 
continued. 

It  has  been  possible  this  year  to  put  the  new 
manual  in  the  hands  of  agents  and  brokers  earlier 
than  in  the  past.  The  manual  itself  is  conveniently 
arranged.  Rate  tables  have  been  revised  to  make 
them  easier  to  use.  Rules  have  been  clarified, 
coverage  broadened  wherever  possible  and  defini- 
tions improved. 

'  This  should  be  the  greatest  automobile  insurance 
year  on  record  for  the  agent  and  broker. 


DAILY   USE   BASIS"  FOR    INSURING  FLEETS 


New  Method  Offers  Blanket  Coverage  and  Credit  for 
Cars  Laid  Up — Assured  to  Keep  Proper  Records 
— "Payroll  Basis"  of  Last  Year  is  Continued 

ANY  fleet  of  five  or  more  automobiles,  whether  private  passen- 
'  ger  type  used  for  business,  or  commercial,  or  a  combination 
of  these  types,  may  now  be  covered  for  public  liability  and  prop- 
erty damage  insurance  under  a  blanket  policy,  provided  the 
entire  line  is  carried  in  this  company. 

The  form  of  coverage,  introduced  by  the  new  automobile 
manual,  is  known  as  the  "Daily  Use  Basis."  Under  it,  the  assured 
will  keep  accurate  records  of  cars  out  of  service,  and  pro  rata 
allowance  may  be  made  for  each  business  day  a  car  is  laid  up. 

In  issuing  a  policy  on  this  basis,  the  advance  premium  wUl  be 
the  full  manual  premium  (or  adjusted  premium  if  experience 
rated)  for  all  automobiles  owned  by  the  assured  at  the  inception 
of  the  policy.  A  schedule  listing  all  such  cars  will  be  attached  to 
the  policy.  The  minimum  premium  will  be  the  full  premium  for 
at  least  five  cars. 

Under  this  blanket  policy  equipment  may  be  changed  without 
notice  to  the  company,  and  coverage  will  be  granted  for  all  cars 
owned,  used  and  hired,  if  any,  during  the  policy  period.  The 
assured  will  be  required  to  maintain  a  complete,  chronological 
record  upon  blanks  furnished  by  the  company,  of  cars  in  use  and 
cars  out  of  service.  At  the  end  of  the  policy  year,  the  actual 
earned  premium  will  be  computed  at  rates  effective  at  the  time 
the  policy  becomes  effective.    Automobiles  acquired  during  the 


year  will  be  added  on  pro  rata,  those  disposed  of  will  be  granted 
a  refund  premium  for  the  unearned  period. 

In  addition,  automobiles  temporarily  discontinued  from  service 
for  a  period  of  one  day  or  more,  excluding  Sundays  and  holidays, 
may  be  credited  pro  rata  for  such  period  of  suspension.  For  this 
purpose,  300  days  will  be  counted  as  a  year.  Entries  of  suspen- 
sions must  be  in  proper  chronological  order  on  the  record  blanks 
in  order  to  secure  premium  adjustment. 

"Payroll  Basis"  Continued 

The  "Payroll  Basis"  plan  in  effect  last  year  for  fleets  of  five 
or  more  commercial  automobiles  is  continued.  This  plan  provides 
for  blanket  coverage  for  fleets,  where  this  company  carries  the 
entire  line.  The  advance  premium  is  the  full  manual  rate  (or 
adjusted  rate  if  experience  rated)  for  the  average  number  of 
automobiles  owned  and  in  use  at  the  inception  of  the  policy, 
according  to  location,  classification  and  load  capacity.  The  mini- 
mum premium  is  the  full  premium  for  at  least  five  cars. 

The  earned  premium  is  computed  at  the  end  of  the  policy 
period  on  the  basis  of  the  actual  number  of  chauffeurs  or  opera- 
tors for  each  classification  and  location,  determined  by  dividing 
the  total  annual  remuneration  of  all  chauffeurs  (including  over- 
time) by  the  average  per  capita  wage  (excluding  overtime.) 
To  the  result,  which  will  be  taken  as  the  actual  number  of  cars 
in  use,  the  average  rate  for  cars  comprising  the  risk,  based  upon 
location,  classification  and  load  capacity,  will  be  applied.  If  the 
actual  earned  premium  is  greater  than  the  advance  premium, 
the  difference  will  be  immediately  due  and  payable;  if  smaller, 
the  difference  will  be  refunded,  subject  to  the  minimum  premium. 


There's  a  fleet  of  commission  dollars  in  every  fleet  of  commercial  cars 
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Hired  Automobiles 

Hired  cars  may  be  covered  in  connection  with  policies  written 
on  the  "Daily  Use  Basis"  or  "Payroll  Basis"  at  a  rate  per  $100 
of  cost  incurred.  The  advance  premium  is  based  upon  an  estimate 
of  the  amount  to  be  incurred  during  the  policy  year  for  the  hire 
of  automobiles,  and  is  subject  to  audit.  This  form  of  coverage 
is  conditional  upon  the  assured's  agreement  to  insure  with  this 
company  all  automobiles  owned  and  operated  by  him. 

Rates  for  "Hired  Automobiles"  are  published  in  a  convenient 
table  in  the  Manual.  These  include  separate  rates  for  private 
passenger  cars,  public  automobiles,  undertakers'  automobiles, 
and  commercial  cars  of  all  load  capacities  and  various  class  fica- 
tions,  for  all  territories,  both  for  public  liability  and  property 
damage. 

Opportunity  for  Agents  and  Brokers 

The  agent  or  broker  should  familiarize  himself  at  once,  and 
thoroughly,  with  these  rules.  They  provide  the  best  possible 
means  for  WTiting  fleet  coverage.  Blanket  policies,  requiring  no 
notice  to  the  company  of  changes  in  equipment,  will  appeal  to  the 
average  assiu-ed.  He  may  be  certain  of  coverage  under  such  a 
contract  for  any  cars  owned,  used  or  hired  during  the  policy 
period.  The  "Daily  Use  Basis"  provides  a  plan  under  which  the 
assured  may  receive  credit  for  cars  laid  up  for  one  business  day 
or  more.  Under  the  "PajToll  Basis,"  the  premium  which  the 
assured  will  pay  accurately  measures  the  exposure  because  it  is 
based  upon  the  actual  average  number  of  chauffeiu-s  employed. 

Fleets  of  five  or  more  cars  are  operated  in  large  numbers  in 
every  city;  there  is  scarcely  a  town  in  the  country  which  has  not 
risks  of  this  character.  Many  such  risks,  everywhere,  are  insured 
on  the  specified  car  basis,  at  the  expense  to  the  assured  of  blanket 
coverage.  Here  is  a  real  business  opportunity  for  the  alert  agent 
or  broker. 


NEW  FOLDER  SOON  READY 


REDUCED  RATES  FOR  RESTRICTED 

COVERAGE  IN  ALL  TERRITORIES 

Discounts  for  restricted  use  and  driving  for  public  liability 
and  property  damage  insurance  on  private  passenger  cars, 
heretofore  not  applicable  in  the  two  lowest-rated  territories, 
become  effective  in  all  territories  under  the  new  Automobile 
Manual. 

This  means  that  all  private  passenger  car  premiums  for  public 
liability  and  property  damage  will  be  subject  to  the  following: 

The  full  public  liability  and  property  damage  rates  as  quoted 
in  the  manual  cover  private  passenger  cars  for  private  pleasure 
and  business  or  professional  purposes. 

In  all  territories,  the  following  reductions  may  now  be  applied: 

8  per  cent,  for  private  purposes,  excluding  regular  and  frequent 
business  or  professional  use  and  excluding  commercial  delivery. 

20  per  cent,  from  basic  rate  for  private  purposes,  excluding 
regular  and  frequent  business  or  professional  use  and  excluding 
commercial  delivery,  provided  the  driving  is  limited  to  the  named 
assured  only,  who  is  the  owner. 

Agents  and  brokers  should  be  exceedingly  careful  in  applying 
these  discounts  in  order  that  the  assured  receives  proper  protec- 
tion. Policies  under  these  discounts  will  be  endorsed  with  the 
exclusions  outlined. 


'T^HE  Travelers  1921  Automobile  Insurance  Folder  will  soon  be 
available  for  distribution. 
Agents  and  brokers  are  urged  to  make  known  their  folder  needs 
to  branch  offices  and  general  agencies  at  the  earliest  possible 
moment. 

The  new  folder  will  be  of  attractive  design.  The  front  cover  is 
shown  in  the  illustration  above.  A  prominent  place  on  the  cover 
is  provided  for  the  agent  to  imprint  his  name. 

The  typographical  arrangement  will  be  good;  the  argument 
for  insurance  appealing.  The  folder  will  urge  high  limits  and 
proper  coverage.  It  will  explain  in  non-technical  language 
exactly  what  public  liability,  property  damage,  and  collision 
policies  cover. 

Bear  in  mind  that  last  year's  folder,  has  a  usefulness  entirely 
its  own  and  is  still  obtainable  at  the  Branches.  This  is  brilliant 
in  color,  contains  more  of  the  argument  for  insurance,  and  is  larger 
in  size,  being  designed  to  go  out  in  a  number  9  envelope.  It  will 
go,  however,  with  a  one-page  letter,  for  the  ordinary  S-cents  postage. 

This  year's  folder  can  be  put  in  an  ordinary  {No.  6)  envelope 
and  ought  to  be  used  extensively  as  an  envelope-stuff er  with  letters. 

Followed  up  by  or  accompanied  by  personal  solicitation,  both 
folders  should  be  of  valuable  assistance  to  Travelers  men  in 
building  up  their  automobile  accounts.   Order  a  supply  now. 


Every  car  is  a  pleasure  car  to  the  agent  who  gets  the  insurance 
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ARE  YOU  USING 


AUTOMOBILE 
INSURANCE 


INFORMATION 
and  SUGGESTIONS  /or 

AGENTS  tmd  BROKERS 


ISSUED  BY 

THE  TRAVELERS 
Insurance  [^S]  Indemnity 
Company  Compant 


Have  you  read  the  Travelers  Automobile  Insurance  handbook? 

Copies  can  be  secured  from  any  Branch  Office  or  General 
Agency  of  the  company.  If  you  have  not  received  a  copy,  or 
want  another,  ask  for  one. 

The  booklet  contains  an  outline  of  cov-  ^  ander  the  simpler 
forms  of  automobile  policies  issue^i  Ly  i  he  Travelers  and  methods 
of  rating  such  risks,  i.,  „.jo,  are  valuable  sales  arguments 
for  automobi'   '  .  j-ance  and  ideas  for  pushing  the  line. 


"MORE  CARS  THAN  OPERATORS" 

The  former  manual  rules  concerning  the  insurance  of  risks 
involving  more  automobiles  than  operators  have  been  revised  to 
the  extent  of  reducing  the  percentage  charged  for  the  number  of 
cars  in  excess  of  operators  in  the  case  of  commercial  cars  or  mixed 
fleets.  It  will  be  remembered  that  the  rule  formerly  provided  for 
charging  full  premium  for  the  number  of  highest  rated  cars  equal 
to  the  number  of  operators,  and,  for  additional  cars,  25  per  cent, 
in  the  case  of  private  type  cars  and  50  per  cent.,  in  the  case  of 
commercial  cars  or  mixed  fleets.  The  new  rule  provides  for  the 
full  rate  on  the  number  of  highest  rated  cars  equal  to  the  number 
of  operators,  and  25  per  cent.,  of  the  full  rate  for  the  remainder, 
regardless  of  the  type  of  car. 


rHE  HANDBOOK? 

"MERIT  RATING"  FOR  GARAGES 

Four  Graded  Rates  Given   in    Manual    Subject  to 
Revision 

In  order  that  agents  and  brokers  may  be  able  to  quote  maximum 
payroll  basis  rates  to  automobile  garages  and  sales  agencies 
pending  promulgation  of  "merit  rates"  for  risks  involving  more 
than  $25,000  payroll,  four  rates  are  printed  in  the  new  manual 
instead  of  two,  as  heretofore. 

Generally  speaking  the  rate  as  given  for  the  first  $10,000  of 
payroll  is  to  be  charged  in  all  cases,  regardless  of  the  size  of  the 
risk.  If  the  payroll  is  between  $10,000  and  $25,000,  the  second 
rate  as  printed  in  the  manual  will  be  charged  and  is  not  subject 
to  revision.  If,  however,  the  total  payroll  runs  over  $25,000, 
this  second  rate,  together  with  third  and  fourth  rates  as  printed, 
will  be  subject  to  revision.  The  third  rate  is  for  that  portion  of 
the  payroll  in  excess  of  $25,000  and  up  to  and  including  $50,000 
and  the  fourth  on  payroll  above  $50,000. 

The  "merit"  rate  will  be  promulgated  upon  reference  of  the 
risk  to  the  Company  with  proper  application  blank  for  each 
branch,  this  application  blank  to  be  signed  by  the  assured.  The 
blank  will  call  for  information  concerning  the  particular  risk 
together  with  data  which  will  enable  individual  rating  to  be  based 
upon  the  peculiar  and  particular  hazards  of  the  risk  itself. 

This  merit  rating  plan  for  garages  will  appeal  to  the  insurance 
salesman.  It  should  assist  agents  and  brokers  in  adding  a  large 
volume  of  new  garage  business  to  their  accounts.  The  Travelers 
garage  policy  has  been  popular  in  the  past  with  this  type  of  assur- 
eds. 

Rates  are  printed  in  the  automobile  manual  for  this  type  of  risks 
for  total  exposure,  both  inside  and  outside,  and  for  inside  exposure 
only.  The  rate  table  has  been  rearranged  and  will  be  found  to  be 
in  convenient  form. 

The  previous  rules  for  livery  earnings  and  commercial  livery 
earnings  coverage  for  garages  are  continued  this  year. 

In  the  computation  of  payroll  for  garage  risks,  the  salaries  of 
proprietors  and  active  executive  oflicers  shall  be  included  at  a 
fixed  sum  of  $2,000  each  a  year;  general  managers  and  salesmen 
shall  be  included  at  their  actual  remuneration,  subject  to  a 
maximum  of  $2,000  each  a  year,  and  all  other  employees  included 
at  their  actual  remuneration,  including  commissions,  bonuses  and 
other  compensation. 

Storage  garages,  not  repair  shops  and  not  automobile  sales 
agencies,  whose  principal  business  consists  of  storing,  washing  and 
cleaning  automobiles  are  to  be  referred  to  the  Company  for  rating 
regardless  of  the  size  of  the  annual  payroll.  Rates  for  this  class 
of  business  given  in  the  manual  are  subject  to  revision  on  the 
basis  of  the  information  secured  upon  such  reference  to  the  Com- 
pany. 

These  rules  do  not  apply  in  the  state  of  Washington,  where 
manual  rates  are  to  be  applied  to  all  garage  and  storage  garage 
risks. 


Many  an  agent  has  bought  and  maintained  a  car  on  his  automobile  commissions 
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Schedule  5A  Introduced 

A  new  territorial  designation  for  Liability  and  Property 
Damage  has  been  added  in  the  1921  revision  of  the  Auto- 
mobile Manual.  This  will  be  known  as  5 A  territory  and 
will  include  a  number  of  sections  in  the  Eastern  part  of  the 
country.  Rates  in  this  territory  will  be  identical  with  the 
Schedule  5  rates  for  private  passenger  automobiles,  motor- 
cycles, electric  automobiles  and  garage  risks.  It  will 
provide  an  intermediate  schedule  between  Territories  5  and 
6  for  commercial  automobiles,  most  classes  of  hired  auto- 
mobiles and  "private  livery"  cars. 


FIVE  AGE  DIFFERENTIALS 

FOR  COLLISION  COVERAGE 

Take  Place  of  Three  Introduced  Last  Year — New  Rule 
For  Second-Hand  Cars 

''I  ■'HE  principal  change  in  collision  insurance  rating  under  the 
new  manual  is  the  application  of  five  age  differentials  in 
place  of  the  three  introduced  last  year.  This  is  more  in  the  nature 
of  a  development  than  a  change.  The  plan  of  last  year  was  in- 
tended to  make  each  age  group  pay  its  own  way  under  collision 
insurance,  the  rates  reflecting  the  relative  claim  cost  of  the  various 
groups.  The  plan  is  continued,  with  the  difference  that  five  such 
groups  are  now  in  effect. 

Brokers  and  agents  generally  will  have  no  trouble  with  the  age 
groupings,  inasmuch  as  the  definitions  are  identical  with  those  in 
effect  for  automobile,  fire  and  theft  insurance. 

The  age  groups  are: — 

Age  Group  1 — Automobiles  purchased  new  not  more  than  6 
months  prior  to  date  insurance  attaches. 

Age  Group  2 — Automobiles  purchased  new  more  than  6  months, 
but  not  more  than  18  months  prior  to  date  insurance  attaches. 

Age  Group  3 — Automobiles  purchased  new  more  than  18 
months  but  not  more  than  30  months  prior  to  date  insurance 
attaches. 

Age  Group  4 — Automobiles  purchased  new  more  than  30 
months  but  not  more  than  42  months  prior  to  date  insurance 
attaches. 

Age  Group  o — Automobiles  purchased  new  more  than  42 
months  prior  to  date  insurance  attaches. 

Second-Hand  Cars — 'UTien  the  original  date  of  purchase  of  a 
second-hand  automobile  cannot  be  ascertained,  May  1  of  the  year 
of  model  shall  be  used  for  the  purpose  of  determining  the  proper 
age  group  rate  to  charge. 

The  collision  rate  tables  in  the  Manual  have  been  revised  and 
put  into  convenient  form.  It  will  be  a  simple  matter  to  find 
collision  rates  under  the  tables  as  now  printed,  rates  being  given 
in  separate  tables  for  all  territories  and  in  each  table  will  be  found 
rates  for  each  of  the  age  groups  under  the  three  forms  of  coverage, 
"Full  Coverage,"  "$50  Deductible,"  and  "$100  Deductible," 
which  forms  are  continued  this  year. 

Age  Affects  Collision  Rates  for  Trucks 

The  age  differential  plan,  applicable  last  year  to  private  type 
cars,  is  this  year  extended  to  include  collision  insurance  on  com- 
mercial automobiles.  The  definitions  are  identical  with  those  for 
private  typt  cars,  and  the  rates  are  similarly  printed  in  convenient 
tables. 

Bumper  Discount  Continued 

The  bmnper  discounts  introduced  last  year  are  continued. 
In  this  connection  it  should  be  noted  that  thus  far,  only  "front" 
bumpers  have  been  approved,  for  which  the  discount  is  10  per 
cent,  from  the  collision  premium.  No  rear  bumpers  have  yet 
been  approved. 


"COMMERCIAL  USE"  ALLOWED 

Under  New  Private  Passenger  Car  Policies  Written  at 
Full  Basic  Rate 

The  exclusion  of  "occasional  commercial  delivery"  hitherto 

existing  in  automobile  policies  covering  private  passenger  type 

automobiles  has  been  removed  under  the  new  Automobile  Manual. 

Thus,  "occasional  commercial  delivery"  will  be  permitted  under 

policies  written  at  the  full  private  passenger  car  rates  for  "pleasure 

and  business"  use.    The  exclusion  will  continue,  however,  under 

policies  written  at  the  8  per  cent,  reduction  for  use  restricted  to 

private  purposes,  or  the  20  per  cent,  reduction  for  use  restricted 

to  private  pm-poses  and  driving  restricted  to  the  named  assured 

who  is  the  owner.    This  change  will  appeal  to  agents  and  brokers 

as  an  important  move  on  the  part  of  the  company  to  broaden 

private  automobile  policies  written  at  the  full  manual  rate  for 

"pleasure  and  business  piu-poses." 

COMMERCIAL  CARS  WITH  PASSENGERS 

Manual  Rules  Regarding  this  Special  Hazard 
Are  Revised 

Rules  relating  to  the  carrying  of  passengers  in  commercial 
automobiles  have  been  revised  in  the  new  manual. 

If  commercial  automobiles  are  occasionally  used  to  carry 
passengers  for  a  consideration,  and  the  passenger  hazard  is 
included,  the  full  bus  rate  is  to  be  charged. 

If  the  passenger  hazard  is  excluded,  the  commercial  car  public 
liability  rate  applicable  is  to  be  increased  50  per  cent.,  and  the 
property  damage  and  collision  rates  remain  unchanged. 

In  the  event  that  automobiles  of  any  type  are  used  for  the 
transportation  of  employees  of  the  Assured,  whether  or  not  for  a 
consideration,  unless  the  passenger  hazard  is  specifically  excluded, 
the  "Private  Livery"  rate  for  public  liability  shall  be  charged 
if  this  rate  is  higher  than  the  regular  public  liability  rate  applicable. 
If  the  regular  rate  is  higher,  it  shall  be  charged.  If,  however,  the 
passenger  hazard  is  excluded,  the  regular  rate  applicable  to  the 
type  of  car  used  shall  be  charged. 

The  usual  rule  of  doubling  the  percentage  charged  for  increased 
limits  applies  in  above  cases  where  passenger  hazard  is  included. 


They  tell  us  that  80,000  trucks  are  now  used  on  farms 
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The  Tremendous  Automobile! 

The  1920  Registration  of  Automobiles  in  the  United 
States  is  estimated  to  be  approximately  8,500,000,  of  which 
7,600,000  are  passenger  cars  and  900,000  motor  trucks. 
These  figures  are  from  Alfred  Reeves  and  are  issued  by  the 
National  Automobile  Chamber  of  Commerce,  which  has 
headquarters  in  New  York  and  which  is  constantly  in  touch 
with  various  phases  of  the  Automobile  industry.  Other 
facts  and  figures  of  the  motor  car  industry  just  made  public 
by  this  organization  are: 

Cars  and  trucks  owned  by  farmers ....  2 , 500 , 000 
Percent  of  registration  in  towns  of 

5,000  population  or  less  55% 

Percent  of  registration  in  towns  of 

1,000  population  or  less  33% 

Percent  of  1920  output  brought  by 

agricultural  districts  60% 

Passenger  cars  owned  by  doctors  110,000 

State-owned  cars  and  trucks  30, 125 

Municipally  owned  cars  and  trucks  10,314 

Cars  and  trucks  entering  and  leaving 

New  York  City  daily  154,725 

Persons  carried  to  and  from  New 

York  daily  by  car  and  truck  420,095 

Trucks  owned  by  farmers  80 , 000 

Labor-saving  value  of  truck  to  each 

farmer  annually  $150 

Saving  in  transport  charges  to  each 

farmer  annually  through  use  of  truck  $240 

Percent  of  all  cars  used  more  or  less 

for  business  90% 

Percent  of  total  mileage  used  for 

business  60% 

Gain  in  business  efficiency  from  use 

of  car  as  reported  by  average  owner  57% 

Average  increase  in  doctors'  efiBcien- 

cy  through  use  of  car  104% 

Percent  of  steel  supply  used  by  auto- 
mobile industry  4% 

1920  PRODUCTION 

Cars  and  trucks  produced  2 , 241 , 000 

Passenger  cars  produced  1 , 906 , 000 

Motor  trucks  produced  335 , 000 

Wholesale  value  of  cars  and  trucks 

produced  $2 , 136 , 183 , 676 

Wholesale  value  of  passengers  cars 

produced  $1,703,437,213 

wholesale  value  of  motor  trucks 

produced  $432,746,463 

Motor  truck  manufacturers  in  pro- 
duction  170 

Passengers  car  manufacturers  in  pro- 
duction  90 

Employees  engaged  in  car  and  truck 

manufacture  300,000 

Automobile  tires  manufactured   .32,400,000 

Increase  in  gasoline  production  over  1919.  .  .  .19% 

DEALERS  &  GARAGES 

Passenger  car  dealers  36 , 210 

Motor  truck  dealers  20 , 596 

Garages  38,538 

Repair  shops  47 , 556 


NEW  ARRANGEMENT  OF  MANUAL  RULES 
Now  in  Six  Divisions — Will  Prove  Advantageous  to 
Agents 

Agents  and  brokers  will  observe  considerable  rearrangement  in 
the  new  Automobile  Manual.  It  is  believed  that  this  rearrange- 
ment, which  afifects  especially  the  rules  and  the  rates  sections, 
will  prove  advantageous,  making  for  convenience  in  handling  the 
Manual  and  greater  simplicity  and  ease  in  finding  a  wanted  rule 
or  rate. 

The  section  containing  the  rules  is  now  in  six  divisions. 

The  "General  Division"  outlines  forms  of  coverage,  terms  of 
policies,  definitions  of  classifications,  limits  of  liability  and  similar 
matters. 

The  second  section  refers  particularly  to  private  passenger 
automobiles,  cars  of  the  private  type  used  for  personal  pleasure, 
family  and  business  purposes. 

The  third  section  deals  with  commercial  automobiles,  contain- 
ing rules  pertaining  to  cars  used  for  the  transportation  and  delivery 
of  goods  and  merchandise. 

Public  automobiles  are  dealt  with  in  the  next  section.  This 
class  embraces  automobiles  and  buses  used  for  transportation  of 
passengers  for  consideration. 

The  "Miscellaneous  Section"  contains  rules  relating  to  risks  not 
limited  to  any  one  of  the  three  types  of  automobiles  listed  above. 
This  section  includes  particularly  rules  which  apply  to  risks 
involving  two  or  more  automobiles  and  in  this  "Miscellaneous 
Section"  will  be  found  the  various  rules  for  fleet  coverage,  together 
with  experience  rating,  hired  automobiles,  trailers,  transportation 
of  employees,  interchangeable  bodies  and  similar  rules. 

The  final  section  of  the  manual  is  devoted  to  garages,  automo- 
bile dealers  and  manufacturers,  giving  rules  pertaining  to  insuring 
of  this  type  of  risks. 

The  wise  agent  or  broker,  realizing  the  importance  of  the 
Automobile  line,  will  immediately  devote  himself  to  becoming 
familiar  with  the  new  Manual,  territorial  designations,  rules  and 
rates.   

NEW  "STATION  CAR"  RULE 

Provision  is  made  by  the  new  manual  for  the  writing  of  so- 
called  "Station  Cars"  used  by  private  estates  and  individuals  for 
private  and  household  purposes  at  the  full  private  passenger 
rates,  without  reduction  for  restricted  coverage.  This  type  of 
car  used  for  commercial  delivery  or  business  purposes  other  than 
as  described  above,  by  persons,  firms  or  corporations,  excluding 
the  carrying  of  passengers,  are  to  be  rated  as  commercial  auto- 
mobiles.   

ADDITIONAL  ASSUREDS,  GARAGE  PAYROLL 
POLICIES 

The  personal  interest  of  any  officer,  partner,  member  of  firm 
or  employee,  is  not  covered  under  a  garage  policy  written  on  the 
payroll  basis.  The  policy  may  be  extended,  however,  to  cover 
the  personal  liability  of  such  persons  whose  salary  is  included  in 
the  garage  payroll  at  rates  given  in  the  rate  section  of  the  manual. 
No  such  additional  charge  is  necessary  in  the  case  the  assured  is 
an  individual. 


Automobile  insurance  is  making  the  world  safe  for  the  families  of  pedestrians 
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"PUBLIC"  AUTO  RULES  REVISED 

Definitions  of  Private  Livery,  Public  Livery,  Taxicabs, 
Hotel  Omnibuses,  Jitneys  and  Busses 

SEVERAL  important  changes  are  made  in  the  new  Auto- 
mobile Manual  in  the  rules  governing  the  writing  of  Public 
Automobiles,  chief  of  which  are  the  revised  definitions  of  cars 
falling  Into  this  classification. 

The  five  classes  of  Public  automobiles  listed  in  the  new  Manual 
are: 

Private  Livery  Automobiles 

Public  Livery  Automobiles 

Taxicabs 

Hotel  Omnibuses 

Jitneys  and  Busses 

These  designations  give  a  fair  idea  of  the  division  contemplated. 
A  private  Livery  automobile  is  a  car  of  the  private  passenger 
type,  rented  w^th  chauffeur  in  attendance  by  the  hour  or  day 
from  a  garage  only,  to  be  used  for  such  purposes  as  social  func- 
tions, shopping  trips  and  touring.  It  is  not  stationed  at  stands  nor 
used  as  a  jitney,  nor  for  railroad  station  work,  short  hauls  or  trip 
work  at  standard  fares.  A  Public  Livery  Automobile  is  a  private 
passenger  type  car,  subject  to  call  from  a  garage,  stand,  station 
or  other  public  resort,  rented  by  the  hour,  day,  trip  or  mile,  for 
general  passenger  carrying  use,  but  not  operated  as  a  jitney  or 
bus. 

A  taxicab  is  defined  as  an  automobile  of  the  private  passenger 
or  taxicab  type,  whether  or  not  equipped  with  a  taximeter,  used 
to  carry  passengers  for  fares  and  operated  for  hire  at  stands, 
hotels,  stations  on  public  highways  or  at  other  public  resorts. 

The  classifications  Hotel  Omnibuses  and  Jitneys  and  Busses 
clearly  indicate  the  risks  included. 

Agents  and  brokers  should  carefully  peruse  the  rules  concerning 
public  automobiles  and  exercise  care  in  the  proper  selection  and 
classification  of  cars  in  this  group. 


THREE  CLASSES  OF  TRAILERS 

Trailers  are  divided  into  three  classes  in  the  new  Automobile 
Manual,  two-wheeled  trailers,  four-wheeled  trailers  and  semi- 
trailers. A  two-wheeled  trailer  is  defined  as  one  which  is  attached 
to  either  tractor,  truck  or  other  automobile  by  means  of  a  coupling 
device  or  pole;  four-wheeled  trailers  are  attached  in  a  similar 
manner  but  have  four  wheels.  Semi-trailers  are  defined  as  two- 
wheeled  trailers  attached  to  a  tractor  without  a  body  by  means  of 
a  king  pin  or  fifth  wheel.  Two- wheeled  and  four-wheeled  trailers 
are  to  be  covered  as  heretofore  and  an  additional  charge  per 
trailer  of  2.5  per  cent.,  of  the  Public  Liability  and  Property  Damage 
premiums  for  the  highest  rated  automobiles  to  which  they  may  be 
attached,  subject, where  there  are  more  than  three  times  as  many 
trailers  as  there  are  automobiles  to  which  they  may  be  attached, 
to  a  maximum  charge  equal  to  75  per  cent.,  of  the  total  Liability 
and  Property  Damage  premiums  for  the  automobiles.  The 
additional  premium  for  a  semi-trailer  is  10  per  cent.,  of  the  Public 
Liability  and  Property  Damage  rates  for  the  tractor  to  which  the 
semi-trailer  is  attached — this  tractor  to  be  listed  as  a  commercial 
automobile  in  the  proper  load  capacity  group  and  business  classi- 
fication. 


TRAVELERS  HELPS  FOR  AGENTS 
Rate  Cards,  Increased  Limit  Tables,   Order  Blanks, 
Etc.,  Available 

Condensed  Automobile  Insurance  Rate  Cards  such  as  have 
been  issued  by  The  Travelers  in  past  years  will  again  be  available 
to  representatives  in  all  territories  this  year.  Ask  the  Branch 
Office  or  General  Agency  for  copies  needed  for  your  office.  Your 
request  will  be  complied  with  gladly. 

A  separate  card  will  be  issued  for  each  territory,  carrying 
complete  schedules  of  private  passenger  and  commercial  car 
public  liability  and  property  damage  rates,  with  symbols  for 
more  than  100  makes  and  models  of  cars. 

Agents  and  brokers  will  also  welcome  another  rate  card  soon 
to  be  published  and  distributed  by  The  Travelers,  entitled  "Handy 
Tables  of  Increased  Limits."  This,  also,  will  be  available  for  each 
territory,  and  will  give  premiums  for  various  public  liability  and 
property  damage  limits  for  private  passenger  cars  at  full  and 
restricted  coverage  rates,  commercial  cars  and  garages.  If  you 
desire  copies,  just  ask  the  Branch  Office  or  General  Agency  for 
them. 

Convenient  Automobile  Insurance  order  blanks  are  also  avail- 
able to  Travelers  agents  and  brokers.  Each  branch  office  and 
general  agency  has  a  supply.  They  are  furnished  in  two  forms, 
padded  for  counter  and  office  use  and  in  books  of  twenty-five 
for  pocket  use  in  solicitation. 


CENTRAL  DISTRIBUTION  OF  MANUALS 

Beginning  with  the  present  revision,  central  distribution  of 
automobile  manuals  becomes  effective  among  the  casualty 
companies.  Under  this  plan  all  automobile  manuals  and  such 
reprinted  pages  as  may  be  necessary  from  time  to  time  will  be 
mailed  out  direct  by  the  Bureau.  The  plan,  it  is  believed,  will 
do  away  with  much  needless  duplication  and  should  prove  of 
considerable  benefit  to  agents  and  brokers.  Reprinted  pages 
when  received  should  immediately  be  inserted  in  the  proper  place 
in  the  binder  and  obsolete  pages  removed,  thus  keeping  the  manual 
up  to  date.   

LOWER  RATES  FOR  FUNERAL  CARS 

The  new  manual  provides  that  an  automobile  of  the  private 
type  used  as  a  funeral  carriage  shall  be  rated  as  a  "private  livery" 
automobile,  excepting  that,  if  such  an  automobile  is  owned  by  a 
funeral  director  and  used  only  for  funeral  purposes,  either  by 
himself  or  for  other  funeral  directors,  the  "private  livery"  rate 
less  20  per  cent,  shall  be  charged. 

Every  agent  has  as  much  right  to  request  an  interview  as  the 
prospect  has  to  turn  him  down. 

You  may  try  very  hard  to  avoid  accident,  but  remember  that 
80%  of  accidents  are  not  the  fault  of  the  victim  but  are  due  to 
other  people  s  carelessness. 

The  woman  who  acts  as  comptroller  in  the  family  finds  it 
difficult  to  pay  her  husband's  life  insurance  premiums,  but  she 
finds  it  much  more  difficult  to  earn  the  face  of  the  policy  after 
her  husband  is  dead. 


When  you  convince  a  man  he  needs  liability,  property  damage  and  collision  insurance  you  also  convince 
him  that  he  needs  an  MD  accident  policy  with  automobile  supplement 
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A  BOOTH  AT  YOUR  AUTO  SHOW  WILL  UNCOVER  THE  PROSPECTS 


TAKEN  AT  KINGSTON,  N.  Y.,  SHOW  LAST  YEAR  -  MERRITT  &  LOWN,  AGENTS 


THIS  BOOTH  was  wonderfully  successful.  Notice  how  simple  the 
decorations  were:  a  couple  of  colored  posters,  such  as  can  be  obtained 
at  the  Branches;  an  easelful  of  photographs  showing  automobiles  in 
trouble;  a  table  and  some  comfortable  chairs;  Travelers  literature; 
probably  a  box  of  cigars,  somewhere!  Spectators,  tired  of  looking  at 
new  cars,  discovered  a  thrill  in  the  wreck  pictures. 


Merritt  &  Lown  obtained  a  list  of  more  than  a  hundred  live  prospects. 
They  sold  some  business  "over  the  table,"  and  formed  acquaintance- 
ships that  have  been  paying  dividends  the  whole  year  through,  not  only 
in  automobile  insurance  but  in  other  lines  of  Travelers  ■protection! 
This  is  only  one  instance  of  many  where  enterprising  agents  made 
profitable  use  of  tJieir  automobile  shows. 


WE  WILL  SUPPLY  TRAVELERS  AGENTS  WITH  INTERESTING  PHOTOGRAPHS 


We  have  made  special  preparations  this  year  to  provide  striking 
pictures  for  the  decoration  of  auto  show  booths. 
A  score  of  selected  photographs  of  automobile  accidents — picturesque, 
tragic,  attention-compelling.    Also  some  of  our  cartoons;  and  a  few 
photographs  of  lighter  sort. 


All  these  are  on  8  x  10  velox  paper.  Can  be  made  to  fit  almost  any 
kind  of  a  wall  space. 

We  will  lend  a  selection  of  these  to  any  Travelers  representative 
who  will  write  his  branch  manager,  stating  his  plans  and  giving 
the  number  of  pictures  he  can  use. 


APPLY  THROUGH  YOUR  BRANCH  — STATE  HOW  MANY  YOU  CAN  USE 
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Are  you  arranging  that  bootli  for  the  Automobile  Show? 
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HARTFORD,  CONNECTICUT,  JANUARY  26,  1921 


No.  4 


WHEN  A  BIG  STEEL  FRAMEWORK  GOES  DOWN 


It  Kills  and  Maims,  Not  to  Mention  Destroying  Prop- 
erty— Then  Come  the  Arguments  as  to 
Who  Was  Responsible 

A  workman,  standing  atop  of  the  steelwork  of  a  school  which 
was  being  built  in  Indianapolis,  felt  it  begin  to  give  way.  He 
jumped — and  landed  comparatively  uninjured  in  a  gravel  heap 
four  stories  below.  A  negro  jumped  into  the  hoisting  shaft. 
He  hit  the  ground  eighty  feet  below,  but  jumped  up  and  ran  away. 

Most  of  the  other  workmen  were  not  so  lucky  when  this  great 
mass  of  steel  girders  suddenly  buckled  and  crashed  down  into  a 
twisted  mass  of  steel.  Two  were  killed;  a  score  of  others  were 
injured.  The  damage  to  property  alone  amounted  to  about 
$100,000.  It  was  one  of  the  most  disastrous  structural  steel 
collapses  in  history. 

The  contract  was  in  charge  of  one  main  contractor  who  was  a 
policyholder  and  also  a  director  of  a  mutual  company.  There 
were  several  other  subcontractors;  one  handling  the  structural 
steel  work,  insured  in  a  reciprocal  exchange.  The  other,  in 
charge  of  the  stone  work,  protected  by  a  stock  company  policy, 
but  with  merely  5/10  limits. 

The  contractor  says  that  the  responsibility  for  the  accident 
rests  upon  the  sub-contractor  in  charge  of  the  stone  work.  He 
believes  that  the  collapse  was  caused  by  the  weight  of  a  derrick 
which  the  sub-contractor  had  erected  on  the  fourth  floor  of  the 
frame.  But,  even  a  careful  scrutiny  of  the  photograph  reveals 
the  fact  that  the  girders  were  not  properly  riveted  together,  but 
just  held  in  place  by  one  or  two  bolts. 

If  the  blame  falls  back  on  the  contractor,  it  is  more  than  likely 
that  a  certain  mutual  company  may  not  only  have  to  pass  its 
dividends,  but  may  also  have  to  call  upon  its  policyholders  for 
assessments — for,  according  to  Best's  reports,  that  particular 
company,  in  addition  to  its  surplus,  states  that  its  catastrophe 
hazard  is  taken  care  of  by  the  assessment  liability  of  its  members 

To  an  unprejudiced  observer  it  appears  as  though  the  two 
contracting  firms  insured  in  the  reciprocal  and  mutual  respectively 
realized  that,  if  the  responsibility  were  placed  upon  them,  and 
their  insurance  carriers  were  forced  to  settle,  the  money  they  had 
paid  in  for  insurance  premiums  would  by  no  means  cover  this 
loss,  but  that  they,  as  policyholders,  would  be  forced  to  pay  out  a 
large  additional  sum  as  assessments  on  their  policies. 

The  whole  tragedy  is  a  powerful  argument  for  contractors' 
liability  insurance  in  a  strong,  reliable  company.    Every  one  of 


Wreck  of  school  building  which  collapsed  recently  in  Indian- 
apolis while  being  put  up. 


those  injured  men  not  employed  by  the  contractor  responsible 
for  the  disaster  has  the  right  to  sue  the  negligent  party  for  his 
injuries.  Such  suits  run  much  higher  than  compensation  claims. 
A  large  number  of  large  claims,  such  as  a  catastrophe  like  this 
is  almost  sure  to  breed,  could  force  even  the  most  prosperous 
contractor  into  bankruptcy. 

Sell  contractors'  liability  insurance  with  sufficient  limits.  Sell 
it  in  The  Travelers,  where  no  matter  how  serious  the  catastrophe 
may  be,  the  insurance  company  will  settle  the  loss  without  calling 
upon  its  policyholders  for  assistance. 


PROTECTION 


CONTRACTOR  FACING  BIG  SUIT 
Woman  Demands  $250,000  for  Husband's  Life 

A  big  contracting  firm  has  been  sued  for  $250,000  by  a  New 
Bedford  woman  for  the  loss  of  her  husband's  life.  The  plaintiff 
says  that  her  husband  was  driving  through  Cranston,  R.  I., 
when  his  automobile  collided  with  a  cable  which  had  been  stretch- 
ed across  the  road  by  one  of  the  workmen  employed  by  the 
defendant.  This  collision  resulted  in  the  husband's  death  the 
same  day. 

The  chances  are  that  this  woman  will  not  get  the  $250,000  that 
she  is  demanding.  It  is  a  habit  of  plaintiffs  to  name  a  high  sum 
so  that,  if  the  jury  cuts  it  down,  it  will  still  yield  an  amount  worth 
the  trouble  of  carrying  the  suit  to  coiu-t. 

This  sort  of  thing  may  happen  to  any  contractor,  whether  he 
employs  one  or  a  thousand  men.  $250,000  could  be  cut  down 
considerably  and  yet  take  enough  out  of  the  contractor's  pocket 
to  turn  an  otherwise  profitable  year  into  a  dead  loss. 

Liability  insurance  requires  such  a  small  annual  premium  to 
protect  a  man  absolutely  against  a  contingency  of  this  kind  that 
it  is  hard  to  understand  why  so  many  otherwise  hard-headed 
business  men  prefer  to  carry  their  own  risk. 


TOO  VIVID  AN  IMAGINATION! 

A  New  York  woman  sued  the  city,  because  she  had  stumbled 
over  a  hole  in  a  sidewalk  on  Eighth  Avenue,  Brooklyn.  The 
judge  rendered  a  verdict  for  $10,000,  after  her  witnesses  had 
described  the  hole  as  having  been  from  eight  to  twelve  inches 
wide,  and  from  six  to  twelve  inches  deep. 

Supreme  Court  Justice  Callaghan  recently  set  aside  this  verdict. 
The  piece  of  flagging  in  question  had  been  brought  into  court. 

"I  have  reached  the  conclusion,"  said  the  judge,  "that  the 
plaintiff  would  not  have  been  successful  on  the  trial  but  for  the 
perjured  testimony  given  in  support  of  her  case." 

The  hole  in  the  paving  stone  was  shown  to  have  been  only  about 
three-quarters  of  an  inch  at  its  deepest  point. 

Lucky  is  the  man  who,  when  he  finds  himself  faced  by  a  damage 
suit  brought  forward  under  false  pretenses,  and  backed  by  per- 
jured witnesses,  can  retire  into  the  background  and  let  the  attor- 
neys of  The  Travelers  call  the  bluff. 


THE  BUSINESS  THAT  IS  THE  FAMILY 

The  capital  of  every  family  is  the  energy,  ability  and  health 
of  the  income-producer;  and  the  business  of  the  family  cannot 
be  run  on  a  sound  basis  unless  the  capital  required  to  run  it  can 
be  kept  intact  and  there  is  a  reserve  to  tide  it  over  periods  of 
stress. 

The  death  or  disability  of  the  head  of  any  corporation  or  busi- 
ness should  not  involve  the  impairment  or  failure  of  the  firm,  but 
every  man  with  a  family  must  ask  himself  these  questions:  If 
I  should  die  tomorrow  am  I  leaving  my  family  the  capital  to 
carry  on  the  business  of  the  home  successfully.''  Will  my  wife 
be  able  to  carry  it  on.'  Or  will  my  children  be  deprived  of  a 
proper  schooling  and  opportunity.''  If  I  am  permanently  and 
totally  di.sablcd  and  the  vital  force  that  drives  and  directs  the 
business  is  shattered,  what  will  become  of  it? 


When  men  and  women  organize  the  business  called  a  Family, 
they  should  capitalize  it  in  the  form  of  life  insurance. 


A  good  many  banks  which  do  not  loan  money  to  merchants 
unless  they  have  fire  insurance  equal  to  the  value  or  80  per  cent,  of 
the  value  of  their  stocks  continue  to  accept  money  from  depositors 
and  carry  much  less  burglary  insurance  than  80  per  cent,  of  their 
normal  cash  balance. 


A  STEADY  WORKER  IS  GRAN'MA  FATE! 

Can  you  find  any  one  who  will  work  for  $25  a  year  and  take  your 
place,  and  do  it  indefinitely  when  you  are  laid  up?  Our  XD 
policy  will. 

Only  one  fire  insurance  policy  in  each  1,260  written  ever  becomes 
a  claim.  Of  the  same  number  of  men  at  age  35,  eleven  will  pass 
on  this  year  and  157  will  have  a  disabling  injury.  Of  which 
policy  is  there  greater  need? 

If  the  big  bell  rang  for  every  injury  as  it  does  for  every  fire, 
it  would  become  a  public  nui.sance. 

How  many  doctors  are  there  in  your  town?  Every  one  is 
making  his  living  through  sickness  and  accidents.  Who  pay 
the  bills? 

Who  is  carrying  the  risk  on  your  life — a  strong  insurance  com- 
pany or  your  wife? 

The  uncertainties  of  life  are  the  progenitors  of  insurance — 
and  they  have  some  family  tree! 


TWENTY  LEADING 
BRANCH  OFFICES 


January  1st  to  December  31st,  1920 
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DON'T  LET  THE  POLICIES  LAPSE! 

The  Danger  Is  Particularly  Great  Now;  But  There  Are 
Helpful  Alternatives  to  Suggest 

An  increase  in  the  lapsing  of  life  policies  issued  in  recent  years 
must  be  expected. 

During  the  last  five  years  a  great  many  individuals  have  been 
able  to  increase  their  incomes  greatly  and,  as  a  consequence,  have 
been  living  in  environments  which  permitted  and  required  a 
corresponding  increase  in  expenditures.  This  has  naturally 
resulted  in  a  considerable  increase  in  the  amounts  of  insurance 
which  have  been  purchased. 

Conditions  are  changing,  war-time  incomes  are  being  curtailed, 
and  a  period  of  readjustment  is  before  us.  This  naturally  means 
a  clu-tailing  of  expenditures,  and  life  insurance  premiums  are 
involved  in  this. 

During  the  last  few  years  life  insurances  have  been  very  easily 
sold.    It  is  a  truism  that  "easy  come,  easy  go." 

The  life  insurance  agent  is,  therefore,  in  a  period  in  which  he 
will  be  obliged  to  some  extent  at  least  to  resell  the  insurances 
which  he  has  already  placed;  otherwise  his  cancelation  rate  will 
show  a  heavy  increase. 

He  should  make  every  attempt  to  persuade  his  client  to  continue 
his  insiu-ance,  to  hold  onto  his  protection  to  the  last  possible 
ditch.  There  are  numerous  arguments  that  can  be  used  in  this 
connection. 

The  insured  who  holds  life  insurance  policies  in  this  company 
holds  the  best  there  are.  Protection  for  his  family  is,  of  course, 
vital;  consequently  insurances  should  be  lapsed  only  as  a  last 
resort. 

Nevertheless,  cases  will  arise  where  the  insurance  premiums  can 
be  met  only  with  difficulty,  maybe,  for  the  reason  that  the  insur- 
ance purchased  may  have  been  a  little  more  than  was  needed, 
or  upon  a  relatively  high  premium  form. 

Rather  than  to  allow  such  insurances  to  lapse,  the  following 
suggestions  can  be  made  and  recommended  when  circumstances 
require  it: 

A  change  to  a  lower-premium  form,  thus  reducing  the  amount 
of  the  premium  but  not  the  insurance. 

Taking  a  loan  against  the  policy  for  the  amount  of  the  current 
premium.  While  this  should  not  ordinarily  be  advocated,  it 
nevertheless  may  be  warranted  under  temporary  circumstances. 

Payment  of  premiums  quarterly  or  semi-annually,  rather  than 
annually,  will  in  some  instances  give  at  least  temporary  relief. 

The  main  point  is  that  the  insurance  itself  should  not  be  allowed 
to  lapse.    The  protection  of  the  family  is  at  stake. 

The  Company,  through  its  .salvage  bureau,  will  necessarily 
make  every  possible  attempt  to  prevent  the  lapsing  of  insurances; 
but  it  is  really  the  agent  in  the  field  who  is  the  all-important 
factor  in  these  crises,  as  personal  solicitation  and  argument  are 
essential. 

Do  not  allow  a  single  policy  to  lapse  without  a  fight. 


A  lot  of  men  have  made  money  working  part  of  the  Travelers 
lines  or  working  the  Travelers  lines  part  of  the  time,  but  the  most 
money  is  being  made  by  the  men  who  are  working  all  of  the  lines 
all  of  the  time. 


OUR  PORTRAIT  GALLKRY— 61 


GEORGE  H.  RADCLIFFE 

Manager  at  Omaha 
Compensation  and  Liability  Department 


IF  IT  HAD  TO  BE  — 

He  was  a  young  man  and  had  put  all  his  money  into  the  develop- 
ment of  his  business,  a  laundry.  He  had  a  wife  and  two  children. 
He  didn't  think  rpuch  of  accident  insurance  because  he  couldn't 
see  that  there  was  much  danger  in  his  occupation,  and  he  needed 
the  money;  but  about  six  years  ago  he  reluctantly  took  a  $.5,000 
accident  policy,  costing  $25  a  year,  because,  as  he  remarked  to 
the  Travelers  representative:  "You  will  never  give  me  any  peace 
until  I  do." 

The  other  day  he  entered  his  launtlry  and  was  told  by  one  of 
his  men  that  there  was  some  trouble  with  the  boiler.  He  o|)enc(i 
the  door  of  the  boiler  room  and  his  hand  was  still  on  the  latch 
when  the  boiler  exploded  and  killed  him  instantly. 

That  $25  a  year  he  had  paid  gave  to  his  family  5,000.  The 
accumulations  had  increased  the  $5,000  to  $7,500,  and  the  nature 
of  the  accident  doubled  the  original  benefits  and  accumulations 
to  $15,000.   

BOY  GETS  $40,000  FOR  LOSS  OF  EYE 

Reginald  Rowe,  17  years  old,  of  15-1'  Fourth  .\ venue,  Brooklyn, 
got  a  verdict  for  $40,000  yesterday  before  Supreme  Court  Justice 
Delehanty  in  a  suit  against  the  J.  J.  Little  &  Ives  Co.,  printers, 
because  he  lost  the  sight  of  his  right  eye  and  sustained  a  fractured 
nose  and  other  injuries  when  he  was  struck  by  a  descending 
elevator  last  Decemi)er.  He  has  been  under  treatment  in  Bellevue 
Hospital  ever  since.    His  mother  received  $5,000.    [X.  Y.  Times. 


"Goodbye,  Anxiety!" 
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How  Bandits  Staged  Superior  Bank  Robbery 


Robberies  are  so  common  nowadays  that  the  papers  serve 
fhem  up  in  the  guise  of  comic  strips. 


AN  AGENT'S  "SAMPLE  CASE" 

One  representative  of  The  Travelers  has  made  a  great  record 
on  the  various  forms  of  burglary  insurance  by  using  a  scrap  book. 
He  has  clipped,  and  continues  to  clip,  all  accounts  of  robberies 
which  he  finds  in  the  press.  These  come  from  his  daily  papers, 
from  insurance  journals,  and  from  Protection.  He  pastes  them 
in  a  loose-leaf  binder,  letterhead  size,  such  as  can  be  purchased 
from  any  stationer. 

He  classifies  his  burglaries  and  robberies.  For  instance — 
bank  burglaries,  bank  robberies,  safety  deposit  burglaries,  safety 
deposit  robberies,  store  and  office  safe  burglaries,  store  and  office 
robberies,  messenger  and  paymaster  hold-ups,  personal  hold-ups 
and  residence  burglaries,  thefts,  and  robberies. 

Then  he  has  amplified  this  scrap  book  with  the  latest  list  of 
missing  Liberty  Bonds  as  published  by  the  Federal  Reserve 
Bank.  Such  a  list  is  not  easily  obtained  but  it  is  worth  consid- 
erable effort.  It  is  an  imposing  list.  It  explains  better  than  words 
the  difficulties  of  recovering  these  elusive,  even  though  registered, 
valuable  pieces  of  paper. 

The  scrap  book  solves  one  of  the  difficulties  of  insurance  sales- 
manship, the  problem  of  getting  attention  through  the  eye  as  well 
as  through  the  ear.  Insurance  men  often  complain  that  the 
salesman  of  merchandise  has  an  advantage  over  the  salesman  of 
insurance,  that  he  has  "something  to  show."  The  scrap  book 
can  be  seen  and  can  be  felt.  It  gets  results.  And  the  agent 
who  knows  his  own  scrap  book  and  the  essential  points  of  his 
policies  can  make  every  clipping  illustrate  some  feature  of  a 
Travelers  contract. 

The  loose-leaf  scrap  book  has  these  advantages — antiquated 
material  can  be  eliminated;  various  classifications  can  be  ex- 
panded to  any  size  necessary;  material  for  other  lines  of  insurance 
can  be  put  in  the  same  binder,  making  it  possible  to  use  one  scrap 
book  instead  of  a  library. 


"What  do  life  insurance  companies  do  with  all  their  money?" 
This  is  a  question  frequently  asked. 

"$230,000,000  of  the  money  entrusted  to  the  life  insurance 
companies  of  America  in  1920  was  invested  in  city  and  farm 
mortgages.  Thus  the  insurance  companies  are  doing  their  share  to 
relieve  the  housing  shortage  and  to  finance  agricultural  opera- 
tions." 


AN  extraordinary  experience  in  the  air  is  told  by  Lieutenant 
John  S.  GriflBths,  of  Los  Angeles,  who  was  attacked  and 
brought  down  by  a  flock  of  birds  and  narrowly  escaped  death, 
while  flying  in  a  scout  machine  near  El  bu  Kir,  Egypt. 
Mr.  Griffiths's  story  runs  like  this: 

"I  was  flying  along  as  peacefully  as  you  please  to  the  airdrome 
of  the  Seventieth  squardron,  of  which  I  was  a  member,  about 
11  o'clock  in  the  morning,  when  I  noticed  a  flock  of  birds,  which 
resembled  our  blackbirds,  flying  over  me.  At  first  I  paid  scarcely 
any  attention  to  them,  and  when  they  flew  in  front  of  me  I 
merely  banked  and  turned  to  the  left. 

"However,  they  followed  me.  I  turned  again,  and  this  time 
had  a  little  more  diflSculty  in  keeping  them  out  of  the  propeller. 
After  several  turns  I  came  to  the  conclusion  that  they  were  trying 
to  damage  the  machine,  as,  each  time  they  got  within  striking 
distance  of  the  wings,  they  would  dive  and  peck  at  them. 

"I  then  put  the  machine  through  all  the  tricks  I  knew,  rolling, 
looping,  Immelman  turns,  and  diving  in  turn;  but  the  birds 
followed  me  and  it  seemed  that  their  numbers  increased. 

"As  I  came  out  of  a  dive,  the  inevitable  happened.  They  flew 
straight  into  the  propeller  of  my  machine,  breaking  its  blades. 
The  next  thing  I  knew  the  machine  was  doing  a  spinning  nose 
dive  earthward  with  numerous  dead  birds  falling  beside  me, 
while  the  others  followed  me  down. 

"Eventually  I  righted  the  machine  and  started  to  glide,  but 
the  birds  still  were  after  me,  and  as  the  speed  of  the  plane  had 
greatly  diminished  they  were  able  to  light  on  it.  When  about 
150  feet  from  the  earth  they  jammed  my  rudder  control  wires 
and  the  machine  went  down  out  of  control  and  crashed.  I 
escaped  with  a  bad  shaking  up  and  a  few  scratches.  When  the 
machine  landed,  the  birds  flew  away." 


FOR  ATTENTION  OF  THE  THOMASES 

Travelers  representatives  who  have  never  written  any  group 
insurance  and  wonder  whether  the  Group  Department  can  be 
of  any  service  to  them,  ought  to  read  the  following  extract  from  a 
report  to  the  board  of  directors  of  a  big  employer  havmg  plants 
in  many  cities  of  the  country.  The  report  is  from  the  labor  and 
safety  department  of  the  corporation. 

"We  feel  from  the  number  of  questions  that  have  been  asked 
regarding  insurance  matters,  that  more  individuals  have  taken 
on  additional  insurance  with  reliable  companies  during  the  past 
year.  How  much  of  this  is  due  to  the  group  insurance  plan,  how 
much  to  activities  of  insurance  agents,  or  how  much  is  due  to  the 
widespread  publicity  given  to  insiuance  matters  by  the  army 
insurance,  we,  of  course,  cannot  state,  but  we  do  believe  that  our 
insurance  plan  has  had  a  very  appreciable  affect." 


If  we  call  all  the  multiple-line  experts  the  Babe  Ruths  of  insur- 
ance, we  assume  we'll  have  to  call  the  men  who  convert  all  their 
term  life  policies  the  Billy  Sundays. 


Seventeen  people  were  burned  to  death  in  Texas  in  November. 
A  little  evidence  on  the  value  of  the  burning-building  protection 
in  an  accident  policy. 
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A  PRODIGAL  RIM 

The  ways  by  which  an  automobile  can 
caxise  trouble  and  expense  to  the  owner  truly 
seem  without  limit.  A  big  car  was  standing 
by  the  curb  in  front  of  a  certain  hotel  in 
Denver.  It's  a  fact  well  known  to  motorists 
that  automobile  tires  choose  the  most  in- 
opportune moments  to  blow.  The  rear 
tire  of  this  car  was  no  exception,  and  the 
steel  rim  that  was  designed  to  hold  the  tire 
on  the  wheel  took  to  flight. 

A  $200  plate  glass  window  was  its  objec- 
tive. And  it  hit  it,  square  in  the  middle. 
It  chanced  to  be  the  window  of  the  lobby, 
and  guests,  who  were  sitting  there  at  the 
time  were  treated  to  a  cut-glass  shower. 
One  man  was  severely  injured  by  flying 
pieces. 

By  the  time  that  motorist  has  settled  with 
the  hotel  management  and  the  injured  guests, 
he's  going  to  allow  that  automobiling  can 
be  an  expensive  sport  —  unless  of  course  he 
was  protected  by  Travelers  automobile  public 
liability  and  property  damage  insurance. 


LIGHTS  ON  THE  MARE,  FRONT 
AND  BACK 

A  new  law  has  been  passed  in  Maryland 
under  which  horses  are  classified  as  motor 
vehicles,  and  as  such  must  be  lighted  when 
traveling  along  the  public  highway  at  night. 
The  light  must  be  visible  from  front  and 
back. 

Then  if  an  automobile  soaks  the  old  gray 
mare  from  behind  or  tries  to  climb  down 
her  throat  from  the  front,  you,  her  rider, 
may  file  your  suit  with  a  clear  conscience. 
But  if  you  haven't  lighted  her  up,  not  only 
will  your  damage  suit  be  thrown  out  of 
court,  but  you  may  be  fined  for  violating 
the  new  motor- v  -hide  laws. 


"If  when  I  die,  the  ones  who  knew  me  best  believe 
that  I  was  a  thoughtful,  helpful  husband,  a  loving, 
wise  and  painstaking  father,  a  generous,  kindly 
neighbor,  and  a  courageous  patriot  and  citizen,  that 
will  be  a  far  greater  honor  and  will  prove  my  life  to 
have  been  more  successful  than  that  I  have  ever  been 
President  of  the  United  States." — Theodore  Roosevelt. 

The  first  adjective  used  by  Colonel  Roosevelt  above  was 
"thoughtful."  And  that  t hough tfulness  included  insurance  in  his 
mind  we  know,  because  the  Colonel  frequently  commended  in- 
surance in  his  writings  and  public  utterances. 


THE  PICTURE  IS  USED  BY  COURTESY  OF  COLLIER  S  WEEKLY 


FURNITURE  PRICES  — AND  BURG-   

LARY  INSURANCE   

The  inconvenience  and  expense  of  having  your  home  robbed 
does  not  result  merely  from  the  valuables  that  the  robbers  ac- 
tually carry  away — but  also  from  the  damage  they  do  to  other 
property  while  gaining  access  to  the  valuables. 

Not  long  ago  an  insurance  company  paid  a  burglary  claim 
where  the  actual  lo.ss  in  stolen  goods  was  $75  but  where  the 
loss  of  property  destroyed  by  the  robbers  was  $.'$00. 

Furniture  prices  are  still  nearly  100%  above  the  pre-war  basis. 
The  chiffonier  which  you  bought  for  $100-$200  five  years  ago 


would  probably  cost  you  $300  to  replace  today — if  a  couple  ol 
yeggs  smashed  in  the  drawers  in  attempting  to  break  the  locks. 

Should  they  attempt  to  blow  your  safe  and  use  an  oriental 
rug  to  deaden  the  noise  of  the  explosion,  your  safe  would  prob- 
ably need  extensive-  repairs — and  your  rug  might  be  worth 
something  as  old  rags. 

In  a  case  like  this  it  is  reassuring  to  remember  that  a 
Travelers  burglary  policy  covers  the  damage  done  by  the  thieves 
a.s  well  as  the  |)roperty  which  they  may  actually  carry  away. 


"Goodbye,  Anxiety! 
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The 

Tower  Window 

A  Melrose,  Mass.,  man  was  knocked 
unconscious  when  he  was  struck  by  a 
flying  dog.  The  dog  wasn't  naturally  that 
way.  He  had  derived  his  motive  force 
from  a  speeding  train.  The  man,  after 
receiving  first  aid,  went  home.  History 
does  not  record  what  happened  to  the  dog. 


THE  HARDEST  PROBLEM  OF  THE  MOMENT! 

A  Safe  Drivers'  Club,  which  already  has 
600  members,  has  been  organized  in  Grand 
Rapids.  It  is  understood  they  will  try  to 
work  out  a  method  of  driving  slowly  enough 
to  avoid  running  over  pedestrians,  and  also 
fast  enough  to  avoid  being  run  over  by  other 
automobiles.  [Detroit  News. 

*    +  * 

The  Los  Angeles  Times  reports  that  the 
"Standing  Room  Only"  sign  has  been  hung 

out    on  the 
County  Jail, 
and  that  new- 
comers will 
have  to 
sleep 
on  the 
floor. 


\VH.\T  TUNE,  BILL.^ 

Insurance  men  are  supposed  to  be  a  very 
practical  lot  of  men.  But  every  now  and 
again  a  Tenny.son  or  Browning  shows  up  in 
the  ranks.  The  following  beautiful  little  ditty 
was  sent  in  by  "Bill"  Millar,  of  Chicago, 
who,  it  seems  to  us  wrongs  himself  when  he 
speaks  of  himself  as  a  "would-be"  poet: 

Rubber  Heels  Won't  Help  You 
The  melancholy  days  have  come. 

The  saddest  of  the  year, 
When  you  may  slip  on  icy  streets 

And  land  upon  your  (r)ear. 
If  this  ill  fate  should  you  befall. 

There's  one  thing  you  should  know — 
You'll  have  the  Travelers  sympathy 

But  not  the  Travelers  dough. 

So  take  your  checkbook  and  your  pen. 

The  application  fill. 
Make  out  a  check  for  forty  bucks 

And  mail  them  both  to  Bill. 
You'll  then  receive  a  policy 

That  covers  you  air  tight. 
So  you  may  walk  the  streets  serene 

And  slumber  sweet  at  night. 
*    *  * 

The  price  of  meat  has  been  dropping 
lately.  It  ought  to  be  cheaper  to  keep  a 
dog  now  than  it  has  been  in  the  past.  But 
should  your  pup  help  himself  to  a  juicy 
mouthful  from  the  shanks  of  one  of  your 
neighbors,  you  may  wake  up  to  find  that  this 
kind  of  dog-feed  costs  thousands  of  dollars 
a  pound. 

A  Lexington,  Mass.,  man  is  suing 
two  of  his  neighbors  for  $1,000.  He 
asseverates  that  they  are  the  owners 
of  a  dog  which  maliciously  attacked 
and  bit  him  one  day  last  summer. 


THEATRE  LIABILITY  AND  MORE  OF  IT 

Kansas  City,  Mo.,  Jan.  7.  Mrs. 
Berdie  Harmon  was  awarded  $5,000 
yesterday  in  a  suit  against  a  theatre 
company  for  injuries  she  received 
when  a  Chinese  acrobat  suspended 
from  a  cable  struck  her  with  his  body 
as  he  passed  over  the  spectators. 


An  Owosso  chimney  sweep,  after 
taking  a  bottle  of  perfume  internally, 
tried  to  make  a  speech  on  the  sidewalk, 
and  fell  through  a  plate  glass  window. 


THE  AGENT'S  LAMENT 

I  solicited  a  man 
For  accident  insurance 
Yesterday. 
He  argued  that 
He  didn't  need  it. 
I  argued  that  he  did. 
/  won  the  argument. 
But  I  lost  the  application. 
I  guess  if  I  had 
Presented  the  facts 
In  a  little  diflFerent  way, 
I'd  have  one  less  scalp. 
And  a  little  more  pelf. 
Today. 

MORE  ALLEGED  HUMOR 

A  Bay  City  life  insurance  agent  reports 
that  a  lone  bandit  held  him  up  at  the  point 
of  a  revolver  and  relieved  him  of  $400.  At 
the  critical  moment,  the  agent  lost  his  head 
and  forgot  to  say, 

"I'd  like  to  write  you  up  for  $10,000 
today." 

And  the  bandit,  unaware  of  the  danger, 

went  through  all  his  pockets  before  he 

started  to  run.  [Exchange. 
*    *  * 

SAVED  BY  A  SILVER  SPOON 

Among  the  hundreds  of  successful  bur- 
glaries that  are  pulled  off  every  day  through 
the  country  it  is  a  relief  to  read  now  and 
again  of  a  burglary  that  missed  fire. 

One  of  these  was  thwarted  by  a  woman 
architect  in  New  York  City.  When  she 
heard  the  clicking  of  a  key  in  the  front  door 
of  her  apartment  early  one  morning,  she 
crept  noiselessly  from  bed,  drew  a  shining 
object  from  a  buffet  drawer,  and  waited. 

The  man  entered.  He  felt  something  hard 
press  against  his  ribs.  He  threw  his  hands 
up.  Then  his  captor's  sister  blew  a  police 
whistle.  It  was  not  until  after  the  police 
arrived  that  the  burglar  learned  that  the 
hard,  shining  object  was  a  silver  spoon. 

Rougher  treatment  was  meted  out  to  an 
armed  bandit  who  tried  to  hold  up  a  down- 
town grocery  store  in  Cincinnati  the  other 
day,  for  the  manager  hurled  three  scale 
weights  at  him,  one  after  another.  As  the 
hurler  was  an  ex-baseball  pitcher,  every 
weight  found  its  mark,  and  the  mark  was  on 
the  bandit's  scalp. 

Those  persons  who  are  neither  extempore 
deceivers  nor  amateur  baseball  pitchers 
should  rely  upon  burglary  insurance  to  repel 
invaders  of  property. 
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PROTECTION 


ADVENTURES  OF  H.  JAMES 
VIII.— The  Mail   irith   a  Friend. 

Henry  James  sat  back  in  his  chair  and 
puffed  on  his  cigar  moodily. 

"Drat  it!"  he  remarked  to  his  partner. 
"I  hate  to  run  up  against  a  man  who  puts 
me  off  with  the  statement  that  he  ha.s  a 
friend  ivho  ha.v  been  after  him  for  a  long  time 
and  whom  he  ha.s  promised  to  call  up  when 
he  is  ready  to  insure.'" 

"You  are  good  at  meeting  objections, 
Henry;   how  did  you  meet  that  one?" 

"Well,  I  told  him  that  the  fact  that  he 
needed  insurance,  and  needed  it  now,  was  a 
good  deal  more  important  than  the  question 
of  what  agent  he  should  place  it  with.  'I 
would  like  the  business,'  I  said,  'but  your 
needs  are  more  important  than  my  interests. 
Call  your  friend  over  now  and  get  the  in- 
surance, the  longer  you  delay  the  more  it 
will  cost  you;  the  longer  you  delay  the 
greater  the  possibility  that  you  can't  get 
it  at  all.  Good  service  would  not  place 
upon  you  the  whole  burden  of  initiative  in 
a  matter  of  such  importance.  As  you  rec- 
ognize the  need  of  it,  give  it  to  him  now  or 
close  the  matter  up  with  me.  You  can  buy 
most  things  when  you  want  them;  you  can 
buy  insurance  only  while  you  are  a  good 
risk.'  " 

"Your  argument  is  all  right,  Henry,  but 
personally  I  should  have  added  something." 
"Shoot,"  said  Henry. 

"I  ran  up  against  a  similar  case  a  short 
time  ago,"  remarked  his  partner.  "I  used 
your  arguments;  then  I  continued:  'A  man 
likes  to  patronize  his  friends,  but  life  in- 
surance is  a  contract  for  life.  Your  premiums 
will  have  to  be  paid  and  your  policy  is  going 
to  continue  as  long  as  you  live.  Business 
limited  to  our  friends  restricts  our  choice  and 
is  often  at  the  expense  of  our  best  interests. 
In  insurance  it  often  means  less  protection 
for  the  family  or  a  higher  cost  for  ourselves. 
That  has  been  my  own  personal  experience. 
Is  it  yours?"  said  I. 

"He  looked  at'me  critically  a  moment. 
'Oh,  yes,'  said  he.  'The  proverb  about 
lining  up  business  with  friendship  was  old 
when  Adam  was  a  boy.' 

"  'It  has  been  true  ever  since,'  said  I. 
'Just  leave  friendship  out  of  it  and  take  the 
matter  up  in  a  strictly  business  way.  Ex- 
amine your  friend's  policy,  examine  mine, 
and  make  your  decision  entirely  on  your 
business  judgment;  then  you  will  be  satisfied 


TWO  WAYS  OF  LEARNING  THE  VALUE  OF  INSURANCE 


One  is  by  listening  to  an  insurance  man;  the  other,  by  bitter  experience.  Even  the  lamp- 
post looks  humiliated  at  the  predicament  of  the  man  who  used  the  second  method! 


and  neither  your  friend  nor  I  will  have  any 
kick  coming.' 

"Pretty  good!"  said  Henry. 

IX.    His  Boy  Isn't  Going  to  College. 

"What  do  you  say,"  said  Henry,  "when 
a  man  tells  you  he  doesn't  need  any  insurance 
to  educate  his  boy  because  his  boy  doesn't 
expect  to  go  to  college?" 

"I  say:  'Mr.  Jones,  it  never  harms  a  boy 
to  get  all  the  education  that  he  can  get,  and 
the  more  he  has  the  better  his  chances  in 
competition  with  other  boys.  College  educa- 
tion is  the  small  end  of  the  horn.  Only 
about  1%  of  the  boys  go  to  college;  it's  the 
other  99%  that  are  important. 

"  'Do  you  know  that  out  of  an  enrollment 
of  2,208,000  pupils  in  the  fifth  grade  of  our 
schools  only  1,200,000  reach  the  eighth  grade, 
only  600,000  reach  the  first  year  of  the  high 
school,  and  only  208,000  graduate  from  the 
high  schools?  Only  three  in  eleven  who 
enter  the  fifth  grade  enter  the  high  school 


and  only  one  in  eleven  obtains  a  high  school 
education.  Life  insurance  does  its  real 
work  not  for  the  1%  in  college,  but  for  the 
other  99%.'  " 

"Does  it  fetch  them?"  asked  Henry. 

"It  makes  them  think,  anyway,"  said 
his  partner. 

"My  greatest  difficulty  is  not  in  meeting 
objections,"  said  Henry.  "My  conviction 
as  to  the  truth  of  all  I  say  is  apt  to  lead  me 
into  an  argument  and  antagonize  my  client. 
It  requires  a  large  amount  of  tact  to  balance 
your  argument  with  consideration  for  the 
other  fellow's  point  of  view.  What  I  aim 
at  is  to  concede  the  other  man  s  objection; 
to  let  him  win  all  unessentials.  If  I  can 
make  him  feel  that  the  honors  are  even  while 
getting  the  vital  arguments  home,  he  will 
consider  me  a  reasonable  and  fair-minded 
man  and  give  me  the  business." 

"Many  a  man  wins  the  argument  but  loses 
the  case,"  remarked  Henry's  partner.  "Diplo- 
macy makes  the  argument  acceptable. 


"Goodbye,  Anxiety!" 
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PROMOTIONS 

John  E.  Gossett,  Assistant  Manager, 
Compensation  and  Liability  Department, 
at  Pittsburgh,  has  been  promoted  to  be 
Associate  Manager,  The  Travelers  In- 
demnity Company,  at  the  Metropolitan 
Branch  Office,  New  York  City,  effective 
February  1st. 

Lester  C.  Thompson,  Special  Agent. 
Compensation  and  Liability  Department,  at 
Chicago,  has  been  promoted  to  be  Special 
Assistant. 

George  T.  Leach,  special  assistant  at  Man- 
chester, N.  H.,  has  been  promoted  to  be 
Assistant  Manager,  Compensation  and  Liabil- 
ity department,  Camden  Branch  Office,  ef- 
fective February  1st,  succeeding  A.  Henry 
Reeve,  Jr.,  resigned. 

Edwin  V.  Ross,  Assistant  Manager,  Com- 
pensation and  Liability  Department, Newark, 
will  be  transferred  to  the  Pittsburgh  Branch 
Office  on  February  1st. 


MR.  PERDUE'S  NEW  LID 

J.  A.  Perdue,  of  Vancouver,  B.  C,  is 
wearing  a  new  hat  purchased  at  the  expense 
of  Traveling  Auditor  Nolan,  who,  early  in 
the  year,  made  the  mistake  of  suggesting 
to  Mr.  Perdue  that  he  would  not  lead  all 
Western  Canada  in  paid  life  business  for 
1920.  _____ 

APROPOS  COLLECTIONS 

Agent  L.  Bert  Eyster,  of  Philadelphia, 
who  has  one  of  the  largest  accident  and 
health  accounts  with  the  Company,  and 
who  won  distinction  by  being  the  only 
big-city  representative  to  qualify  in  the 
Tower  Contest  last  year,  has  a  collection  rec- 
ord which  is  not  only  unique  but,  we  believe, 
without  a  parallel  in  our  entire  field  force. 
On  December  31st  his  account  for  the  year 
1920  showed  only  one  item  which  was  due  up 
to  that  time  and  unpaid.  This  condition 
is  a  habit  with  Agent  Eyster  and  it  is  a  rare 
occasion  when  he  carries  over  any  unpaid 
items  from  one  month  to  another.  His 
sales  are  made  on  the  "cash  and  carry" 
plan,  and  his  clients  are  accustomed  to 
remit  renewal  premiums  on  or  before  the 
due  date. 

Try  it  out,  Mister  Agent,  and  you  will 
find  your  reward  in  the  peace  and  content- 
ment which  results  from  a  steadily  increasing 
income,  as  Agent  Eyster  and  his  sunny  dis- 
position will  bear  us  witness. 


They  say  Michelangelo  could  draw  a  perfect 
circle  with  one  sweep  of  the  crayon.  The 
burglar  who  cut  through  this  jeweler's  win- 
dow must  have  been  a  descendant  of  the  great 
master.    He  got  $.3,000  for  his  pains. 


The  third  annual  meeting  of  the  agents 
comprised  in  the  Brooklyn  Branch  Office  was 
held  at  the  St.  George  Hotel  on  January  3rd. 
The  order  of  the  evening  was  to  eat,  drink 
and  be  merry,  but,  incidentally,  Agent  P.  G. 
Clark  was  elected  president  for  the  new  year 
and  four  of  the  leading  agents  were  pre- 
sented with  prizes  by  Manager  Studwell  in 
the  Bonus  Contest. 

Agent  Jack  L.  Ottenheimer,  of  the  Jerome 
Apple  Agency  in  Baltimore,  was  given  a 
testimonial  dinner  by  his  business  associ- 
ates at  the  Clover  Club  on  January  11th 
in  recognition  of  his  having  produced  more 
paid-for  life  insiu-ance  during  the  year  1920 
than  any  other  individual  agent  in  the  City 
of  Baltimore. 

Mr.  Ottenheimer  has  gained  fame,  not  only 
as  a  successful  witer  of  life  insurance,  but 
also  as  the  author  of  many  pat  sayings, 
such  as — "If  life's  worth  living — it's  worth 
insuring" — "If  you  are  going  to  die— die 
with  a  smile  on  yoiu-  face" — "It's  better  to 
have  a  policy  and  not  need  it  than  to  need  it 
and  not  have  it." 


ANNUAL  TWINKLE  OF  ALL  STARS 

The  second  annual  meeting  of  the  Newark 
All  Stars  has  passed  into  history.  On 
Saturday,  January  8th,  Manager  Hendrian 
was  host  to  the  club,  entertaining  them  in 
the  afternoon  with  a  theatre  party  at  the 
New  Amsterdam,  followed  by  a  dinner  at  the 
McAlpin  Hotel  at  which  the  Home  Office 
was  represented  by  Walter  E.  Mallory, 
Wyckoff  Wilson,  and  R.  L.  Smith.  An- 
nouncement was  made  that  Agent  W.  H. 
Anderson,  of  Dover,  N.  J.,  had  written  and 
paid  for  the  largest  volume  of  accident  and 
health  premiums  during  the  year,  and  that 
Special  Agent  Fred  S.  Fern  had  won  the  so- 
called  "three  cornered  contest"  among  the 
special  agents  of  the  office. 

C.  L.  Bassett,  Edward  Beyer,  James  A. 
Compton,  F.  L.  Drake,  W.  H.  Egeln,  C.  D. 
Flynn,  F.  W.  Fort,  Jr.,  Donald  Foster,  Al- 
fred Gantzell,  F.  T.  Sprague,  Percy  Ward, 
E.  T.  Williams,  U.  G.  Vanderbilt,  A.  B. 
Schuman,  M.  K.  Harris,  S.  L.  Levin,  W.  H. 
Anderson,  W.  P.  Coe,  W.  E.  Storms;  and 
Special  Agents  E.  W.  Fortiner,  F.  M.  Hoag- 
land  and  Fred  S.  Fern  were  present. 

The  All  Stars  is  a  unique  organization 
composed  of  agents  in  the  Newark  territory 
who  qualify  for  membership  each  year  under 
the  following  conditions : 

Every  agent  is  given  a  new  business  allot- 
ment for  each  month  in  the  year,  and  has 
four  chances  to  qualify  by  paying  for  four 
months'  allotment  in  the  three  months 
composing  any  one  quarter  of  the  year, 
provided  he  pays  for  the  full  monthly 
allotment  in  each  of  the  three  months. 

Seventeen  agents  were  eligible  for  member- 
ship at  the  close  of  1920,  and  Agent  M.  K. 
Harris  was  elected  president  for  the  ensuing 
year.  Each  agent  present  pledged  himself 
to  fulfill  a  substantial  allotment  in  1921. 


ROBINS  DINE  ON  INDIANS 

At  the  Omaha  Branch  Office,  the  "Robins," 
under  the  captaincy  of  Agent  Howard  L. 
Hite,  won  out  over  the  "Indians,"  under  the 
captaincy  of  Julius  Rosenzweig,  in  a  contest 
for  accident-only  business,  which  began 
October  4th  and  continued  until  December 
11th,  the  premium  payments  on  which 
counted  up  to  and  included  December 
21'th.  The  winners  enjoyed  a  dinner  at  the 
Hotel  Loyal  on  January  3d  at  the  expense 
of  the  losers,  who,  in  addition  to  paying 
for  the  dinner,  were  required  by  the  terms 
of  the  wager  to  act  as  waiters. 
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GLIMPSES  OF  FAMOUS  TOWERS  — 2:  THE  WOOLWORTH  BUILDING 


PHOTO  BY  EDVVIM  LEVICK 


Lower  New  York,  sometimes  called  the  financial  district;  at  night  a 
fairyland  of  lights,  and  at  all  times,  with  its  gigantic  buildings,  a 
•place  to  thrill  the  imagination.  The  imaginative  insurance  man  {and 
his  offices  are  legion  in  this  district)  goes  out  and  gets  large  quanti- 
ties of  public  liability,  elevator,  automobile,  steam  boiler,  and  group 


business,  not  to  mention  life,  accident,  and  health!  The  Woolworth 
Building  is  a  standing  advertisement  of  Travelers  Service,  for  it  was 
erected  without  the  loss  of  a  single  workman,  under  Travelers  acci- 
dent-prevention supervision.  {Farther  down  the  street  is  another 
"famous  tower,"  the  Singer  Building). 
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GEORGE  E.  PETERSON 

Assistant  Superintendent 
Engineering  and  Inspection  Division 

WOMAN'S  RIGHTS 

Despite  the  fact  that  an  increasing  number  of  women  have 
taken  up  gainful  occupation  and  need  life  insurance  as  a  provision 
against  old  age  or  for  the  protection  of  dependents,  the  chief 
interest  of  women  is  as  beneficiaries.  The  position  of  beneficiary 
does  not  imply  that  she  has  an  interest  in  it  subordinate  to  that  of 
her  husband.  Her  interest  is  actually  greater  than  his.  What  is 
a  duty  to  him  is  a  necessity  for  her.  Though  a  duty  may  be 
shirked,  a  necessity  must  be  faced,  and  there  is  no  necessity  more 
implacable  than  that  which  threatens  her  own  maintenance  and 
her  children's  future  welfare. 

How  many  women  actually  realize  what  insurance  means  to 
them?  They  may  wonder  how  much  John  or  Henry  has  laid 
away,  but  as  for  insurance  they  either  think  little  about  it  or 
expect  him  to  attend  to  it. 

If  she  only  knew  it,  she  owes  it  to  herself  and  her  children  to 
see  that  some  provision  is  made  for  the  future,  and  this  motive  is 
neither  mercenary  nor  selfish.  It  is  her  right  and  protection  as  it  is 
his  duty  and  obligation.  She  owes  it  to  herself  and  children  that 
they  shall  not  be  left  destitute,  and  he  owes  it  to  them  that  they 
shall  not. 

Each  man  can  carry  enough  insurance,  bearing  a  just  propor- 
tion to  his  salary,  as  shall  keep  his  wife  and  children  from  actual 
distress  or  the  practice  of  an  unfair  and  grueling  economy.  It  is 
a  wife's  right  to  ask  that  she  shall  be  protected  as  far  as  is  reason- 
ably possible. 


THE  AUTOMOBILE  OUTLOOK  FOR  1921 

Most  Encouraging  in  Spite  of  Calamity  Howlers 

Some  people  have  been  rather  pessimistic  regarding  the  auto- 
mobile business  for  1921.  They  think  that  the  automobile  has 
reached  the  saturation  point;  and  that,  while  there  will  be  auto- 
mobiles manufactured  and  sold  this  year,  they  will  be  sold  as 
replacements  to  piu-chasers  already  possessing  machines,  rather 
than  to  men  who  have  not  previously  owned  a  car. 

The  results  of  the  New  York  automobile  show  must  have  given 
such  pessimists  quite  a  jar.  Not  only  was  the  show  crowded, 
but  more  important  still,  sales  exceeded  all  expectations.  This 
is  not  surprising  if  one  gives  the  matter  a  little  thought.  The 
automobile  is  no  longer  a  luxury.  It  is  being  used  more  as  a 
commercial  conveyance  and  as  a  necessary  means  of  transporta- 
tion for  owners  and  their  families,  and  less  as  a  vehicle  for  pure 
joy-riding. 

The  man  who  has  become  accustomed  to  the  service  that  his 
machine  gives  him  is  about  as  ready  to  get  along  without  it  as 
he  would  be  to  go  barefoot. 

Undoubtedly  during  1919  and  1920  a  large  number  of  cheaper 
cars  were  sold  to  factory  workers  who  were  receiving  a  higher 
scale  of  wages  than  ever  before,  and  could  (or  thought  they  could) 
afford  to  maintain  a  car.  Probably  during  1921  few  machines 
will  be  sold  to  this  class  of  people. 

But  factory  workers  alone  do  not  make  up  our  country.  During 
these  same  years  there  have  been  a  large  number  of  well-paid 
salaried  workers,  who  under  ordinary  circumstances  could  afford 
a  car.  But  these  men  are  more  conservative.  Rents  were  high; 
so  was  food  and  clothing.  Current  expenses  used  up  a  large 
proportion  of  their  available  cash.  Rather  than  invest  the  surplus 
they  had,  which  might  or  might  not  be  sufficient  to  purchase  and 
maintain  a  car,  they  invested  it  in  good  securities  and  walked  or 
paid  carfare. 

The  day  of  the  salaried  man  is  returning.  His  food  is  beginning 
to  cost  him  less.  His  rent  will  soon  be  coming  down.  The  good 
clothing  that  he  needs  to  keep  up  a  decent  appearance  in  the  office 
is  now  25-40%  lower  than  it  was  a  year  ago.  His  salary  has  not 
come  down.  He  can  now  afford  to  go  to  the  automobile  show, 
pick  out  a  good  reliable  model,  and  have  money  enough  to  pay 
maintainance  and  insurance  protection  on  the  machine. 

The  agent  who  thinks  there's  nothing  doing  in  automobile 
business  this  year,  and  for  this  reason  neglects  to  follow  it  up, 
is  allowing  his  competitor  an  open  field  in  which  there's  going  to 
be  a  good  harvest  of  profitable  commissions. 


LESSONS! 

Forty  million  people  in  the  United  States  have  gone  through 
at  least  the  first  grade  of  old-line  life  insurance  education.  Some 
form  of  legal-reserve  insurance,  in  many  cases  only  an  industrial 
policy,  is  carried  on  their  lives. 

The  second  lesson  is  on  lump-sum  insurance.  They  need  to  be 
taught  that  a  sufficient  amount  of  lump-sum  insurance  should  be 
provided  to  pay  off  debts,  reorganize  the  family,  and  start  it  on 
its  new  course. 

And  the  third  lesson  is  continuous  monthly-income  insurance. 


Moral:  Insure  in  The  TRAVELERS 
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COMPOUND  MULTIPLICATION 

Some  of  the  lines  of  The  Travelers  are  multiple  lines  within 
themselves.    For  instance  life  insurance. 

There  is  lump  sum  life  insurance  for  the  family,  meant  to  pay 
burial  and  current  expenses  and  provide  a  nest  egg  or  safety  fund 
for  the  beneficiary. 

There  is  income  insurance  to  replace  the  income  stopped  by  death. 

There  is  lump  sum  insurance  to  pay  off  the  mortgage  on  the 
home  or  the  farm. 

There  is  lump  sum  insurance  to  cover  loans  and  other  in- 
debtedness incident  to  business. 

There  is  lump  sum  endowment  insurance  to  provide  educational 
funds  for  children. 

There  is  old  age  income  insurance. 

There  is  lump  sum  insurance  for  corporations  and  partnerships, 
used  to  stabilize  credit,  provide  for  buying  out  interests  and 
create  a  borrowing  fund. 

There  is  lump  sum  insurance  to  meet  inheritance  and  transfer 
taxes. 

There  is  insurance  to  assure  bequests  to  colleges,  hospitals, 
charities  and  other  institutions  supported  by  volimtary  contri- 
butions and  endowments. 

There  is  group  insurance  for  employees  of  manufacturers, 
wholesale  and  retail  merchants  and  financial  corporations. 

There  is  wholesale  insurance  for  employees  of  concerns  not 
having  a  large  enough  number  of  workers  to  qualify  for  group 
insurance. 


MAKING  THE  WORLD  SAFE  FOR  THE  AGED 
It  is  pretty  hard  to  face  the  world  with  a  smile  if  one  is  sixty-six 

years  old  and  his  little  nest  egg  has  been  swept  away  through  the 

wUes  of  confidence  men. 
So  no  matter  how  hard  an  Oklahoma  City  painter  may  strive 

to  remain  cheerful,  it  is  no  wonder  that  a  tear  or  two  dims  his  eye 

as  he  tells  how  his  life  savings  of  $1,500  have  vanished,  leaving 

him  to  face  a  penniless  old  age. 

It  was  in  San  Antonio,  where  he  had  gone  on  account  of  asthma, 

that  the  aged  painter  met  the  proverbial  friend,  who  promised  in 


An  Omaha  wind  got  gay  with  this  fence.  Ever  notice  how  the 
public  loves  a  "Keep  Away"  sign  ?  Thafs  why  contractors 
need  liability  insurance! 


\ 


golden  terms  to  increase  his  little  capital  to  a  fabulous  sum.  It  is 
an  old  story.  Suffice  it  to  say  that  he  was  induced  to  invest  it  in  a 
wild  cat  scheme,  and  lost  it  all. 

A  Travelers  Annuity  policy  is  designed  to  guard  against  this 
very  disastrous  characteristic  of  human  nature.  A  man  whose 
savings  are  invested  in  an  Annuity  policy  may  risk  his  monthly 
income  in  some  wild  cat  venture,  but  that  is  the  largest  amount  he 
can  lose.  The  next  month  will  find  him  on  his  feet  again,  with 
some  visible  means  of  support  in  his  pocket. 


STEP  UP,  MR.  MOSES,  AND  GET  YOUR  "B.  R." 

Agent  M.  J.  Moses,  of  Greeley,  Col.,  "throws  his  hat  into  the 
ring"  for  the  high  record  for  insurance  placed  on  one  firm.  He 
certainly  is  entitled  to  the  Babe  Ruth  degree  of  the  Travelers 
Multiple-line  League.    He  says: 

"   company  carries  with  The  Travelers  through 

my  agency.  Compensation  insurance  on  three  stores  in  Greeley, 
one  in  Loveland,  one  in  Longmont,  one  in  Ft.  Collins,  one  in 
Sterling,  one  in  Scotts  Bluff,  one  in  Denver,  one  in  Ft.  Morgan, 
also  group  insurance  on  all  persons  employed  in  his  string  of 
stores — Joint  Partnership  Life  insurance,  $5,000 — ^Individual 
Life  insurance  $30,000 — Accident  insurance— Automobile  Lia- 
bility—Property Damage  and  Collision  (high  limits — )Plate 
Glass  insurance — Mercantile  Safe  Burglary  insurance  (20  policies 

in  The  Travelers) ;  besides  this — ■ —  carries  27  fire  insurance 

policies  through  my  agency,  and  now  has  under  advisement 
Public  Liability  insurance  in  The  Travelers  for  all  ten  stores 
in  the    group. 

"I  believe  my  agency  produces  the  largest  premium  income 
of  any  town  over  10,000  population  based  on  a  per  capita  basis 
(which  is  the  only  fair  way  to  base  it.) 

"I  challenge  any  Travelers  agency  to  beat  it.  Lay  on  MacDuff !" 


Can  You  Answer  these  Butsf 

Do  you  know  how  to  close  the  accident- 
insurance  prospect — 

Who  never  had  an  accident 
Who  will  buy  a  policy  when  he  gets  his  next  raise 
Who  needs  all  of  his  income  for  household  expenses 
Who  says  his  fraternal  accident  policy  is  all  he  needs 
Who  is  sure  he  can  avoid  accidents  by  being  careful 
Who  says  that  his  friends  tell  him  that  money  spent  for 

accident  insurance  is  wasted 
Who  says  that  his  salary  will  keep  up  even  though  he 

is  unable  to  work 
Who  thinks  that  accidents  aren't  nearly  as  common  as 

the  agent  says  they  are 
Who  says  that  his  savings  bank  account  will  pay  for 

the  expenses  of  the  accident 
Whose  best  friend  had  an  unsatisfactory  experience  with 

an  accident  claim? 

We  shall  begin  running  in  our  next  issue 
a  series  of  articles  giving  the  answers. 


''Goodbye,  Anxiety!" 
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SAGAS  IN  SLANG 
The  Permanent  Fixture  Who  Was 
Put  on  the  Skids 

PODUNK  boasted  one  Insurance  Dis- 
penser. He  was  also  a  Selectman;  had 
served  his  Country  in  the  Home  Guard, 
and  was  a  Self-Constituted  Local  Institu- 
tion. Competition  had  never  Darkened  his 
Horizon.  He  began  to  Think  that  he  was 
the  Guy  who  had  Invented  Insurance,  and 
Allowed  that  No  One  had  a  Look-in  on  the 
Business  as  long  as  he  was  On  Deck. 

But  Alas!  from  every  Dream  there  is 
an  Awakening.  One  Fine  Day  a  Younger 
Man  Opened  an  Agency.  He  was  only  a 
Common  man — not  a  Selectman — he  was 
not  Overburdened  with  the  Responsibility 
of  his  Position,  but  he  was  Sold  on  Service 
to  Patrons. 

Our  Selectman  Waxed  Contemptuous. 
He  said,  "Why  should  anybody  allow 
this  Upstart  to  Sell  him  Protection  when 
he  can  Come  In  and  Buy  it  from  Me.^" 
The  Upstart's  path  was  no  Bed  of 
Roses.  The  Natives  were  Sot  in  their 
Ways  and  Didn't  Know  Nothing  about 
Insurance.  But  he  Kept  Everlastingly 
at  'Em,  and  was  not  too  Important  to 
spend  Half  a  Day  persuading  a  Party  to 
buy  a  Burglary  Policy,  Netting  a 
Gross  Premium  of  $i  1.98. 

The  Selectman  always  Thought  that 
the  Burglary  Business  was  a  Profession 
Cal'lated  to  Land  a  Feller  in  the  Cooler — 
and  Never  Touched  it.  Also  while  he  could 
Tell  in  the  Dark  the  Difference  between  a 
Holstein  and  a  Jersey,  he  didn't  know  a 
Ford  from  a  Fiat,  and  couldn't  Rate  an 
Automobile  to  Save  his  Neck. 

Soon  the  Tide  began  to  Turn.  First 
the  Inhabitants  Allowed  the  Upstart 
to  Sell  'em  the  Lines  that  the  Selectman 
could  not  Supply — and  then  those  he 
Could.  The  Latter  Awoke  with  a  Start 
to  find  his  Business  Dribbling  away. 
But  Alas,  it  was  Too  Late.  He  Hollered 
Kamerad  and  got  down  on  his  Knees  and 
Begged  for  Mercy,  and  out  of  Compassion 
the  Upstart  took  him  in  as  Junior  Partner. 

Moral:  Every  line  that  your  Competitor 
Carries  and  you  cant  Supply  is  a  Key 
fitting  your  Clients'  Door. 


PAYS  DIVIDENDS  IN  SATISFACTION 

"Our  policy  has  proved  a  good  investment,  paying  dividends 
in  satisfied  and  contented  employees,  and  has  brought  about  a 
healthier  relationship  between  ourselves  and  our  employees." 

This  is  a  paragraph  from  a  letter  by  J.  I.  Nicholson,  of  the 
United  Hosiery  Mills  of  Chattanooga  and  Bristol,  Tenn.,  where 
all  employees  are  insured  under  a  group  policy  in  The  Travelers. 
In  the  same  letter  he  commends  the  Company  for  the  prompt 
payment  of  claims,  and  says: 

"Our  employees  now  regard  this  insurance  as  a  reward  for 
continuous  and  faithful  service.  They  no  longer  allow  petty 
excuses  to  prevent  their  daily  attandance,  fearing  that  their 
policies  may  be  cancelled.  In  our  plant  this  new  type  of  insurance 
is  an  effective  method  of  building  and  maintaining  'morale,'  as 
well  as  encouraging  punctuality  and  faithfulness  to  duty." 


CANADIAN  GOVERNMENT  ENDORSES  GROUP 

"The  Labor  Gazette,"  published  by  the  Canadian  Department 
of  Labor,  has  this  to  say  about  group  insurance: 

What  will  be  the  effect  where  group  insurance  is  put 
in  force?  Looking  at  it  in  the  theory  first  of  all,  we  shall 
have  a  list  of  employees  who  see  that  their  employers  take 
a  human  interest  in  them  beyond  the  immediate  result 
of  their  exertions  in  office  or  factory;  that,  in  case  of  death, 
this  interest  will  express  itself  in  a  very  considerable 
cash  contribution,  in  the  shape  of  the  insurance  money, 
towards  the  support  of  their  dependents,  to  enable  them 
to  get  on  their  feet  again,  after  the  death  of  the  bread- 
winner. By  stimulating  a  sense  of  loyalty  towards  such 
employers,  and  removing  from  their  own  minds  the  haunt- 
ing and  energy-sapping  spectre  of  a  family  left  in  want, 
this  cold  cash  protection  will  increase  the  efficiency  of  the 
staff  in  general,  and,  in  addition,  will  tend  strongly  to 
check  the  costly  ebb  and  flow  of  labor  turnover. 

So  much  for  the  theory  of  it;  let  us  look  at  the  verdict 
of  actual  experience.  Group  insurance,  while  still  only 
on  the  threshold  of  its  development,  has  already  been  in 
operation  long  enough  to  enable  us  to  observe  the  results 
of  its  operation  in  actual  practice.  As  it  works  out,  the 
general  experience  of  those  who  have  tried  it  is  as  follows: 
At  first,  the  employees  are  prone  to  look  upon  the  scheme 
with  some  degree  of  doubt,  sometimes  even  suspicion  that 
there  must  be  a  catch  in  it  somewhere.  Then,  one  after 
another,  deaths  begin  to  occur — and  in  every  instance  the 
money  is  paid  over  as  arranged.  Then  the  remaining 
employees  begin  to  see  what  the  scheme  really  does,  and 
their  jobs  look  better  to  them  than  they  did  before.  Loyal- 
ty is  enhanced,  the  serious-minded  workers  remain  with 
the  firm,  labor  turnover  is  notably  reduced  and  efficiency 
is  increased.  The  proof  of  the  pudding  is  the  eating  of  it, 
and  it  is  noteworthy  that  in  every  case  in  which  the  group 
insurance  idea  has  been  given  a  real  try-out  it  has  been 
enthusiastically  continued. 

Group  insurance,  is  today  something  much  more  than 
a  form  of  social  beneficence.  It  is  all  this,  but  it  is  also 
what  is  commonly  called  a  "business  proposition"  of  the 
soundest  kind.  Out  of  enlightened  self-interest,  if  for 
no  other  reason,  intelligent  and  efficient  employers  of  labor 
must  adopt  it. 


Moral:  Insure  in  The  TRAVELERS 
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EXPLODING  BOILER  RUINED  LAUNDRY,  KILLED  FOUR,  INJURED  SEVEN! 


Ottawa,  Kansas,  suffered  a  disastrous  ex- 
plosion early  in  the  new  year.  The  boiler 
in  the  hasement  of  a  steam  laundry  blew  up 
during  a  busy  hour  of  the  day.  Four  people 
were  killed,  seven  others  were  more  or  less 
seriously  injured.  The  laundry  itself  was 
demolished,  and  the  boiler  which  blew  itsel  f 
high  up  in  the  air  crashed  through  a  neigh- 
boring store  and  smashed  it  up  to  the  extent 
of  $200  or  more.  No  boiler  insurance  was 
carried  on  the  vessel  that  exploded,  but  im- 
mediately after  the  explosion  one  of  our 
special  agents  sped  down  to  Ottawa  and 
came  back  vnth  more  than  $1,000  in  boiler 

premiums.    He  got  every  boiler  in  town  except  one;  some  other  agent 
managed  to  get  that  in  the  time  he  was  rounding  up  the  others. 
Luckily,  the  owner  of  the  laundry  carried  a  Travelers  XD  policy  for 
$7,500.    This  sum  was  increased  to  $15,000  under  the  double- 


PHOTOS  FROM  MANAGER  PLATT 


indemnity  clause.  But  it  would  have  been  far  easier  for  the  widow 
if  she  had  had  The  Travelers  standing  between  her  and  the  claims 
for  death  and  injuries,  for  property  damaged,  and  for  clothes  lost  or 
destroyed,  that  are  certain  to  arise. 


THESE  BADGERS  ARE  BEARCATS 
Wisconsin  Agents  Extend  Allotment  Idea  to  All  of  The 
Travelers  Multiple  Lines 

Wisconsin  agents  of  The  Travelers  held  their  annual  meeting  at 
Milwaukee  January  20  and  21.  They  invented  the  branch  office 
convention  nearly  a  dozen  years  ago.  They  had  an  unusually 
profitable  session  at  the  Milwaukee  Athletic  Club  this  year,  clos- 
ing with  a  dinner  the  last  evening. 

One  of  the  features  of  the  Wisconsin  organization  is  its  method 
of  alloting  quotas.  Each  agent  signs  up  for  a  certain  number  of 
new  risks  in  each  of  the  Travelers  multiple  lines — life,  compensa- 
tion, accident  and  health,  auto  liability,  burglary,  public  liability 
plate  glass,  engine,  steam  boiler  and  group. 

Fifty-one  group  cases  were  promised  for  1921.  Last  year 
Wisconsin  wrote  25.  Thirteen  of  these  came  from  the  Pagan 
agency  of  Racine  which  also  held  high  place  in  life  insurance  and 
became  the  first  millionaire  agency  in  the  state.  Its  paid  business 
last  year  was  $1,051,653. 

Last  year  was  the  first  in  which  allotments  were  taken  on  auto- 
mobile business.  The  Becldey  agency  of  Appleton  agreed  to  get 
100  new  automobile  risks  and  paid  for  114.    The  Robeck  agency 


of  Marinette,  scheduled  for  100,  paid  for  119.  The  Pettric  agency 
of  Wausau  promised  150  and  delivered  172,  and  the  Fagan  agency 
of  Racine  set  its  target  at  300  and  actually  secured  496. 

Another  voluntary  allotment  many  gave  themselves  was  to  get 
within  the  next  thirty  days  at  least  one  compensation  risk  now 
being  carried  in  a  mutual  or  interinsurance  exchange. 

Manager  Richey  of  the  Life  and  Accident  Department  presided 
at  the  morning  sessions  and  Manager  Armstrong  of  the  Compensa- 
tion and  Liability  Department  at  the  afternoon  sessions.  They 
shared  honors  with  Chief  High  Snookum  Droege  of  the  Ancient 
and  Dilapidated  Order  of  Bearcats  at  the  dinner.  The  Bearcats 
provided  the  amusement  at  the  dinner. 


BITS  OF  RANDOM  WISDOM 

Today,  more  people  than  ever  before  are  in  the  mood  for  buying 
insurance  of  all  kinds. 

Know  your  policies  and  know  their  big  features. 

Are  you  aware  how  often  a  prospect  will  sell  himself — if  you 
let  him? 

When  a  man  will  not  buy  accident  insurance  and  says  he  will 
"take  a  chance" — he  is  taking  a  chance,  and  a  big  one. 


"Goodbye,  Anxiety!" 
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The 

Tower  Window 

Charley,  the  counterman,  leaned  his  elbow 
thoughtfully  on  the  mahogany  and  remark- 
ed: "Some  agents  start  work  when  the 
cuckoo  kukes  eight  times  and  some  when  he 
kukes  nine.    And  some  are  deaf." 

*  *  * 

One  of  the  surest  ways  of  shutting  off  the 
competition  of  small  insurers  of  automobile 
risks,  be  they  reciprocal,  mutual  or  cut-rate 
stock,  is  to  convince  the  man  that  he  needs 
high  limits  and  then  show  him  that  several 
times  as  much  insurance  as  the  little  fellows 
offer  costs  less  than  twice  as  much. 

*  *  * 

HE  WHO  IS  INSURED,  LAUGHS  BEST 

A  month  or  so  ago  we  published  a  front 
page  story,  illustrated  with  a  clipping  about 
a  damage  suit  over  a  dog  bite,  and  entitled 
"Keep  Down  the  Expense  of  Dog-Owning 
for  your  Clients." 

As  it  happened,  the  defendant  in  this  case 
was  an  insurance  agent  representing  another 
company.  He  was  lucky  enough  to  win  the 
suit,  and  so  he  thought  that  this  instance  was 
a  good  joke  on  The  Travelers. 

Taking  into  consideration  the  low  premium 
rates  on  residence  liability  protection,  and 
the  high  cost  of  carrying  a  suit  to  court — even 
when  the  defendant  is  lucky  enough  to  win — 
we  believe  that  a  man  who  had  liability 
protection  on  his  property  and  who  let  an 
insurance  company  pay  the  lawyer's  fees 
could  afford  to  laugh  a  little  longer  over  an 
incident  like  this  than  the  uninsured  man. 


AN  INDIFFERENT  VIEW 

"An  amusing  incident  occurred  in  a  trial 
I  attended  not  long  ago,"  says  a  lawyer. 

"Have  you,"  demanded  the  judge,  after 
the  customary  formula,  "anything  to  say 
before  sentence  is  pronounced  against  you?" 

"Only  one  thing,  your  honor,"  said  the 
convicted  burglar,  "The  only  thing  I  object 
to  in  this  trial  is  being  identified  by  a  man 
who  kept  his  head  under  the  bedclothing  the 
whole  time  I  was  in  the  room." 

[Philadelphia  Ledger. 

*  *  * 

TACKS  IN  RUGS  NOT  ESSENTIAL 

After  four  years  of  litigation,  the  supreme 
court  of  Wisconsin  decided  that  a  host  whose 
home  contains  loose  rugs  and  polished  floors 
is  not  liable  for  damages  if  a  guest  slips  and 
falls. 

A  woman  asked  damages  for  injuries  re- 
ceived when  she  slipped  on  a  small  rug  while 
a  guest  in  the  home  of  a  friend.  The  court 
held  that  there  was  no  evidence  to  show  it 
was  customary  to  fasten  rugs  to  the  floor,  and 
that  the  defendant  was  not  negligent  in  not 
having  done  so. 

Manager  Furner  of  New  Orleans,  com- 
menting on  this  case,  says: 

"I'm  glad  he  won  the  suit,  but  I  would 
like  to  compare  his  attorney  bill  with  the 
premium  on  a  general  liability  policy  for 
private  residences  in  The  Travelers." 

*  *  * 

Count  that  day  lost 

Whose  low  descending  sun 

Finds  in  your  hand 
No  application. 

No,  not  one.  Ira  D.  Ktle. 

*  *  * 

A  New  York  jury  awarded  a  young  woman 
$45,000  for  the  loss  of  her  left  leg  in  an  eleva- 
tor accident.  At  the  same  time,  in  the 
same  building,  another  jury  awarded  a  young 
boy  $42,000  for  the  loss  of  two  legs  in  a 
traffic  accident. 

Judging  from  these  verdicts,  it  would 
appear  that  one  of  a  girl's  legs  are  worth  two 
of  a  boy's.  Just  another  little  instance 
which  proves  that  as  a  man  has  no  choice 
of  his  victims  in  an  accident,  the  safest 
thing  he  can  do  is  to  allow  that  he  may  be 
unlucky  enough  to  pick  an  expensive  one,  and 
insure  accordingly. 

The  added  protection  only  costs  a  very 
little  more — and  when  juries  are  handing  out 
$45,000  verdicts  for  personal  injuries,  it  sure 
is  worth  it. 


Excellent  selling  points  for  annuities: 
Those  lists  of  corporations  which  have  sus- 
pended dividends.  They're  appearing  on  the 
financial  pages  of  the  newspapers  these  days. 

*  *  * 

BRICKS   COMING    DOWN   BUT   COSTING  MORE 

Belle  Sugarman  and  her  father  sued  a 
property  owner  in  Baltimore  for  $5,000  and 
$2,500  damages  for  injuries  sustained  by  the 
girl.  She  was  struck  on  the  head  by  a  brick 
which  fell  from  the  defendant's  building 
which  was  being  repaired. 

*  *  * 

The  dollars  invested  in  life  insurance  the 
last  three  years  are  growing  nicely  in  purchas- 
ing power. 

*  *  * 

don't  let  THIS  DISCOURAGE  TOu! 

A  Brooklyn,  N.  Y.  insurance  broker  was 
informed  over  the  telephone  that  a  certain 
"Mr.  Hurley"  wished  to  insure  an  automobile 
and  that  he  wished  an  appointment  made  at  a 
certain  street  corner  in  New  York. 

"Mr.  Hurley"  was  there  when  the  broker 
arrived,  and  he  conducted  the  broker  into  an 
alley  way,  where  he  robbed  him  of  $225  in 
cash  and  about  $1,200  more  in  jewelry. 
Then  as  a  fitting  sequel,  he  hit  the  broker  over 
the  head  with  the  butt  of  his  revolver  and 
let  it  go  at  that. 

Don't  let  this  hinder  you  from  meeting  all 
possible  prospects — but  take  along  Travelers 
accident  and  hold-up  protection  so  as  to  be 
prepared  against  any  emergencies. 


THE  AGENT'S  SOLILOQUY 

I  have  some  goldfish 

And  they  don't  grow 

No  matter  how  much 

They're  fed. 

But  I'm  told 

That  if  I'd  free  them 

Into  a  bigger  pond 

They'd  get  as  large 

As  flounders 

Or  calico  bass. 

And  when  I  look 

At  the  walls  of  my  office 

I  think  of  the  goldfish  globe 

And  realize  I  have 

Nothing  on  the  fish. 

That  I  must  get  out 

If  I  want  to  grow. 

That  captivity  is  as 

Stunting  to  an  agent 

As  to  a  goldfish. 


Moral:  Insure  in  The  TRAVELERS 

[38] 
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WHEN  TIME  IS  MONEY 

Boilers  are  the  Heart  of  the  Factory — Boiler 
Trouble  Paralyzes  Everything 

"What  is  this  Travelers  Service?"  asks 
the  prospect.  "How  is  it  going  to  help  me  in 
my  business?" 

The  purpose  of  this  little  series  of  service 
articles,  which  we  have  been  running,  is  to 
show  how  Travelers  Service  has  helped  other 
men  out  of  various  kinds  of  difficulties  and, 
because  of  this  varied  experience,  is  prepared 
to  help  any  manufacturer  in  any  kind  of  a 
difficulty  relating  to  his  boilers,  elevators, 
compensation  insurance,  in  the  districts 
where  Travelers  agents  solicit  business. 

Something  went  wrong  with  the  horizontal 
tubular  boiler  of  a  Montreal  concern.  It  was 
quite  a  serious  matter  because  the  weather 
was  cold,  and  the  building  had  to  be  kept 
heated  to  prevent  the  wet  sprinkler  system 
from  freezing.  So  these  people  did  the 
wisest  thing;  they  telephoned  the  Travelers 
b  ranch  office  there  and  asked  if  it  could  send 
over  an  inspector. 

The  inspector  went  over  immediately. 
He  quickly  discovered  that  one  of  the  tubes 
had  split  and  was  causing  the  trouble.  But 
Travelers  men  are  not  satisfied  with  merely 
finding  out  what's  wrong;  their  work  is  not 
finished  until  everj'thing  is  put  right  again. 
This  inspector  got  the  boiler-makers  on  the 
job  immediately;  being  an  experienced  man 
he  could  tell  them  just  what  they  needed 
to  bring,  so  they  wouldn't  have  to  go  back  for 
materials  or  tools. 

Within  four  hours  of  the  time  that  the 
Branch  Office  had  been  notified  of  the  trouble 
the  boiler  was  repaired  and  steam  was  again 
raised.  Needless  to  say,  both  the  assured 
and  the  brokers  who  had  placed  the  risk  were 
well  pleased. 

Time  is  money  in  every  business.  The 
boilers  are  the  heart  of  nearly  every  manu- 
facturing concern.  Travelers  inspection  ser- 
vice in  case  of  trouble  like  this  invariably 
saves  a  lot  of  time  for  the  assured,  with  a 
consequent  saving  in  money. 


Gasoline  Alley— Worse  Than  Avery's  Cigar 


When  a  Lewiston  man  was  returning  from 
his  camp  in  the  woods  after  dark,  with  his 
automobile  headlights  burning,  a  big  buck 
deer  collided  with  him  in  the  middle  of  the 
road,  smashed  his  hood  and  windshield  at 
the  first  impact,  then  lunged  again  and 
smashed  the  radiator,  and,  itself  uninjured, 
took  to  flight.  The  man  says  the  animal  was 
wearing  no  lights;  and  he  failed  to  get  its 
license  number. 


COURTESY  OF  CHICAGO  TRIBUNE 


Help  Wallop  Petromortis! 


OUT  OF  THE  FRYING  PAN 

A  Chicago  automobilist,  while  trying  to 
avoid  a  crash  with  another  machine,  rammed 
an  electric  light  pole.  It  looks  now  as  if  this 
fellow  had  jumped  out  of  the  frying  pan  into 
the  fire.  A  young  man  was  passing  the  pole 
at  that  moment;  the  truck  bowled  it  over 
on  top  of  him;  he  was  caught  underneath. 

It  is  hard  to  tell  what  to  choose  when 
another  machine  is  bearing  down  on  you  and 
you've  got  to  get  out  of  the  way.  But 
injuring  a  pedestrian  on  the  sidewalk  is 
likely  to  be  an  expensive  business.  The 
sidewalk  is  the  domain  of  the  pedestrian. 

The  truck  owner  is  indeed  fortunate  in  a 
case  like  this  if  he  can  turn  the  whole  matter 
over  to  the  claim  adjusters  of  The  Travelers, 
and  let  them  settle  as  best  they  can  out  of  the 
generous  limits  of  his  automobile  policy. 

"Goodbye,  Anxiety!" 

[39] 


A  MOTHER'S  VIEWPOINT 

A  mother  requested  that  an  insurance 
agent  solicit  her  son  for  accident  insurance. 

"My  reason  for  wanting  him  to  take  this 
insurance  is  this,"  she  explained.  "He's 
living  at  home  and  paying  board.  I  have 
enough  income  to  live  on — but  that's  all. 
If  he  should  be  injured  there's  nothing  to 
prevent  his  falling  back  on  me.  Not  that  I 
wouldn't  gladly  spend  every  cent  I  have  for 
him.  But  if  I  did  deplete  my  small  capital 
to  pay  his  hospital  bills  and  other  expenses, 
it  would  mean  that  later  I  should  have  to  fall 
back  on  him  for  support.  Out  of  fairness  to 
both  of  us,  I  believe  that  it  would  be  best  for 
him  to  invest  in  an  accident  policy — and 
then  if  he  should  be  hurt,  the  bills  would  be 
paid  out  of  the  reserves  of  the  insurance  com- 
pany, rather  than  out  of  my  investments. ' ' 


PROTECTION 


A  NEW  TRAVELERS  CLUB       A  BOOTH  AT  AN  AUTO  SHOW  GETS  FRIENDS 


The  Travelers  Men's  Club  of  the  Albany 
Branch  office  is  a  new  organization  that  was 
formed  at  a  luncheon  held  early  in  the  new 
year  at  an  Albany  hotel. 

Manager  E.  C.  Mason  was  chosen  presi- 
dent. Adjuster  J.  M.  McCloskey  vice- 
president.  Assistant  Cashier  P.  G.  Dennis 
secretary,  and  Cashier  E.  J.  Ellison  treasurer. 

It  is  planned  to  hold  a  monthly  luncheon 
with  discussion  of  some  one  of  the  Travelers 
multiple  lines. 


PROMOTIONS 

George  T.  Leach,  special  assi.stant, 
Manchester,  New  Hampshire,  has  been  pro. 
moted  to  be  assistant  manager,  Compensa- 
tion and  Liability  Department,  Camden 
Branch  Office,  effective  February  1st,  suc- 
ceeding A.  Henry  Reeve,  Jr.  resigned. 

Edwin  V.  Ross,  assistant  manager.  Com- 
pensation and  Liability  Department,  New- 
ark, has  been  transferred  to  the  Pittsburgh 
Branch  Office,  effective  February  1st. 


"GOODBYE,  ANXIETY!" 

Emblazoned  on  the  window  of  O.  F. 
Brandt's  ground-floor  office  on  Walnut 
Street,  the  main  thoroughfare  of  Green  Bay, 
Wis.,  is  the  slogan:  "Goodbye..  Anxiety!" 
It's  done  in  red  with  gold-leaf  outline.  You 
can  read  it  by  day  or  night.  And  it  is 
sinking  into  the  consciousness  of  Green  Bay 
people,  so  much  so  that  some  competitors 
have  imitated  and  one  is  using  the  expression: 
"You  should  worry." 


ADVERTISING  IN  THE  NEWS 
COLUMN 

Agent  Orson  L'H.  Britton  of  Bingham- 
ton,  N.  Y.,  ran  a  large  advertisement  in  a 
local  newspaper  telling  about  Travelers 
burglary  policies  and  the  protection  they 
offer  and,  on  the  same  page,  among  the 
news  items,  there  appeared  quite  a  long 
article  about  the  burglary  situation  and  the 
advantages  of  insurance  protection,  evidently 
an  interview  with  Mr.  Britton. 

Many  local  papers  will  give  an  advertiser 
a  certain  amount  of  space  in  their  news 
columns.  Methods  of  protection  against 
loss  by  burglary  is  real  news  today,  and  will 
be  eagerly  read  by  the  public. 


»AC£NTS  FOR  TEN  Of  THE 

umm  riRE  companics 


-  -  J.E.  UfTZ  AH6  Co,  -  V 
GENERAL  INSURANCE  BONDS 

E/vr/fiE  S£CO//D  FLOOR  BUHWELL  BLDO. 
WE  INSURE  EVERYTHING  INSURABLE? 


OlSTWCT  AGENTS 

-  FOR  -  - 
TOE  mmx,  M5UPANCE  ( 
THf  TMVfUfSINDEHNnYC 


W .  F.  Macallister,  life  and  accident  field  man- 
ager for  Lutz  &  Co.,  wrote  us  last  fall:  "We 
wish  to  report  that  our  booth  at  the  East  Tenn- 
essee Division  Fair  was  a  success  in  every  way. 
There  was  quite  a  good  deal  of  favorable  com- 
ment, and  the  writer  believes  that  a  great  deal 
of  publicity  for  this  agency  was  received.  We 
wrote  several  policies  at  the  booth.    In  fact  we 


terote  enough  business  to  pay  the  expense;  and 
both  the  writer  and  Mr.  Mehin  Wallace,  Lia- 
bility Manager,  have  the  names  of  several  pros- 
pects whom  they  believe  they  will  close  in  the 
near  future. 

"  The  photographs  which  you  sent  were  very  in- 
teresting, not  only  to  us  but  to  many  whu  stopped 
at  the  booth  and  desired  that  they  be  explained." 


We  will  send  automobile  photographs  for  show  purposes.  Order  through  your  branch  manager. 


A  circular  in  the  hand  of  a  prospect  is 
worth  two  on  the  office  shelf. 


TIME-TRIED  AND  RESULT-TESTED 

Yale  Forbes,  of  Lockport,  N.  Y.,  has 
been  using  "readers"  in  his  local  newspapers 
for  some  time  and  believes  in  them  sufficient- 
ly to  continue  them  regularly.  Though  he 
likewise  has  used  much  of  the  display  ad- 
vertising prepared  for  agents  by  The  Travel- 
ers, he  looks  on  his  little  messages  in  the 
news  columns  as  essential  to  the  conduct  of 
his  agency.  For  those  who  believe  in 
employing  methods  that  have  been  proved 
successful  we  offer  these  suggestions  for 
similar  ads: 

Houses  are  not  the  only  things  equipped 
with  modern  conveniences.  The  life  in- 
surance policies  of  The  Travelers  have  many 
features  that  add  to  the  comfort  and  well- 
being  of  policyholders  and  beneficiaries.  Ask 
 about  them.  Phone  

A  stitch  in  time  saves  nine  and  a  dollar 
for  accident  insurance  now  may  save  the 
policyholder  hundreds  later.  Liberal  pro- 
tection under  the  up-to-date  policies  of  the 
old  Travelers.    Phone  

The  first  life  insurance  policy  was  written 
in  England  in  1583.  Now  life  insurance  is 
very  common  among  commonsense  people. 
Commonsense  policies  at  guaranteed  low  net 
cost  in  the  big  Travelers  Phone  _. 


You  don't  have  to  be  a  war  veteran  to  draw 
a  pension.  You  can  buy  one  with  money 
instead  of  with  a  part  of  your  health  or  a 
part  of  your  body.  Special  pension  con- 
tracts in  The  Travelers.  Phone  


AS  IT  LOOKS  TO  L.  D.  SMITH 

"As  a  man  thinketh  in  his  heart  so  is  he," 
is  not  only  true  but  most  applicable  to  the 
business  man  of  today.  Thoughts  are 
Things  and  thoughts  of  Success  bring  forth 
fruit  in  Success.  Thoughts  of  confidence 
in  yourself  beget  that  confidence  in  you, 
in  the  minds  of  your  associates  and  others 
with  whom  you  come  in  contact.  The  Right 
Mental  Attitude  in  approaching  one's  daily 
problems  immediately  puts  him  at  ease  and 
gives  him  a  sure  footing.  The  Proper 
Mental  Attitude  as  to  the  Year  1921  is  the 
thought  that  1921  will  be  the  best  year  we 
have  ever  had  and  there  is  no  reason  why 
,  it  shouldn't  be.  Personally  I  look  forward 
to  a  great  year  and  expect  to  profit  by  my 
mistakes  (and  they  have  been  many.)  We 
should  all  maintain  a  positive,  progressive 
and  optimistic  Mental  Attitude  and  when 
1922  rolls  around,  Look  Out! 

LUCIAN  D.  SMITH. 
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SCULPTURES  OF  PAST  PRESIDENTS  UNVEILED  the  day  of  his  death.  September  1901. 

"Mr.  Batterson  selected  his  successor, 

TVyTEMORIALS  to  James  G.  Batterson  and  Sylvester  Clark  Dunham,  ^nd  did  it  weU  as  he  did  all  things— Mr. 

the  two  former  presidents  of  The  Travelers,  were  unveiled  in  the  Sylvester  Clark  Dunham. 
Assembly  Hall  of  the  home  oflBce  building  in  Hartford,  at  the  stock-     Mr.  Dunham  came  to  the  Company  for 
holders'  annual  meeting  on  January  26th.  They  are  sculptured  likenesses       P'^P^^^  f  undertaking  a  task  in  con- 

nection  with  the  mvestments  of  the  Company 

in  white  marble  — the  one  of  Mr.  Batterson  a  heroic  figure,  seated;  the  ^^-^^  ^^„gj  \  j^^^, 
one  of  Mr.  Dunham,  a  bust  in  a  suitable  architectural  setting.  Both  training  but  broad  experience.  He  was  suc- 
are  the  work  of  Albin  Polasek,  of  New  York.  '°  ^«  with  anything 

that  he  undertook,  and  as  the  requirements 

Mr.  Batterson  was  the  founder  of  The  and  more  of  what  incalculable  value  was  particular  work  became  fewer  he  was 

Travelers,  and  was  president  for  thirty-eight  service  under  so  great  a  man.    Most  of  the  (ound  by  Mr.  Batterson  to  be  an  exceedingly 
years.   Born  in  Bloomfield,  Conn.,  in  1823,  officers  of  the  Company  today  served  under  helpful  man  with  the  problems  of  insurance, 
and  receiving  only  the  education  that  the  ^^"^  '°  the  formative  capacity  of  office  boy.      "Rapidly  extending  his  knowledge  of  the 
tr    school  of  that  time  could  afford    '^^^  ^^^^        strict,  but  just,  tempered  with  subject  he  soon  became  an  adequate  second 


he  "went  to  college  with  himself  at  night"- 


kindliness  and  fairness.  to  Mr.  Batterson  and  in  time  a  worthy 


"From  the  man  emanated  knowledge,  it  successor, 

as  some  biographer  has  expressed  it-and             ^  ^^^^  ^^^^^  ^.^            ^^^^^^^  ^^.^^  "A  man  of  keen  judgment,  a  respecter  of 

continued  to  educate  himself  to  the  end  of  ,  .            .  .                 .  the  opinions  of  others,  but  with  fairness  and 

him  meant  improvement.  •  j      •           •         .  •                ,  . 

his  life.   He  engaged  in  marble-cutting  with      ..His  was  a  broad  knowledge,  going  far  --'d^-tion  coming  to  his  own  conclusions 

1                                             b  '  a     a  iTom  which  after  he  had  weighed  them  and 

his  father,  and  he  himself  became  a  great  beyond  the  confines  of  the  particular  business  f^^^j  t^em  correct  he  could  not  be  moved, 

builder  in  granite,  opening  up  the  quarries  in  which  he  was  the  leader.  "His  attitude  with  the  men  around  him 

from  which,  years  after  his  death,  the  vast      "Great,  too,  was  his  ability  to  detect  was  one  of  sympathetic  helpfulness.  To 

supplies  of  stone  for  the  present  Travelers  the  right  and  the  wrong  and  to  cling  to  every  one  he  gave  an  opportunity  and  did 

building  were  hewn.    He  was  an  author  of  the  right  when  determined,  supporting  it  with  all  in  his  power  to  help  him  succeed.  Men 

^.         f     ■          insurance         energy  and  an  eloquence  which  were  trusted  the  man  and  trusted  his  judgment, 

repute  on  questions  o    science,  insurance,  ^jjgqy^jjgjj     Persistent  in  the  face  of  mis-  We  were  imbued  with  a  feeling  of  faith  in  the 

political  economy,   and   taxation,   besides  fortune— if  a  thing  was  not  right  it  had  to  be  Company  through  our  faith  in  him. 

being  a  Greek  scholar  and  an  Egyptologist,  made  right;    if  it  was  not  successful  it  had  "This  Company  spirit  which  he  fostered 

He  died  in  September  1901.                      to  be  made  successful;  by  that  energy  and  was  to  be  found  not  only  in  the  home  office. 

Mr.  Dunham  had  been  counsel  and  vice-  strength  of  will  he  carried  his  company  but  throughout  the  field-true  loyalty  to  a 

through  many  trying  times,  never  stopping  good  cause.    With  this  condition  existing 

president.    He  succeeded  Mr.  Batterson,    ,         ,              *      j  i-            i,-  u  n.  x  r 

the  work  on  the  toundation  on  which  the  the  prosperity  oi  the  Company  was  sure  to 

and,  during  the  fourteen  years  of  his  presi-  ^^^lole  structure  rests  to-day.  follow.  That  it  did  follow  is  eloquently 
dency,  was  singularly  successful,  not  only  "He  believed  in  the  guaranteed  low-cost  proven  by  the  statistics.  He  took  the  talent 
in  the  development  of  the  Company  but  in  p'^d  of  life  insurance,  named  by  its  opposers  which  Mr.  Batterson  left  to  him  and  in- 
obtaining  the  devotion  and  affectionate  'DO°-participating.'  For  years  he  fought  creased  it  many  timss.  That  the  physical 
^    ^        J.    ^       ^      H'    d    th              battles  in  its  behalf  with  a  skill  that  has  man  should  not  have  had  the  strength  of  the 

°                                 '                           produced  the  strength  of  this  and  a  few  mind  was  a  great  misfortune,  compelling 

curred  on  October  26,  1915.                        other  companies  to-day.    His  plan  passed  him  to  lay  down  his  work  far  too  soon.  He 

President  Butler,  in  calling  attention  to  unscathed  through  the  fire  of  the  New  York  was  president  of  The  Travelers  from  1901 

the  memorials  said:                                    investigation  early  in  this  century.    What  to  1915.     During  his  term  The  Travelers 

is  good  and  substantial  in  accident  insurance  Indemnity  Company  was  organized,  and  he 

"It  is  unnecessary  for  me  to  recite  the  to-day,  as  was  true  fifty  years  ago,  are  the  was  its  president  during  the  first  ten  years  of 

story  of  the  lives  of  these  men,  who  were  theories  and  practices  of  James  G.  Batterson.  its  existence. 

so  well  known  to  you  and  who  are  remem-      "Liability  insurance  interested  him  and  "To  these  two  men  the  stockholders,  the 

bered  both  with  esteem  and  with  affection,             """"^^  ^°  ^'^            ^""^  strengthen-  policyholders,  the  employees  of  the  Com- 

„mi.    ■          •        e     u             •  -J       J  ing  hands  in  the  days  of  its  stormy  youth,  pany  owe  much;  and  I  am  certain  that  you 

Ihe  impressions  of  a  boy  are  vivid,  and      °                 ,    i,                        ,.       .  .,,             •  i  , 

,     ,     ^        ,,            .    .  ,                     ,1  cannot  dwell  on  the  many  lines  in  will  agree  with  me  that  we  have  done  well 

clearly  I  recall  many  incidents  connected                           n        n  ■    x  -i-  i-i 

which  he  was  equally  profacient,  as  a  master  in  setting  up  memorials  in  enduring  stone  in 

with  the  first  president  of  the  Company,            ^^^^^             sciences,  as  a  builder  and  order  that  with  them  before  our  eyes  the 

during  the  first  eleven  years  of  my  service.  ^  writer,  speaking  only  of  the  work  in  which  mind  may  be  quickened  ever  to  remember 

"As  my  perspective  improves  with  the  we  knew  him  best,  as  President  of  The  the  good  deeds  of  James  G.  Batterson  and 

passing  of  time  it  is  borne  home  to  me  more  Travelers  from  its  organization  in  1863  to  Sylvester  Clark  Dunham." 


Sylvester  Clark  Dunham 

President  from  1901  to  1915 


PROTECTION 


OUR  IMPROVED  BURGLARY  POLICIES 

A  Number  of  Changes  Which  Makes  Them  the  Best 
Contracts  on  the  Market 

There  is  a  great  demand  for  burglary  insurance  today.  Two 
years  and  more  have  passed  sin  ce  the  Armistice,  and  the  burglary 
"epidemic,"  which  was  thought  to  be  merely  a  reaction  from  the 
War,  continues  unabated.  Burglary  insurance  was  formerly 
considered  a  form  of  protection  interesting  only  to  the  million, 
aire.  Today  every  man  who  owns  even  a  thousand  dollars'  worth 
of  portable  valuables  —  and  it  doesn't  take  much  to  make  a 
thousand  dollars — is  seriously  concerned  about  safeguarding  them. 

People  are  recognizing  the  need  for  burglary  insurance — and 
Travelers  agents  will  soon  have  placed  in  their  hands  the  best 
burglary  policies  on  the  market  to  fill  those  needs.  It  ought  not 
to  take  a  guide  post  to  point  the  way  to  the  agent's  opportunity. 

These  new  Travelers  policies  are  the  best  contracts  on  the 
market.  Broadly  speaking,  from  the  BT  and  BTC  forms 
(Residence)  the  84-hour  clause  and  the  explosion  clause  have  been 
entirely  eliminated,  and  the  mechanics  clause  amended,  without 
any  extra  premium  charge,  so  as  to  insure  coverage  when  workmen 
are  in  the  premises,  unless  they  are  working  on  windows,  outside 
walls,  or  doors. 

Also,  it  is  not  necessary  now  to  wTite  a  separate  endorsement  to 
include  guests  property,  nor  to  eliminate  the  following  restrictive 
clauses:  strike  and  riot,  fire,  water  and  the  action  of  the  elements. 

The  elimination  of  these  clauses  is  accomplished  by  the  payment 
of  an  extra  premium,  and  by  merely  inserting  the  amount  of  this 
extra  premium  in  the  space  provided  for  this  purpose  in  the 
declarations.  To  include  guests  property,  fill  in  the  amount  of 
insurance  desired  on  this  property  under  item  8,  section  (a),  and 
also  include  the  additional  premium  for  this  insurance  in  the 
premium  column. 

Should  any  policyholder  be  foolish  enough  to  desire  to  take  the 
chance  of  having  his  guests  property  stolen,  or  his  own  effects 
taken  during  the  excitement  of  a  fire,  riot,  or  flood,  merely  fill  in 
the  words  "not  covered"  in  the  place  designated  for  amount  of 
premium.  This  should  only  be  done  under  protest;  it  does  not 
give  the  holder  the  benefit  of  the  full  Travelers  protection  which 
every  man  really  needs.  It  also  causes  a  lot  of  trouble  if  the 
policyholder  decides  later  that  full  coverage  is  the  only  safe  course. 
To  eliminate  the  words  "not  covered"  after  they  have  once  been 
written  into  the  policy  requires  a  whole  additional  endorsement 
to  the  policy.  And  endorsements  which  clutter  up  and  complicate 
the  contract  are  just  what  we  are  trying  to  avoid. 

The  MS  (Mercantile  Safe)  form  has  also  been  changed.  In- 
demnity paragraph  I  has  been  amended  so  that  it  now  provides 
coverage  in  case  burglars  remove  a  safe  from  the  premises  of  the 
assured  and  open  it  elsewhere.  Paragraph  II  now  covers  the 
damage  that  burglars  may  cause  to  all  property  in  the  safe,  all 
furniture,  fixtures,  and  other  property  in  the  premises  in  their  efforts 
to  force  open  the  safe.  Several  other  conditions  in  this  policy  have 
been  amended  or  revised  so  as  to  make  the  coverage  broader  and 
the  policy  more  easily  under.stood. 

The  OS  (Mercantile  Open  Stock)  form  has  also  been  changed 
and  improved,  and  an  80%  coinsurance  clause  added. 

Too  much  emphasis  cannot  be  laid  on  the  advisability  of  writing 
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W.  C.  BAILEY 
Assistant  Superintendent  of  Agencies 
Life  and  Accident  Departments 


ARE  AUTOMOBILE  SUITS  FREQUENT? 
One  Week's  Record  in  One  Court  Is  the 
Answer 

On  January  3d,  eight  damage  suits  were  filed  in  the  Superior 
Court  at  East  Cambridge,  M^ss.  Four  of  these  were  for  automo- 
bile injuries  and  amounted  to  $16,000.  One  thousand-dollar 
claim  was  for  injuries  received  at  the  mouth  of  a  dog. 

On  January  4th,  seven  suits  were  filed,  five  for  automobile 
injuries,  which  totalled  $51,000. 

On  January  7th,  eight  suits  were  filed,  six  as  a  result  of  automo- 
bile accidents,  and  amounting  altogether  to  $67,800.  Massachu- 
setts dogs  must  be  hungry;  a  Belmont  boy  is  suing  his  neighbor 
for  $5,000  after  an  encounter  with  the  defendant's  pup. 

Five  days  in  one  Massachusetts  court:  twenty-one  suits 
resulting  from  various  automobile  accidents;  total  amount  asked 
for,  $171,800.    Litigation's  middle  name  is  Overtime! 


the  Residence  (BT  and  BTC)  forms  for  full  coverage  as  outlined 
above  and  for  high  limits. 

The  difference  between  sufficient  and  insufficient  protection 
amounts  to  a  few  dollars  only  when  it  comes  to  premium  charges — 
but  when  it  is  a  matter  of  adjusting  a  loss,  this  little  diflFerence  is 
frequently  measured  in  terms  of  four  figures. 


To  the  prospect  on  whom  simple  facts  and  figures  make  no  impression,  say  it  with  flowers — of  speech 


[44] 


PROTECTION 


The  highest  tribunal  in  the  land  says: 

"Life  insurance  has  become  in  our  days  one  of  the  best 
recognized  forms  of  investment  and  self-compelled 
saving." 

[From  a  decision  of  the  United  States  Supreme  Court. 


A  WILL  WHICH  CANNOT  BE  BROKEN 

The  Most  Clever  Lawyer  Cannot  Change  the  Terms  of 
Your  Life  Insurance  Policy 

Deaths  of  rich  men  oft'  remind  us 

That  we  make  a  sad  mistake, 
If  we  think  to  leave  behind  us 

Wills  that  lawyers  cannot  break. 

The  number  of  estates  contested  is  legion.  Indeed,  it  seems 
impossible  for  a  man  of  any  considerable  means  without  wife  or 
children  to  leave  his  money  to  public  or  charitable  uses,  to  intimate 
and  lifelong  friends,  or  people  he  is  interested  in,  without  a  contest 
from  heirs  whom  perhaps  he  cared  nothing  for  and  for  whom  he  has 
no  reason  to  care. 

The  legal  mill,  like  the  mill  of  the  gods,  grinds  exceeding  small, 
and  the  estate  too  often  comes  out  with  the  purpose  of  the  testator 
defeated  or  the  amount  so  reduced  as  to  be  incapable  of  carrying 
out  the  benefaction  he  tried  to  bestow. 

By  means  of  life  insurance  a  man  can  leave  a  will  which  cannot 
be  broken.  He  can  make  the  beneficiary  under  the  policy  man, 
woman,  children  or  institution,  certain  of  securing  what  he  meant 
them  to  have.  Juries  cannot  reapportion  it;  disliked  relatives 
or  adventurers  cannot  lay  claim  to  it;  nor  can  speculative  lawyers 
diminish  it  to  their  own  profit. 

If  it  is  payable  in  a  lump  sum  ft  will  be  paid  in  a  lump  sum  to 
the  designated  beneficiary. 

If  it  is  in  the  form  of  an  annuity,  it  will  provide  an  income  for  a 
.specified  term  of  years  or  for  life,  or  it  can  be  made  to  yield  a 
specified  income  for  a  certain  number  of  years  and  at  the  end  of 
the  term  a  sum  in  cash  equal  to  all  the  income  paid.  The  insur- 
ance company  becomes  by  the  terms  of  the  contract  the  trustee, 
charging  nothing  for  its  services,  and  providing  security  for  the 
fulfilment  of  this  duty  far  greater  than  any  bank  or  trust  company 
can  furnish,  and  its  trusteeship  cannot  be  questioned.  The  terms 
of  the  policy  are  unalterable. 

This  is  one  reason  why  so  many  men  are  providing  for  bequests 
by  life  insurance,  another  reason  in  cases  where  men  have  wives 
and  children  is  that  the  payment  of  such  bequests  which  generally 
call  for  cash  or  income  payments  shall  not  be  a  charge  on  the 
estate,  or  as  a  specific  bequest  take  precedence  over  the  residue 
of  the  estate,  or  share  equally  with  the  bequest  devised  to  the 
family,  for  there  are  well-known  cases  where  the  family's  share  has 
been  greatly  impaired  by  the  prior  claim  of  specific  bequests  to 
others. 

Insurance  taken  out  for  these  purposes  is  becoming  known  as 
"bequest  insurance."  It  is  a  new  way  of  defeating  old  enemies. 
You  are  going  to  hear  a  good  deal  about  it  in  the  future. 


GOODBYE,  EXTRAVAGANCE! 

Increase  in  Savings  Bank  Accounts  Shows  that  Thrift 
Is  Getting  Fashionable 

What  is  the  outlook  for  life  business  in  1921.' 

[Letter  from  the  Field, 

The  following  compiled  from  the  reports  of  the  .savings  banks 
and  the  New  York  Federal  Reserve  Bank  gives  the  answer: 

The  resources  of  the  savings  banks  of  New  York  City  increased 
during  1920  by  $100,000,000.  The  number  of  depositors  increased 
by  109,000.  In  December  the  deposits  exceeded  those  made  in 
December  1919  by  $2,200,000.  The  withdrawals  were  less  than 
the  withdrawals  of  1919.  The  district  of  the  Bronx  showed  an 
increase  of  19%  in  the  number  of  depositors  and  45%  in  amount 
of  deposits. 

Savings  bank  deposits  in  other  parts  of  the  country  in  1920  told 
the  same  story. 

Banking  officials  state  that  deposits  began  to  increase  at  the 
same  time  that  the  public  began  to  cease  buying  commodities, 
and  especially  high-priced  commodities.  They  consider  this 
reliable  evidence  that  the  era  of  extravagance  is  ended  and  that 
the  whole  tendency  is  to  thrift. 

As  further  evidence,  the  Federal  Reserve  Bank  of  New  York 
reports  that  the  size  of  individual  transactions  in  the  retail  shops 
of  New  York  during  the  holiday  season  were  smaller  than  in  the 
holiday  season  of  1919. 

Another  illustration  of  the  thrift  spirit  is  that  articles  of  luxury, 
jewelry  and  other  high  priced  commodities,  were  almost  ignored 
by  holiday  purchasers. 

The  great  demand  was  for  the  commodities  of  daily  use. 


A  TRAVELERS  FAMILY,  INDEED! 

Tom  S.  Kelly, 

The  Travelers  Insurance  Co., 

Omaha,  Nebr. 

Deak  Sie: — 

I  am  remitting  three  premiums  for 
My  wife,  Charlotte  A.  Mills— No.  1003784—  $51.31 
Twin  sons  (Ira  Mills  —No.  1003783—  29.39 

(John  M.  Mills   —No.  1003782—  29.39 
Check  herewith  to  balance  —  — $1 10.09 

Yours  truly, 
Joe  Mills 

p.  s.  Two  more  of  my  sons  have  policies  in  yoiu-  good  Com- 
pany, premiums  paid  at  another  agency.  Then  I  have  a  paid-up 
policy  myself.  Six  policies  in  one  family  shows  an  endorsement 
of  your  Company  that  you  should  not  complain  of. 

p.  8.  Our  five  sons  were  through  the  world  war  and  in  several 
engagements.    One  was  injured  by  gas  but  will  recover. 

J.  M. 

Sulphur  Springs,  Ark., 
November  13th,  1920. 


It  pays  not  to  be  over  anxious  when  trying  to  sell  a  man — 
the  over  anxious  fisherman  is  rarely  successful. 


It's  the  "IF"  in  LIFE  that  keeps  the  insurance  agent  in  business 
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The 

Tower  Window 

y4  FTER  somebody  had  sneered  at  the  super- 
enthusiasm  of  the  new  agent,  Charley 
the  counterman  said:    "Sure,  but  didja  ever 
notice  that  the  nuts  of  yesterday  are  the  big 

hardwood  trees  of  today?" 

*  *  * 

THE  DEADLY  HAIR  CURLEB 

Many  a  fair  maiden  has  scorched  her 
golden  tresses  ere  now  in  a  curling  iron. 
And  she  has  been  very  greatly  put  out  and 
dismayed  thereby.  But  never,  so  far  as 
we  know,  has  she  received  any  recompense 
for  her  frizzled  curls.  Time  alone  has  been 
her  consoler. 

It  remained  for  an  actress  in  Los  Angeles 
to  win  compensation  for  her  injuries.  She 
was  severely  burned  while  she  was  curling 
her  hair  in  a  dressing  room.  The  State 
Industrial  Commission  has  decided  that 
curling  hair  was  in  her  line  of  duty,  and  the 
management  of  the  theatre  must  pay  for 

her  medical  attention. 

*  *  * 

IN  THE  SAME  BOAT 

Little  Clarence — Pa,  is  there  really  "honor 
among  thieves?" 

Mr.  Callipers — No,  my  son;  thieves  are 
just  as  bad  as  the  general  run  of  other 
people.  [Puck. 


LET  HIM  HAVE  THE  TROUBLES 

He  says  this  is  going  to  be  a  hard  year. 

He's  the  same  man  who  predicted  a  panic 
in  1913,  who  knew  that  the  war  would  kill 
business  in  1914,  who  was  sure  the  kaiser 
was  going  to  get  us  in  1916,  who  argued  that 
there  was  no  substance  in  war  prosperity, 
who  said  reconstruction  would  leave  us  flat 
in  1919,  and  who  noted  in  1920  that  presi- 
dential years  were  always  bad  ones. 

1921  will  be  a  hard  year — for  him. 

*  *  * 

Here  are  some  answers  by  women  appli- 
cants for  auto  driving  licenses: 

"If  your  brakes  don't  work  going  down  hill, 
what  would  you  do?" 

"Jump  out  and  put  a  stone  under  the 
wheel." 

"If  your  engine  stalls  on  the  car  track, 
what  would  you  do?" 

"Phone  my  husband  to  come  fix  it." 

[New  York  Evening  Mail. 

*  *  * 

WHY  HE  CARRIED  AN  AUTO  SUPPLEMENT 

Here  lies  the  body  of  Jim  Lake,  tread  softly 
all  who  pass;  he  thought  his  foot  was  on  the 

brake,  but  it  was  on  the  gas.   [Jack  Canuck. 

*  *    *  ■ 

"Papa,  what  do  you  call  a  man  who  runs 
an  automobile?" 

"It  depends  on  how  near  he  comes  to 

hitting  me."  [Houston  Post. 

*  *  * 

BEWARE  THE  CHAIR ! 

A  Sullivan  woman  was  quite  seriously 
injured  by  falling  from  a  bench.  When  the 
industrial  commissioner  was  here  recently 
he  cautioned  especially  about  getting  up 
on  a  chair,  and  said  that  a  large  percentage 
of  injuries  is  a  result  of  that  kind  of  an 
accident.  [Palymra  Enterprise. 

*  *  * 

One  of  the  easiest  ways  to  seek  death  in 
the  old  days  was  to  blow  out  the  gas.  The 
present  way  is  to  step  on  it. 

[Charleston  Gazette. 

*  *  * 

Winsted,  Conn.,  long  the  home  town  of  the 
best  nature-faking  stories,  refuses  to  be 
outdone  by  anybody.  Recently  the  papers 
printed  the  sad  story  of  an  Alabama  mule 
who  broke  his  leg  when  he  kicked  a  resident 
of  that  old  southern  state  on  the  cranium. 
Winsted,  to  sustain  its  reputation,  discovered 
a  man  who,  when  fired  at  at  close  range  with 
a  .32  revolver,  had  a  head  so  staunch  that 
the  bullet  flattened  out  on  his  forehead  with- 
out even  making  a  dent ! 


BETTER  THAN  A  HORSE  SHOE 

"Do  you  really  think  accident  insurance  is 
worth  while?"  one  of  our  old  policyholders 
was  asked,  "Didn't  you  say  you'd  carried 
that  policy  for  nearly  ten  years  and  never  had 
an  accident?" 

"I've  carried  that  policy  for  fifteen  years 
and  never  made  a  claim  yet.  And  what's 
more,  I  intend  to  carry  it  as  long  as  the  com- 
pany will  insure  me,  and  I  hope  I'll  never 
make  a  claim.  Why,  I'm  really  beginning  to 
think  that  accident  policy  has  kept  me  from 
having  an  accident.  Works  the  .same  way 
as  a  raincoat  on  a  cloudy  day — carry  it  and 
it  clears  up;  go  without  it,  and  it  rains." 

*  *  * 

"If  I  happened  to  pass  a  dark  house," 
confessed  McWhorter  McGrath,  up  for 
stealing  $50,000  worth  of  valuables  from 
200  North  Side  Chicago  residences,  "it 
worried  me  so  when  I  got  home  that  I 
couldn't  sleep.  Oft  times  I  would  get  out  of 
bed  and  go  back  and  rob  it." 

It's  hard  to  understand  how  any  owner  of 
any  kind  of  a  house  can  sleep  these  nights 
when  burglars  are  so  active — unless  he  has 
Travelers  burglary  protection  on  the  place. 

*  *  * 

The  agent  who  has  a  rejection 
And  spends  a  whole  week  in  dejection. 

Ought  to  see  that  he's  choosing 

The  best  way  of  losing. 
If  he'll  spend  a  short  time  in  reflection. 

*  *  * 

Burglars  got  $200  in  a  Mount  Vernon,  N. 
Y.,  grocery  store  recently.  Part  of  this 
included  pennies  from  a  slot  machine.  Resi- 
dents of  that  district  say  that  the  yeggs  were 
the  first  persons  to  get  anything  out  of  that 
machine  in  five  years! 

*  *  * 

If  we  can  believe  the  figures  compiled  by 
the  U.  S.  Census  of  1920,  there  are  more 
widows  than  widowers  in  this  country. 
According  to  the  statistics,  there  are  3,  170,- 
000  widows  against  only  1,471,399  widowers. 
The  chances  appear  to  be  two  to  one  that  a 
man  will  pass  away  before  his  wife. 

The  reason  for  this  condition  is  that  the 
average  husband  is  several  years  older  than 
his  wife,  and  also  because  the  mortality 
among  men  above  50  is  much  greater  than 
for  women. 

We  wonder  how  many  of  these  3,170,000 
women  who  were  left  to  face  the  world  alone 
were  provided  with  sufficient  life  insurance! 


Moral:  Insure  in  The  TRAVELERS 
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PRUNING  IN  THE  GARDEN  OF 
OBJECTORS 

Every  one  whose  business  hes  in  that 
district  of  lower  New  York  given  over  to 
insurance  knows  John  L.  Sears.  He  is 
always  pointed  out  to  the  newcomer  as  one 
of  the  most  successful  handlers  of  obstinate 
cases.  Prospects  who  are  given  up  by  many 
a  solicitor  are  often  turned  over  to  the  old 
gentleman  much  in  the  manner  that  certain 
doctors  pass  on  a  case  to  some  other  member 
of  the  profession,  and  for  the  same  reason. 

Hiram  Tinkham  some  time  ago  aptly 
epitomized  the  old  gentleman's  activities 
as  snipping  with  argumentative  shears  in 
the  garden  of  objectors,  for  the  old  gentleman 
has  come  to  consider  that  the  overcoming  of 
objections  of  those  who  need  insurance,  but 
don't  want  it,  as  the  most  engrossing  sport 
furnished  by  the  profession. 

Sitting  at  lunch  with  him  one  day  I 
remarked  that,  although  flattery  was  known 
to  be  disagreeable  to  him,  his  success  in 
dealing  with  the  objections  that  troubled 
so  many  solicitors  was  a  subject  of  consider- 
able discussion  and  interest  among  the 
insurance  fraternity. 

There  are  eight  or  nine  of  these  objections 
which  solicitors  are  constantly  running  up 
against  and  over  which  they  take  a  bad 
tumble. 

"The  objections  you  refer  to,"  he  re- 
marked, "are  a  combination  of  real  doubt 
and  hastily  sought-for  excuse.  One  of  the 
greatest  difficulties  lies  in  keeping  one's 
poise  in  the  face  of  objections  that  are 
palpably  insincere. ' ' 

"Which  does  not  preclude  the  necessity 
of  answering  them.'" 

"It  does  not,"  he  replied.  "The  seller 
must  deal  with  the  human  nature  as  it  is, 
he  must  assume  the  attitude  that  the  objec- 
tions are  both  natural  and  deserving  serious 
consideration." 

"Agreed,"  said  I.  "But  for  the  arguments 
themselves  how  do  you  meet  a  man's  objec- 
tion that  he  has  never  had  an  accident." 

"1  would  say  to  him:  'Have  you  ever 
had  a  fire?'  If  he  has  had  a  fire  and  was 
not  insured  he  wishes  he  had  been.  If  he 
is  insured  he  knows  the  value  of  insurance. 
Then  I  put  it  up  to  him  that  there  are  1,200 
accidents  resulting  in  death  or  disability 
to  every  fire.  That  fire  insurance  protects 
property  but  death  or  permanent  total 
disability  destroys  the  power  that  creates 
property. 


Goodbye,  Anxiety  I 


"Then  I  tell  him  that  the  average  of 
accidents  among  selected  risks  is  one  in 
eight  every  year  and  that  more  men  are 
killed  and  injured  than  die  from  all  diseases; 
that  the  greater  number  of  accidents  occur 
to  men  in  the  prime  of  life  when  their  earning 
power  is  at  the  greatest,  and  that  the  longer 
immunity  a  man  has  enjoyed  the  greater 
should  be  his  fear  because  accidents  are 
governed  by  the  law  of  averages  and  it  is 
safer  to  protect  himself  against  the  working 
of  that  law  than  to  take  chances  with  it." 

"What  of  the  man  who  says  he  mil  buy 
a  policy  when  he  can  afford  it?" 

"I  say  to  him:  If  you  can't  afford  to  pay 
$25  or  $50  for  insurance  now  you  can  even 
less  afford  to  have  an  accident. 

"Bearing  in  mind  that  this  $25  purchases 
from  $5,000  to  $15,000  in  case  of  death; 
that  the  $25  you  pay  in  case  of  permanent 
total  disability  will  pay  you  that  amount 
every  week,  and  in  some  cases  double  for 
as  long  as  you  live;  that  even  a  trivial  acci- 
dent will  pay  you  more  than  the  cost,  it 
is  not  that  you  cannot  afford  the  insurance, 
but  that  you  cannot  afford  to  be  without  it." 

"What  of  the  man  who  needs  all  his  income 
for  household  expenses?" 

"If  you  need  all  your  income  for  house- 
hold expenses  what  will  your  family  do  with 
your  present  income  cut  off.''  What  will 
you  need  if  your  income  is  cut  off  by  per- 
manent total  disability,  or  if  it  is  impaired 
for  a  long  time  with  the  additional  expenses 
that  accidents  entail?" 

"What  of  the  man  who  says  his  fraternal 
accident  policy  is  all  he  needs?" 

"I  ask  him  how  much  that  fraternal  in- 
surance costs.  Suppose  he  says  nine  dollars. 
I  tell  him  he  gets  just  what  he  pays  for,  that 
is,  nine  dollars  worth.  He  can  get  a  suit  for 
nine  dollars  but  does  not,  and  for  the  same 
reason  should  not  get  a  nine  dollar  policy. 

"Goodbye,  Anxiety!'* 


Then  I  show  him  what  the  additional  sixteen 
dollars  will  buy  in  accumulations,  double 
indemnity,  surgical  benefits,  and  the  im- 
mense importance  of  eliminating  the  restric- 
tions which  hem  in  and  limit  the  benefits 
of  the  fraternal  accident  policy." 

"Then,"  said  I,  "there  is  the  man  who  is 
sure  he  can  avoid  accidents." 

"I  concede"  said  he,  "his  opinion  of  himself 
as  a  most  careful  man,  but  I  point  out  to 
him  that  most  accidents  are  due  to  some 
one's  else's  carelessness  or  to  occurrences 
beyond  human  control.  That  the  most 
careful  man  cannot  escape  a  falling  brick 
or  plank;  that  if  he  is  traveling  on  a  train 
his  safety  is  at  the  mercy  of  the  train  crew 
or  the  signal  man  or  a  train  dispatcher,  and 
seated  in  a  car  he  has  no  means  of  knowing 
there  is  any  danger  until  the  accident  occurs." 

"Then  I  produce  from  the  Service  Book 
illustrations  of  how  accidents  occur." 

"What  about  the  man  who  says  that  his 
friends  tell  him  that  money  spent  in  accident 
insurance  is  wasted?" 

"Do  you  always  take  the  advice  of  friends 
in  everything?  Do  you  consider  them  wiser 
than  yourself?  Advice  never  costs  the  man 
who  gives  it  anything,  the  cost  falls  on  the 
man  who  takes  it.  It  is  not  your  friend  or 
his  family  that  are  going  to  suffer  if  you 
have  an  accident." 

"The  answers  are  simple  enough,"  said  I. 
"With  some  variations  they  are  familiar  to 
us  all." 

"Exactly,"  he  replied.  "If  I  have  the 
success  with  which  you  so  kindly  credit  me, 
it  is  mainly  due  to  my  invariable  acceptance 
of  any  and  every  objection  as  natural  and 
deserving  of  consideration.  A  sincere  objec- 
tion can  be  overcome  by  a  fair  argument, 
and  insincerity  is  most  effectively  met  by 
sincerity." 


He  said  the  gasoline  tank  was  not  full- 
and  lit  a  match  to  find  out — he  was  found 
out  on  the  road. 

*  *  * 

He  thought  he  could  beat  a  train  over  a 
level  crossing — he  beat  it  by  fifty  yards 
down  the  track,  that  once  and  once  only. 

*  *  * 

He  read  a  patent  medicine  almanac — • 
the  medicine  would  cm-e  every  disease  which 
humanity  is  subject  to — he  was  soon  able 
to  try  it  on  them  all. 

*  *  * 

"The  best  in  you"  is  a  tremendous  force, 
but  it  does  not  work  of  its  own  accord — 
you  must  use  it. 
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AGENCY  ITEMS 
The  Herberich-Hall-Harter  Co.,  of  Akron, 
O.,  turned  its  force  toward  the  production 
of  Hfe  insurance  by  starting  a  special  cam- 
paign on  January  5th.  Fourteen  days  later 
it  had  wTitten  more  than  $1,200,000  of  new 
life  insurance — an  unprecedented  record, 
made  during  the  worst  business  depression 
the  city  has  ever  known. 

Montana  recently  held  its  first  agency 
meeting  in  Billings,  and  as  a  result  the 
"Cow  Punchers"  under  the  direction  of 
Captain  T.  B.  Haughawout  of  Billings  are 
engaged  in  a  merry  contest  with  the  "Moun- 
taineers"— Captain  Norman  C.  Streit  of 
Missoula — for  new  life,  accident,  and  health 
business  written  from  January  18th  to  April 
7th  and  paid  for  on  or  before  April  30th. 

The  agents  of  the  St.  Louis  Branch  have 
adopted  the  following  slogan:  "The  year 
1921  will  reward  fighters."    Think  it  over! 

The  Travelers  Club  of  the  Penn  Square  — 

Branch  Office  held  its  monthly  luncheon  on  prices  to  the  following  agents:    Arthur  F. 

January  28th  at  the  Arcadia  Cafe  in  Phil-  Ebert,  Leo  Leavers,  Jerome  L.  Schwartz  and 

adelphia.    Fifty-eight  loyal  Travelers  men  Maurice  L.  Tabor.    Special  prizes  were  also 

were  present,  and  the  Honorable  Thomas  B.  presented  to  N.  A.  Kelly  and  John  O'Maley. 

Donaldson,  Insurance  Commissioner  of  the  Fordyce  P.  Stanley,  Daniel  J.  Bloxham  and 

State  of  Pennsylvania,  was  the  honor  guest  w.  C.  Bailey  represented  the  Home  Office. 

and  principal  speaker.    R.  L.  Smith,  Field       » ,     .      .  ^      p  xi     t»  . 

^       ^      ^  About  fatty  agents  of  the  Paston  and 


Seven,  including  a  woman  -passerby,  were  in- 
jured when  this  building  collapsed  in  course 
of  construction,  in  Brooklyn  the  other  day. 


Assistant,  represented  the  Home  Office. 


Vanderpool  Agency  were  present  at  a  dinner 


On  Monday,  January  24th,  the  Brooklyn  given  at  the  Broadway  Central  Hotel,  Brook 

lyn,  on  the  evening  of  January  12th.  Charles 
Paston  announced  the  terms  of  a  contest 
to  be  held  diu-ing  1921  under  which  the 
agents  of  his  office  would  have  an  oppor- 
tunity to  qualify  for  two  conventions — one  to 
by  the  "Botacs"  (Brooklyn  Office  Travelers  be  held  at  New  Orleans  and  the  other  in 

A  quota  of  $10,000,000  in  new 
insurance  was  decided  upon  in 


Branch  Office  moved  from  the  Franklin 
Trust  Company  Building  to  new  quarters  at 
159  Remsen  Street,  where  excellent  ac- 
commodations are  provided  covering  three 
entire  floors.    The  removal  was  celebrated 


Agents'  Club)  with  a  buffet  luncheon  and  a 
brief  meeting,  at  which  the  Home  Office  was 
represented  by  Assistant  Superintendent  of 
Agencies  A.  J.  Frith. 

The  Critchell-Miller-Whitney  &  Barbour 
Agency  held  a  luncheon  in  Chicago  on 
January  22d  which  was  attended  by  120 
agents,  the  principal  speaker  being  Agency 
Instructor  Daniel  J.  Bloxham  of  the  Home  the   Metropolitan   Branch,   and  Manager 


Florida, 
paid  life 

celebration  of  the  10th  anniversary  of  the 
agency.  Short  talks  were  made  by  S.  R. 
McBurney,  Dr.  F.  L.  Grosvenor,  and  A.  J. 
Frith,  representing  the  Home  Office,  and 
by  Registrar  T.  P.  August,  Medical  Referee 
and  Adjuster  H.  S.  DonCarlos  of 


Office. 

The  annual  dinner  of  the  Elliott-Travelers 
Club  was  given  by  General  Agent  Calvin  S. 
Elliott  at  the  Hotel  Statler  in  Buffalo, 
January  24th.  Edward  J.  Denneen,  the 
oldest  man  in  the  agency,  served  as  toast- 
master,  and  addresses  were  made  by  Agents 
J.  L.  Schwartz,  Leo  Leavers,  the  new 
president  of  the  club,  and  R.  F.  Brown. 
Mr.  Frost  of  the  Elliott  Agency  presented 


Studwell  of  the  Brooklyn  Office. 

William  M.  Scully,  Assistant  Manager, 
Compensation  and  Liability  Department, 
at  Hartford,  has  been  appointed  Assistant 
Manager  at  Bridgeport,  succeedii  g  L.  A. 
Waite,  promoted. 


LIFE  AND  ACCIDENT  PROMOTIONS 

A  new  life  and  accident  branch  office  was 
opened  in  Camden,  N.  J.,  on  February  1st 
with  R.  B.  Coffman  in  charge  as  Manager. 
Mr.  Coffman  was  formerly  special  agent  at 
Syracuse. 

D.  R.  Bonfoey,  formerly  a  special  agent 
at  Kansas  City,  has  been  promoted  to 
Manager  of  the  new  life  and  accident  branch 
office  at  Oklahoma  City,  Oklahoma,  effective 
February  15th. 

R.  D.  Case,  Manager  at  Erie,  Pa.,  has 
been  promoted  to  Assistant  Manager,  Life 
and  Accident  Department,  at  the  Seattle, 
Wash.,  Branch  Office,  effective  February 
15th.  Mr.  Case  will  be  succeeded  by  Special 
Agent  Daniel  W.  Miller,  Jr.  who  is  promoted 
to  the  position  of  Manager,  Life  and  Accident 
Department,  Erie  Branch  Office. 

At  a  special  session  of  the  Life  and  Acci- 
dent Training  School  held  at  the  Home 
Office  January  3d  to  15th  inclusive,  the 
following  special  agents  were  graduated: 
Otto  E.  Carstens,  New  York  City,  H.  J. 
Classen,  New  York  City,  Ralph  S.  Happel, 
Albany,  N.  Y.,  John  G.  Hayden,  New  York 
City,  Don  C.  Lewis,  Boston,  Austin  C. 
Reger,  Wheeling,  W.  Va.,  Walter  F.  Schwall, 
Columbus,  Ohio,  Lee  Seguin,  Boston, 
Henri  E.  Vautelet,  Montreal,  Lester  Von 
Thurn,  Boston,  and  Charles  E.  Waddell, 
Detroit. 

Seattle  and  the  Portland  general  agency 
are  engaged  in  a  struggle  for  the  champion- 
ship of  the  northwest  for  total  number  of 
proposals  and  total  volume  of  premiums, 
in  multiple  lines,  all  business  to  be  paid  for 
by  April  1st. 

Seattle  did  the  challenging.  It  has  just 
finished  a  remarkable  year.  Its  January 
for  this  year  was  better  than  the  same  period 
last  year. 

The    Portland    Agency    surpassed  all 
previous  records  for  paid  business. 


The  main  trouble  with  these  no-accident- 
weeks  is  that  they  come  once  a  year  instead 
of  fifty-two  times. 


Six  persons  perished,  two  more  probably 
will  die,  and  three  others  were  seriously  burn- 
ed in  a  fire  which  destroyed  an  England, 
Arkansas,  hotel. 

Several  people  were  injured,  and  scores 
had  to  leap  into  fire  nets  for  safety  when  a 
fire  started  in  a  Cleveland  church. 

Our  best  accident  policies  have  a  clau.se 
which  provides  double  iiulemnity  for  injuries 
or  death  sustained  under  such  circumstances. 


A  Travelers  Accident  Policy  makes  you  tax-exempt  from  injury 
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HARTFORD,  CONNECTICUT,  FEBRUARY  16,  1921 


No.  7 


DECIDES  AGAINST  STATE  FUNDS 

Minnesota  Commission  After  Investigating  Conditions 
in  Many  States,  Decides  in  Favor  of  Insurance 
Companies 

In  April,  1919,  the  House  of  Representatives  of  the  Minnesota 
State  Legislature  was  considering  a  bill  for  an  act  creating  a 
state  Industrial  fund  for  the  payment  of  compensation  claims. 
But  before  taking  that  important  step,  it  decided  to  investigate 
and  find  out  how  other  states  were  making  out.  So  a  commission 
of  five  members  was  instructed  to  make  a  report  on  the  advantages 
and  disadvantages  of  state  funds,  as  demonstrated  by  their 
actual  operation  in  other  states.  The  duties  of  this  commission 
were: 

"To  thoroughly  and  carefully  investigate  and  consider 
the  entire  subject  of  state  industrial  accident  compensation 
and  a  state  industrial  fund. 

"To  investigate  and  consider  the  operation  of  laws  enacted 
in  other  states  concerning  the  above  mentioned  subject 
matter  having  due  regard  to  the  rights  of  employers,  em- 
ployees and  the  general  public. 

"To  make  a  witten  report  to  the  Legislature  of  1921  on 
or  before  January  15,  1921,  of  the  results  of  their  investiga- 
tion, making  specific  findings  of  fact  as  to  all  matters  of 
importance  in  reference  to  the  subject  matter  of  their  investi- 
gation." 

The  commission  made  a  very  careful  investigation.  Hearings 
were  held  at  St.  Paul  for  a  period  of  two  weeks.  Wisconsin, 
Dlinois,  Ohio,  Pennsylvania,  Maryland,  Connecticut,  Massachu- 
setts, New  York,  Washington,  Oregon,  and  British  Columbia 
were  visited.  Their  report  has  now  been  made  public,  and  it  is 
of  the  greatest  interest  to  anyone  who  considers  a  state  fund 
superior  to  private  companies. 

The  American  Federation  of  Labor  in  the  St.  Paul  hearing 
favored  the  state  insurance  because  they  thought  it  would  give 
them  better  service,  and  that  the  employer  would  get  a  cheaper 
rate,  thus  permitting  the  payment  of  higher  benefits.  The 
Minnesota  Employers  Association  were  well  satisfied  with  the 
present  system.  Although  a  little  more  expensive  than  the  state 
insurance,  they  preferred  to  pay  the  additional  expense  for  the 
service  rendered  by  the  private  insm-ance  companies  in  the  way 
of  safety  work,  and  inspection,  reporting  of  accidents  and  settle- 
ment of  claims. 

Ohio  was  next  visited;  a  state-fund  monopoly  is  operating  in 


He  forgot  that  even  with  tire  chains  some  care  must  he  used 
on  slippery  pavements.  When  he  went  over  this  wall,  in 
Cincinnati,  he  at  last  realized,  no  doubt,  that  accident 
insurance  is  a  necessity  to  the  motorist.  The  automobile 
supplement  is  a  fine  extra  tire  for  the  pocket-book. 

that  state.  It  seemed  to  be  working  satisfactorily,  except  that  it 
took  anywhere  from  37  to  63  days  from  the  date  of  the  receipt  of  the 
accident  report  to  the  date  when  the  compensation  was  finally  paid. 

Pennsylvania  came  next.  There  W.  H.  Horner,  Director  of 
the  Compensation  Bureau,  testified  that  while  he  favored  the 
competitive  state  fund  which  was  operating  in  that  state,  he 
did  not  favor  the  monopolistic  state  fund,  because  he  thought 
that  competition  with  the  private  companies  was  a  wholesome 
influence  in  the  working  of  the  compensation  law. 

Maryland  operates  under  the  same  system  as  Pennsylvania; 
there  the  state  fund  carries  only  about  10%  of  the  compensation 
business,  which  seemed  a  pretty  good  indication  that  the  private 
companies  were  giving  good  value  for  their  premiums. 

The  hearing  in  Massachusetts  was  held  on  April  12,  1920,  in 
the  rooms  of  the  Massachusetts  Industrial  Accident  Board.  Mr. 
Parks,  a  member  of  the  Board,  testified  that  he  had  been  a  labor 
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representative,  and  that  his  advice  to  the  laboring  men  was  that 
if  they  wanted  to  save  a  little  expense  for  the  employer,  they 
should  advocate  state  funds;  but  if  they  wanted  service  and 
prompt  payments  of  compensation,  they  should  not  favor  it, 
as  he  knew  nothing  better  than  the  competition  between  private 
insurance  companies  to  guarantee  the  best  service  and  the  prompt- 
est payments  of  compensation  claims. 

The  Commission  then  visited  Hartford,  and  held  a  meeting 
in  the  office  of  one  of  the  compensation  commissioners  on  April 
13th.  The  investigation  here  showed  that  there  was  general 
satisfaction  with  the  present  system;  that  is,  having  the  com- 
pensation business  carried  by  competing  private  companies  with 
no  state  fund,  and  that  this  plan  was  working  out  well  in  Con- 
necticut. 

Recently  this  commission  made  its  report  to  the  Minnesota 
House  of  Representatives.  Its  findings  on  the  relative  merits 
of  the  state-fund  system  versus  the  competitive  operation  of 
insurance  companies  were  most  interesting.  We  quote  five  which 
bear  directly  on  this  point: 

(1)  That  a  state  insurance  fund  properly  administered  furnishes 
cheaper  insurance  to  the  employer  than  he  can  secure  in  private 
insurance  companies. 

(2)  That  workmen's  compensation  is  more  promptly  paid  by 
private  insurance  carriers  than  by  either  competitive  or  monop- 
olistic state  funds. 

(3)  That  in  states  having  a  competitive  state  fund  the  employers 
seem  to  prefer  private  insurance,  as  indicated  by  the  small 
percentage  of  the  business  written  by  the  state  fund.  For  example, 
Maryland,  where  the  insurance  fund  writes  ten  per  cent,  of 
the  total  workmen's  compensation  written  in  the  state. 

(4)  That  no  appreciable  increase  in  the  gross  amount  of  com- 
pensation benefits  paid  to  injured  workmen  or  their  dependents 
has  resulted  from  the  adoption  in  any  state  of  the  state-fund 
plan  of  administration. 

(5)  That  the  fundamental  purposes  of  the  compensation  law 
may  be  better  accomplished  for  the  state  of  Minnesota  through 
a  system  of  administration  by  an  Industrial  Commission,  without 
providing  for  a  monopolistic  or  competitive  state  fund. 


BETTER  TO  BE  INSURED  THAN  RIGHT 

Many  a  banker  when  solicited  for  burglary  and  robbery  insur- 
ance on  the  contents  of  safety  deposit  boxes  brings  out  a  copy 
of  the  card  which  all  box-renters  sign.  Then  he  points  to  the 
agreement  that  the  renter  will  not  hold  the  bank  responsible  for 
loss  of  currency,  securities,  or  other  valuables  by  robbery  or 
burglary. 

But  there  are  always  box-renters  who  feel  that  the  bank  is  not 
only  morally  but  legally  responsible  and  they  bring  suits  when 
robberies  do  occur. 

This  happens  over  and  over  again. 

Which  costs  the  most?  The  suits  and  the  loss  of  prestige,  or 
burglary  insurance. 

Sometimes  it  is  better  to  be  insured  than  legally  right. 

The  Travelers  has  a  special  policy  for  bank  and  safety  deposit 
companies. 
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EWART  R.  MILLS 
Manager  at  Toronto 
Compensation  and  Liability  Department 


INSURANCE  HELPED  EDUCATE  HOOVER 

How  one  policy  of  life  insurance  helped  to  feed  Belgium  during 
the  war  and  is  helping  feed  the  starving  children  of  Europe  now 
is  related  in  "The  Making  of  Herbert  Hoover,"  a  biography  by 
Rose  Wilder  Lane. 

Hoover  was  five  years  old  when  his  father  died  leaving  a  mer- 
cantile business  and  a  home  in  Iowa  and  some  life  insurance. 
Four  years  later  the  mother  died  and  "Bert"  Hoover  went  to 
live  with  relatives  on  the  Pacific  Coast. 

When  Leland  Stanford,  Jr.,  university  was  opened  Hoover 
matriculated  as  a  freshman  and  while  he  earned  a  part  of  the 
money  needed  to  finance  his  college  course  the  life  insurance  and 
other  savings  of  the  father  made  it  possible  for  him  to  complete 
his  course.-  As  the  author  of  the  biography  says,  "the  father's 
hand  was  stretched  beyond  the  grave  to  help  him." 

Just  what  course  Hoover's  life  would  have  taken  had  not  the 
life  insurance  money  been  carefully  guarded  by  the  administrator 
of  the  father's  estate  and  used,  at  the  wish  of  the  mother,  for  the 
education  of  the  son,  is  not  known.  But  the  money  did  make  it 
possible  for  him  to  become  a  mining  engineer  of  international 
reputation  and  his  work  did  ultimately  locate  him  in  London 
where  he  was  first  able  to  come  to  the  rescue  of  stranded  Ameri- 
cans in  Europe  when  the  war  broke  out,  then  to  the  rescue  of 
the  civil  population  of  Belgium,  then  to  the  rescue  of  both  America 
and  the  allies  when  food  problems  became  serious  and  more 
recently  to  the  rescue  of  the  innocent  victims  of  the  war  in  con- 
tinental Euroi)e. 


For  active  employees — group  insurance.    For  retired  employees — annuities 
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HE  DIDN'T  SMOKE  TWO  "TWO-FORS" 
How  Hiram  Tinkham  Converted  the  Man  Who  Pooh- 
Poohed  the  Disability  Clause 

JOSEPH  L.  THOMPSON  was  obstinate.  No— lie  wouldn't 
buy  the  disability  clause  with  his  life  policy;  it  wasn't 
worth  the  money.  What  was  more,  he  didn't  need  it — there  was 
a  mighty  slim  chance  of  anyone's  needing  it. 

Hiram  Tinkham,  representing  The  Travelers,  bet  himself  a 
twenty-cent  cigar  that  he  would  change  that  man's  ideas  of  the 
value  of  the  disability  clause.  If  he  lost,  he  would  buy  himself 
two  for  five  and  smoke  them. 

*    *  * 

"Mr.  Thompson,"  said  he,  "when  you  know  the  facts,  you  will 
buy  it.  Permanent  total  disability  does  not  associate  with  slim 
chances,  but  big  ones.  At  age  35,  every  man  has  one  chance  in 
ten  of  permanent  total  disability;  and  at  age  45  the  danger  doubles. 
At  age  35  permanent  total  disability  is  about  as  common  as  death 
from  accidents;  and  at  age  45  it  is  about  two  times  as  common. 

As  a  man  grows  older,  his  chances  of  permanent  total  disability 
constantly  increase.  All  through  life,  permanent  total  disability 
occurs  much  more  frequently  than  death  from  any  one  disease. 
The  chances  of  death  before  age  65  from  all  causes  is  only  five  to 
six  times  as  great  as  that  of  permanent  total  disability. 

"The  second  reason  why  you  need  the  disability  clause  is 
that  it  protects  your  life  insiu-ance.  If  you  become  permanently 
and  totally  disabled,  you  are  no  longer  required  to  pay  any 
premiums;  while  your  policy  continues  in  force  just  as  if  you 
were  paying  premiums  every  year. 

"The  third  reason  why  you  need  the  disability  clause  is  that 
it  affords  you  a  guaranteed  life  income  if  you  become  permanently 
and  totally  disabled.   This  income  amounts  to  $1,200  a  year  for 
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The  Season 's  Best  Reasons  for 
Travelers  Accident  Policies 

Revenue  Agents — They  mistook  a  perfectly  respectable 
policyholder  in  West  Virginia  for  a  whiskey  runner  and  shot 
him,  fracturing  his  scapula  and  clavicle,  which  means  in 
ordinary  English  that  they  broke  his  shoulder. 

Wax — It's  thick  on  the  dance  floors  and  policyholders 
continue  to  do  slips  and  slides  that  aren't  taught  by  the 
dancing  master  and  that  result  in  claims.  And,  oh  those 
pins  that  the  ladies  conceal  in  their  clothing,  that  is,  where 
they  happen  to  have  any  on  their  backs!  Modern  styles 
do  save  some  blood-poison  cases. 

Radiator  Mixtures — Alcohol  and  kerosene  and  all  these 
other  non-freezing  compounds  have  a  habit  of  burning. 
The  general  inspector  of  a  fire  insurance  company,  well 
versed  in  fire  hazards,  lit  a  match  to  see  how  much  water 
and  alcohol  he  had  in  his  radiator.  He  reports  that  his 
face  and  eyes  were  accidentally  burned. 


each  $10,000  of  insurance.  You  cannot  outlive  it.  The  longer 
you  live  the  more  it  pays  you. 

"The  fourth  reason  why  you  need  the  disability  clause  is  that 
it  assumes  a  financial  burden  that  your  family  would  otherwise 
have  to  bear — that  of  supporting  you  as  long  as  you  live.  Im- 
posing such  a  burden  on  your  family  would  be  unthinkable. 

"The  fifth  reason  why  you  need  the  disability  clause  is  because 
its  possession  adds  wonderfully  to  your  peace  of  mind.  The  man 
who  knows  he  will  have  a  life  income,  even  if  he  becomes  unable 
to  earn  one  himself,  has  a  better  working  morale  than  the  man 
who  has  no  income  except  that  which  he  actually  earns  himself. 

"Which  would  you  rather  do — -pay  a  few  cents  extra  for  the 
disability  clause  and  have  a  guaranteed  life  income  in  case  you 
could  not  earn  one?  or  save  a  few  cents  but  have  no  life  income 
if  you  were  permanently  and  totally  disabled  and  the  family  no 
life  insurance? 

"Which  costs  more — to  have  the  disability  clause  and  not  need 

it,  or  to  need  it  and  not  have  it?" 

*    *  * 

"No,"  said  Tinkliam  to  an  anxious  inquiry.  "I  didn't  have 
to  smoke  two  for  five.   I  smoked  one  of  Thompson's." 


The  Cold  Cash  of  a  life  insurance  policy  has  warmed  many  a  home  in  America  this  winter. 
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WE  WILL  SUPPLY  GUTS  OF  THESE  PICTURES  FOR  USE  ON  YOUR  BLOTTERS 


If  you  want  the  Noah  picture  ask  the  Publicity  Department  for  electro- 
type "J"  and  if  you  want  the  Enigmatic  Motorist  as.k  for  electrotype  "A" 

that  pays  is  the  blotter  that  says  some- 
thing and  says  it  with  a  loud  voice. 
These  cartoons  should  intrigue  a 
man's  interest  sufficiently  so  that  he 
will  read  the  terse  messages.  When 
soliciting  accident  insurance  leave  a  life  insurance  blotter  with  the 
man  you  sell  and  an  accident  blotter  with  the  man  you  do  not  sell. 


THE  BLOTTER  as  an  advertising 
medium  has  staged  a  comeback. 
It  was  always  long  on  circulation  be- 
cause it  stayed  on  a  man's  desk  for 
days  and  weeks.  But  it  was  very  often 

short  on  "punch. ' '  We  do  not  recommend  that  any  agent  use 
a  blotter  that  will  lie  on  a  desk  but  never  be  seen.    The  blotter 


These  suggestions  are  for  the  agent  who  uses  blotters 
or  the  agent  who  would  use  them  if  he  saw  some 
that  he  believed  would  appeal  to  prospects.  One  is 
for  life  insurance,  the  other  for  accident  insurance. 


Life    Insurance    Makes    Your   Dependents  Independent 


In  Noah's  Time 

It  was  a  lot  of  trouble  to  prepare  for  a  rainy  day,  and 
few  people  did  it. 

Today  it  is  not  so  difficult,  and  most  men  find  that 
a  Travelers  Age-65  Annuity  policy  is  the  simplest  and 
most  inexpensive  means  of  providing  insurance  for  their 
families  and  an  income  for  their  old  age. 

Let  us  tell  you  about  it. 

SMITH,  BROWN  ^  JONES 

Insurance  Specialists 

Telephone  Charter  1234  406  Central  Avenue 


A  TRAVELERS   ACCIDENT   POLICY   KNOCKS  THE 


DENT 


OUT    OF  ACCIDENT 


If  You  Always  Knew 

what  the  "other  fellow"  was  going  to  do,  it  might 
be  easier  to  get  along  without  your  Travelers 
Accident  policy. 

But  when  your  safety  so  often  lies  in  another 
man's  hands,  it  is  folly  to  risk  the  loss  of  time  and 
money  that  an  injury  would  cause  you. 

Let  us  protect  your  bank  account. 

SMITH,  BROWN  JONES 

Insurance  Specialists 

Telephone  Charter  1234  405  Central  Avenue 


No  question  about  it, 
Travelers  insurance  is  the  best 


WHAT     DENT.?       THE     DENT     IT     MAKES     IN     YOUR     BANK  ACCOUNT! 
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DIAMONDS,  FURS,  AND  FEATHERS 
They  Are  a  Poor  Substitute  for  Monthly  Income  in  a 
Lonesome  Old  Age 

Agents  continually  tell  us  that  the  hardest  part  of  selling  a  life 
policy  is  to  convince  the  wife  that  it  ought  to  be  taken. 

Not  long  ago  one  of  our  agents  had  two  men  almost  convinced; 
but  they  went  home  with  the  story — and  the  insurance  had  to 
wait  until  April.  April  may  be  too  late,  and  then  they  will 
realize  their  mistake,  as  does  a  certain  woman  of  whom  we  have 
heard. 

When  she  was  young,  she  absolutely  refused  to  have  her  hus- 
band buy  life  insurance.  She  wanted  the  money  for  diamonds, 
furs,  and  feathers.  She  appreciated  being  called  "the  best 
dressed  woman"  in  her  set.  Her  husband  had  a  good  position, 
and  earned  a  big  salary,  which  they,  spent.  They  did  this  until 
they  were  old  people. 

The  husband  died  when  they  were  about  sixty,  leaving  his 
wife  with  ocJy  friends,  diamonds,  furs,  and  feathers.  These 
went,  one  by  one,  even  her  fur  coat,  which  she  needed  to  keep 
her  warm. 

She  is  now  running  a  rooming  house  and  does  not  even  know 
how  she  is  going  to  get  next  month's  rent.  Friends  have  been 
good  to  her  and  give  her  presents  of  money  as  often  as  possible. 
But,  she  is  often  heard  to  remark:  "How  I  wish  I  hadn't  been  so 
much  against  life  insurance!" 


A  GREAT  ARMY 

Impressive,  indeed,  would  be  a  march  past  that  great  army 
of  men  who  hold  life  insurance  policies  in  The  Travelers;  such  a 
review  as  no  man  has  ever  seen ! 

At  the  end  of  the  year  1919  there  were  287,096  regular  life 
insurance  poUcyholders,  and  365,248  poUcyholders  insured  under 
our  group  insurance  policies,  making  a  total  at  that  time  of 
652,344. 

This  army  has  received  great  reinforcements  in  the  first  nine 
months  of  the  year.  On  the  first  day  of  October  1920,  it  num- 
bered 842,098. 

Marching  in  columns  of  squad  formation,  it  woidd  take  almost 
exactly  240  hours  to  pass  a  given  point,  or  ten  days  and  ten 
nights  of  continual  marching. 


MAKING  SAFETY  PAY 

Detroit  is  one  of  the  few  big  cities  which  is  enjoying  a  lower 
rate  on  its  automobile  public-liability  and  property-damage 
premiums.  These  rates  have  been  reduced  so  that  they  result 
in  the  saving  of  $8 — $17  on  different  types  of  cars  for  5/10  limits. 
Local  insurance  men  give  credit  to  the  police  department  and 
the  Detroit  Automobile  Club  for  the  reduction  in  traflBc  accidents. 

Detroit  has  been  more  interested  in  safety  than  any  other  city ; 
it  has  done  much  to  educate  its  motorists  and  pedestrians  to  the 
value  of  safety,  and  now  it  is  reaping  the  benefits. 

Manufacturers  were  slow  to  recognize  the  value  of  safety  in 
their  shops  until  they  recognized  that  a  reduction  in  the  number 
of  accidents  eventually  meant  reduced  compensation  premiums, 
and  that  safety  could  be  made  to  pay  dividends.  Motorists  in  most 
cities  are  not  yet  very  enthusiastic  over  the  idea  of  automobile 


All  Political  Faiths  Agree  on  This! 

Insurance  Makes  it  Unnecessary  to  Pass  the  Hat. 

[Grover  Cleveland. 

Life  Insurance  Raises  the  Tone  of  Life. 

[Theodore  Roosevelt. 

Life  Insurance  is  the  Safeguard  of  the  Family. 

\Wm.  Howard  Tafi. 

We  are  in  the  World  to  Provide  for  Others. 

[Woodrow  Wilson. 


safety.  It  seems  to  them  a  cold,  abstract  proposition  interesting 
only  to  old  men  and  women — not  to  red-blooded  men.  But  let  them 
realize  that  if  they  will  only  try  to  cooperate  with  the  police  to 
educate  themselves  and  the  pedestrians  to  the  value  of  safety, 
they  will  soon  save  themselves  hard-earned  dollars  on  their 
automobile  insurance  premiums,  and  they  will  begin  to  view  it 
from  another  angle. 

The  fact  that  insiu'ance  rates  did  go  down  in  Detroit  is  a  certain 
proof  that  the  efforts  of  the  Detroit  automobilists  and  the  Detroit 
police  force  did  bear  fruit,  and  that  the  saving  of  a  few  dollars 
on  the  insurance  premiums  was  one  of  the  smallest  things  that  it 
accomplished.  There  are  people  living  in  Detroit  today  who 
would  have  been  killed  had  not  this  safety  campaign  been  in- 
augurated; there  are  boys  and  girls  running  around  and  playing 
games  who  would  only  have  been  able  to  hobble  around  on 
crutches  if  the  Detroit  authorities  had  not  realized  the  value  of 
safety. 


LACK  OF  INSURANCE  CAUSES  BANKRUPTCY 

Among  the  bankruptcy  records  filed  recently  in  New  York 
City  was  the  notice  of  insolvency  of  a  concern  which  set  forth 
that  out  of  total  liabilities  of  $8,900  some  $8,210  was  for  an 
award  given  by  the  State  Industrial  Commission  to  the  widow  of 
one  of  the  former  employees.  In  spite  of  the  fact  that  the  law 
compels  an  employer  to  take  out  compensation  insurance  for 
his  employees,  and  that  there  are  companies  or  funds  which  will 
insure  any  kind  of  risk,  this  particular  concern  seems  to  have 
violated  the  law  and  taken  a  chance. 

A  case  of  this  kind  proves  pretty  conclusively  that  no  employer 
can  afford  to  carry  his  own  risk;  the  smaller  his  company  the 
greater  his  need  of  insurance — for  a  large  rich  concern  can  weather 
a  heavy  verdict  such  as  this  better  than  a  smaller  and  poorer  one. 
But  you  will  not  find  many  large  companies  doing  it — they 
prefer  to  stick  to  their  own  business  and  let  the  insurance  com- 
panies take  care  of  the  insurance  business. 


The  Travelers  guarantees  certainty  and  charges  no  more  than 
certainty  costs. 

The  disadvantages  of  the  cost-plus  method  in  general  business 
became  apparent  during  and  immediately  after  the  war.  The 
"flu"  demonstrated  some  of  the  disadvantages  of  the  cost-plus 
life  insurance  policy. 


For  business  life  insurance  there  is  nothing  quite  like  guaranteed  low-cost  life  insurance.    Businesslike,  isn't  it? 
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The 

Tower  Window 

"The  young  lady  across  the  way"  says  that 
life  insurance  men  must  be  regular  slave  deal- 
ers cause  she  heard  two  of  them  talking  at  a 
party  and  they  were  telling  how  they  sold  this 
man  and  how  they  had  sold  that  one. 

+    *  * 

SECRET  OF  SUCCESS 

"Uncle  George,  what  is  success  in  life?" 
asked  the  small  boy. 

"It's  gettin'  ither  folk  to  think  as  highly 
of  Travelers  life  insurance  policies  as  you 
think  o'  them  yourself." 

*  *  * 

HOW  ACCIDENT  CLAIMS  ARISE  AROUND 
THE  OFFICE 

"I  notice  you  powder  your  nose  several 
times  per  hour,"  said  the  efficiency  expert. 

"I  do,"  admitted  the  pretty  stenog,  "but 
I  don't  go  around  poking  it  into  other 
People's  business." 

[Louisville  Courier- Journal. 

*:     *  * 
PROBABLY  A  JAY  TALKER 

Boy  Scout — "May  I  accompany  you  across 
the  road,  ma'am.'" 

Old  Lady — "Certainly,  my  dear.  How  long 
have  you  been  waiting  for  someone  to  take 

you  across?"  [Passing  Show. 

*  *  * 

IT  SOUNDS  EASY — BUt! 

"Keep  women  from  wearing  sables  and 
other  expensive  furs  and  jewelry,  and  take 
temptation  out  of  the  way  of  down-and- 
out  men,"  said  a  criminal,  recently  "sent  up" 


by  a  New  York  court,  "and  you  will  be 
doing  a  lot  to  stop  crime.  I  could  give 
Commissioner  Enright  a  few  good  tips.  I 
could  tell  him  that  the  woman  who  parades 
her  expensive  finery  around  may  be  exciting 
the  envy  of  women,  but  she  is  tempting  men." 

*  *  * 

PRESIDENTIAL  POSSIBILITIES 

Branch  Manager — Yes,  that  new  office  boy 
is  a  good  deal  of  a  bungler,  but  let's  have 
patience;  he  may  bring  home  the  bacon  yet. 

Cashier — He  won't  unless  we  send  him 
for  ham. 

*  *  * 

HOPE  HE  HAD  AN  XD 

A  woman  mounted  the  steps  of  the 
Grand  Central  Station  carrying  an  umbrella 
like  a  reversed  sabre.  An  attendant  touched 
her  lightly  and  said, 

"Excuse  me,  madam,  but  you  are  likely 
to  put  out  the  eye  of  the  man  behind  you." 

"Well,  he's  my  husband!"  she  snapped. 

*  *  * 

DOCTOR  SHORTAGE  REPORTED 

Bandits  robbed  a  Detroit  doctor  at  a 
railroad  crossing.  He  misunderstood  the 
sign  there  that  said  "Danger." 

The  doctor  thought  the  bandit  was  the 
crossing  watchman,  but  complications  set  in. 

They  have  a  watchman  at  the  crossing 
so  nothing  will  happen.  When  it  turns  out 
that  it  isn't  the  watchman  but  a  bandit, 
something  is  going  to  happen. 

The  bandit  ran  away  with  the  doctor's 
watch.    Sign  that  a  bandit  has  a  fast  pulse. 

They  took  the  doctor's  diamond  and  his 
money.  Little  hopes  are  entertained  for 
their  recovery.  [Detroit  News. 

*  *  + 

IMPROVIDENT  PAT 

In  trying  to  dodge  two  autos  at  once  Pat 
had  gone  to  the  happy  hunting  grounds.  A 
neighbor  called  to  condole  with  the  widow. 

"And  did  Pat  leave  ye  nicely  fixed?"  she 
asked. 

"He  did  not,"  snorted  the  bereaved.  "Care- 
less to  the  last  he  was !  He  picks  out  the  gro- 
cer's flivver,  'stead  o'  the  millyunaire's  twin 
six  to  git  hit  by." 

*  *  * 

ANOTHER  REASON  FOR  LIABILITY  POLICY 

Almost  run  down  by  an  automobile  driven 
by  a  young  lady  of  Pottsville,  Pa.,  John 
Sullivan  a  5-year-oId  boy  died  from  fright. 
The  boy,  who  ran  directly  in  front  of  the 

''Goodbye,  Anxiety!" 


auto,  was  found  sitting  on  the  bumper  when 
the  car  was  stopped.  He  walked  to  the 
hospital  but  half  an  hour  later  died.  Not  a 
bone  was  broken  nor  was  he  bruised.  Phy- 
sicians say  death  was  entirely  due  to  shock. 

*  *  * 

FIGURES  NEVER  LIE 

"What  are  the  chances  of  my  recovering, 
Doctor?" 

"One  hundred  percent.  Medical  records 
show  that  nine  out  of  every  ten  die  of  the 
disease  you  have.  Yours  is  the  tenth  case 
I've  treated.  Others  all  died.  You're  bound 
to  get  well.    Statistics  are  statistics." 

*  *  * 

AN  APPRECIATION 

Salesmanship  is  no  longer  the  happy-go- 
lucky  matter  it  was.  The  modern  salesman 
is  an  expert,  a  student,  a  psychologist. 
His  mission  is  to  sell  goods,  but  he  accom- 
plishes his  purpose  by  rendering  service.  He 
is  a  counselor  and  friend.  A  postcard  will 
bring  him  from  a  distant  city,  and,  once 
arrived,  he  will  study  a  shop  or  store,  take  it 
apart  to  find  the  rusty  cogs,  readjust  it  to 
fit  a  modern  plan,  and  be  gone  with  an  order 
for  the  machines  or  devices  or  goods  his 
house  has  for  sale.  He  is  the  handmaiden 
of  efficiency,  an  apostle  of  pep,  bringing 
light  into  dark  places  and  spreading  the 
gospel  of  progress. 

[Saturday  Evening  Post. 

*  *  * 

A    WISE  PRECAUTION 

"Anyone  taking  advantage  of  the  generos- 
ity and  hospitality  of  the  owner  of  this  car 
by  having  a  free  ride  in  it  does  so  under  the 
agreement  not  to  punish  such  kindness  by 
bringing  suit  for  any  injuries  which  he  may 
receive,"  reads  the  notice  placed  in  all 
automobiles  owned  by  a  Waterbury  doctor, 
after  another  Waterbury  doctor  had  been 
sued  for  $25,000  by  a  man  who  was  riding 
as  a  guest  in  his  machine. 

"If  your  ethical  standards  are  such  that 
you  would  sue  the  owner  of  this  car  for 
injuries  received  while  enjoying  his  hospitali- 
ty, please  keep  out  of  it  before  you  get  in." 

*  *  * 

INSURANCE 

To  the  agent — a  livelihood. 
To  the  executive — an  art. 
To  the  actuary— a  science. 
To  society — a  service. 
To  the  claimant — a  blessing. 
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LOST  ONE  POLICYHOLDER; 
GAINED  FIVE 

To  some  agents  the  death  of  a  policyholder 
means  a  claim  to  settle  and  one  less  client  on 
the  books.  To  Roy  T.  Eames  it  means  the 
opportunity  to  solicit  every  man  who  may 
have  heard  of  his  policyholder's  death. 

The  manager  of  a  Fergus  Falls  power  plant 
was  killed.  He  was  carrying  an  ED  policy 
for  $5,000  principal  sum.  His  death  occurr- 
ed in  the  middle  of  September;  Mr.  Eames 
delivered  the  check  by  the  first  of  October. 
But  he  didn't  stop  with  merely  delivering 
the  check.  He  wrote  the  man  who  took  his 
former  policyholder's  place  for  an  XD  with  a 
premium  of  $25  and  an  HD  with  a  premium 
of  $35.  On  the  assistant  manager  he  wrote 
$5,000  life  insurance.  On  the  electrical 
engineer  he  wTote  an  EHD  for  $60.  On  one 
other  man,  a  former  employee  of  the  mana- 
ger, he  wrote  $1,000  life  insurance. 


TROLLEY  WINS  OVER  CAR  WITH  FROSTED  WINDSHIELD 


LOW-LAPSE-RATIO  CONTESTS 

Low-lapse-ratio  contests  on  accident  and 
health  business  have  been  inaugurated  for 
1921  in  the  following  branches:  Milwaukee, 
Worcester,  Peoria,  Kansas  City,  Omaha, 
Philadelphia,  Springfield,  and  Atlanta. 

These  contests  run  for  a  full  year  in  order 
to  get  a  correct  measure  of  the  lapse-ratio 
on  an  agent's  business. 

The  purpose  is  to  save  for  agents  the  heavy 
losses  in  commissions  and  for  the  company 
and  its  branches  the  heavy  losses  in  premiums 
that  result  from  lapses.  A  policy  saved  pays 
the  agent  as  much  in  regular  commissions 
as  a  new  policy  and  reducing  the  lapse-ratio 
has  a  material  effect  on  the  net  increase 
shown. 

All  such  contests  are  within  branch  office 
organizations  with  agents  divided  into  two 
classes  according  to  the  size  of  their  produc- 
tion the  previous  year. 


DETERRENT  BUT  NOT  PROTECTIVE 

The  Arkansas  Senate  recently  unanimous- 
ly passed  a  bill  providing  capital  punishment 
for  bank  robbery.  The  bill  puts  bank 
robbery  on  a  par  with  murder,  and  it  gives 
the  juries  the  right  to  fix  either  life  im- 
prisonment or  electrocution  as  a  punishment. 

It  seems  as  though  very  severe  punishment 
should  be  handed  out  to  any  man  who  takes 
property  at  the  point  of  a  gun.  Premeditat- 
ed murder  is  a  capital  offense,  and  a  threat 
to  kill  if  property  is  not  handed  over  without 


T]'itk  side  curtains  down  and  Jack  Frost  -painting  opaque  pictures  on  the  windshield, 
the  automobile,  traveling  twelve  miles  per  hour,  tackled  a  street  car  and  derailed  it.  In  the 
ensuing  struggle  the  street  car  won  and  the  total  salvage  on  the  automobile,  we  are  informed, 
is  three  tires  and  two  wheels.  The  two  occupants  were  lucky,  escaping  with  their  lives,  a 
few  broken  ribs  and  a  general  bruising.  Both  were  pried  from  beneath  the  car  by  means 
of  railroad  ties,  with  enough  hurts  to  make  their  accident  policies  worth  having. 


opposition  looks  very  much  as  if  there  was 
premeditation  involved  in  the  case,  if  not 
actual  murder. 


ENDORSEMENT  OF  AUTHORITY 

The  "Magazine  of  Wall  Street"  is  one  of 
the  leading  financial  journals.  It  conducts 
an  insurance  department  in  which  advice 
concerning  insurance  in  general  is  given  to 
readers. 

It  is  interesting  to  note  that  in  the  issue  of 
February  5  the  insurance  editor  recommends 
The  Travelers  to  two  different  inquirers — ■ 
one  for  life  insurance  and  the  other  for 
accident  and  health  insurance. 

The  first  recommendation  is  in  answer  to 
the  query  as  to  what  company  would  be 
"the  cheapest  and  still  be  dependable." 
The  editor  recommended  guaranteed  low- 
cost. 


11  TO  1  IN  FAVOR  OF  THE 
TRAVELERS 

La  Grange,  Maine,  has  only  109  voters. 
But  two  of  our  good  agents,  G.  G.  Goodwin, 
of  Bangor,  and  W.  W.  Burnham,  of  Oldtown, 
placed  $71,000  guaranteed  low-cost  life 
insurance  among  these  109  men.  There  is 
only  $6,000  insurance  in  other  companies 
now  held  in  La  Grange.  Who  says  that 
there's  nothing  doing  in  the  small  centers? 


A  prospect  will  often  sell  himself — if  you'll 
let  him. 


SO  CAREFUL  HE  DID  NOT  NEED  IT 

Mr.  H.  L.,  of  New  York,  held  a  life  policy 
in  The  Travelers.  Agent  Epstein  had  re- 
peatedly solicited  him  for  accident  insur- 
ance. Mr.  L's  wife  also  tried  to  induce  him 
to  take  the  insurance,  but  he  put  them  both 
off,  saying  that  he  was  a  careful  man  and  that 
there  was  very  little  possibility  of  his  suffer- 
ing serious  accident.  On  December  13th, 
while  getting  on  a  Fifth  Avenue  bus,  he 
slipped.  Another  bus  ran  over  him.  He 
left  a  wife  and  two  children. 


A  dollar  a  day  keeps  the  wolf  away.    Moral:  $30  monthly  income  policies  for  every  member  of  the 

family  dependent  on  the  prospect 
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TRAVELERS  MULTIPLE  LINES  WRITTEN  IN  ONE  MANUFACTURING  PLANT 

IN  A  TOWN  OF  1,800  PEOPLE 


SALES  MANAGER 

(7)  $10,000  Ordinary  Life. 
(12)  "E"    Accident    $5,000— $25.00 
Weekly. 

(17)  IHD  Health  &  Accident  $1,000 

—$25.00  Weekly. 
(25)  $15,000    10- Yr.  Non-renewable 

term. 

(29)  Automobile  Liability— $100,000- 
$300,000  Limits— Property 
Damage  $1,000. 

(42)  MD  Accident  Policy. 


GENERAL  MANAGER 


(1)  $10,000— 30 -Year  Endowment. 

(2)  "A"     Health     Policy— $25.00 

Weekly. 
(6)  $2,000— 20-Payment  Life. 
(18)  IHD  Health  &  Accident— $1,000 

$25.00  Weekly. 
(20)  $10,000— 10- Yr.  Non-renewable 

Term. 

(23)  $15,000— 10- Yr.  Non-renewable 
Term. 

(28)  $15,000— 10- Yr.  Non-renewable 
Term. 

(30)  Automobile  Liability— $100,000 
-$300,000  Limits— Property 
Damage  $1,000.     Full  Colli- 
sion Coverage. 

(38)  MDA  Accident  Policy. 

f33)  $6,000  Ordinary  Life. 

(34)  $3,000  Ordinary  Life. 


S  UPERINTENDENT 

(5)  $1,000— 20-Payment  Life. 
(8)  $4,000  Ordinary  Life. 
(19)  IHD  Health  &  Accident— $1,000 

$25.00  Weekly. 
(22)  $5,000— 10- Yr.  Non-renewable 
Term. 

(24)  $15,000— 10- Yr.  Non-renewable 
Term. 

(31)  Automobile  Liability  $100,000- 
$300,000  Limits— Property 
Damage  $2,000. 


STOCKHOLDERS 


Here  are  45  policies  placed  in  one  man- 
ufacturini  plant  as  the  result  of  writ- 
ing a  $10,000  thirty-year  endowment 
policy  on  the  president  of  the  company 
and  so  pleasing  him  that  he  gave  the 
Travelers  agent  all  of  his  own  business, 
all  of  the  business  of  the  company  and 
so  endorsed  him  and  The  Travelers  that 
good  business  was  secured  from  other 
executives  and  from  various  employees. 


(21)  Workmen's  Compensation. 
(4)  Boiler. 
(32)  Paymaster  Robbery. 
(41)  Engine  Breakage  with  Use  and 
Occupancy. 

(43)  Group  Life,  Accident  &  Sickness. 

(44)  Automobile   Liability  $25,000- 

$50,000  Limits-Property  Dam- 
age $1,000. 


I 

EMPLOYEES 
 I  


This  agency  has  a  unique  record  on 
life  insurance  in  its  territory  —  S460  of 
life  insurance  per  capita  in  force  within 
the  limits  of  the  town.  If  the  same 
proportion  held  good  throughout  the 
United  States  and  Canada  The  Travel- 
ers would  have  fifty  billions  in  force. 
The  average  policy  exceeds  $4,600. 
HARTRANFT-HENDERSON  CO..  Inc. 
Montgomery,  Pennsylvania 


(3) 

$1,000— 20- Yr.  Endowment. 

(14)  $1,000— 20-Payment  G.  E.  A. 

(35)  $2,000— Ordinary  Life. 

(9) 

$1,000— Ordinary  Life. 

(15)  $10,000— Ordinary  Life. 

(36)  $2,000— Ordinary  Life. 

(10) 

$2.000— Ordinary  Life. 

(16)  $1,000— 20- Yr.  Endowment. 

(37)  SLD  Health  &  Accident  $7,500— 

(11) 

$10,000— Ordinary  Life— In- 

(26) $1,000— 20-Payment  Life. 

$25.00  Weekly. 

come  Bond. 

(27)  IHD  Health  &  Accident  $1,000- 

-          (39)  IHD  Health  &  Accident  $200— 

(13) 

$1,000— Ordinary  Life. 

$20.00  Weekly. 

$5.00  Weekly. 

(45)  $10,000— 20-Payment  Life. 

(40)  Automobile  Liability  $5,000- 

-$10,000  Limits— Property  Damage— $1,000. 

Moral:  Insure  in  The  TRAVELERS 
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"DEPENDABLE,  COMMENDABLE" 
One  Reason  Why  Travelers  Policy  and  Certifi- 
cate Holders  Believe  in  Group  Insurance 

Nothing  makes  a  more  favorable  impres- 
sion on  employers  and  employees  protected 
by  group  insurance  than  prompt  claim  pay- 
ments. With  an  extensive  claim  department 
established  for  other  Unes  of  insurance,  The 
Travelers  is  able  to  make  settlement  within  a 
few  hours  after  a  claim  is  presented.  Nearly 
all  fiayments  are  made  before  the  funerals  of 
the  deceased  employees. 

The  Hartman  Trunk  Company  of  Racine 
phoned  to  the  Milwaukee  branch  of  The 
Travelers  that  a  death  had  occurred.  Ad- 
juster Albert  Fankhauser  caught  the  first 
train  for  Racine.  He  ascertained  the  validi- 
ty of  the  claim,  found  out  that  the  employer 
wanted  $200  in  cash  paid  immediately  to  the 
beneficiary  and  the  remainder  of  the  .$500 
certificate  paid  in  monthly  installments  of 
$oO.  Just  three  and  a  half  hours  after  the 
claim  notice  came  in  by  telephone  the  initial 
draft  was  mailed  from  the  Milwaukee 
Branch. 

UnderwTiters  Laboratories,  Inc..  of  Chica- 
go, the  big  laboratories  that  test  fire  protec- 
tion equipment  and  fire  prevention  devices 
and  materials  for  fire  insurance  companies 
and  safety  appliances  for  casualty  companies, 
is  a  group  policyholder  of  The  Travelers. 
The  people  in  branches  in  various  big  cities 
as  well  as  the  employees  at  Chicago  are 
insured.  \  death  in  the  Philadelphia 
branch  occurred.  All  claim  papers  were 
immediately  completed  with  the  executive 
officer  of  the  laboratories  at  Philadelphia. 
No  delays  were  occasioned  by  mailings  from 
Philadelphia  to  Chicago  and  back  to  Hart- 
ford. The  claim  was  paid  immediately. 
(Continued  on  page  61) 


HARRY  SEAMAN  GETS 
$12,968  AWARD 


Tlie  jury  in  tho  suit  of  Harry  Sea- 
man or  HJirtfortl  against  R.  A.  Doxter 
of  Springfield,  who  conducts  the  Dox- 
ter  bakery  in  tiiat  city,  returned  a  ver- 
dict to  Judge  William  M.  Maltbla  In 
the  superior  court  Wednesday  aUemoor. 
In  the  sum  ot  ^12.968.  Seaman  had 
claimed  damages  of  ?i  3,000  for  Injuries 
alleged  to  have  been  caused  whun  lie 


3 

N*aa  hit  by  a  truck  driven .  by  an  agiiiit  I  A 
Qt  tJbe  def&Bd»nt,  as  lie  was  adjiistlns  a  i 
load  of  lumUure  on  a  truck  owned  by  j 
the  Flint-Bruce  company  of  Knrttord, 
on  tho  Connecticut  boulevard  in  East 
Hartford  on  June  20,  1817. 
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"eluries"  have  a  habit  of  being  hberal  in  damage  suits.  It 
isn't  their  money. 

"$12,968"  awarded.  This  defendant  needed  more  than  the 
old-fashioned  $5,000-10,000  Umits.  Such  a  policy  would 
have  been  just  $7,968  short  of  enough  to  pay  the  award. 

^  "Injuries"- — the  maximum  judgment  for  death  in  Connect- 
icut is  $10,000.    The  sky  is  the  limit  for  "injuries." 

^  "Driven  by  an  agent  of  the  defendant."  Every  automo- 
bile owner  needs  liability  insurance,  especially  the  truck 
owner  whose  machines  are  operated  by  hired  drivers.  They 
do  the  damage.    He  pays  the  bills. 

^  "June  20,  1917."  More  than  three  and  a  half  years  after 
the  accident  comes  the  judgment.  How  important  that 
the  insurance  be  in  a  permanent  institution. 

Moral:  Insure  in  THE  TRAVELERS 
The  leading  automobile  insurance  company 


PROTECTION 


AS  THE  WALL  STREET  JOURNAL  SAYS 

Wealthy  Must  Either  be  Insured  or  be  Sure  to  Die 
in  Bull  Market 

"The  heavy  cash  burdens  placed  on  large  estates  by  the  multi- 
plicity of  inheritance  and  estate  taxes  have  made  it  dangerous  for 
a  man  of  means  to  die  except  in  a  bull  market,  and  unless  a  large 
part  of  the  estate  is  in  liquid  form. 

"If  a  rich  man's  wealth  is  in  land  or  in  securities  with  a  narrow 
market,  his  executors  and  heirs  will  find  it  an  embarrassing 
problem  to  meet  the  inheritance  taxes  which  must  be  paid  in 
cash. 

"The  Woolworth  estate  was  obliged  to  mortgage  the  Woolworth 
building  to  pay  its  inheritance  taxes.  The  estate  of  a  large 
California  landed  proprietor  is  said  to  be  unable  to  mortgage 
his  possessions  for  enough  cash  to  meet  the  inheritance  taxes, 
and  the  estate  is  in  danger  of  complete  forfeiture. 

"These  conditions  have  resulted  in  the  increasing  use  of  life 
insurance  to  provide  at  least  a  portion  of  the  cash  that  may  be 
required  for  inheritance  taxes. 

"As  illustrating  the  cash  necessities  of  large  estates  and  the 
various  inroads  into  principal  made  by  inheritance  taxes  and 
inheritance  expenses,  the  estate  of  James  Stillman  shows  that 
over  40  per  cent,  of  this  estate  was  used  up  in  taxes  and  expenses 
which  had  to  be  met  in  cash  within  a  short  time  after  his  death." 

[Wall  Street  Journal. 

The  use  of  life  insurance  to  meet  the  conditions  set  forth  above 
is  becoming  general  among  men  both  of  large  and  moderate 
means.  Better  than  any  other  method  yet  devised  it  furnishes 
the  immediate  cash  necessary  to  meet  the  inheritance  taxes  when 
cash  is  imperative  and  delay  in  payment  not  possible. 

It  does  away  with  the  necessity  of  keeping  a  large  sum  in 
hand  or  in  liquid  form  with  its  attendant  loss,  and  by  means  of 
definite  premiums  moderate  in  amount  distributed  through  a 
term  of  years,  reduces  the  cost  to  a  minimum. 

And  to  people  of  means  guaranteed  low-cost  life  insurance  has 
a  stronger  appeal  than  insui'ance  that  may  or  may  not  be  low  in 
cost. 


INSURANCE  AGAINST  DISAPPOINTMENT 

No  man  ever  suffers  disappointment  from  things  definitely 
known. 

The  only  disappointment  in  connection  with  life  insurance 
occurs  in  connection  with  indefinite  dividends,  things  which  have 
nothing  whatever  to  do  with  the  insurance  and  have  no  place  in 
a  contract  where  certainty  is  all  important. 

Who  is  responsible  for  these  disappointments.' 

1st.  The  agent,  who,  however  conservative  and  conscientious, 
is  human  enough  to  make  them  as  attractive  as  possible. 

2d.  The  policyholder  who  allows  himself  to  be  diverted  from 
the  definite  jjurpose  of  the  insurance  for  something  which  has 
nothing  to  do  with  it. 

Sd.  The  policy  which  offers  indefinite  dividends  instead  of  a 
definitely  larger  amount  of  insurance. 

No  man  has  ever  had  rea.son  to  feel  disappointed  with  the 

The  Travelers  agent  is  running  a  bank 

with  financial 


results  of  guaranteed  low-cost  insurance.  Guaranteed  policies 
mean  just  what  they  say,  and  a  man's  imagination  cannot  read 
into  them  anything  that  is  not  there. 

The  man  who  purchases  a  guaranteed  policy  knows  exactly 
what  he  is  buying  at  the  start.  If  $50  a  year  is  the  agreed  price 
it  will  be  just  $50  until  the  policy  matures.  Buying  something 
he  needs,  that  his  family  must  have,  he  knows  the  definite  results 
in  terms  of  insurance  year  by  year  from  beginning  to  end.  Greater 
in  amount  than  if  a  part  of  the  premium  were  devoted  to  dividends 
it  accomplishes  to  the  fullest  extent  the  purpose  for  which  he 
took  it.    It  guarantees  the  most  insurance  for  the  money  paid. 


"SERVES  •  DEFENDS  •  PAYS" 

These  are  three  good  words  to  play  with  in  selling 
Travelers  automobile  policies.  Stamp  them  on 
your  prospect' s  mind,  even  if  you  have  to  repeat 
them  several  times  to  make  the  impression. 
And  like  the  student  who  reviews  his  semester' s 
work  before  he  takes  his  final  "exams,"  brush  up 
on  the  service  and  protection  which  Travelers  con- 
tracts provide.    Here's  your  review  lesson: 

Stands  the  Loss — whether  through  settlement  or 
Up  to  the  limits  of  the  policy  judgment — arising  from  death  in- 
juries, or  property  damage  caused  by  the  assured's 
automobile. 

Serves  the  Assured  —  by  investigation,  negotiation 
and,  where  practicable,  the 
settlement  of  claims  on  account  of  such  death,  injury 
or  damage.  It  is  the  policy  of  the  company  to  settle 
meritorious  claims  in  an  amicable  manner  outside  of 
court  wherever  possible. 

Defends  in  the  name  and  on  behalf  of  the  policy- 
holders, suits  brought  alleging  injuries 
and  demanding  damages.  This  defense  is  provided 
whether  the  claim  has  foundation  in  fact  or  is  "ground- 
less, false  and  fraudulent." 

Pays,  in  addition  to  the  judgment,  all  court  costs, 
all  expense  of  negotiation,  settlement,  and 
defense,  all  interest  accruing  after  entry  of  judgment, 
and  for  surgical  relief  necessary  at  the  time  of  the 
accident. 

Extends  Coverage,  in  case  of  private-type  and  com- 
mercial cars,  to  any  person  legally 
operating  the  machine  with  proper  permission  and  "  any 
person,  firm  or  corporation  legally  responsible  for  such 
operation." 

Pays  judgments  up  to  the  limits  of  the  policy  regardless 
of  the  ability  of  the  assured  to  meet  them. 

Does  Not  deduct  from  amount  of  insurance  available 
any  amounts  paid  in  settlement  of  claims  or  judgments. 
The  insurance  goes  on  in  full. 

Covers  anywhere  within  the  United  States  or  Canada. 

I  Provides  a  "Service  Card"  which  is  an  introduction  to 
!  any  Travelers  agent,  anywhere,  assuring  the  policy- 
holder of  immediate,  friendly  service  wherever  and 
whenever  needed.  Travelers  branch  offices  are  situated 
in  principal  cities  from  coast  to  coast;  I  ravelers  agents 
in  thousands  of  towns,  vilhiges,  and  hamlets. 


iccount  garage  and  equipping  his  clients 
hock  absorbers 
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ARTHUR  S.  HOLMAN 
Manager  at  San  Francisco 
Life  and  Accident  Departments 


"PLASTER"  INSURANCE 

There  is  a  more  or  less  general  misconception  regarding  the 
relation  of  a  man's  worth  to  the  amount  of  liability  insurance 
he  should  carry  if  he  drives  an  automobile  or  owns  or  occupies 
property  that  might  bring  upon  him  a  suit  for  personal  injury. 

There  is  a  belief  that  people  without  attachable  property  do 
not  need  liability  insurance  or  that  a  man  worth  $10,000  needs 
only  $10,000  limits  in  his  liability  insurance. 

A  judgment  against  a  judgment-proof  man  becomes  a  lien  on 
any  property  he  may  accumidate  in  the  future.  The  automobilist 
who  is  sued  and  against  whom  a  judgment  is  rendered  will  never 
be  able  to  accumulate  property  that  is  not  attachable  for  the 
amount  of  that  judgment. 

The  man  worth  $10,000  isn't  protected  by  $10,000  of  liability 
insurance  when  the  judgment  against  him  exceeds  that  amount. 
.\  judgment  for  $20,000  would  use  up  his  $10,000  of  liability 
instance  and  the  $10,000  which  he  is  worth. 

The  man  worth  $10,000  and  carrying  liability  insurance  of 
$10,000  who  is  victim  of  a  judgment  for  $30,000  would  have 
both  his  insurance  and  his  property  wiped  out  and  his  future 
opportunity  of  accumulating  wealth  mortgaged  to  the  extent 
of  $10,000. 

The  extent  of  a  man's  worth  or  his  lack  of  worth  has  little, 
if  anything,  to  do  with  his  need  for  liability  insurance. 


LOBSTER  POT  INSURANCE  EXCHANGES 

Heave  you  ever  seen  a  lobster  pot?  It  is  simply  a  box  of 
slats  with  a  big  entrance  which  no  hungry  lobster  could  miss; 
but  when  he  once  gets  started  in  he  finds  it  growing  smaller  and 
smaller  until  he  can  just  squeeze  into  the  trap.  But  when  he's 
sampled  the  bait  and  discovered  that  it  wasn't  all  it  appeared  to 
be  from  the  outside,  and  turns  around  to  get  out,  he  finds  tiie 
exit  is  much  more  difficult  to  discover  than  the  entrance — and 
he's  indeed  a  lucky  lobster  if  he  succeeds  in  finding  it  before  the 
trap  is  hauled  up  and  examined  by  the  fisherman. 

There's  a  certain  comparison  between  some  of  these  reciprocal 
automobile  insurance  exchanges  and  the  homely  lobster  pot. 
The  exchange  ofi'ers  a  tempting  bait  in  the  form  of  a  lower  premium 
rate.  The  exchange  is  also  very  easy  to  enter — and  very  difficult 
to  escape  from. 

The  following  letter,  printed  in  the  "National  Underwriter"  of 
February  3d  is  a  good  illustration  of  this.  It  is  written  by  the 
manager  of  one  of  these  exchanges  to  a  policyholder  who  had 
entered  the  trap,  tasted  the  bait  of  lower  rates,  and  then  wanted 
to  get  out. 

"We  are  in  receipt  of  your  request  for  cancellation  of  your 
policy,  and  will  be  glad  to  comply  with  your  request  on  the  pay- 
ment of  your  pro  rata  share  of  the  losses  to  date,  as  provided  for 
in  the  power  of  attorney  and  policy. 

"Your  share  of  losses  to  date  amounts  to  $54.02.  You  paid 
an  advance  premium  of  $5  when  you  subscribed  for  insurance, 
and  this  amount  deducted  from  the  above  amount  leaves  $49.02 
due  from  you  to  the  other  policyholders. 

"Upon  receipt  of  remittance  to  cover  we  will  cancel  your 
policy.  We  are  at  noon  today  suspending — Automobile  Insurance 
Exchange  Policy  No.  44319,  as  per  your  request." 


A  lot  of  people  are  waiting  to  buy  things  till  prices  come  down 
further.  As  the  price  of  guaranteed  low-cost  life  insurance  never 
went  up,  no  one  is  waiting. 


yi  Big  Bank's  Advice 

UNDER  the  subheading  of  "Reserves  for  Losses," 
meaning  losses  which  business  men  and  business 
organizations  may  expect  as  readjustment  progresses, 
the  American  Exchange  National  Bank  of  New  York, 
one  of  the  big  commercial  banks  of  the  world,  says  in  its 
last  "monthly  letter"  to  customers: 

"Interference  with  economic  law  is  not  always  successful, 
and  in  general  undesirable,  but  there  are  safeguards  which 
no  prudent  business  man  is  justified  in  overlooking.  One 
of  the  most  important  developments  in  modern  business 
is  that  of  distribution  of  the  risk — insurance.  The  in. 
surance  idea  has  developed  to  an  extent  that  its  originators 
did  not  contemplate.  It  has  so  fortified  individual  business 
interests  that  they  are  now  practically  immune  to  the 
attacks  of  fortune — that  which  the  law  calls  acts  of  God 
and  the  elements.  It  is  now  being  called  upon  to  erect 
a  wall  for  the  protection  of  business  in  hard  times." 


"Goodbye,  Anxiety!" 
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Destructively  speaking,  a  boiler  is  as  effective  as  a  Kansas  cyclone, 
TNT.,  or  anything  the  inventors  discovered  for  use  in  the  war. 
The  insurance  on  these  boilers  was  to  have  come  under  a  Travelers 
policy  February  1st  but  they  exploded  December  30.  Travelers 
inspections  prevent  boiler  explosions  and  The  Travelers  guarantees 
these  inspections  by  paying  the  losses  when  they  occur.  This 
happened  in  New  Hampshire. 


THEY  ARE  ACCIDENT  AMMUNITION,  TOO 

In  multiple-line  selling,  certain  facts  can  be  used  for  more  than 
one  form  of  insurance.  The  agent  can  be  thrifty.  He  can  use 
his  information  in  various  ways. 

Take  the  high  verdicts  that  are  being  rendered  in  personal-in- 
jury damage  suits.  We  think  of  them  as  selling  points  for 
liability  insurance — automobile;  owners',  landlords',  and  ten- 
ants'; or  residence  and  farm.  But  they  are  fine  accident-insur- 
ance ammunition. 

A  New  York  jury  recently  said  that  a  nine-year-old  boy  was 
entitled  to  $42,500  from  the  Eighth  Avenue  Railroad  Company 
for  the  loss  of  two  legs. 

On  that  basis  shouldn't  people  have  larger  principal  sums  in 
their  accident  policies  than  they  customarily  purchase.^ 

A  young  woman  in  Chicago  received  a  $40,000  verdict  for 
an  automobile  accident  which  shortened  her  leg. 

How  many  men  carry  sufficient  principal-sum  accident  insur- 
ance to  pay  them  an  amount  as  large  as  that? 


TOO  MANY  COOKS  FOR  HIS  BANK  ACCOUNT 

A  Boston  automobilist  hired  a  cook.  One  of  the  terms  that  he 
had  to  comply  with  before  the  autocrat  would  condescend  to 
honor  his  kitchen  by  her  presence  was  that  she  should  be  taken 
to  church  every  Sunday  morning  in  his  car.  He  agreed,  and  did 
his  best  to  carry  out  the  agreement.  But  one  morning  the 
chauffeur  took  a  corner  on  high,  and  the  car  upset.  The  in- 
dignant domestic  came  out  underneath.  But  she  didn't  stay 
there.  She  appeared  in  court  a  few  days  later  and  declared  that 
she  had  received  such  serious  injuries  to  body  and  mind  that  it 

Use  in  selling — "Goodbye,  Anxiety" 


would  take  $10,000  to  put  her  on  her  feet  again.  Another  maid 
who  was  with  her  at  the  time  is  in  court.  Her  injuries  are  good 
for  $1,000,  she  says. 

The  suburban  property-owner  is  kinda  out  o'  luck  these  days. 
He's  got  to  provide  automobiles  for  his  maids — and  then  he  may 
be  sued  because  he  does  so.  If  he  wants  to  keep  a  maid  and  his 
bank  account  intact — why  that's  just  another  reason  why  he 
needs  a  Travelers  automobile  liability  policy. 


COMPARISONS  THAT  SHOW  INCOMPARABLENESS 

The  insurance  annuity  05  accomplishes  many  purposes.  The 
majority  of  policies,  of  course,  are  sold  without  competition,  but 
tliere  is  an  advantage  in  knowing  just  what  to  do  when  you  face 
it.  Here  is  a  guide  in  that  event  that  will  be  helpful  when  you 
need  it. 

Up  to  age  S6,  this  policy  competes  favorably  with  the  partici- 
pating ordinary  life  policy. 

From  36  to  45,  it  compares  well  with  the  participating  twenty- 
payment  life  policy  (it  has  a  lesser  rate  with  much  greater  cash 
value  at  the  end  of  20  years.) 

At  age  48,  it  costs  less  than  the  participating  twenty-year 
endowment  policy  (it  guarantees  a  greater  return  or  endowment 
in  a  smaller  period  of  time.) 

From  49  to  52,  it  compares  favorably  with  the  participating 
fifteen-payment  life  and  fifteen-year  endowment  policies. 

Not  only  are  the  rates  of  these  comparisons  favorable  in  each 
case  to  the  annuity  65,  but  the  Travelers  quotations  are  known 
in  advance — guaranteed — whereas  the  exact  cost  of  the  partici- 
pating policy  is  a  matter  of  speculation. 


When  one  sees  Americans  donating  millions  to  protect  the 
children  of  middle  Europe  from  starvation  and  undernutrition 
it  isn't  surprising  that  they  are  buying  billions  of  life  insurance 
for  the  protection  of  their  own  children. 


The  Season's  Best  Reasons 
for  Travelers  Accident  Policies 

Freshets — they  wash  out  roads  and  bridges.  They  make 
highway  and  railway  traffic  more  hazardous.  Whether 
one  travels  by  motor,  by  horse,  or  by  locomotive  he'll 
find  dangers  ahead. 

Hooch — you  can't  tell  what  a  man  will  do  when  he  tries 
to  make  up  for  lost  time  and  he  uses  either  home-made 
or  bootleg.  He's  just  as  apt  to  run  amuck  and  muss  you 
up  as  not. 

Hairpins — one  Travelers  policyholder  rolled  over  in 
bed  onto  a  hair  pin  that  had  dropped  from  his  wife's 
coiffure,  lacerating  the  tympanic  membrane  of  his  ear. 
The  Travelers  has  paid  the  surgeon's  bill  and  if  disability 
results  the  claim  will  be  reopened. 


nd  "Moral:  Insure  in  The  Travelers" 
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HOW  AN  AGENT  USED  TWO  TRAVELERS 
PICTURES  EFFECTIVELY 

E.  L.  Oppenheimer,  of  the  Chicago  Branch  Office  of  The  Travelers,  made 
efiFective  use  of  two  "cuts"  (electrotypes)  of  pictures  that  were  originally 
printed  in  residence  burglary  circulars  of  the  company. 


E.  L.  OPPENHEIMER 

The  Travelers  Insurance  Company 


TFORD  CON 


ACCiOCNT   Hfalth    L'Fl  Aul 

AMD  HOLO-UP  INSURANCE 


HOLD-UP 

Thi»  may  happen  to  you  to-nighl, 
it  i»  happening  (o  others. 


Burglars 


but  neetr  mtni.  deat.    Vi'hy  lAonW 
worry  1  Rtmtmbtr  THE  TRAVFURS! 


INSURANCE  E' 
175  West  Ja- 


Dear  Sir:- 

Worcis  do  not  al«ays  convey- 
That  might  happen  to  you,  but  the 
pictures  tell  what  m  happen ing  inyoir 
neighborhood  daily. 

A  Kesldence  Hurglary  and 
Hold-up  Policy  protects  you  or  any 

membor  of  yn:.r  fanaiy  n^^aina!   all  ioSs 
an<z  damage  -jai.:  ' I:  ;      jr^lars  or  hold- 
up men .     It  cot- ts  little  *hc n  couiporC'i 
to  a  probable  loss  and  inconvcnlrnce 
and  IS  a  protect.ion  which  no  hou::;e- 
holdcr  can  affcrd  to  oe  wilhoi.-   to-iay  ■ 

roace  of  mini  xg  xorth  ::!oro 
ro  VOL  /iiii   your  fa;r.).ly   than  th-.;  cor.t 


An  inquiry  will  brinf^  full 
'icuiarrs  and  ra'.os  with  no  orii^vA 
.a  to  yoarncir. 


You'd  rr.ad  this  letter  before  you  tossed  it 
aside,  wouldn't  you?  And  even  if  you 
didn't  inquire  about  burglary  insurance  as 
Mr.  Oppenheimer  asks  you  to,  you'd  at 
least  admit  him  and  talk  with  him  if  he 


followed  up  the  letter  vnth  a  personal  call? 
The  publicity  department  is  ready  to 
help  agents  in  the  preparation  of  illustrated 
letters  as  well  as  blotters,  newspaper 
advertisements,  leaflets  of  their  own,  etc. 


"DEPENDABLE,  COMMENDABLE" 
(Continued  from  front  page) 

A  New  York  restaurant  proprietor  insurod 
his  employees  under  a  Travelers  group 
contract.  One  of  them  died.  The  jjropric- 
tor  notified  his  broker,  and  the  broker  in 
turn  notified  the  Metropolitan  Branch  Office. 
\\  ithin  thirty  minutes  the  check  was  in  the 
broker's  hands. 

The  Gray  Eagle  Marble  Company  is 
another  Travelers  group  policyholder.  On 
January  21st  one  of  its  employees  died; 
within  a  few  days  a  $500  check  was  delivered 
to  his  beneficiary  through  the  company. 
Though  no  greater  service  was  given  to  this 
claim  than  The  Travelers  gives  to  all  its 
claims,  it  seemed  to  please  the  officers  and  em- 
ployees of  this  quarrying  company  greatly. 
They  wrote: 

"It  is  certainly  gratifying  to  us  to  testify 
to  the  extremely  prompt  manner  in  which 
this  insurance  was  handled  throughout  by 
yourselves  and  The  Travelers,  and  we  take 
great  pleasure  in  expressing  our  highest 
appreciation  of  the  very  satisfactory  settle- 
ment made,  as  well  as  the  businesslike 
manner  in  which  the  whole  subject  was 
handled. 

"To  many  of  the  industrial  plants  operat- 
ing in  this  vicinity,  we  recommend  The 
Travelers,  also  the  efficient  and  courteous 
action  of  your  own  firm,  and  on  behalf  of 
the  deceased's  family  as  well  as  ourselves, 
we  express  our  greatest  appreciation  and 
satisfaction. 

"The  Travelers  is  unexcelled,  always 
dependable  and  commendable  to  any 
corporation  or  concern  desiring  group  insur- 
ance for  its  employees,  in  our  judgment." 


A  $20,000  ELEVATOR  BUMP 

Damages  of  $20,000  were  awarded  to  a 
Waterbury,  Conn.,  workman  by  the  superior 
court  for  injuries  sustained  in  an  elevator 
accident.  He  asked  for  $25,000.  The  jury 
cut  it  down  to  $20,000.  But  even  $20,000 
is  quite  a  sum  for  a  corporation  to  have  to 
pay — more  than  the  insurance  premiums 
on  elevator  insurance  would  have  amounted 
to  in  a  century. 


One  very  comforting  thought  to  the  life 
insurance  salesman :  Every  time  he  makes  a 
dollar  for  himself  he  saves  many  for  some 
beneficiary. 


An'  the  burglars  will  getcha  ef  ya  don'  watch  out 
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The 

Tower  Window 


Slanting  through  the  records  of  various 
agents,  Charley,  the  countermari,  muttered  to 
himself:  "Crabs,  soft-shell  or  human,  make 
most  of  their  progress  backwards." 

*    *  * 

WHO  SAID  DEPRESSION? 

Another  blow  for  the  pessimists!  The 
latest  auto  registration  figures  show  there  are 
now  9,295,252  passenger  cars  and  trucks  in 
use  throughout  the  United  States,  1,691,236 
more  than  a  year  ago.  All  of  which  would 
indicate  that  the  much-talked-of  "saturation 
point"  is  still  quite  some  distance  in  the 
future. 


SEARCHING  FOR  A  VICTIM 

Although  half  a  mile  under  the  surface  of 
the  earth  in  a  coal  pit  a  miner  was  fatally 
injured  by  a  stroke  of  lightning.  A  bolt 
which  struck  an  iron  rail  that  entered  the 
mine  shattered  his  shovel  and  rendered  him 
unconscious.  He  had  several  bad  cuts  about 
the  legs  and  back  and  his  body  was  seared  in 

spots  as  with  a  red-hot  iron. 

*  *  * 

SAFETY  ZONE  FOR  BANDITS 

A  Denver  newspaper  says  that  "the  wild 
west  bandit  has  died  out."  We  don't  believe 
it.  He  has  merely  come  to  the  eastern 
cities,  where  it's  safer, 

[Philadelphia  Record. 

*  *  * 

LUCK  AND  ELEVATORS 

A  jury  in  New  York  on  that  lucky  day,  the 
thirteenth  of  January,  awarded  Miss  Doro- 
thy Brenner,  20  years  old,  $45,000  for  the 
loss  of  a  leg  in  an  elevator  accident.  That 
was  luck  for  the  unlucky.  But  what  of  the 
defendant  in  the  suit.'  Did  he  have  elevator 
liability  insurance?  Did  he  have  high 
enough  limits?  Lucky  is  the  Travelers- 
insured  defendant. 

*  *  * 

CAR  small;    CLAIM  BIG 

Many  owners  of  Fords  and  other  small 
cars  are  inclined  to  think  that  because  their 
machines  are  small  they  can  do  little  damage 
and  that  little  or  no  liability  insurance  protec- 
tion is  necessary.  They  might  be  interested 
to  know  that  one  of  the  largest  automobile 


public  liability  claims,  a  demand  of  $80,000 
for  the  loss  of  earning  power,  $20,000  for  the 
loss  of  love  and  affection,  and  '$308  for 
hospital  fees  and  other  expenses — totalling 
$100,308— was  brought  for  the  death  of  a 
New  Orleans  doctor  who  died  after  being 
struck  by  a  Ford.  The  car  at  the  time  of  the 
accident  was  driven  by  the  owner's  chauffeur. 
*    *  * 

RESIDENCE  COLLISION  INSURANCE 

A  man  entered  an  Albion,  Mich.,  residence 
early  last  Sunday  morning,  broke  a  door  off 
its  hinges,  smashed  a  window  light,  and  tlu-ew 
one  of  the  boarders  out  of  the  house. 

Here's  hoping  the  owner  had  a  burglary 
policy,  covering  the  damage. 


ARMOR  PLATE 

It  doesn't  seem  to  be  much  of  a  trick  now- 
adays to  ensconce  people  behind  burglary 
policies.  Agents  are  selling  this  form  of 
armor  plate  over  the  telephone.  They  just 
call  up  everyone  that  has  any  form  of  insur- 
ance with  them  and  get  the  business.  And 
if  that  doesn't  work  they  follow  up  with  a 
personal  call.  And  as  a  door-opener,  as  a 
means  of  transferring  people  from  the  pros- 
pect to  the  customer  list,  burglary  insurance 
seems  to  be  a  favorite  line. 


THANK  YOU,  MR.  EDITOR 

(From  the  Detroit  "Times") 
Insurance  agents  are  not  generally  ap- 
praised at  their  true  value  to  the  communi- 
ties which  they  serve.  No  class  of  salesmen 
work  harder  to  sell  their  goods;  few  labor 
more  persistently  to  land  a  customer,  calling 
on  him  at  night  at  his  home,  if  they  can't 
corner  him  in  his  office  in  the  daytime. 
Their  persistence  alone  would  deserve  credit, 
even  if  the  article  they  have  to  sell  were  not  a 
thing  of  excellent  merit.  But  the  attitude 
of  the  average  man  toward  an  insurance 
agent  is  one  of  resistance,  such  as  one  puts  up 
against  a  fellow  who  has  come  to  borrow 
money.    Seldom  does  a  man  think  of  an 


insurance  agent  as  one  who  has  come  to  show 
him  a  method  of  saving  money.  Such  atti- 
tude is  not  unnatural.  It  flows  from  lack  of 
long-distance  vision  that  afflicts  most  men. 
A  man  will  give  patient  ear  to  an  oil  stock 
salesman  of  a  get-rich-quick  concern  because 
the  average  imagination  submits  readily  to 
suggestions  of  fabulous  wealth.  Most  men 
love  to  dream. 

But  the  insurance  agent  peddles  no  dreams. 
He  makes  lawproof  guarantees.  He  is  able 
to  tell  you  that  at  the  end  of  a  certain  period 
your  policy  will  be  worth  so  much.  True, 
he  does  not  promise  that  you  will  ride  in  auto- 
mobiles, but  he  does  pledge  that  your  family 
will  be  provided  for  when  their  bread-winner 
has  departed.  And  yet,  such  is  the  perverse 
nature  of  the  mind  of  man  that  the  sure  thing 
of  the  insurance  agent  frequently  is  turned 
down  for  the  speculation  that  is  woven  of 
the  stuff  that  dreams  are  made  on. 


THE  AGENT'S  NEW  PLAN 

I  heard  an  address 
By  a  world  war  hero 
Who  won 

The  Distinguished  Service  Cross 

The  Croix  de  Guerre  and 

The  Legion  of  Honor 

And  he  said 

That  no  one  was  ever 

More  scared 

Than  he  was 

When  he  performed 

The  deed  that 

Won  him  these  honors 

And  it  occurred  to  me 

That  after  this 

When  I  get  scared 

By  some 

Mutual  compensation  competition 

Or  interinsurance  automobile  competition 

Or  participating  life  competition 

Or  assessment  accident  competition 

I'd  go  right  ahead 

As  if  I  weren't  scared 

And  I'd  remember  that 

My  competitor 

Was  probably  more  scared 

Than  I  was — 

Because  he  ought  to  be — 

And  that  I'd  win  some 

Distinguished  service  money 

And  besides  it's  better 

To  be  a  scared  hero 

Than  to  be  just  scared. 


The  best  honorarium  for  that  veteran  employee:  A  Travelers  annuity 
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TRAVELERS  PUBLICATIONS,  LIKE 
POLICIES,  ARE  GOOD 

Engineering  publications  of  The  Travelers 
are  being  used  as  textbooks  in  schools, 
colleges,  and  universities.  This  speaks  for 
their  worth. 

Additional  recognition  now  comes  from  the 
librarian  of  the  Independence  Bureau  of 
Philadelphia.  A  list  of  ten  books  is  given 
which  should  serve  as  the  nucleus  of  any 
accident-prevention  and  first-aid  library 
Three  of  these  are  Travelers  publications: 
The  Employee  and  Accident  Prevention, 
Foremen  and  Accident  Prevention,  and 
Organization  of  Safety  Work  in  Industrial 
Plants. 

Xo  publications  of  any  other  insurance 
company  are  included  in  the  list. 


DEATH  OF  GEORGE  C.  FOSTER 

George  C.  Foster,  for  several  years  a  cash- 
ier, counterman,  and  special  agent  in  the 
Compensation  and  Liability  Department, 
was  killed  in  an  automobile  accident  near 
Memphis  recently.  He  began  his  service 
with  the  company  early  in  1914  and  was 
assigned  to  the  Albany  branch.  After  nine 
months'  naval  service  in  the  world  war  he 
went  to  the  Philadelphia  branch  as  a  special 
agent.  This  was  in  March  of  1919,  and  he 
was  transferred  to  Tennessee  two  months 
later  to  develop  compensation  business  under 
the  law  that  became  effective  in  that  state  in 
June.  He  later  resigned  from  the  direct 
employ  of  the  company  to  become  office 
manager  for  Travelers  lines  in  the  Marx  & 
Bensdorf  agency  of  Memphis.  He  was 
particularly  successful  in  his  various  duties 
with  the  Company. 


TWENTY-FOUR-HOUR  SERVICE 

Four  bandits,  all  heavily  armed,  strode 
into  the  branch  of  the  Detroit  Society  for 
Savings,  covered  the  only  employee  there  at 
the  time  with  their  guns,  and  ransacked  the 
till  of  $349.16.  Fortunately  this  office  was 
covered  by  a  Travelers  burglary  policy.  Our 
Detroit  office  was  notified,  and  adjusters 
immediately  went  over  the  premises.  The 
next  day  a  check  for  $349.10  was  placed  in 
the  hands  of  the  bank  officers. 

They  wote: 

"Allow  us  to  express  our  thanks  for  the 
prompt  handling  of  this  matter  by  your 
claim  department.  We  believe  that  the 
twenty-four-hour  service  in  the  settlement  of 
our  loss  is  to  be  commended." 


AGENCY  ITEMS 

All  previous  records  were  shattered  by  the 
Herberich-Hall-Harter  Company  of  Akron, 
Ohio,  during  the  month  ending  February  5th, 
with  335  applications  for  life  insurance  total- 
ling $2,715,000  and  65  accident  applications 
for  $2,700  in  premiums.  This  is  either  a 
vindication  of  its  claim  •  that  Akron  is 
"The  City  of  Opportunity"  or  proof  positive 
that  business  depressions  are  merely  psy- 
chological so  far  as  the  live  Travelers  agent 
is  concerned. 

*  *  * 

Special  Agents  B.  H.  Kenyon  and  J.  H. 
Creedon  of  the  Springfield  Branch  challenged 
all  the  regular  city  agents  to  a  point  contest 
for  business  on  a  written  basis  from  January 
21st  to  the  29th,  with  a  dinner  by  the  losers 
as  a  prize.  The  special  agents  won.  At  the 
dinner  Mr.  Kenyon,  who  has  been  promoted 
to  the  Business  Extension  Bureau,  Home 
Office,  was  presented  with  a  portfolio  by  his 
old  associates. 

*  *  * 

The  agents  of  the  Chicago  branch  office 
recently  surprised  Manager  William  H. 
Kolb  by  presenting  him  with  a  handsome 
gold  watch  as  an  appreciation  of  his  co- 
operation diu'ing  the  past  year. 

*  *  * 

In  the  multiple-line  Fall  Contest  held 
among  Wisconsin  agents  there  were  four 
grand  prizes  for  agencies  making  the  best  all 
around  records  and  eight  prizes  for  agents 
making  largest  proportionate  increases  in 
any  particular  line.  First  prize  went  to  the 
Pettric  Agency  of  Wausau,  second  to  Thos.  A. 
Fagan  Co.  of  Racine,  third  to  L.  O.  Robeck 
Company  of  Marinette  and  fourth  to  A.  N. 
Thauer  of  Watertown.  Prizes  in  various 
lines  went  to  F.  R.  Sullivan  of  Milwaukee  for 
life,  C.  E.  Boles  of  Wisconsin  Rapids  for 
compensation,  H.  A.  Droege  of  Eau  Claire 
for  accident  and  health,  G.  B.  Siebert  of 
Milwaukee  for  public  liability,  A.  P.  Pauly 
of  Sheboygan  for  automobile  liability,  G.  W. 
Schmitz  of  Antigo  for  boiler,  W.  S.  Smith  of 
Menomonie  for  plate  glass  and  the  L'- 
Hommedieu-Ga.s.ser  Agency  of  Madison  for 
burglary. 

*  *  * 

Richard  Francis,  who  has  put  himself  on 
the  map  of  Kenosha,  Wis.,  is  a  real  insurance 
man,  was  on  the  map  of  that  city  and  of  the 
United  States  before  he  joined  The  Travelers. 
He  spent  many  years  in  chamber  of  commerce 
work  and  as  secretary  of  the  Kenosha 


CHARLES  DECKELMAN  BECOMES 
CLAIM  MANAGER 

('harles  Deckelinan,  who  has  been  made 
manager  of  the  Liability  Claim  Division, 
gets  his  promotion  as  a  fitting  reward  for 
twenty  years  of  faithful  service  with  the 
Company.  . 

He  started  his  relationship  with  The 
Travelers  on  June  11,  1901,  at  the  Metropoli- 
tan Branch  office  in  New  York  City.  Three 
years  later  he  was  transferred  to  BuflFalo 
as  a  claim  adjuster.  In  1908  he  went  from 
Buffalo  to  Philadelphia,  and  .served  in  that 
office  as  a  claim  adjuster  until  1911,  when 
he  was  called  to  the  Home  Office  to  become 
assistant  manager  of  the  Liability  Claim 
Division. 

chamber  evolved  the  war  chest  idea  that  was 
known  as  the  Kenosha  plan  and  that  did  so 
much  to  solve  the  troubles  of  the  Red  Cross, 
Y.  M.  C.  A.,  and  all  other  organizations 
engaged  in  extragovernmental  activities 
during  the  war.  The  first  month  as  a 
Travelers  agent  netted  Mr.  Francis  over 
eleven  hundred  dollars  in  commissions. 
*    *  * 

F.  R.  Warner  of  Chicago,  one  of  the  com- 
pany's well  known  representatives,  has 
announced  his  intention  of  specializing  on 
accident  insurance  this  year.  He  claims  that 
there  is  more  actual  profit  to  the  agent  over  a 
period  of  years  in  a  given  amount  of  care- 
fully selected,  well  written  accident  business, 
than  there  is  in  four  times  the  same  amount  of 
health  business.  Perhaps  he  is  right.  His 
record  for  January  was  as  follows:  Thirty- 
three  applications  for  new  accident  policies; 
eight  applications  for  increased  amounts 
from  old  policyholders.  It  is  said  that  Mr. 
Warner  intends  to  establish  a  record  of  one 
application  a  day  for  each  working  day  in  the 
year.  His  January  accomplishment  is  a 
good  start  toward  that  end.  More  power 
to  him! 

PROMOTION 

George  R.  Summerton,  Assistant  Manager 
at  Cleveland,  has  been  promoted  to  be  Man- 
ager, Compensation  and  Liability  Depart- 
ment, succeeding  W.  J.  Hollister. 


Harold  D.  Dyke  of  Atlanta,  Manager, 
Compensation  and  Liability  Department, 
has  just  published  a  new  book,  "Headquar- 
ters Company,  310th  Infantry,  '  a  record  of 
his  company  in  the  World  War. 


The  Travelers  equipped  automobilist  drives  in  financial  safety  and  mental  comfort 
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MORE  CUTS  YOU  MAY  HAVE  TO  ILLUMINE  YOUR  ADVERTISING  BLOTTERS 


If  you  believe  in  blotters  as  advertising  media  (high- 
brow for  mediums)  light  them  up  with  pictures. 
You  can  get  electrotypes  (technical  name  for  cuts) 
from  which  to  print  the  blotters  suggested  on  this 
page.  Halftone  is  120  screen,  requiring  glazed  surface. 


We'll  furnish  the  electrotypes.  Your  printer  can  set 
up  the  type  for  your  message,  name,  address  and 
phone  number.  Order  the  electrotypes  from  the 
Publicity  Department,  The  Travelers  Insurance 
Company,  Hartford,  Connecticut. 


It  Is  Better  to  Ha  v  e  a  Tr  av  elers  Accident  Policy  and  No  t  Ne  edit 

Than  to  Need  It  and  Not  Have  It 


Morg-an  <^§^  Jones 
Insurance 

Specialists 

Hill  2073       57  Barker  Street 


Representing 

The  TRAVELERS 


GOOD    RELIABLE    PROTECTION   AT   A    LOW    COST  A  TRAVELERS   ACCIDENT  POLICY 


A  Travelers  Mercantile  Safe  Burglary  Policy 


Order 
cut 
by 

letter 

"L" 


The  Burglary  Business 

is  booming  today.  No  lay-offs,  union  hours  or 
business  depressions  trouble  the  safe-crackers. 
Sunday  and  overtime  work  are  their  specialties. 

But  why  worry  about  your  safe  and  its  con- 
tents? A  Travelers  Mercantile  Safe  Burglary 
Policy,  which  costs  but  a  small  sum  a  year, 
absolutely  protects  you  against  the  loss  or  dam- 
age burglars  may  cause  you. 


(space  for  agent's  name) 


Cannot  Be  Drugged,  Blown,  Gagged  or  Jimmied 
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VOLUME  V 


HARTFORD,  CONNECTICUT,  MARCH  2,  1921 


No.  9 


ONE  OF  THE  SEASON'S  BEST  REASONS  FOR  TRAVELERS  ACCIDENT  POLICIES 


PHOTO  By  EDWIN  LEVICK 

Elvery  big  city  has  its  caves  and  canyons  of  winds,  and  when  humans  are  pushed  about  and  at  the  same  time  blinded  by  driving 
snow,  accidents  happen.  The  recent  storm  through  the  east  showed  that  Medicine  Hat  has  no  monopoly  on  blizzards 
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OUR  PORTRAIT  GALLERY— 66 
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C.  L.  PLATTS 
Manager  at  Syracuse 
Compensation  and  Liability  Department 


ACCOMPLISHING  THE  REAL  PURPOSE 

Life  Insurance,  With  Monthly  Settlement  Provision, 
Demonstrates  Its  Superiority  As  An  Investment 

The  pm-pose  of  life  insm-ance  taken  for  the  protection  of  the 
family,  is  not  to  provide  a  lump  sum  of  money  but  an  assured  and 
definite  income,  the  means  of  living. 

To  accomplish  this  purpose  the  family  must  invest  the  lump 
sum  of  the  insurance,  or  the  insured  himself  may  directly  invest 
it  by  having  the  policy  paid  as  a  monthly  income.  He  arranges 
the  settlement  because  he  recognizes  the  hazards  that  beset  the 
investment  of  all  money  and  is  determined  that  the  insurance 
shall  accomplish  the  purpose  of  providing  the  income  he  had  in 
mind,  and  to  do  it  in  such  a  way  as  to  eliminate  all  possibihty  of 
its  being  lost  or  impaired  by  any  means  whatever. 

The  conservation  of  the  proceeds  of  life  insurance  is  inseparable 
from  the  purpose  of  insm-ance.  It  extends  the  protection  of  in- 
surance to  the  income  which  the  insurance  created. 

All  securities  fluctuate  in  price,  in  stability,  and  in  value.  The 
prosperous  manufacturing  company  pays  large  dividends;  the 
value  of  its  shares  mounts  to  a  high  figure.  Suddenly  dividends 
are  cut;  sometimes  tliey  cease  and  the  stock  that  once  sold  at  a 
large  premium  falls  far  below  par. 

Railroads  were  long  considered  the  premier  investment  of  the 


country.  The  last  ten  years  have  been  years  of  discouragement; 
of  many  a  drastic  reorganization  and  of  large  losses. 

Neither  are  mortgages  safe.  Foreclosed  property  is  often 
difficult  to  sell  and  may  have  to  be  held  for  years  without  return 
and  subject  to  taxes  and  depreciation. 

Even  national  banks  fail  and  their  stockholders  are  called  upon 
for  additional  funds. 

Cities  and  countries  have  been  known  to  repudiate  their  bonds 
on  some  technicality  with  little  regard  as  to  whether  they  ruin 
some  small  investor  or  pick  the  pockets  of  large  ones. 

All  investors  run  their  chances;  the  wisdom  of  one  may  be 
better  than  the  wisdom  of  another  but  the  wisdom  of  none  is 
sufficient  to  prevent  loss.  Even  the  careful  investor  is  influenced 
by  the  psychology  of  the  crowd.  He  buys  when  everyone  else  is 
buying.   He  buys  at  the  top. 

The  insurance  company  finds  in  large  holdings  of  diversified 
investments  the  safety  of  averages.  The  law  of  averages  is  as 
potent  in  respect  to  selected  investments  as  in  respect  to  its 
mortality  among  a  large  selected  group  of  men.  Good  invest- 
ments counterbalance  the  poor  ones. 

The  ordinary  policy  of  insurance  yields  a  greater  return  with 
absolute  safety  than  the  savings  almost  of  a  lifetime  without 
hazards  of  loss  in  the  process  of  saving. 

Savings  invested  in  endowment  grow  larger  each  year  until 
they  yield  the  stipulated  value.  Small  annual  deposits  invested 
in  the  income  policies  yield,  when  the  more  experienced  head  is 
no  longer  able  to  advise,  a  safe  and  certain  income.  The  man 
who  provides  through  insurance  an  income  in  old  age  enjoys, 
during  the  process  of  saving  and  in  receiving  the  income,  im- 
munity from  loss  and  freedom  from  anxiety. 

What  has  been  the  fate  of  millions  invested  in  the  last  five  years? 
What  is  ike  market  value  today?  What  is  the  income  compared  with 
the  income  at  the  time  of  the  investment? 


Thirty-five  out  of  each  hundred  widows  in  the  country  are 
absolutely  dependent  on  relatives  or  charity,  according  to  the 
statistics  of  the  United  States  Treasury  Department  and  the 
American  Bankers  Association. 

Only  eighteen  have  incomes  sufficient  to  make  them  inde- 
pendent. Forty-seven  have  some  incomes  which  they  supple- 
ment by  working. 

The  guaranteed  low-cost  plan  of  The  Travelers  permits  a 
man  to  buy  a  larger  amount  of  life  insurance,  with  the  funds 
available  for  the  piu"pose,  than  any  other  method. 


MAKING  PENSIONS  CERTAIN 

The  veteran  employee  who  is  given  a  pension  by  his  employer 
is  entitled  to  assurance  that  this  pension  will  be  paid  throughout 
his  life-time. 

It  should  be  made  certain  that  business  adversities  of  the 
employer  will  not  affect  the  pensioned  employee.  The  active 
employee  must  take  pot-luck  with  his  employer.  He  can, 
because  he  is  still  of  an  age  when  he  can  find  a  new  employer  if 
the  ill  fortunes  of  the  employer  causes  a  dissolution  of  relations. 
The  retired  employee  can  turn  to  no  one. 

The  best  way  in  which  the  employer  can  protect  his  veterans 
is  through  annuities.  Travelers  low-cost  annuities. 


Some  men  take  life  mighty  easy  and  make  it  mighty  hard  for  their  widows. 

Others  buy  life  insurance 
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ONCE  THROUGH  THE  MILL  WAS  ENOUGH 

Far-Sighted  Mother  Doesn't  Intend  That  Son's  Wife 
Shall  Suffer  As  She  Did 

"I  heard  one  day  that  a  wash  lady,  who  does  washing  and 
scrubbing  around  town,  was  interested  in  life  insurance  for  her 
son,"  writes  Ray  T.  Eames  of  Fergus  Falls. "Being  very  hard  to  get, 
as  she  works  practically  all  the  time,  I  called  her  up  by  telephone 
and  was  advised  that  the  only  time  she  could  see  me  was  on 
Sunday  as  she  worked  all  the  other  days,  and  if  I  would  come  down 
Sunday  morning  she  would  gladly  go  over  the  life  policy  with  me. 

"I  called  on  her  and  she  went  over  the  life  insurance,  what  it 
cost,  and  called  her  son  in,  who  was  about  eighteen  or  nineteen 
years  old.  She  advised  him  that  she  wanted  him  to  take  $2,000 
20-pay  life  insurance.  The  whole  deal  was  closed  in  less  than 
ten  minutes. 

"I  thought  it  was  very  funny  that  she  should  be  so  anxious 
about  the  life  insurance,  so  I  asked  her  how  it  happened.  She 
told  me  that  her  husband  carried  no  life  insurance  whatsoever, 
and  that  when  he  died  a  few  years  ago  he  left  her  and  ^ve  children 
without  any  means  of  support.  If  he  had  had  life  insurance,  she 
felt  sure  that  she  would  not  day  by  day  be  scrubbing  and  washing 
clothes  for  her  living.  So  she  did  not  want  her  son's  wife  to  scrub 
clothes  all  her  life  even  if  her  son  died.  She  had  gone  through  the 
mill,  and  had  worked  hard  for  years  because  her  husband  had  not 
been  far-sighted  enough  to  think  of  protecting  his  wife  and 
family." 

If  every  widowed  mother  would  only  pass  on  the  benefit  of 
her  experience  to  her  sons,  how  much  poverty  and  suffering 
might  not  the  widows  of  the  future  be  spared! 


FULLY  RIGGED  AND  ALL  SAILS  SET 


GOODBYE,  anxiety! 


THE  POLITE  BUT  FIRM  "NO" 

Some  wise  fellow  remarked  that  there  was  a  time  for  every- 
thing: a  time  for  work,  a  time  for  play,  and  a  time  for  a  whole 
lot  of  other  things  that  we've  forgotten.  When  it  comes  to  the 
insurance  agent,  there  are  times  when  he  should  advocate  high 
limits — and  there  are  other  times  when,  if  he  cares  anything  about 


The  History  of  Insurance 

{Chapter  One) 

The  basic  principle  of  insurance  is  as  old  as  the  race. 
Primitive  men  banded  together  in  tribes  and  pooled  their 
efforts  in  offensive  and  defensive  campaigns  against  the 
mastodons  and  other  prehistoric  animals.  The  beasts 
fought  singly;  men  collectively.  The  mastodons  are 
extinct.  Man  rules  the  world.  But  accident  and  death 
are  two  foes  which  can  never  be  conquered — yet  when 
men  will  avail  themselves  of  the  policies  of  a  large  insurance 
company,  they  share  with  others  this  risk — and  thus  deprive 
these  two  great  forces  of  one  of  their  most  deadly  weapons: 
the  power  to  inflict  terrible  economic  loss  on  man  as  an 
individual. 


When  we  look  at  this  pen-ink-and-type  masterpiece  that 
comes  from  the  Milwaukee  Branch  Office,  we  are  re- 
minded of  a  line  from  Al  Jolson's  "0-hi-O"  which 
runs:  "She's  not  much  on  style  but  for  service.  Oh, 
Boy!"  That  Wisconsin  crew  certainly  know  how  to 
saU  the  boat.  They  have  all  the  sails  set  all  the  time. 
You  can't  see  the  group  sail  because  it's  on  the  leeward 
side,  but  it's  there.  They  put  over  25  group  cases  last 
year  and  have  pledged  51  for  1921.  Multiple  sails 
mean  multiple  commissions. 


the  company  he  represents,  he  shouldn't  write  a  risk  at  all. 
As  one  of  the  officers  of  the  Company  recently  expressed  it: 

"It  is  our  privilege  to  select  the  risks  which  shall  be  the  subject 
of  high  limits  just  as  it  is  our  privilege  to  select  the  risks  which 
shall  be  the  subject  of  our  original  insurance.  We  lose  no  oppor- 
tunity to  advocate  high  limits,  but  our  message  is  not  directed  to 
the  operator  of  a  moving-picture  theater  on  the  second  floor  of  a 
wooden  building,  nor  to  the  owner  of  a  department  store  whose 
premises  are  being  altered  during  occupancy  nor  to  the  truckman 
who  is  transporting  dynamite." 

A  good  example  of  a  case  where  even  5/10  limits  were  about 
$5,000  and  $10,000  more  than  the  Company  cared  to  carry,  and 
where  we  absolutely  refused  a  request  for  high  limits,  was  on  the 
elevators  in  a  certain  department  store. 

There  were  two  elevators,  one  for  passengers  and  the  other  for 
freight.  The  passenger  elevator  had  no  interlocking  devices 
on  the  doors;  the  freight  elevator  had.  In  fact,  the  passenger 
elevator  was  seldom  used,  and  the  freight  car  was  used  to  carry 
both  passengers  and  merchandise.  But  the  interlocking  device 
on  the  freight  elevator  was  usually  out  of  commission  neither  of 
the  cars  had  inside  gates,  and  the  operator  of  the  freight  car  was 
merely  a  twenty-year-old  boy. 

Also  the  management  of  the  store  was  thinking  of  discontinuing 
the  use  of  these  two  elevators  and  was  very  reluctant  to  make  any 
repairs,  the  idea  apparently  being  to  allow  the  cars  to  run  until 
they  dropped.  There  were  eight  other  modern  elevators  in  a 
new  portion  of  the  building.  Some  other  company  insured  them. 
The  management  didn't  want  to  lose  when  one  of  the  old  elevators 
fell,  so  it  asked  The  Travelers  to  write  them  for  $25/$100,000 
limits. 

The  Travelers  politely  but  firmly  refused. 


Who  was  it  that  spoke  of  "people  too  old  to  insure  ?"—No  one  is  ever 

too  old  for  an  annuity 
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MAKE  YOUR  BLOTTERS  DIFFERENT— WE'LL  SUPPLY  the  ILLUSTRATIONS 


If  you  haven't  used  this  "Noah"  picture  for  a  life  insurance 
blotter  it's  good  for  accident  insurance. 

And  here  is  a  suggestion  for  a  residence  burglary  blotter. 

Blotters  as  advertising  media  have  some  of  the  advantages  of 
the  billboard  and  some  of  the  advantages  of  the  newspaper  space. 

Like  the  billboard  the  blotter  is  seen  over  and  over  again  by  the 
same  people  (it  isn't  necessary  to  dwell  on  the  value  of  repetition) 
and  like  the  newspaper  the  blotter  permits  of  more  words  than 
the  billboard.  Of  course  the  billboard  has  some  attributes  not 
possessed  by  the  blotter  and  likewise  the  newspaper  but  the 
blotter  is  a  good  way  of  spreading  your  propaganda  provided  you 


spread  the  blotters  about  and  among  the  right  people  and  if  you 
have  them  adorned  with  something  curious  enough  to  induce  a 
man  to  read  the  text. 

The  Noah  picture  can  be  printed  on  either  ordinary  blotter  paper 
stock  or  on  blotters  that  have  one  smooth  side.  The  "Never 
Mind  Dearie,"  picture  can  be  printed  only  on  blotters  with  a 
smooth  side. 

The  Travelers  will  provide  electrotypes  for  the  printing  of  either 
or  both  of  these  blotters  to  agpnts  who  apply  for  them  to  the 
Publicity  Department,  The  Travelers  Insurance  Company, 
Hartford,  Connecticut. 


A   Travelers  Accident  Policy   Renders   You    Tax-Exempt  from  Injury 


Don't  Wait! 

Noah  would  have  been  decidedly  out  o'  luck  if 
he  had  waited  to  build  his  ark  till  it  actually  began 
to  rain. 

You  will  be  just  as  unfortunate  if  you  try  to  put 
off"  the  purchase  of  your  Travelers  Accident  policy 
till  you  have  your  accident! 

Do  it  today  —  it  doesn't  cost  much. 

SMITH,  BROWN  JONES 

Insurance  Specialists 

Telephone  Charter  1234  406  Central  Avenue 


RESIDENCE  BURGLARY  INSURANCE 

□□□□□□□□□□□□□□□□□□□□□□□□□□□□□□□□□□□□□□□□□□□□□□□□ 


''Burglars  i 


Never  mind,  dearie,  why  should  we 
worry  ? 

"Remember  our  Travelers  Burglary 
policy.   It  will  make  good  our  loss." 


(space  for  agent's  name) 


THE  TRAVELERS,  HARTFORD,  CONN. 


Jf  you  pass  him  up  because  he  owns  only  a  flivver  you  are  passing  up  one- third 
of  the  prospects  for  automobile  insurance 
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THE  KEY  UNDER  THE  MAT 

"One  great  American  crime  is  carelessness.  To  it  we  owe  the 
loss  of  millions  of  dollars'  worth  of  property  and  many  lives  each 
year.  Against  this  same  great  American  crime,  too,  can  be 
charged  many  burglaries.  The  family  which  occupies  a  front 
piazza  during  a  long  summer's  evening  with  the  back  or  side 
doors  unlocked;  the  families  who  sleep  in  upper  floors  with  first 
floor  windows  unlocked  and  partly  open;  the  summer  colonists 
who  leave  their  bungalows  wide  open,  to  bathe  on  the  beach  out 
of  sight  and  sound;  or  go  away  for  an  entire  day  and  leave  elab- 
orately furnished  isolated  houses  even  though  locked; — all  these 
contribute  to  the  causes  of  the  increase  in  residential  burglaries. 

"There  is  one  other  cause,  even  more  pernicious,  and  that  is  the 
habit  of  'leaving  the  key  under  the  mat.'  Within  the  past  week 
the  wife  of  a  Boston  police  sergeant  left  a  note  'Gone  to  the  movies, 
key  under  the  mat'  written  on  a  large  sheet  of  white  paper  and 
placed  conspicuously  under  the  edge  of  a  front  door  mat  on  the 
first  floor.  The  front  door  being  open,  the  paper  could  be  read 
and  seen  almost  as  far  as  the  street.  It  invited  a  call  from  un- 
welcome \asitors — and  this  was  done  by  a  police  oflicer's  wifel 

"While  such  practices  prevail  the  public  has  little  right  to 
complain  of  burglaries  increasing.  A  Burglary,  Theft  and 
Larceny  policy  in  The  Travelers  will  protect  you." 

This  interesting  little  article,  educating  people  to  the  costliness 
of  carelessness  and  to  the  value  of  burglary  insurance  was  pub- 
lished in  conjunction  with  his  burglary  insurance  advertisement 
by  Leon  J.  Higgins  of  Bangor,  Maine.  Articles  of  this  kind  make 
the  best  sort  of  advertising,  especially  in  small  town  papers. 


"goodbye,  anxiety!" 


TRAINED  TO  SUCCEED 

Here's  an  interesting  extract  from  an  advertisement  in  Sunday 
New  York  Times: 

"Are  you  a  $5,000  man?    If  you  have  sold  life  insurance 
or  cash  registers — or  oflSce  appliances — or  securities  on  a  com- 
mission basis — we  have  a  plan  worthy  of  investigation." 
The  fact  that  men  who  have  made  good  in  life  insurance  are 
wanted  is  not  strange.   In  fact,  advertisements  for  salesmen  often 
bid  for  men  with  life  insurance  experience.   Such  advertisements 
are  not  uncommon  in  metropolitan  newspapers  and  business 
journals. 

But  this  particular  advertisement  calls  for  life  insurance,  cash 
register,  ofBce  appliance  and  securities  salesmen,  —  the  lines  of 
business  in  which  salesmanship  schools  were  pioneered. 

The  first  three  business  houses  in  the  country  to  establish 
schools  for  salesmen  were  the  National  Cash  Register  Company, 
the  Burroughs  Adding  Machine  and  The  Travelers. 

The  Travelers  school  differs  from  that  of  many  institutions 
in  that  it  resembles  more  the  normal  school  than  the  academy. 
Since  its  establishment  it  has  graduated  2,300  men  who  have  gone 
out  as  tutors  in  the  various  lines  which  The  Travelers  writes. 
By  practical,  successful  demonstration,  rather  than  instruction, 
they  have  provided  information  and  inspiration  to  the  organiza- 
tion of  agents  which  does  the  largest  casualty  business  and  one  of 
the  largest  life  insurance  businesses  in  the  world. 


The  Season's  Best  Reasons  for 
Travelers  Accident  Policies 

Friends — A  number  of  salesmen  were  holding  a  con- 
ference at  their  employer's  home  in  the  evening.  One 
slapped  another  energetically  on  the  back.  The  slappee 
was  pushed  forward  and  his  eye  collided  with  a  lighted 
cigar  in  the  mouth  of  his  vis-a-vis.  Result — temporary 
disability. 

Sleeping — Ordinarily  a  harmless  occupation,  necessary 
to  both  man  and  beast.  One  of  our  policyholders  was 
sleeping  peacefully  when  the  ceiling  fell.  One  chunk  hit 
him  on  the  head.  Total  disability  for  three  days  was  the 
result.  But  this  man's  sleep  will  not  be  disturbed  by  wor- 
ries over  doctor's  bills.    He's  insured  in  The  Travelers. 

Hosts — A  host  asked  a  guest  to  open  a  bottle  of  home 
brew.   Cork  blew  out.   Sight  of  one  eye  practically  gone. 


CHARITY— OR  GROUP  INSURANCE 

All  are  familiar  with  the  appeals  for  funds  that  the  various 
charity  organizations  are  continually  sending  out.  Practically 
every  one  of  them  is  a  strong  argument  for  insurance  of  some  kind. 
The  following  story,  which  we  print  by  permission,  was  sent  out 
to  the  citizens  of  Hartford  by  a  local  organization,  and  is  a  power- 
ful plea  for  group  accident  and  health  insurance: 

For  a  number  of  years  Mr.  F.  had  been  a  steady  and  industrious 
working  man.  At  last  his  ambition  of  soon  becoming  a  foreman 
seemed  about  to  be  realized.  He  was  promoted  to  the  position 
of  assistant  foreman  in  the  shop  which  he  had  served  so  long  and 
faithfully.  However,  before  he  and  his  little  family  had  a  chance 
to  enjoy  any  of  the  comforts  which  his  increase  in  pay  would 
bring,  he  was  told  by  the  doctor  that  a  cough  which  had  been 
bothering  him  for  some  time  meant  that  he  had  tuberculosis,  and 
must  go  to  the  sanitorium. 

But  Mr.  F.  has  a  wife  and  three  bright  little  brown-eyed 
children  to  whom  he  is  most  devoted.  Mrs.  F.,  a  sweet-faced, 
motherly  woman,  is  not  strong — in  fact  she  has  had  several 
operations — and  her  house,  which  she  keeps  in  immaculate  order, 
is  all  that  she  can  really  care  for.  The  children  are  delicate  and 
should  have  nourishing  food,  such  as  plenty  of  milk,  to  build 
them  up,  in  order  to  prevent  their  falling  victims  to  their  father's 
dread  disease. 

Mr.  F.'s  employers  have  arranged  for  his  care  at  the  sanitorium, 
where  the  doctors  say  he  should  remain  for  the  next  four  months. 
His  fellow  workmen  at  the  shop  have  provided  a  little  help  for 
his  family  as  much  as  they  are  able.  The  wife  is  able  to  earn  a 
bit  each  week  by  cleaning  a  nearby  office.  But  this  is  very  little, 
and  she  needs  $16  a  week  more  to  properly  care  for  her  family  for 
the  four  months  that  her  husband  is  away.  That  is  approximate- 
ly $300. 

Through  us  she  is  appealing  to  you  to  help  her  keep  her  home 
together  and  her  children  happy  and  well  for  their  father's  return. 
Won't  you  be  one  to  answer  her  appeal  ? 


It's  better  to  save  when  a  man's  young  than  to  slave  when 
he's  old.  And  the  way:  An  Insurance  Annuity-65  or  Pension 
Insurance-65  Policy. 


The  best  kind  of  weather  insurance— the  Annuity-65  and  Pension  Insurance-65  Policies, 

the  ideal  rainy  day  contracts 
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The 

Tower  Window 

Charley,  the  counterman,  says:  "Men, 
like  automobiles,  differ.  The  same  sort  of 
selling  methods  that  make  one  break  all 
records  fail  to  make  the  other  go  at  all, 
while  one  style  of  carburetor  fits  a  certain 
engine  but  fails  on  another." 

*  *  * 

There  has  been  no  depression  in  the  burg- 
lary business.  Twenty-four-hour  working 
days  are  still  being  observed.  Sunday  and 
overtime  work  seems  to  be  a  specialty. 

*  *  * 

A  New  York  tenant  is  suing  his  landlord 
for  $25,000.  He  claims  that  while  he  was 
taking  a  bath  one  evening,  the  plaster  fell 
on  him,  striking  his  head  and  causing  con- 
cussion of  the  brain. 

*  *  * 

A  portion  of  a  bui'sting  flywheel  broke 
through  the  roof  of  an  electric  light  plant  in 
Richmond  and  crashed  into  a  private  dwel- 
ling 600  yards  away  where  it  killed  a  girl 
and  clipped  the  braids  from  the  head  of  her 
sleeping  woman  companion. 

*  *  Hf 

The  police  force  of  Richmond,  Va.,  are 
conducting  a  strenuous  campaign  against 
careless  motorists  in  order  to  protect  the 
children  of  the  city  from  being  killed  or 
injured  by  automobiles.  Fifteen  careless 
drivers  were  arrested  the  first  day.  Certain 


zones  are  marked  off  for  the  protection  of 
school  children,  and  the  speed  limit  in  these 

is  set  at  10  miles  per  hour. 

*  *  * 

The  man  who  has  all  of  his  life  insurance 
payable  in  a  lump  sum  and  none  on  the 
monthly  income  plan  permits  this  paraphrase 
of  a  recently  epped  epigram:  Some  fellows 
who  lay  money  by  for  a  rainy  day,  allow 
their  widows  to  be  fooled  by  the  first  sprink- 
ling cart  that  turns  the  corner. 

*  *  * 

Moral:  Insure  in  The  Travelers. 

*  *  * 

THEY  HOOKED  THE  HOUSE 

The  Chicago  police  force  was  recently 
notified  to  keep  a  sharp  watch  for  a  'kid- 
napped' three-story  house.  The  owner  told 
the  police  that  the  house  had  been  vacant  for 
some  time,  but  that  when  he  took  a  prospec- 
tive purchaser  to  look  over  the  premises,  all 
they  could  find  was  a  battered  foundation. 

People  in  the  neighborhood  said  they 
recently  noticed  a  number  of  trucks  belong- 
ing to  a  wrecking  company  standing  in 
front  of  the  building,  and  that  a  gang  of  men 
had  worked  all  of  one  day  getting  the  house 
on  rollers  and  then  started  down  the  street 
with  it. 

+    *  * 

THE  RIGHT  ANGLE 

Pessimist — The  future  certainly  doesn't 
look  very  bright  to  me.  I  was  studying 
some  business  failures  statistics  in  Dun's 
Review  and  note  that  they  continued  to 
grow  in  numbers  and  in  extent  of  liabilities 
all  through  1920  and  that  January  of  this 
year  was  worse  than  December. 

Optimist — I  studied  those  figures,  too. 

Aren't  they  the  greatest  arguments  for  life 

insurance  you  ever  saw.    Think  how  many 

of  those  business  failures  might  have  been 

avoided  if  there  had  been  sufficient  business 

life  insurance.    Think  what  an  argument 

those  figures  are  for  the  man  who  says  he 

doesn't   need   life   insurance   because  his 

business  is  prosperous  and  provides  plenty  of 

protection  for  his  family. 

*    *  * 

THE  USEFUL  RATE-BOOK 

Burglars  and  highwaymen  are  becoming  a 
strong  argument  for  accident  insurance  as 
well  as  for  burglary  and  hold-up  insurance. 
During  the  last  few  months  they  have  been 
getting  very  careless  in  the  use  of  their  fire- 
arms. An  insurance  agent  out  in  Chatta- 
nooga has  to  thank  his  profession  for  his 


continued  presence  on  this  troubled  globe. 
He  was  held  up  by  three  highwaymen,  and 
after  relieving  him  of  his  valuables,  one  of 
them  fired  at  him.  His  rate  book  in  his 
overcoat  pocket  stopped  the  bullet  and 
saved  his  life. 


A  GOOD  SUPPLEMENT  FOR  A  BURGLARY  POLICY 

"George,"  said  his  wife,  sitting  up  sudden* 
ly  in  bed,  "there's  a  burglar  in  the  house. 
Listen!" 

"A  burglar.'"  George  sat  up  too. 
"Yes.  I  can  hear  him  distinctly  crossing 
the  floor  of  the  room  below.  Now  (ex- 
citedly) he's  lighting  one  of  those  cigars  I 
gave  you  for  Christmas.  I  heard  him  pick 
up  the  box  and  put  it  down  again." 

"By  Jove,  Mary,  you're  right,"  George 
answered.  "He  is.  He's  actually  smoking 
one  of  those  er-those  cigars." 

Then  he  snuggled  once  more  comfortably 
between  the  blankets. 

"Go  to  sleep,  Mary,"  he  said  complacent- 
ly. "We'll  find  the  poor  wretch  in  the 
morning."  [Boston  Transcript. 


THE  AGENT'S  RUMINATIONS 

When  I  see  be  the  poipers 

As  Mr.  Dooley 

Used  to  say 

That  cut  rates 

And  bad  underwriting 

Are  wrecking  reciprocals 

Embarrassing  mutuals 

And  even  creating 

A  receiver  for 

A  stock  company 

I'm  glad 

That  The  Travelers 

Won't  budg  ■  an  inch  on  prices 

And  that  it  does 

Reject  bad  risks 

Even  though  it  may 

Cost  me  some  commissions. 

And  I  realize 

That  the  agents  and  brokers 

Who  made  money 

By  selling  poor  policies 

Are  going  to  lose 

All  they  made 

And  some  besides 

And  that  their 

Temporary  success 

Only  deferred 

My  permanent  success. 


Dollars  in  socks  may  make  some  people  feel  comfortable  but  not  half  as  comfortable  as 
dollars  invested  in  guaranteed  low-cost  life  insurance 
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If  you  were  in  love 
with  a  high  school  girl 

And  had  a  job  driving  a  delivery 
truck,  and  were  about  twenty  years 
old,  and  felt  good  all  the  time,  you'd 
wave  to  her  with  one  hand  while  you 
showed  her  what  perfect  control  of  the 
wheel  you  had  with  the  other.  Now, 
wouldn't  you? 

But  being  only  the  boss,  and  past  all 
that,  better  look  sharp  to  your  Auto 
Liability  policy. 

(A  real  human  interest  advertisement  on 
a  business  subject,  run  by  one  of  our  big 
agencies) 


have  fans  for  their  bulletin  boards.  Mr. 
Forth  says  that  the  pictures  do  not  bring  tlie 
people  into  the  office  to  buy  insurance  but  he 
firmly  believes  they  do  fine  educational  work 
and  keep  the  firm  name  and  its  business  in 
the  minds  of  passers-by. 

The  agency  also  makes  use  of  one  of  the 
Travelers  electrotype  ads  prepared  for  news- 
paper insertion  but  runs  it  as  an  extra  page 
in  an  annual  calendar  that  is  an  old  "institu- 
tion" with  the  agency.  It  is  one  of  the 
automobile  insurance  advertisements  and  the 
extra  sheet  is  bound  between  the  March  and 
April  leaves. 

This  agency  and  others  with  ground  floor 
offices  also  make  use  of  the  Travelers 
automobile  photographs  prepared  originally 
for  display  in  automobile  show  booths. 


DREW  IN  CHARGE  AT  59TH  ST. 

The  new  59th  Street  Branch  Ofiice,  Life, 
Accident  and  Group  Departments,  was 
opened  on  March  1st  in  the  Gotham  National 
Bank  Building,  1819  Broadway,  New  York 
City.  Bennett  S.  Drew,  formerly  special  caused  by  the  first  automobile  while  it  was 
agent,  Brooklyn  Branch  OflSce,  is  in  charge  being  driven  by  its  inventor,  Elwood  Haynes 


THE  FIRST  AUTOMOBILE  CLAIM 

Automobile  damage  claims,  according  to 
agent  M.  H.  Diffenbaugh,  of  Lancaster,  Pa., 
are  nearly  as  old  as  the  automobile  itself. 
In  fact,  the  first  damage  claim  on  record  was 


as  Manager. 


"On  one  of  the  first  trips  I  met  an  old 
gentleman  seated  on  a  load  of  crated  toma- 
toes," said  Mr.  Haynes  in  a  recent  interview. 
"He  was  so  interested  and  watched  us  so 
closely  that  when  his  horses  began  to  shy  he 
dropped  one  of  the  lines,  and,  with  the  other, 
pulled  the  team  to  one  side  and  down  a  slight 


SUREST  SELLING  STRATEGY. 

Probably  the  safest,  sanest,  surest  and, 
one  might  say,  rarest  selling  strategy  in  the 
world  is  to  know  one's  line  so  thoroughly 
that  nothing  can  surprise,  confuse  or  shake 

one.  Other  forms  of  strategy  are  all  right  embankment,  which  caused  the  load  to  over- 
for  special  occasions,  emergencies;  but  the  Luckily  the  old  gentleman  was  un- 


strategy  that  wins  in  selling,  day  after  day, 
week  after  week,  month  after  month,  is 
knowing  one's  line  so  well  and  being  so 
cramfull  of  enthusiasm  about  it  that  one 
forgets   to   use   "selling  arguments"  and 


injured,  but  I  settled  with  him  then  and  there 
for  his  damaged  tomatoes,  and  took  his 
receipt  in  full." 

Judging  by  the  number  of  automobile 
claims  today,  that  original  blunder  of  the 


confines  oneself  to  giving  actual,  definite  gjgt  automobile  which  started  the  precedent 

of  automobile  damage  suits  was  nearly  as 
disastrous  to  the  automobile — owning  class 
as  the  original  sin  of  Adam  and  Eve  is 
reported  to  have  been  to  the  human  race  at 


information,  with  the  assurance  and  en- 
thusiasm that  go  with  thorough  familiarity 
with  the  goods  one  is  selling. 

[Saturday  Evening  Post. 
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WIDE  CIRCULATION  AT  LOW  COST 

Leon  F.  Higgins  wanted  every  one  worth 
while  in  Bangor,  Me.,  to  realize  that  it  was 
better  to  put  his  trust  in  a  burglary  policy 
than  in  the  inclination  of  burglars  to  repent. 
He  didn't  want  to  go  to  the  trouble  and  ex- 


DISPLAY  WINDOW  ADVERTISING 

Monroe  Forth  of  Ed.  Forth  &  Sons, 
Travelers  agents  in  Milwaukee,  makes  good 
use  of  the  pictiu-es  that  appear  in  Protec- 
tion. The  agency  has  ground  floor  offices 
and  the  pictures  are  posted  in  a  small  frame 
for  that  purpose  that  hangs  in  the  window. 
The  agency  has  its  "fans"  who  stop  regularly 


large.    But  as  we  must  take  the  weakness  of  pgnse  of  preparing  a  mailing  list,  nor  did  he 


man  as  a  matter  of  fact,  and  prepare  against 
it  with  burglary  insurance,  so  must  we  also 
allow  for  the  possible  misdeeds  of  our 
automobiles,  and  guard  ourselves  against  it 
with  automobile  insurance. 


"The  best  in  you"  is  a  tremendous  force, 
but  it  does  not  work  of  its  own  accord — 


to  see  the  pictures  just  as  daily  newspapers  you  must  use  it. 


want  to  spend  a  cent  for  postage  and  a  half 
cent  for  an  envelope  on  everyone  that  might 
need  burglary  protection,  so  he  used  a  Travel- 
ers circular  as  newspaper  advertising  instead 
of  as  a  circular.  He  asked  the  Publicity 
Department  of  The  Travelers  for  a  "cut"  of 
the  illustration.  The  newspaper  did  the  rest — 
the  setting  up  of  the  advertisement,  the 
printing  and  the  delivering  of  it.  And  the  best 
part  is  that  Mr.  Higgins  is  pleased  with  results. 


When  you  sell  Travelers  life  policies  you  know  that  the  difference  between  what  you 
charge  and  what  you  promise  to  charge  is  nil 
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TEATVIS  ACCIDENTS,  ALWAYS  NUMEROUS,  INCREASE  WHEN  ^hc  SNOW  BEGINS  TO  BLOW 


PHOTO  BY  EDWIN  LEVtCK 


AGENCY  ITEMS 

Wisconsin  agents  have  given  themselves 
allotments  totalling  $16,000,000  of  life  insm-- 
ance  for  1921  and  over  $150,000  in  new  acci- 
dent premiums.  They  started  off  by  writing 
$1,283,305  of  life  and  $4,921  of  new  accident 
and  health  premiums  in  the  first  nineteen 
days  of  the  j'ear.  New  life  business  in  1920 
exceeded  $8,800,000.  Apparently  the  Wis- 
consin agents  don't  believe  the  head-shakers 
who  think  this  is  going  to  be  a  hard  year. 

A  lively  struggle  for  supremacy  is  being 
waged  through  the  month  of  February 
between  our  representatives  at  Portland, 
Oregon,  and  Seattle,  Washington.  The 
contest  is  based  on  the  number  of  applications 
received  and  the  two  oflBces  were  fifty-five  at 
the  end  of  the  first  two  weeks.    The  contest 


is  being  supplemented  by  one  between  two 
teams  in  the  Seattle  Branch  Office — the 
"Bulls"  captained  by  Agent  J.  L.  Mears  and 
the  "Bears"  captained  by  Agent  J.  L. 
Huxley.  Agent  R.  A.  Rohrbeck  of  the 
"Bulls,"  a  new  man,  contributed  thirty 
applications  during  the  first  two  weeks. 

The  "Triangle  Contest"  which  is  now  being 
staged  in  the  Pittsburgh  Branch  OflBce  is 
conducted  in  the  nature  of  a  horse  race — 
preliminaries  being  run  in  tlu'ee  heats.  The 
winners  in  each  heat  will  then  be  eligible  for 
the  final  contest.  Each  heat  consists  of 
three  teams  of  two  men  each  and  runs  over  a 
period  of  two  weeks,  covering  life  and  acci- 
dent applications.  Daily  bulletins  showing 
the  positions  of  the  teams  are  posted  on  the 
office  blackboard. 


In  the  month  ending  February  12,  1921, 
which  period  represented  his  first  four  weeks 
in  the  insurance  business,  Agent  G.  L.  Vegine 
of  Quebec  submitted  thirty-four  applications 
for  a  total  of  $24,000  life  insurance  and  $1,000 
in  accident  premiums. 


Leroy  A.  Waite,  Assistant  Manager, 
Bridgeport,  Conn.,  has  been  promoted  to  be 
Associate  Manager,  Compensation  and  Lia- 
bility Department,  Hartford  Branch  Office, 
effective  February  14th. 


Wilber  J.  Adams,  field  supervisor  at  New- 
ark, N.  J.,  was  promoted  to  be  Assistant 
Manager,  Compensation  and  Liability  De- 
partment, on  February  1st,  succeeding  E.  V. 
Ross,  transferred. 


Moral:  Insure  in  The  TRAVELERS 
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ASSURING  SCHOOLS  THEIR  ENDOWMENTS 

Unique  Use  of  Premium  Reduction  Plan  in  Odd 
Amounts  Takes  Care  of  All  Contingencies 

In  nearly  every  educational  institution,  even  in  the  state- 
supported  universities,  it  is  customary  for  each  class  to  make  a 
substantial  money  gift  to  the  alma  mater  on  the  twentieth  or 
twenty-fifth  anniversary  of  graduation. 

More  and  more,  classes  are  availing  themselves  of  the  machinery 
of  endowment  life  insurance  to  accumulate  and  make  sure  that 
the  funds  will  be  at  hand  when  the  time  of  presentation  comes. 

In  some  cases  each  graduate  is  urged  to  take  a  small  policy 
with  the  school  named  as  beneficiary.  Under  this  plan  premium 
notices  go  direct  to  policj'  purchasers.  Neither  the  college  nor 
class  authorities  are  certain  that  such  policies  will  be  kept  in 
force  or  that  graduates  will  not  change  the  beneficiary.  There 
is  no  assurance  regarding  the  amount  of  insurance  that  will 
finally  mature  to  the  benefit  of  the  college  or  university. 

A  plan  which  The  Travelers  advocates  is  much  more  business- 
like. First,  the  class  decides  what  amount  of  endowment  is 
desired.  If  the  amount  is  fixed  at  $50,000  insurance  policies  of 
$5,000  each  should  be  taken  on  ten  individuals.  Such  individuals 
would  really  be  selected  representatives  although,  of  course, 
they  must  be  acceptable  for  insurance  at  standard  rates. 

The  great  advantage  of  this  plan  lies  in  the  fact  that  premium 
notices  are  sent  to  the  class  treasurer.  The  responsibility  is 
centered  in  him  instead  of  being  scattered  among  the  numerous 
members  of  the  class.  The  fund  from  which  the  treasurer  pays 
the  premiums  must,  of  course,  be  provided  by  dues  or  contri- 
butions from  the  individual  members.  If  the  treasurer  finds  that 
the  funds  which  he  is  receiving  have  been  incorrectly  estimated 
or  if  members  are  delinquent  in  the  payment  of  their  dues,  he  is 
of  course  in  a  better  position  to  take  the  necessary  action  than 
if  the  payment  of  premiums  were  left  to  the  individual  members. 

Naturally  if  any  great  number  of  the  class  actually  lose  interest 
in  their  class  affairs  to  such  an  extent  that  they  will  not  pay  the 
prescribed  dues,  the  second  plan  can  be  no  more  successful  than 
the  first.  Usually,  however,  it  is  negligence  and  lack  of  well 
centered  responsibility  which  interferes  with  the  operation  of  the 
first  plan  rather  than  definite  loss  of  class  spirit. 

A  possible  theoretical  objection  to  the  second  plan  is  that  the 
.selected  representatives  might  exhibit  a  greater  vitality — might 
live  longer  — than  the  average  of  the  class,  so  that  the  total 


THE  DISMEMBERED  STREET  CAR 


Copyright  Underwood  &  Underwood 

'No  one  knows  exactly  where  he  is  going  when  he  takes 
a  street  car.  His  destination  may  be  the  hospital,  even 
though  the  car  starts  in  the  other  direction.  Three  people 
were  hurt  when  this  car  jumped  the  rails  in  Brighton, 
Mass.  The  car  shot  across  the  street,  over  a  curbing  and 
sidewalk,  scratched  past  a  large  tree,  breaking  out  most 
of  the  windows,  and  plunged  its  forward  end  into  a  ditch. 
A  good  illustration  of  the  need  for  Travelers  accident  poli- 
cies. An  illustration,  too,  of  why  the  double-indemnity  and 
quadruple-indemnity  features  appeal  to  the  public. 


amount  of  premiums  paid  might  be  greater  than  under  the  first 
method.  When  the  high  probability  of  lapsation  under  the 
first  method  is  fully  realized,  however,  this  objection  becomes  of 
minor  importance. 

Suppose  a  class  of  200  members  with  an  average  age  of  23  at 
graduation  desires  to  provide  an  endowment  of  $50,000  at  the 
end  of  20  years.  On  the  very  liberal  assumption  that  all  mem- 
bers are  acceptable  for  insm-ance  at  standard  rates,  the  first  plan 
would  call  for  the  issuance  of  200  individual  policies  for  $250 
each  at  an  annual  premium  of  about  $10  per  member. 


PROTECTION 


Now  suppose  that  the  second  plan  is  substituted  and  that  ten 
policies  of  $5,000  each  are  issued.  Obviously  the  annual  con- 
tribution of  each  member  in  the  first  year  is  the  same  as  under  the 
first  plan,  although  made  through  the  medium  of  the  class 
treasurer.  In  fact,  considering  the  probability  that  some  members 
would  be  substandard  or  wholly  uninsurable,  the  average  premium 
required  by  the  second  method  is  less. 

Normally  about  10  per  cent,  of  a  body  of  lives  insured  at  age 
23  will  die  within  20  years.  If  this  average  held  throughout,  one 
of  the  selected  representatives,  and  only  one,  would  die  in  that 
time.  From  a  purely  mercenary  point  of  view  the  worst  thing 
that  could  happen  to  the  class  as  far  as  the  cost  is  concerned  is 
that  all  those  insured  might  survive  the  endowment  period  so 
that  premiums  would  be  paid  continuously  for  20  years  on  all 
the  policies. 

Even  this  circumstance  would  raise  the  average  annual  con- 
tribution less  than  $1;  and  if  in  addition  it  happened  that  the 
mortality  among  the  remainder  of  the  class  was  unusually  high 
so  that  30  per  cent,  rather  than  10  per  cent,  died  during  the 
endowment  period,  the  average  annual  assessment  would  still 
be  under  $12,  a  by  no  means  prohibitive  amount.  Certainly  a 
small  increase  of  this  sort,  which  would  be  negligible  except 
under  the  extreme  circumstances  cited,  is  preferable  to  the  prob- 
able whosesale  lapsation  under  the  first  method. 

In  the  event  of  the  death  of  one  or  more  of  the  insured  members, 
the  amount  of  the  policy  would  be  immediately  payable.  This 
amount  could  be  paid  immediately  to  the  beneficiary  named  or 
by  special  arrangement  the  amount  of  the  claim  could  be  held 
by  the  company  and  accumulated  at  interest  until  the  end  of  the 
endowment  period. 

If  the  latter  method  is  to  be  followed,  the  premium  reduction 
forms  with  premiums  to  be  paid  on  the  maximum  basis,  offer  an 
advantage  over  the  uniform  premium  plan,  in  that  the  premium 
to  provide  a  given  maturity  value  is  less  on  the  premium  reduc- 
tion form.  For  instance,  if  it  is  desired  to  provide  an  endowment 
of  $50,000  by  means  of  ten  20-year  endowment  policies  for 
$5,000  each  and  the  members  to  be  insured  are  aged  23,  only 
$4,017  insurance  on  each  life,  with  an  annual  premium  of  $195.47, 
is  necessary  on  the  premium  reduction  plan,  whereas  $5,000  of 
insurance  with  an  annual  premium  of  $202.05  is  required  on  the 
uniform  premium  plan  to  produce  a  maturity  value  of  $5,000. 

On  the  un'iorm  premium  plan,  if  any  deaths  occur  diu-ing  the 
endowment  period  the  total  endowment  would  be  increased  above 
$50,000  by  the  interest  accumulations  on  the  claim.  On  the 
premium  reduction  plan  if  any  deaths  occurred  the  proceeds, 
with  accumulated  interest,  would  at  the  end  of  the  endowment 
period  slightly  exceed  $5,000  for  each  such  claim,  the  advantage 
of  the  plan  being  that  confining  itself  practically  to  the  benefit 
actually  desired,  it  provides  the  necessary  coverage  at  the  lowest 
possible  cost.  This  method,  of  course,  is  not  available  tmder  the 
first  plan  described,  or  where  individual  contracts  are  used,  if 
the  initial  amount  of  insurance  would  be  less  than  $500  per  policy. 


Wages  may  be  threatened  and  people  may  be  hooverizing  on 
clothes  and  the  likes  but  the  salaried  man  has  more  than  ever  with 
which  to  buy  life  insurance. 
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J.  O.  HOOVER 

Assistant  Superintendent  of  Agencies 
Life,  Accident,  and  Group  Departments 


CHECKS  THAT  CHECK  DISAPPOINTMENTS 

Day  by  day  from  the  life  insurance  companies  of  the  country 
go  forth  thousands  of  checks  in  payment  of  life  insurance,  and 
each  check  accomplishes  the  result  which  the  insurance  promised 
and  for  which  it  was  taken. 

In  the  maturity  of  every  policy  the  doubts  that  question  the 
value  of  small  economies  find  an  answer.  The  little  savings  have 
become  something  substantial  and  worth  having,  and  not  in- 
frequently they  have  been  multiplied  fifty  times  in  a  single  year. 

Matured  endowment  policies  are  providing  the  means  for 
greater  comforts,  paying  off  the  mortgages  on  homes,  furnishing 
the  capital  to  increase  the  business  without  borrowing,  or  con- 
tinuing the  children's  education  which  might  be  difficult  or 
indeed  impossible  otherwise. 

Insurance  annuity  policies  are  providing  that  desired  income 
in  old  age,  making  good  the  financial  impairment  of  earning 
power  or  providing  that  increased  income  that  transforms  the 
hope  of  travel  and  recreation  into  facts. 

As  for  the  policies  matured  by  death  they  are  doing  more  to 
provide  a  comfortable  maintenance  for  wife  and  children  than 
anything  else  in  the  world. 

Can  savings  achieve  a  greater  result  than  through  insurance 
or  furnish  a  substitute  for  it? 


The  family  which  runs  on  a  budget  system  likes  Travelers  life  policies 
because  they  never  cost  more  than  the  sum  allotted 
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THE    WATCH    THAT    NEVER  SLEEPS 


A  flywheel,  an  engine  or  a  boiler  policy  in  The  Travelers  carries  with  cJiemists  and  research  department  of  The  Travelers  on  any  problem 
it  an  inspection  service  of  the  highest  order.  And  you  can  say  to  the  in  your  power  plant.  The  Company  invites  you  to  submit  knotty 
povxr-house  owner:   "  You  may  consult  the  engineers,  power  experts,     questions  that  come  up." 


EACH  AGE  HAS  ITS  TROUBLES 

Brigand  Formerly  Seized  a  Man's  Person ;  Claimant 
Now  Seizes  His  Property 

It  seems  as  though  for  each  danger  we  leave  behind  as  civiliza- 
tion progresses  we  pick  up  a  new  one  as  we  go  along.  For  example, 
not  so  long  ago  bands  of  brigands  infested  parts  of  Europe  and 
frequently  seized  wealthy  travelers  and  held  them  till  some  one 
paid  a  large  ransom  for  their  freedom.  The  law  stepped  in  and 
finally  suppressed  these  kidnappers.  But  today  a  man  may  find 
his  property  held  for  ransom — and  the  law  on  the  side  of  the 
man  who  is  trying  to  extract  the  money  from  him.  This  is  one 
result  of  the  invention  of  the  automobile. 

As  an  instance,  the  automobile  truck  belonging  to  a  small 
Connecticut  soap  factory  struck  a  man  and  injured  him  quite 
seriously.  This  happened  in  May,  1920.  Recently  this  man 
filed  suit  for  $25,000. 

In  this  case  they  did  not  hold  the  owner  of  the  car  until  some- 
one was  able  to  pay  the  $25,000— but  they  did  attach  his  factory 
until  some  satisfactory  arrangement  should  be  reached.  Naturally 
a  man  objects  to  paying  $25,000,  even  if  his  car,  driven  by  another 
man,  did  injure  someone.  Very  likely  he  hasn't  $25,000  available 
to  meet  this  claim. 

Litigation  is  a  complex  process.  It  takes  time  and  money. 
Verdicts  have  to  be  appealed  if  they  appear  imreasonable.  This 
takes  more  time  and  more  money.  Cases  frequently  run  for 
three  or  four  years  before  they  are  settled,  and  usually  the  appeal- 
ing of  the  verdict  from  one  court  to  another  reduces  it  little  if 
any  and  swells  the  lawyers'  fees  into  crushing  sums.  And  should 
this  be  the  history  of  this  particular  case,  all  the  time  that  this 
claim  is  being  fought  out  in  court,  that  factory  will  remain 
attached;  and  his  feelings  and  reputation  will  be  harassed. 


How  much  simpler  it  is  to  pay  a  reasonable  premium  to  the 
insurance  company  each  year  and  then  if  one  is  unfortunate 
enough  to  have  an  accident,  let  the  company  settle  the  claim 
peacefully  out  of  court  if  the  claim  is  reasonable  or  go  through 
the  complicated  procedure  of  legal  defense  if  the  case  must  be 
fought. 


WHAT  30- YEAR  ENDOWMENT  WILL  DO 

If  you  wish  to  reach  a  clear  understanding  of  the  importance 
of  little  things,  figure  up  what  little  economies,  that  are  possible 
will  amount  to  in  a  few  weeks.  The  trifling  amounts  mount  up 
into  capital  with  far  greater  celerity  because  the  money  saved  is 
working  for  you  week  days  and  Sundays. 

Great  is  interest! 

A  30-year  endowment  policy  for  $5,000  taken  out  at  age  30 
will  protect  a  family  in  the  sum  of  $5,000  of  insurance  for  30 
years.  In  case  of  permanent  total  disability  will  provide  an 
income  of  $50  a  month  for  life  without  impairing  the  endowment 
or  insurance  value,  and  at  the  end  of  30  years  will  pay  a  man  in 
cash,  if  living,  $5,000,  or  $969.50  more  than  he  deposited.  Never- 
theless, the  disability  income  will  continue. 

Let  us  reiterate.  $5,000  insurance  protection  for  30  years. 
During  those  30  years  approximately  one  insured  in  three  will 
have  died. 

An  income  of  $50  a  month  for  life  in  case  of  permanent  total 
disability.  Thirty-five  policyholders  in  1,000  will  have  suffered 
permanent  total  disability  during  those  30  years. 

At  the  end  of  30  years  $969.50  in  cash  more  than  you  have 
deposited. 

Do  you  know  of  anything  that  will  yield  the  same  results  and 
at  the  same  time  cover  all  these  hazards.' 


A  damage  suit  against  a  home  owner  would  knock  any  budget  system 
into  a  cocked  hat.    A  Public  liability  policy  fits  the  case 
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PROTECTION 


ONE  WAY  OF  PUTTING  IT  UP  TO  PROSPECTS 


Your  child  or  his? 


You  never  can  tell  what  these 
kiddies  will  do.  When  they 
run  out  into  the  street  after  a  ball, 
their  attention  is  on  the  ball — not 
on  your  automobile. 

And  yet  an  accident  in  which  a 
child  is  injured  is  such  a  heart- 
breaking and,  at  the  same  time, 
such  an  expensive  disaster. 

Drive  carefully — and  carry  plen- 
ty of  Travelers  Automobile  Liability  insurance. 

Then,  if  you  are  so  unlucky  as  to  have  an  accident,  at 
least  you  can  settle  up  squarely  with  your  little  victim 
without  robbing  your  own  children  of  the  money  you  need 
for  them. 


THE  SERVICE  OF  PROMPTNESS 

Travelers  men  are  not  the  only  people  who  talk  about  Travelers 
service.  W.  J.  Worsley,  of  the  Statistical  Department  of  the 
Edison  Lamp  Works,  Harrison,  N.  J.,  speaks  of  it  in  a  letter 
acknowledging  a  group  payment : 

"Please  accept  our  many  thanks  for  your  prompt  payment  of 

our  claim  covering  the  death  of  R          T   D^   on 

February  7th.   We  feel  that  this  was  a  very  unusual  case  and  as 

the  beneficiary   (M   E   D  ),  received  the 

$1,000  in  cash  within  11  hours  after  her  husband's  death,  we 
feel  that  you  will  be  interested  in  the  following  facts. 

"Mr.  D   was   apparently  in  good  health  on  Sunday, 

February  6th,  as  he,  his  wife  and  daughter  were  out  enjoying  the 
day,  but  upon  retiring  he  complained  of  indigestion  and  later  in 
the  night  had  to  call  a  doctor.  He  could  not  be  relieved  and  the 
acute  indigestion  caused  heart  failure.  He  died  six  o'clock 
Monday  morning. 

"As  both  Mr.  and  Mrs.  D  's  former  home  was  at  Berkley 

Springs,  W.  Va.,  it  was  her  desire  to  return  at  once  to  her  parents 
and  have  her  husband  buried  at  that  place,  but  not  being  finan- 
cially able  to  do  this  without  the  group  life  insurance  money, 
we,  as  you  know,  got  in  touch  with  your  office  to  see  what  could 
be  done  and  by  means  of  the  prompt  payment  of  yoiu-  draft 
and  an  arrangement  with  our  treasurer's  oflSce  to  have  $1,000 

in  cash  ready,  Mrs.  D   was  able  to  leave  Newark  for 

Berkley  Springs,  W.  Va.,  on  Tuesday  morning,  February  8th  at 
8  o'clock." 


DOCTOR,  LAWYER  AND  BANKER 

One  agent  uses  this  method  of  presenting  automobile  insurance: 
"You're  a  good  picker.  Anybody  that  buys  your  make  of  car 
is.  It  certainly  has  the  power,  pick-up  and  poise.  But  there 
isn't  any  car  that  will  stop  as  short  as  you  want  it  to  at  times 
without  throwing  you  through  the  windshield.  Every  once  in  a 
while  some  inexperienced  driver  ahead,  some  jay-walking  pedes- 
trian or  some  horse-driving  road-hog  does  something  you  don't 
expect.  Then  you're  apt  to  need  a  doctor,  a  lawyer  and  a  banker — 
a  doctor  to  take  care  of  them,  a  lawyer  to  defend  you  in  the  suits 
they'll  bring  and  a  banker  to  pay  the  damages  that  sympathetic 
juries,  sympathetic  to  the  injured  and  hostile  to  the  motorist, 
will  award.  The  Travelers  will  be  doctor,  lawyer  and  banker 
to  you  for  a  small  retainer  paid  yearly." 


IT  WAS  ALWAYS  THUS 

"The  Travelers  is  a  credit  to  American  underwriting  in  every 
sense  of  the  word.  It  is  exceptionally  well  managed  by  honest 
and  able  men,  its  financial  strength  is  beyond  question,  and  its 
reputation  for  prompt  payment  of  losses  without  quibbling, 
might  be  profitably  followed  by  insurance  companies  generally. 
It  is  a  splendid  company,  with  a  splendid  record  of  faithful  and 
efficient  work." 

These  words  were  not  written  yesterday.  They  appeared  in 
the  Cincinnati  Gazette  of  1875.  That  'splendid  record  of  faithful 
and  eflBcient  work'  has  been  lengthened  and  strengthened  by 


forty-six  years  of  the  same  kind  of  service  since  the  lines  were 
penned.  But  they  sum  up  The  Travelers  just  as  accurately  as 
if  they  had  been  written  today. 

The  Travelers  is  an  old  company,  and  we  are  all  proud  of  its 
age.  But  The  Travelers  is  not  old-fashioned  or  senile.  It  retains 
such  old-fashioned  ideas  as  'honesty  is  the  best  policy'  and  'service 
pays',  but  incorporates  in  its  policies  every  modern  improvement 
of  any  real  value.  The  fact  that  The  Travelers  has  shown  such 
a  swift  and  steady  forward  progress  is  evidence  enough  that  it 
has  kept  faith  with  the  public  since  the  company  was  founded. 


HAPPY  ENDING  OF  A  TRUE  STORY! 

A  mechanic  who  received  about  $5  a  day  (these  were  the  days 
before  the  war)  was  "sold"  on  the  idea  of  a  deferred  annuity. 
He  had  taken  one  very  much  against  the  wishes  of  his  wife.  She 
thought  it  cost  too  much  money.  She  did  not  want  to  scrimp 
during  her  younger  days.  He  insisted  on  keeping  up  the  deposits 
although  it  meant  discussion  every  time  a  statement  notice  came. 
Time  passes  quickly  after  all.  The  man  has  reached  the  age 
of  65,  has  ceased  making  payments,  and  has  begun  drawing  a  check 
for  $200  a  month.  By  careful  management  the  couple  are  living 
in  California  winters  and  northern  resorts  in  the  summer. 

It  is  hard  to  discover  whether  the  wife  or  the  husband  is  the 
better  pleased  now. 

THE  PERILS  OF  TEA-DRINKING 

Another  of  the  many  little  accidents  which  happen  over  and 
over  again  around  the  home  went  on  record  last  week  when  a 
deputy  coiu-t  clerk  of  Kansas  City  attempted  to  prepare  a  cup 
of  tea.  As  he  lifted  a  kettle  of  boiling  water,  the  handle  broke 
and  the  water  struck  him  on  the  leg.  He  slipped  on  the  floor,  and 
broke  his  leg  in  two  places.  Now  he  is  in  the  hospital.  To  be 
sure,  he  was  engaged  in  a  preferred  occupation  during  working 
hours,  but  no  man,  no  matter  how  safe  his  business,  can  guard 
his  life  and  limbs  against  those  accidents  around  the  home — a  slip 
on  the  cellar  stairs  or  a  fall  from  a  step  ladder. 


The  trouble  with  dividend  life  insurance  is  that  there  is  very  often 
less  "divvy"  than  the  optimistic  salesman  estimates 
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HEARD  AT  THE  CLUB 
Dinner  at  the  Club  was  over.  Five  or  six 
of  the  members  had  drifted  to  an  anchorage 
in  the  easy  chairs  around  the  hearth,  a  berth 
which  the  riot  of  wind  and  the  hail  beating 
upon  the  windows  made  more  than  usually 
comfortable. 

"Helpin,"  said  Dumont,  president  of  the 
National  Banking  Company,  "why  in  the 
devil  don't  you  insurance  people  fix  up  your 
policies  so  that  they  will  yield  an  income  to 
a  family,  instead  of  turning  over  a  lot  of 
money  which  they  don't  know  how  to 
invest?"  He  alwa>s  spoke  with  an  air  of 
finality  as  if  there  were  no  appeal  to  a  superi- 
or court. 

"We  not  only  issue  such  policies,  but  we 
are  everlastingly  urging  their  sale,"  remarked 
Helpin. 

"K  you  do,  you  don't  do  it  with  much 
success.  In  the  last  six  months  I've  spent 
a  lot  of  time  with  widows  who  bought  'war 
brides'  and  have  reason  to  be  scared.  It's 
poor  policy  to  sell  a  person  insurance  and  let 
it  go  at  that.  I  can't  see  for  the  life  of  me 
the  purpose  of  providing  a  large  sum  of 
money  to  be  invested  without  any  safeguards 
whatever.  Women  and  children  never  need 
protection  more  than  when  they've  come  into 
a  large  sum  of  money  and  every  Tom,  Dick, 
and  Harry  wants  to  invest  it  for  them." 

"Jim,"  remarked  Helpin,  "I  know  it.  We 
have  talked  ourselves  deaf,  dumb,  and  blind, 
but  it  doesn't  get  over.  It's  up  to  the  agent. 
He  is  in  personal  contact,  we  aren't.  He  can 
sell  what  he  has  in  mind  to  sell." 

"I'll  tell  you  why,"  remarked  the  man  at 
the  right.  "Like  everyone  else,  we  choose 
the  easiest  way  because  it  gets  us  there 
quicker,  and  we  don't  have  to  argue  more 
than  is  necessary.  Forty  dollars  a  month 
to  a  man  with  a  small  salary,  or  $100  a 
month  to  a  man  who  is  well  off,  looks  small, 
but  $10,000  or  $25,000  insurance  sounds  big. 

"Of  course  it  does,"  remarked  Helpin, 
"but  it's  not  the  lump  sum  that  measures 
the  insurance,  but  the  income  it  provides. 
You're  afraid  to  sell  him  on  the  basis  of  $40 
or  $100  a  month  because  it  is  so  small,  but 
you  will  sell  him  $.5,000  or  $10,000  which  will 
yield  only  $20  to  $40  a  month." 

"Morton,"  said  the  banker  turning  to  a 
rather  dour-visaged  and  silent  individual 
who  lay  back  in  his  chair  with  his  hands 

If  more  life  insurance  p 


folded  upon  his  lap,  you  handle  a  good  many 
trust  funds,  give  us  the  benefit  of  your  cyn- 
ical wisdom." 

"The  widows  and  orphans  of  my  late 
clients  hate  me,"  remarked  Morton,  "I  am 
mean,  unsympathetic,  hard-fisted.  My  people 
don't  fall  for  the  Ponzis,  but  they  would  fall 
for  a  lot  of  poor  things  if  they  had  the 
chance.  They  are  in  distinguished  company. 
Dumont,  here,  has  some  bad  ones,  or  good 
ones  gone  to  seed." 

"Don't  be  personal,"  remarked  Dumont. 
"so  have  you."  The  misfortunes  of  friends 
being  not  altogether  disagreeable,  everyone 
laughed. 

Morton  continued:  "People  who  know 
they  have  money  think  they  should  be  allow- 
ed to  indulge  themselves.  They  like  to 
appear  rich.  They  like  the  flattery  that 
makes  them  the  easy  mark  for  every  im- 
pecunious relative,  acquaintance,  or  stock 
market  tout  who  want  to  borrow  or  help 
them  invest  their  money.  The  leaving  of  a 
large  sum  of  ready  cash  to  inexperienced 
people  is  bad  business.  My  safeguard  is  a 
deaf  ear  and  a  cynical  obstinacy." 

"I  haven't  been  asked  my  opinion!" 
remarked  one  of  the  company,  a  distinguished 
authority  on  sociology.  "My  experience 
lies  with  people  who  are  able  to  save  only 
small  amounts  and  to  whom  saving  means 
self-denial.  More  than  any  other  class  they 
are  the  victims  of  get-rich-quick  rascals. 
The  great  problem  for  these  people  when  the 
head  of  the  family  dies,  is  the  question  of 
rent,  because  rent  must  be  paid  in  a  lump 
sum  every  month.  If  the  rent  can  be 
assured  the  family  can  generally  take  care  of 
the  daily  necessities.  A  small  income  paid 
monthly  would  do  more  than  anything  else 
for  their  welfare  and  contentment." 

"From  whatever  angle  the  subject  has 
been  approached,"  remarked  Helpin  turn- 
ing to  the  banker,  "the  opinion  is  that  the 
income  is  the  important  thing.  The  one 
objection  does  not  deny  that  fact,  but  affirms 
that  the  lump-sum  insurance  is  the  easiest 
to  sell." 

"That's  no  objection,"  interrupted  the 
banker,  "there  is  no  interest  in  putting  over 
the  easy  thing  in  the  easy  way." 

"Don't  believe  that  has  anything  to  do 
with  it!"  said  the  lawyer.  "I  never  saw  an 
insurance  agent  who  was  lazy  mentally  or 
physically.  It  is  just  a  matter  of  habit. 
One  has  been  sold  so  much  longer  than  the 
other  that  it  has  all  the  force  of  time  and 

slides  were  sold  on  the  monthly 
be  less  need  of  blue  sky  laws 


Letter  to  the  Editor 

WASTE  IN  SPECIALIZING  ON 
ONE  LINE 

To  THE  Editor: 

An  agent  of  another  company  came  into  a 
Travelers  Branch  Office  to  see  what  arrange- 
ments he  could  make  about  placing  accident, 
liability  and  indemnity  lines  with  The  Travel- 
ers. His  reason  for  wishing  to  write  such 
lines  was  given  as  follows: 

He  would  call  on  a  prospect,  his  name 
would  be  sent  in  and  word  would  come  back 
that  the  prospect  was  busy  and  would  be 
able  to  see  him  within  half  an  hour.  The 
agent  would  wait  for  his  interview.  In 
many  cases  it  was  found  that  the  prospect 
was  not  interested  in  life  insurance,  and  the 
agent  having  nothing  else  to  talk  about  would 
be  obliged  to  leave.  He  would  have  wasted 
the  entire  waiting  period  for  two  or  three 
minutes'  conversation  on  one  line  of  insur- 
ance. He  considered  that  his  time  was  too 
valuable  to  waste  in  such  a  way.  He  wanted 
the  opportunity  of  talking  multiple  lines 
when  it  was  found  that  the  prospect  was  not 
interested  in  life  insurance.  This  would  give 
him  a  broader  field  for  operation,  and  make 
his  time  more  valuable.  D.  G. 


PROMOTIONS 

Norman  W.  Kingsley,  Assistant  Manager 
at  Minneapolis,  has  been  promoted  to  be 
Manager,  Compensation  and  Liability  De- 
partment, Duluth  Branch  Office,  effective 
February  25th. 

Charles  E.  Hohn,  Manager  at  Duluth, 
has  been  promoted  to  be  Manager,  Compen- 
sation and  Liability  Department,  Minneap- 
olis Branch  Office,  effective  March  10th. 

Arthur  H.  Stofft,  Manager,  Minneapolis, 
Minn.,  has  been  appointed  Associate  Mana- 
ger, Compensation  and  Liability  Department, 
Philadelphia  Branch  Ofl3ce,effective  April  1st. 


tradition  behind  it.  Habit  is  a  dominant 
influence  in  life." 

"You've  said  it!"  remarked  Helpin. 
"And  the  most  surprising  thing  is  this. 
If  life  insurance  were  sold  on  the  amount  of 
income  rather  than  on  the  amount  of  insur- 
ance, the  insurance  written  would  be  at 
least  fifty  percent  greater.  The  greatest 
argument  for  the  payment  of  insm-ance  in 
the  form  of  guaranteed  income  is  the  periodi- 
cal occurrence  of  present  financial  conditions. 

income  plan  there  would 
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The 

Tower  Window 

can  stand  it  when  they  brag  about  the 
business  they  bag,"  said  Charley,  the  counter- 
man, "but  when  they  begin  preening  them- 
selves about  their  prowess  as  hunters,  or  telling 
about  the  number  of  fish  they  caught  or  shooting 
off  about  the  hole  they  made  in  one,  I  feel 
immediately  as  if  I  needed  two  health  policies. 

*  *  * 

If  worry  kills  more  people  than  work,  it  is 
because  there  are  a  dozen  worriers  for  each 
worker.         [Peoria  Squibs  {issued  by  Peoria 
Branch  Office.) 

*  *  * 

Two  bandits  entered  a  St.  Louis  cigar 
store.  One  of  them  forced  the  salesman  at 
the  muzzle  of  his  "gat"  back  into  the  office 
where  the  safe  was  standing.  And  while  the 
yegg  stood  over  him,  trying  to  force  him  to 
open  the  safe,  the  second  robber  sold  cigars 
behind  the  counter.  The  clerk  was  unable 
to  open  the  safe,  so  the  bandits  finally  depart- 
ed, after  helping  themselves  to  a  watch 

which  was  in  the  office. 

*  *  * 

While  the  politicians  are  bickering  at  home 
and  the  diplomats  are  dickering  abroad 
about  disarmament.  Travelers  agents  are 
actually  disarming  death  and  accidents  with 
various  forms  of  Travelers  policies. 


ACCIDENT  CLAIMS  IN  HUHAL  DISTRICTS 

Zeke  Watkins,  a  farmer  near  Freedom, 
Ind.,  had  tough  luck  the  other  day.  He  was 
taking  a  pig  to  market  in  the  back  part  of  his 
touring  car  when  the  beast  took  a  notion  to 
jump  out.  Zeke  tried  to  stay  its  progress, 
grabbing  its  tail  and  holding  it  back.  While 
thusly  engaged,  Zeke  forgot  to  steer  and  his 
machine  rammed  into  a  telephone  post. 
Zeke's  now  in  the  hospital.  The  pig  got 
away. 

*  *  + 

The  medical  examiner  looked  haughtily  at 
the  man  who  had  reported  for  his  examina- 
tion. 

"I'll  examine  you  carefully,  sir,  for  $.5." 
"All  right,"  said  the  applicant,  "and  if  you 
find  it  I'll  split  fifty-fifty."  [Exchange. 

*  *  * 

ACCIDENT  PREVENTION  IN  URBAN  DISTRICTS 

"Personal  in  the  Augusta,  (Ga.)  Chronicle" 
Horace — Please  do  not  phone  me  again. 

Father  is  cleaning  his  gun.  Lulu. 

*  *  * 

COST  OF  KNOWLEDGE 

After  we  have  paid  a  few  repair  and  re- 
placement bills  a  lot  of  us  begin  to  wonder 
if  we  really  know  as  much  about  a  car  as 
we  thought  we  did.    [American  Motorist. 

And  a  lot  of  people  have  to  wait  until 
they're  sued  for  about  $25,000  before  they 
realize  that  they  ought  to  take  out  liability 
insurance. 

*  *  * 

PUTTING  ART  TO  WORK 


This  bit  of  art  work  was  inspired  by  the 
death  of  a  chicken.  The  said  fowl  came 
to  a  sudden  end  at  the  wheels  of  his  truck 
of  one  of  our  assured. 
The  proprietor  of  the  bird  claimed  $1.75 
in  damages,  so  our  policyholder  drew  this 
elaborate  sketch  to  aid  the  adjuster  in  set- 
tling this  claim. 


THE  STRAY  ANIMAL  HAZARD 

Wild  animals  never  seem  to  understand 
plate  glass.  Because  they  can  see  through  it, 
they  seem  to  think  they  can  walk  through  it. 
A  deer,  frightened  by  a  train,  ran  through  the 
town  of  Mansville,  N.  Y.  Pedestrians  tried 
to  head  it  off,  and  to  escape  the  animal 
plunged  through  a  big  plate  glass  grocery 
door,  ran  through  the  store,  and  out  through 
a  window  in  the  rear.  In  rural  districts, 
where  windows  are  not  constantly  menaced 
by  automobiles  and  pedestrians,  plate  glass 
insurance  is  needed  to  protect  the  owner 
against  the  stray  animal  hazard. 

The  Los  Angeles  police  force  are  on  the 
lookout  for  some  low-down  sneak  thief  who 
made  off  with  an  eight-and-a-half  ton  steam 
roller.  Apparently  he  fired  it  up,  drove  it  off 
to  some  safe  place,  and  then  stripped  it  of 
everything  except  the  main  roller.  Motor- 
cycle cops  found  its  remains  hidden  in  a 
grove  of  trees. 

*  *  * 

"We  have  with  us  again"  the  salaried 
man  as  a  fine  prospect  for  guaranteed  low 
cost  life  insurance.  During  the  days  of 
inflation  he  was  more  or  less  forgotten. 
"Pickings"  among  highly  paid  laborers  and 
highly  prosperous  merchants  were  too  good 
to  spend  such  a  great  deal  of  time  on  the  men 
who  were  trying  to  stretch  1914  incomes  over 
1919  and  1920  outgoes.  With  prices  receding 
the  old  time  favorite  prospect  of  the  insur- 
ance man  again  comes  into  favor. 

*  *  * 

THE  DEATH  TOLL 

War  is  quite  a  dangerous  game  and  its 
fatalities  have  been  frightful;  but,  barring 
the  scrap  with  Germany,  there  have  been 
few  wars  in  the  world's  history  that  present 
so  great  a  toll  of  death  and  disability  as 
comes  through  the  development  and  use  of 
the  motor.  Saul  has  slain  his  thousands  and 
David  his  ten  thousands,  but  wait  till  you 
get  the  full  score  on  Henry. 

[Los  Angeles  Times. 


Letter  to  the  Editor 

NINE  o'clock  IS  OUR  BED  TIME 

The  Tower  Window: 

I  was  talking  to  a  Swede  recently  about 
Life  Insurance  in  our  company;  he  finally 
asked  if  our  company  was  a  "dissipating" 
kind.    I  assured  him  it  was  not. 
Denver,  Feb.  21st.  A.  T.  J.,  Jr. 


"Goodbye,  Anxiety!" 
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WHO  PAYS  WHEN  GLASS  BREAKS? 
Do  You  Know  Who  the  Real  Prospect  for 
Plate  Glass  Insurance  Is? 

A  subscriber  to  "Saturday  Night,"  a  lead- 
ing Canadian  weekly,  asks  its  insurance 
editor  an  interesting  question  about  plate 
glass  coverage — whether  the  owner  or  the 
tenant  is  responsible  in  case  of  breakage 
when  the  subject  is  not  mentioned  specifi- 
cally in  the  lease. 

The  editor  replied  that,  in  general,  in 
Canada  the  tenant  is  responsible — the  ex- 
ception being  breakage  through  a  building 
defect,  fire,  lightning  and  tempest.  A 
thrown  stone,  a  runaway  horse,  a  skidding 
auto,  a  falling  ladder  and  the  like — if  they 
broke  a  plate  glass  window — would  throw 
the  burden  of  payment  on  the  tenant. 

If  he  were  not  insured,  he  would  have  to 
take  his  chance  of  recovering  the  cost  of  the 
broken  plate  glass  from  the  responsible 
person.  Such  chances  are  often  remarkably 
poor. 

A  different  situation  in  regard  to  plate 
glass  responsibility  exists  elsewhere.  In 
the  United  States — when  the  matter  is  not 
mentioned  in  the  lease — the  owner  is  respon- 
sible for  plate  glass  damage  unless  he  can 
prove  negligence  on  the  tenant's  part — 
negligence  of  commission  or  omission.  Negli- 
gence, by  the  way,  has  been  found  to  be 
extremely  difficult  to  prove  in  the  courts. 
It  is  therefore  obviously  wise  for  the  owner 
to  have  plate  glass  protection. 

In  many  leases  it  is  definitely  specified 
that  the  owner  and  the  tenant  shall  each 
assume  clearly  defined  responsibility  as  to 
any  plate  glass  damage.  The  Travelers 
writes  many  contracts  covering  both  owner 
and  tenant  under  these  conditions.  In 
other  leases,  it  is  provided  that  either  the 
owner  or  the  tenant  shall  assume  all  respon- 
sibility in  cases  of  plate  glass  destruction. 
The  Travelers  protects  many  persons  against 
such  lease  provisions  as  these  also. 

When  the  lease  is  silent  in  regard  to  the 
exact  resfMjnsibility,  the  owner  would  have 
to  pay  if  a  fire  destroyed  the  plate  glass — 
the  tenant  if  one  of  his  employees  acciden- 
tally broke  it.  But  what  of  cases  in  which  the 
responsibility  is  not  so  clearly  defined — 
where,  for  instance,  the  breakage  occurred 
at  night  and  the  cause  is  not  known?  The 
owner  may  claim  negligence  on  the  tenant's 
part,  which  charge  may  or  may  not  be  true. 

These  proceedings  involve  expensive  court 
action,  legal  fees,  and  a  possible  adverse 


decision.  A  Travelers  policy  would  save 
the  tenant  all  of  the  trouble  involved  in  a 
contest  of  this  kind.  It  would  take  the 
troublesome  matter  completely  off  his  hands. 

If  a  lease  does  not  definitely  fix  the  re- 
sponsibility in  case  of  the  destruction  of 
plate  glass,  every  tenant  would  do  well  to 
take  insurance  for  three  reasons. 

If  plate  glass  is  broken  through  his  negli- 
gence, he  will  not  have  to  pay  for  it. 

He  will  be  able  to  secure  a  prompt  re- 
placement through  the  insurance  company's 
facilities  for  securing  plate  glass. 

He  will  be  saved  a  bothersome — and 
perhaps  costly — legal  tangle  in  event  the 
owner  seeks  fairly  or  otherwise  to  fix  the 
responsibility  for  the  destruction  at  his  door. 

Whether  or  not  a  lease  fixes  the  exact 
responsibility,  sell  your  client  a  Travelers 
plate  glass  policy — let  it  handle  the  un- 
pleasant complications. 


SOLICITS  EVERY  CAR  OWNER 

One  Wisconsin  agency  solves  the  problem 
of  getting  a  complete  list  of  automobile 
prospects  by  getting  the  automobile  records 
of  the  local  tax  assessor  and  then  amplifying 
it  with  the  names  of  recent  purchasers  as 
secured  from  automobile  sales  agencies. 

The  tax  assessor's  list  furnishes  much  of 
the  data  called  for  on  the  proposal  for  liability 
insurance. 

Early  each  year  this  list  is  circularized  and 
a  stamped  reply  postcard  calling  for  car  and 
engine  numbers,  name  and  model  of  machine, 
is  enclosed.  A  great  many  of  these  cards  are 
returned  but  the  agency  follows  up  the 
entire  list,  calling  on  those  who  do  not  send 
for  further  information  as  well  as  on  those 
who  do. 

Where  the  owner  is  unable  to  supply  the 
necessary  information  regarding  his  car  the 
members  of  the  agency's  soliciting  staff  go  to 
the  garages  where  cars  are  stored  for  the 
winter  and  get  it.  This  information  is 
secured  even  though  the  owner  cannot  be 
immediately  closed  for  his  insurance  and  it 
permits  the  agency  to  get  much  of  this  busi- 
ness later  over  the  telephone.  Saving  the 
owner  the  difficulty  of  examining  his  car  for 
numbers  is  a  form  of  service  that  prospects 
appreciate. 

Where  the  owner  says  he  will  not  take  his 
car  out  till  April  1st  or  May  1st  and  will 
then  want  the  insurance  the  policy  is  dated 
ahead. 


AS  MAINE  GOES,  SO  GOES  THE 
NATION 

A  leaflet  issued  by  the  Maine  Insurance 
commissioner  showing  life  business  written 
in  the  state  during  the  year  1920,  says  that 
The  Travelers  issued  new  group  insurance 
amounting  to  $2,992,500,  while  its  closest 
competitor  issued  only  $680,200.  The  next 
company  $415,000,  the  next  $144,700  and 
the  fifth  and  last  $82,600.  According  to  the 
Commissioner  The  Travelers  had  $6,469,158 
of  group  life  insurance  in  force  in  his  state  on 
December  -S 1 , 1 920,  compared  with  $1 ,434, 1 .50, 
the  total  for  all  other  Companies. 


AGENCY  ITEMS 

R.  A.  Rohrbeck  of  the  Seattle  Branch  last 
week  produced  33  applications — 3  life,  2 
liability  and  28  accident — all  on  cold  canvass. 
In  one  case  Mr.  Rohrbeck  called  on  a  stran- 
ger and  opened  the  subject  of  accident  insur- 
ance. The  man  took  from  his  desk  a  sheet  of 
paper  on  which  he  had  a  list  of  names,  and, 
asking  Mr.  Rohrbeck  his  name  and  the 
name  of  his  company,  wrote  them  down.  He 
then  counted  the  names  on  his  list  and  .said 
to  Mr.  Rohrbeck,  "you  are  the  thirteenth 
agent  who  has  called  on  me  in  ten  days. 
I  have  made  up  my  mind  to  buy  a  policy  of 
the  fifteenth."  After  finding  he  could  not 
make  a  sale  then,  Mr.  Rohrbeck  phoned  for  a 
special  agent,  explained  to  him  the  circum- 
stances and  sent  him  in  as  the  fourteenth 
agent.  Rohrbeck  sat  in  the  business  office 
next  door  until  the  special  agent  had  finish- 
ed his  solicitation  without  success.  Then 
Rohrbeck  went  in  and  said,  "Well,  I  am  the 
fifteenth  man."  The  prospect  signed  the 
application  for  an  MDA. 

Agents  Alvin  Wolff,  Fitzsimmons  and 
Dixon  of  the  Philadelphia  branch  saw  in 
Protection  how  "Rufe"  McDonald  of  St. 
Joe,  Missouri,  sold  automobile  supplements 
by  mail.  They  took  the  tip  and  addressed  a 
letter  to  each  one  of  their  accident  policy- 
holders. Each  agent  reports  that  the  returns 
were  big  and  the  commissions  were  the 
"easiest  money"  they  ever  made.  Some 
policyholders  not  only  sent  back  request  for 
the  additional  insurance  but  checks  for  the 
premiums.  The  letters  were  short  and 
snappy  and  explained  the  supplement. 
They  contained  a  paragraph  stating  that  the 
policyholder  could  merely  write  "yes"  on  the 
letter  and  return  it  if  he  wanted  the  insur- 
ance.   In  all  three  polls  the  "ayes"  had  it. 


Moral:  Insure  in  The  TRAVELERS 
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IF  YOU  USE  BLOTTERS  AS  PROXIES,  ILLUSTRATE  THEM 


"Out  of  sight  out  of  mind." 
It's  an  old  proverb. 

Some  people  believe  it  because  it's  old,  some  because  it's  a 
proverb  and  some  because  it  is  so. 

And  some  agents  of  The  Travelers  who  do  not  want  to  be  out 
of  the  minds  of  their  prospects  when  they  are  out  of  sight  are 
using  proxies  in  the  form  of  blotters,  blotters  which  are  expected 


to  remain  on  men's  desks  for  several  days  at  least  and  possibly  for 
several  weeks,  and  blotters  which  contain  a  picture  to  get  at- 
tention and  help  put  over  the  sales  point  contained  in  the  "copy." 

The  Travelers  will  supply  its  representatives  with  electrotypes 
of  either  picture  shown  on  this  page.  No  charge.  Just  order 
from  the  Publicity  Department,  The  Travelers  Insurance  Com- 
pany, Hartford,  Connecticut.    Your  printer  can  do  the  rest. 


PUBLIC  LIABILITY 


□  □ 


PROPERTY  DAMAGE 


□  □ 


COLLISION 


The  Better  Way 


There  are  two  ways  of  learning  the  value  of 
Travelers  Automobile  Insurance. 

The  first  is  by  listening  to  what  the  insurance 
agent  has  to  say. 

The  second  is  by  actual  experience.  Experience 
is  a  mighty  good  teacher — but  the  bills  he  sends 
in  for  tuition  amount  to  a  heap  more  than  a  few 
insurance  premiums. 


[space  for  agent's  name] 


LET  THE  TRAVELERS  AGENT  SHOW  YOU. 


PUBLIC      LIABILITY      □□      PROPERTY     DAMAGE      □□  COLLISION 


Fate  Chooses  Your  Victims 

If  a  motorist  were  able  to  choose  the  person  he 
was  going  to  hit  with  his  car,  a  Travelers  Auto- 
mobile policy  might  not  be  so  necessary. 

But  as  he  is  quite  likely  to  hit  an  Actress  who 
will  demand  $50,000  for  a  broken  ankle,  or  a 
Lawyer  who  knows  all  the  intricacies  of  the 
liability  laws,  liability  insurance  with  high 
limits  is  positively  necessary! 


[space  for  agent's  name] 


moral:   INSURE  IN  THE  TRAVELERS 


These  blotter  suggestions  and  illustrations  are  just  another  phase  of  Travelers  service 
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JAYWALKER  FAMILY  NOW  WELL  TRAINED  ON  FIFTH  AVENUE 


Copyright,  Underwood 


This  picture  was  taken  at  the  famous  Forty-second  Street  corner. 
Pedestrians  as  well  as  automobiles  "go"  only  when  the  traffic  officers 
say  so.  Fifth  Avenue  is  virtually  a  railroad  yard.  The  cars  move 
fatter  than  some  cars  in  country  toums.  Note  the  semaphore  tower, 


too.  There  are  several  of  these  along  the  Avenue;  but  bear  in  mind 
that  some  of  the  most  deadly  corners  are  outside  of  congested  areas 
and  outside  of  big  cities,  and  that  they  go  without  benefit  of  traffic 
officers  or  even  of  campaigns  of  education  along  safety  lines. 


PROTECTION 


POINTS  WHICH  APPEAL  TO  FARMERS 

Canadian  Farm  Paper's  Advice  to  Subscribers  is  Best 
"Selling  Material"  Obtainable 

Under  the  department  beading,  "Rural  Finance  and  Econom- 
ics," The  Farm  and  Ranch  Review  of  Canada  supplies  the 
arguments  for  life  insurance  that  apply  especially  in  the  rural 
communities,  the  points  which  can  be  used  in  addition  to  those 
that  apply  to  everyone  and  the  points  that  the  agent  must  sub- 
stitute for  those  that  fit  the  case  of  the  salaried  man  or  city  busi- 
ness man  or  the  wage-earner. 

Here  are  the  points  as  set  forth  in  the  article: 

"The  farmer  has  more  need  for  life  insurance  than  any  other 
individual.  I  am  speaking  now  of  farmers  in  a  general  class, 
including  every  man  who  tills  the  soil  for  gain,  be  it  fifty  acres  in 
Ontario,  or  a  section  or  ten  sections,  in  Western  Canada. 

"The  average  farmer  to-day,  particularly  the  grain  grower,  has 
more  at  stake  in  each  year's  crop  than  the  average  business  man; 
is  a  great  gambler  and  hence  in  event  of  his  premature  death,  if 
his  estate  is  going  to  be  in  the  shape  he  had  hoped  to  leave  it, 
he  should  have  life  insurance. 

"Records  of  probates  proves  that  reductions  to  farmers'  estates 
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are  larger  than  to  the  estates  of  other  lines  of  business,  more 
particularly  those  of  a  non-speculative  nature,  mostly  caused  from 
the  want  of  ready  money  at  the  time  of  the  owners  decease. 

"Almost  every  life  insurance  agent  who  has  had  any  experience 
in  selling  to  farmers  can  recall  more  than  one  case  where  he  has 
made  his  best  efiFort  to  sell  a  policy,  using  all  the  arguments  at  his 
command,  including  the  fact  of  the  need  of  provision  for  ready 
cash  in  event  of  premature  death,  only  to  be  met  with  the  prover- 
bial 'I  can  put  that  money  in  a  steer  and  make  more';  going  away 
without  making  the  sale,  hoping  that  possibly  he  has  dropped 
some  little  word  that  will  cause  the  farmer  to  think,  and  reconsider 
the  proposition  on  his  next  call. 

"Time  speeds:  In  the  country  calls  cannot  be  just  as  regular 
as  in  the  town  and  cities.  However,  the  agent  does  eventually 
get  to  the  district  again,  only  to  find  that  Bill  Jones — he  of  the 
'put-it-in-the-steer'  idea, — has  succumbed  to  the  ravages  of 
typhoid.  The  siege  was  a  long  one.  He  put  up  a  big  fight.  The 
doctor's  bill  was  large,  and  as  he  had  a  reputation  for  'good  pay,' 
a  nurse  was  provided  at  $30  per.  Of  course,  his  wife,  or  better, 
perhaps,  his  wife's  folk  thought  a  lot  of  Bill,  and  they  needs  must 
provide  an  up-to-date  and  high-priced  funeral.  Let  me  remind 
you,  Bill  Jones  was  not  a  second  rate  farmer.  He  was  a  'rustler' 
and  certainly  bade  fair  to  become  one  of  the  leading  men  in  the 
district;  in  fact,  was  looked  up  to  by  his  neighbors. 

"A  few  questions  aptly  put  draws  the  information  that  the  wife, 
and  family  if  there  happened  to  be  any,  are  living  with  the  wife's 
folk.  You  learn  further  that  he  put  the  last  few  dollars  which  he 
had  in  the  bank  into  calves;  had  mortgaged  his  farm  to  buy 
another  quarter,  for  pasture.  There  was  interest  outstanding, 
and  no  ready  money.  Of  coiu-se,  something  can  be  sold,  but  this 
takes  time,  and  speed  to  raise  cash  very  often  means  sacrifice. 

"If  this  man  had  purchased  even  enough  life  insurance  to  have 
taken  care  of  the  immediate  obligations,  how  much  better  position 
his  estate  would  have  been  in;  in  fact,  the  chattels,  and  possibly, 
realty,  instead  of  being  sold  at  a  sacrifice  could  have  been  held 
until  prices  advanced,  or  until  stock  had  matured,  all  of  which 
would  have  gone  a  long  way  towards  bringing  Bill  Jones'  estate  up 
to  what  he  had  no  doubt  hoped  to  bring  it  by  persistent  and 
continued  effort. 

"Progressive  farmers  are  invariably  adding  to  their  holdings, 
either  in  land,  or  cattle,  or  buildings,  and  are  not  always  in  a 
position  to  pay  cash,  and  hence  resort  to  loans,  secured  by  mort- 
gages in  most  cases,  and  it  is  surely  the  province  of  a  wise  man  to 
have  at  least  enough  life  insurance  to  cover  these  obligations,  and 
leave  the  estate  intact. 

"In  arranging  a  line  of  credit  with  their  bankers,  farmers  are 
learning  that  such  can  be  considerably  lengthened  if  they  have 
life  insurance,  and,  while  the  banks  do  not  always  ask  for  even  a 
temporary  assignment  of  the  insurance,  they  consider  the  man 
with  insurance,  even  if  the  same  is  made  payable  to  a  stated 
beneficiary,  a  better  man  to  do  business  with,  than  the  man  with- 
out, as,  in  the  event  of  the  decease  of  the  borrower,  instead  of  their 
having  to  ask  that  some  part  of  the  estate,  regardless  of  opportuni- 
ty, be  sold  to  satisfy  their  claim,  there  are  funds  to  take  care  of  the 
same. 

"The  farmer  who  has  become  more  or  less  well-to-do,  and 
has,  say,  several  sons,  is  realizing  more  than  ever  that  an  endow-' 


A  Travelers  liability  policy  takes  the  damage  out  of  damage  suits 


[82] 


PROTECTION 


ment  policy  placed  on  himself,  to  mature  at  an  age  when  his 
boys  are  wanting  to  start  on  their  own  account,  provides  funds 
to  buy  that  quarter  section  nearby,  and  thus  keep  the  family 
circle  inviolate.  Could  there  be  any  better  investment  than  buy- 
ing endowments  to  that  end? 

"A  great  many  farmers,  too,  are  seeing  the  need  and  advisability 
of  placing  insurance  on  their  boys  as  they  attain  the  age  of,  say, 
fifteen  or  sixteen — mostly  Twenty  Pay  Life  bought  in  such  cases. 
The  father  invariably  pays  one  or  two  premiums,  and  then  puts 
the  obligation  of  continuing  the  insurance  up  to  the  boy.  This 
encourages  thrift  on  the  part  of  the  boy. 

"Thanks  to  the  persistency  of  life  insurance  salesmen,  the 
farmer's  daughter,  whose  part  in  building  up  the  homestead  is  so 
often  overlooked,  can  also  be  taken  care  of  and  a  great  many 
farmers  are  now  placing  insurance  on  their  lives  for  their  daughters. 
What  better  dower  could  be  provided?  In  buying  an  Endowment 
you  are  safe-guarding  the  daughter's  interest  to  the  very  best 
advantage.  Farmers,  too,  who  are  in  the  'better-off'  class,  and 
possibly  have  some  life  insurance,  are  now  purchasing  to  some 
extent  Monthly  Income  Policies  for  their  daughters. 

"Much  more  might  be  said  but  enough  ground  has  already  been 
covered  for  this  article.  It  should  be  emphasized,  however,  that 
too  many  farmers  look  upon  the  taking  out  of  any  form  of  life 
insurance  as  conferring  a  favor  on  the  agent  or  his  company  to  the 
almost  total  exclusion  of  any  possible  benefit  to  himself.  Others 
are  beginning  to  realize  that  life  insurance  is  becoming  an  in- 
creasingly important  part  of  their  business,  that  its  effect  on  their 
credit  may  have  much  to  do  with  their  own  immediate  success  as 
well  as  the  future  welfare  of  their  family.  That  it  is,  in  fact,  an 
essential  part  of  the  stock-in  trade  of  the  successful,  up-to-date 
business  farmer  of  the  future." 


OUR  PORTRAIT  GALLERY— 68 


GOODBYE,  ANXIETYl 


BOILER  GOES  UP— PLASTER  COMES  DOWN 

Insurance  premiums  on  heating  boilers  are  very  small.  The 
damage  and  inconvenience  that  a  heating  boiler  explosion  can 
cause  is  great.    Heating  boilers  do  frequently  explode. 

A  Portland,  Maine,  man  was  blown  out  of  bed,  and  awoke  to 
find  himself  standing  up  in  his  room  with  the  plaster  falling  on  top 
of  him  when  three  forty  gallon  heating  boilers  suddenly  let  go  in 
the  cellar  of  the  apartment  block  where  he  lived.  He  escaped 
injury,  but  the  walls,  partitions,  and  furnishings  did  not. 

Labor  may  be  more  plentiful  now — but  plasterers  and  carpen- 
ters won't  work  for  nothing.  Furniture  has  come  down  very 
little.  Tenants  resent  being  showered  with  plaster — often  to  the 
extent  of  heavy  damage  suits.  There  must  have  been  a  reason 
for  that  explosion — The  Travelers  inspector  would  have  discovered 
and  corrected  it  before  the  crash  or  The  Travelers  would  pay. 


"goodbye,  anxiety!" 

FACTS  NO  DETERRENT 

"Going  back  to  the  business  of  complaints,' '  writes  the  manager 
of  the  Woolworth  Building,  in  an  article  in  the  American  Maga- 
zine, "tenants  aren 't  the  only  persons  with  whom  we  have  trouble. 
Outsiders  are  constantly  making  claims  for  damages  against  us. 
Some  of  these  may  be  honest,  but  there  is  a  large  class  that  makes 
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HARRY  E.  HILL 
Manager  at  Denver 
Compensation  and  Liability  Department 


a  business  of  trying  to  get  damages  for  injuries.  Hardly  a  day 
passes  that  someone  does  not  assert  that  he — or,  more  often,  she — 
has  slipped  or  tripped  in  some  part  of  the  building  and  been  injured. 

"A  woman  came  in  here  recently,  claiming  that  she  had  been 
injured  when  one  of  the  elevators  had  started  as  she  was  getting 
in.  She  persisted  in  her  claim  until  I  showed  her  that  it  was 
impossible  for  one  of  our  elevators  to  start  until  the  door  is  com- 
pletely closed." 

Those  Woolworth  elevators  must  be  safe — The  Travelers  in- 
spects them  constantly. 


GOODBYE,  anxiety! 


39,075  MOTOR  ACCIDENTS  IN  ONE  STATE 

The  New  York  Times  prints  a  despatch  from  Albany  which 
says,  according  to  reports  from  city  police  departments  made  to 
the  New  York  State  Bureau  of  Municipal  Information,  that  there 
were  39,075  automobile  accidents  in  New  York  state  cities  in 
1920.  The  article  also  says  that  there  were  945  persons  killed 
and  22,731  injured. 

The  Bureau,  in  a  report,  says  that  reckless  driving  or  the  care- 
lessness of  pedestrians  were  responsible  for  most  of  the  accidents 
in  which  one  or  more  persons  were  killed.  Other  causes  included 
losing  control  of  machinery,  intoxication,  slippery  pavements  and 
playing  in  the  streets. 


The  man  with  a  residence  burglary  policy  can  laugh  in  his  pajama  sleeves 
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AN  EIGHT-MILLION-DOLLAR  OUNCE 

(Reprinted  from  The  Insurance  Press,  New  York) 

Who,  nowadays,  even  notices  the  small  metal  or  framed  signs 
"Inspected  by — "suspended  in  every  oflSce  building  elevator? 

Excepting  by  a  rubber-necked  hick  from  upstate,  or  by  a 
flirtatious  youth  who  scans  the  placard  as  a  pretext  for  ogling  a 
coy  and  coax-me  fellow-passenger,  hardly  a  glance  is  given  these 
mute  symbols  of  an  ever-widening  watchguard  over  public  safety, 
for  the  cost  of  which  the  individual  citizen  doesn't  have  to  spend  a 
penny  a  year. 

The  multiple  elevator  systems  of  any  modern  sky-scraper 
possibly  carry  50,000  passengers  a  day,  allowing  each  occupant  of 
the  building  an  average  of  four  trips  daily. 

The  combined  fleet  of  these  indoor  airships  of  New  York  City 
alone  probably  transport  in  their  baskets  of  brass  a  greater  human 
tonnage  in  a  single  day  than  is  borne  across  the  Atlantic  in  a  year 
by  the  ships  that  sail  the  sea. 

An  unconscious  tribute — morn,  noon  and  eve — is  paid  to  the 
wisdom  of  architects,  the  skill  of  builders  and  the  vigilance  of 
inspecting  agencies,  by  the  heedless  unconcern  of  Father  Knicker- 
bocker, Brother  Penn  and  Miss  Chicago,  as  they  step  into  an  ele- 
vator on  their  way  to  and  from  business. 

Elevators  in  public  buildings  serve  as  a  single  illustration,  out  of 
a  dozen  carriers  and  utilities  which  might  be  named,  of  the  un- 
recognized service  rendered  by  insurance  companies  in  the  form 
of  indirect  protection  to  millions  of  persons  who  pay  no  premium. 

Some  one  must  pay  for  the  alert,  guarding  eye  that  never  sleeps. 
The  annual  report  of  one  insurance  company,  selected  at  random 
from  the  scores  of  statements  lately  published,  tells  who  pays  the 
freight.  The  1920  report  of  the  Travelers  companies  contains  an 
item  of  $7,882,484,  "for  the  prevention  of  accidents  by  inspection." 
To  this  cumulative  sum,  expended  by  one  company  alone  for 
accident  prevention,  could  be  added  the  similar  disbursements  of 
all  other  casualty  and  indemnity  companies,  and  the  conclusion 
is  obvious  that  the  general  public  has  received  the  indirect  benefit 
of  an  immense  outlay  by  insurance  interests. 

Conceding  that  this  outlay  may  be  prompted  by  no  altruistic 
motives,  but  solely  as  a  wise  measure  in  the  interests  of  scientific 
underwriting  and  a  legitimate  profit,  nevertheless  it  is  apparent 
that  the  good  accomplished  falls,  as  does  the  rain,  alike  upon  the 
just  and  the  unjust. 

Even  the  most  scoflBng  unbeliever  in  insurance  cannot  escape 
being  sheltered,  willingly,  under  its  mantle  of  protection.  Nearly 
every  elevator  that  runs,  or  flywheel  that  revolves,  or  boiler  that 
generates — even  the  sidewalks  of  the  city's  thoroughfares  and  the 
buildings  in  which  mankind  toils,  are  under  the  constant  sur- 
veillance of  trained  inspectors,  a  patrol  of  public  safety  on  ceaseless 
guard  for  the  prevention  of  human  harm. 

Last  year  The  Travelers  Indemnity  Company  paid  one-tenth 
as  much  for  the  prevention  of  accidents  by  inspection  as  it  paid  in 
actual  claims,  and  the  aggregate  expenditure  of  $7,882,484  in  this 
item  by  the  Travelers  companies  since  organization  represents  only 
a  fraction  of  "what  might  have  been!"  in  the  form  of  indemnity. 

This  nearly  eight  million  dollars  is  indeed  a  most  substantial 
ounce  of  prevention  which  has  provided  the  general  public  a 
measureless  shield  of  indirect  insurance  and  which  has  spared  the 
futile  and  lamenting  use  of  many  pounds  of  cure. 


Ten  Commandments  of  Driving 

I.  Drive  on  the  right  side  of  the  road;  it's  just  as  good  as 

the  left. 

II.  Slow  down  when  approaching  a  crossroad;  it  is  nearly 

as  dangerous  as  a  railroad  crossing. 

III.  Look  out  for  children.    You  can  never  tell  what 

they'll  do,  and  you're  always  in  the  wrong  if  you 
hit  one. 

IV.  Try  to  help  instead  of  hinder  the  traffic  officer;  he's 

there  for  your  good,  and  he's  got  a  tough  job. 

V.  Be  sure  that  your  "dimmers"  really  dim;  it's  no  joke 

driving  into  a  blinding  glare,  as  you  probably  know. 

VI.  Read  and  obey  the  warning  signs;  they're  not  put  up 

as  ornaments. 

VII.  If  you  feel  you've  got  to  speed — do  it  where  it  won't 
kill  anybody  but  yourself. 

VIII.  When  making  minor  repairs,  stop  where  your  car 
may  be  seen  from  both  directions;  otherwise  you 
may  stop  longer  than  you  anticipate. 

IX.  Speeding  around  corners  is  a  straight  route  to  the 

hospital.  Don't  race  past  a  stopped  street  car. 
Some  day  the  jury  may  call  it  manslaughter. 

X.  Use  discretion.    The  fact  that  you  had  the  right  of 

way  won't  bring  anybody  back  to  life — least  of  all 
yourself. 


IT'S  A  STRANGE  WORLD! 

If  a  man  who  has  incurred  the  obligation  of  a  wife  and  two 
children  suddenly  deserts  them  and  skips  off  to  parts  unknown, 
leaving  them  to  shift  for  themselves,  he  is  ostracized  by  .society. 
If  the  law  can  lay  hands  on  him,  he  is  forced  to  provide  for  their 
maintenance. 

But  if  a  man  who  has  a  wife  and  two  children  dependent  upon 
him  suddenly  dies  and  leaves  them  to  shift  for  themselves  as  best 
they  can,  the  minister  stretches  his  memory  to  discover  everything 
complimentary  he  can  say  about  him  in  the  funeral  oration,  and 
everybody  else  says  what  a  good  sport  he  used  to  be. 

When  you  come  right  down  to  it,  though,  is  there  such  a  tremen- 
dous difference  between  the  two? 

To  be  sure,  the  man  who  died  didn't  deliberately  die — but  he 
must  have  known  that  he  had  to  die  some  time,  and  he. certainly 
had  plenty  of  chances  to  buy  life  insurance  before  he  went. 

You  wouldn't  deliberately  desert  your  family  and  leave  them  to 
their  own  resources.    Don't  leave  them  so  unintentionally. 

The  premiums  on  a  Travelers  Guaranteed  Low-cost  Insurance 
Policy  are  a  low  price  to  pay  for  self-respect. 

"goodbye,  anxiety!" 


A  Travelers  engine  inspection  will  often  keep  the  wheels  going  'round 
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It  takes  •n'isdom,  perseverance,  and  brains 
to  make  money,  and  it  requires  the  same 
qualities  plus  good  fortune  to  keep  it  when 
made.  When  you  meet  a  man  who  has  not 
laid  away  a  cent  and  is  always  complaining 
that  social  conditions  and  oppressions  have 
prevented  him,  you  can  set  him  down  as  one 
who  never  deserved  to  succeed.  He  is  the 
second  text  of  the  old  proverb.  To  him  who 
hath  and  to  him  who  hath  not. 

Thrift  and  a  providence  cannot,  without 
other  traits,  amass  a  fortune  but  they 
concentrate  in  themselves  the  power  to 
forbid  poverty  and  secure  comfort.  It  is 
the  weathervane  who  takes  insurance  and 
drops  it  after  a  year  or  two;  but  it  is  the 
character  of  the  thrifty  to  secure  with 
prudence  and  hold  with  determination. 

To  the  rich,  insurance  is  a  convenience; 
to  the  man  of  comfortable  income  a  help 
and  a  means  of  saving;  but  to  the  immense 
majority  of  professional  and  business  men — 
mainly,  dependent  on  their  earnings  and 
salaries,  and  the  great  class  of  the  intelligent 
workers  who  form  the  backbone  of  the 
country,  insurance  is  a  vital  necessity. 
The  man  who  finds  insurance  a  convenience 
or  a  help  is  readUy  convinced.  The  man 
whose  need  is  vital  has  to  be  solicited  and 
argued  with. 

The  taking  of  life  insurance  is  not  only  a 
demonstration  of  thrrftiness,  but  it  is  a 
means  of  thrift.  He  who  learns  to  save  a 
certain  sum  for  an  obligation  due  on  a 
certain  day  learns  with  the  exercise  of  the 
habit  the  pleasure  of  saving  for  saving's 
sake.  Duty,  like  work,  becomes  a  pleasure. 
Life  insurance  is  a  protection,  a  saving,  a 
teacher  of  thrift;  and,  because  it  is  all  these 
things,  it  inspires  comfort,  pleasure,  and 
self-respect. 


Our  agents  all  over  are  appreciating  the  fact 
that  the  automobile  show  affords  a  splendid 
opportunity  of  presenting  their  case  before  the 
motor-owning  and  the  motor-buying  public. 
This  attractive  exhibit  is  the  booth  of  Martin  J. 
McEvoy,  Inc.,  at  the  Waterbury,  Conn.  show. 

This  agency  found  that  the  results  obtained 
loere  well  worth  the  trouble  involved.  Seven 
policies  were  sold  at  this  booth,  including  one  on 
the  first  car  sold  at  the  slww.    The  names  of 


approximately  150  live  prospects  were  also 
recorded  for  future  reference. 

Special  Agent  Barrett  of  the  Hartford  Branch 
was  instrumental  in  organizing  this  exhibit; 
he  has  also  persuaded  agents  to  display  at  the 
Bristol,  Torrington,  and  Norioich  shows.  As 
you  may  notice,  the  photographs,  which  the 
Publicity  Department  is  willing  to  loan  to  any 
agent  who  can  use  them,  and  the  colored  posters 
appear  to  good  advantage  here. 


GOODBYE,  anxiety! 

FORTY  DOLLARS 

Four  tens— each  one  a  promise  to  "pay  to 
the  bearer  on  demand."  Lay  them  out  in  a 
row — look  at  them! 

What  would  you  do  with  them? 

You  might  buy  a  suit  of  clothes — or  a  few 
silk  shirts — or  spend  a  pleasant  week-end  at 
the  lake. 

But,  if  you  were  flat  on  your  back  in  the 
hospital,  your  wife  was  hurt,  too,  you 
didn't  know  whether  the  baby  would  live  or 
not — and  in  all  the  world  you  had  forty 


dollars;  then  what  would  you  do?  And 
what  would  you  think? 

Wouldn't  you  think  of  all  the  money  you 
had  wasted;  of  the  clothes  you  had  bought 
that  you  didn't  need;  of  the  expensive 
dinners  you  could  have  lived  without,  and — 
would  you  remember  the  morning  that  some- 
one tried  to  interest  you  in  that  absurd  thing 
called  accident  insurance?  Would  you  re- 
member that? 

An  imaginary  situation?  No,  only  the 
man  I'm  thinking  about  had  the  foresight 
to  take  one  of  these  handy  little  accident 
protectors.  And  when  he  was  down  and  out 
he  said  to  us,  "I've  got  just  forty  dollars  to 
my  name.  Can  you  give  me  my  money 
every  month?" 


We  could  and  we  did.  His  wife  got  well, 
the  baby  got  well,  and  because  he  knew  that 
both  he  and  his  family  were  provided  for,  he 
got  well  himself  in  four  months.  The 
doctors  told  him  it  would  take  a  year. 

When  you  are  flat  on  your  back  and  the 
bills  pile  up  mountain-high,  who  is  going  to 
pay  them?     You  can  arrange  with  us  to 
take  care  of  them. 
Why  not  do  it  now? 


GOODBYE,  anxiety! 


John  D.  Hay,  Assistant  Manager,  Compen- 
sation and  Liability  Department,  Detroit, 
Michigan,  has  been  transferred  to  the 
Minneapolis  Branch  OflSce,  effective  March 
14th. 


Magic  words  in  any  selling  talk:  guaranteed  low-cost  life  insurance 
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The 

Tower  Window 

The  ways  in  which  plate  glass  can  be 
broken  seem  to  be  numberless.  Here's  an 
old  one,  which  might  be  termed  the  'War 
Memorial  hazard'  which  comes  from  New 
Orleans.  There's  an  old  cannon,  known  as 
Napoleon,  a  souvenir  of  Civil  War  days, 
standing  in  front  of  the  Louisiana  State 
Museum.  It  was  left  by  the  Federal  troops 
during  the  Civil  War,  and  later  used  in  a  big 
riot,  but  of  late  years  it  has  stood  merely  as  a 
historic  relic  in  this  public  place. 

Some  practical  jokers  loaded  it  up  with 
powder  a  few  nights  ago,  rammed  in  some 
newspapers  for  wadding,  and  an  old  fashion- 
ed cannon  ball  for  good  measure.  Then  they 
fired  it.  The  cannon  was  equal  to  the  occa- 
sion, but  surrounding  plate  glass  windows 
weren't.  About  a  hundred  dollars'  worth 
of  glass  was  broken. 

The  ball  went  through  the  side  of  a  house 
and  nearly  knocked  an  old  lady  out  of 
bed. 

*    +  * 

"What's  keeping  you  overtime?"  Charley 
the  Counterman  asked  one  of  the  junior 
clerks  in  the  branch. 

"Oh,  one  of  our  customers  dropped  his 
plate  glass  policy  and  now  we  gotta  make  him 
out  a  new  one." 


CONSCIENCE  AND  OTHER  GUIDES 

An  electrician  working  on  a  set  for  Thomas 
H.  Ince  planted  an  enormous  coil  of  wire 
almost  in  the  middle  of  a  rather  well  trodden 
path.  Thinking  it  best  to  issue  all  the 
warning  possible,  he  decided  to  put  up  a 
sign.    It  read: 

"2,000  volts.  Let  your  conscience  be  your 
guide." 

Signs  on  high  tension  wires  don't  seem  to 
do  an  awful  lot  of  good,  judging  by  the 
number  of  liability  suits  that  these  things 
start.  A  fellow  comes  along  and  sees  a  wire 
labelled  2,000  volts  and  he  just  wants  to  get 
hold  of  it  and  see  whether  there  is  that  much 
juice  in  the  wire,  just  the  same  way  that  he 
sticks  his  hand  onto  the  post  that's  labelled 
'wet  paint'  'ust  to  see  if  it's  really  wet. 

And  then,  if  he  gets  his  hands  burned  off, 
instead  of  letting  his  conscience  be  his  guide 
and  allowing  that  he's  made  a  fool  of  himself 
he  gets  some  lawyer  to  do  his  guiding, 
and  proceeds  to  make  life  miserable  for  the 
company  that  owns  the  line. 

*  *  * 

A  Philadelphia  pedestrian  was  held  up  and 
robbed  by  a  legless  man  in  a  wheel  chair. 
Just  the  same,  that  doesn't  mean  that  we 
have  the  bandits  on  their  last  legs! 

*  *  * 

If  you've  got  to  use  a  hammer,  build  a 
house.  [New  England  Printer. 

*  *  * 

The  only  fellow  we  know  who  does  not 
need  to  take  out  a  Travelers  Insurance 
Annuity  policy  against  a  'rainy'  day  is  a 
king — but  if  he's  wise  he's  taking  one  out 
against  a  'reignless'  day. 

*  *  * 

UNINSURED  lover's  8TRATEGEM. 

Rose — "He  said  he  would  kiss  me  or  die  in 
the  attempt." 
Marie— "Well?" 

Rose — "He  has  no  life  insurance,  and  I 
pitied  his  poor  old  mother." 

[Ohio  State  Sun-Dial. 

*  *  * 

PRACTICALLT  BURGLAR-PROOF 

"John,"  exclaimed  the  nervous  woman, 
"there's  a  burglar  trying  to  get  into  the  flat!" 

"I'U  get  up  and  give  him  the  fight  of  his 
life." 

"Aren't  you  afraid?" 

"Not  a  bit.  Any  burglar  who  thinks 
this  flat  can  hold  all  three  of  us  must  be  a 
little  bit  of  a  fellow." 

[Minn.  Morning  Tribune. 

"Goodbye,  Anxiety!" 


LOTALTT  AND  LIGHTNING 

They  say  that  lightning  doesn't  come  from 
the  sky  to  the  earth — that  currents  of 
positive  electricity  pass  one  way  while  cur- 
rents of  negative  electricity  pass  in  the 
opposite  direction. 

In  this  respect  loyalty  is  like  lightning — 
there  cannot  be  loyalty  from  employees  to 
employers  unless  there  is  loyalty  on  the 
part  of  employers  toward  employees. 

Group  insurance  is  a  bolt  of  positive  loyal- 
ty from  employers  to  employees. 

*  *  * 

"The  advertising  blotter  prints  in  your 
last  two  issues  of  Protection  certainly 

have  the  pep."     [J.  Fiedens,  Buffalo,  N.  Y. 

*  *  * 

NOT  A  "safety"  driver 

"Why  did  you  sell  your  car?" 
"Cost  too  much  for  repairs." 
"Wasn't  it  a  good  machine?" 
"First  rate.    Never  got  out  of  order. 
But  I  had  to  pay  for  repairing  the  people  it 

ran  over."  [Minneapolis  Journal. 

*  *  * 

REGRETFUL  CLARENCE 

"I  am  sorry  that  I  have  been  obliged  to 
indulge  in  this  unseemly  business  of  remov- 
ing some  of  your  property, ' '  wrote  a  burglar 
who  looted  a  Boston  apartment  of  expensive 
furs  and  liquors,  "but  necessity  forces  me 
to  forego  my  scruples.  However,  do  not 
bother  trying  to  find  any  finger  prints  about 
the  place.  I  am  not  that  kind  of  a  man. 
I  do  not  leave  such  things  after  me.  Regret- 
fully, Clarence." 

Burglars'  regrets  won't  buy  new  furs — a 

check  from  The  Travelers  will. 

*  *  * 

Automobile  accidents  are  beginning  to 
form  the  bulk  of  trespass  actions  tried  in  the 
common  pleas  court  since  the  Workmen's 
Compensation  Law  has  taken  industrial 
accident  cases  out  of  these  courts.  At  every 
term  of  court  nearly  half  the  cases  tried  grow 
out  of  automobile  accidents,  collisions  of  cars, 
or  running  down  pedestrians. 

]Wilkes-Barre  Record. 


Letter  to  the  Editor 

ONE  EVERY  TWENTY-FOUR  HOURS 

The  Tower  Window: 

Paraphrasing  the  old  proverb:  "An  apple 
a  day  keeps  the  doctor  away."    I  have  one 
for  the  insurance  business:  "A  policy  a  day 
keeps  the  sheriff  away!" 
Rochester,  N.  Y.  DUKE 
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TRAILS  THEM  IN  SNOWSHOES 

When  a  man  really  wants  to  work  he  finds 
a  way  in  spite  of  all  handicaps  nature  may 
throw  in  front  of  him.  Maine  is  a  snowj' 
state.  A  blizzard  there  means  roads  buried 
under  deep  drifts,  and  the  expenditure  of  a 
lot  of  effort  to  get  from  one  town  to  another. 
To  many  men  it  would  mean  an  excellent 
excuse  to  lie  back  and  toast  their  toes  in 
front  of  the  old  air-tight  stove.  But  to 
Agent  C  D.  Goodwin  of  Bangor,  Maine,  it 
looked  like  an  opportunity  to  talk  life  insur- 
ance with  some  prospects  when  they  wouldn't 
be  too  busy  to  listen  to  him.  So  he  put  on 
his  snow  shoes  and  started  out.  In  five  days 
he  covered  foiu"  towns  and  wrote  $15,000  of 
life  insurance.  Agent  Goodwin  has  proved 
by  his  experience  that  there  are  more  useful 
things  that  a  man  can  do  on  a  cold  wintry  daj' 
than  merely  keeping  the  fire  in  the  stove 
burning. 

"goodbye,  anxiety!" 

WHOLE  STAFF  HONORED 

The  entire  inspection  staff  of  the  Toronto 
Branch  OflSce  composed  of  Senior  Inspector 
J.  A.  MacKenzie  and  Inspectors  J.  F.  Henry, 
E.  A.  Johnson  and  E.  G.  Prince,  all  of  whom 
were  former  marine  engineers,  have  been 
made  honorary  members  of  the  National 
Association  of  Marine  Engineers  of  Canada. 

The  election  to  honorary  membership, 
which  in  itself  is  considered  a  distinct  honor, 
is  unique  when  it  comprises  the  whole  in- 
spection staff  of  the  Toronto  oflSce  and  shows 
the  high  standing  of  the  Toronto  personnel. 


"goodbye,  anxiety!" 


ANNIVERSARY  DINNER 

Seventeen  agents  of  the  Myer  D.  H. 
Lipman  Agency  were  present  at  a  dinner 
given  by  Mr.  Lipman  in  celebration  of  his 
fifth  anniversary  with  the  company  at  the 
Amity  Club  at  Baltimore,  on  the  evening  of 
March  1st.  The  home  office  was  represented 
by  Superintendent  of  Agencies  S.  R.  Mc- 
Bumey  and  Field  Assistant  Ralph  L.  Smith. 
W.  L.  Coudon,  Deputy  Insurance  Commis- 
sioner of  the  State  of  Maryland,  M.  Nelson 
Bond,  Manager,  and  Medical  Examiner 
McFadden  were  guests.  Mr.  Lipman's 
Agency  celebrated  the  anniversary  by 
writing  173  life  applications  for  a  total  of 
$1,065,000  insurance,  and  pledged  them- 
selves to  do  a  like  amount  during  each  re- 


Taking  the  Kick 
Out  of  Water 

Do  you  know  that  better  than  90 
percent  of  the  water  of  this  con- 
tinent has  a  very  decided  kick  in  it, 
boilerwise? 

Do  you  know  that  water  does  more 
damage  to  boilers  than  alcoholic 
beverages  to  humans,  because  every 
boiler  has  to  have  water  and  not  every 
person  has  to  have  "hooch?" 

You  know,  but  do  you  profit  by 
your  knowledge  of  the  fact,  that  The 
Travelers  can  tell  your  boiler-using 
clients  how  to  take  the  kick  out  of 
water? 

The  feed-water  analysis  service  of 
The  Travelers  is  a  business  getter  as 
well  as  a  loss  preventer. 


maining  month  of  the  present  year.  Mr. 
Lipman  was  presented  with  a  silver  platter 
by  the  members  of  his  agency. 

"goodbye,  ANXI ETY !" 

FUTURE  UNDERESTIMATED 

{Reprinted  from  Insurance  Leader,  St.  Louis) 
We  often  wonder  if  the  men  who  founded 
our  great  insurance  companies  ever  had  a 
vision  of  their  growth  which  has  taken  place 
in  recent  years. 

For  instance,  when  the  late  J.  G.  Batterson 
launched  The  Travelers  as  a  personal  acci- 
dent company  some  fifty-eight  years  ago, 
is  it  probable  that  his  imagination  was  robust 
enough  to  see  the  Company  developed  into  a 
great  life  and  casualty  institution  with  assets 
of  $203,500,000  and  an  annual  income  of 
almost  $100,000,000,  as  it  stands  today? 
We  hardly  think  so.  The  fact  seems  to  be 
that  none,  in  the  early  stages  of  insurance, 
put  a  sufficiently  high  value  upon  the  future 
possibilities  of  the  business.  And  even  now 
we  think  the  probabilities  of  the  continued 
growth  of  an  institution  like  The  Travelers  is 
rather  under  than  over  estimated.  Its 
enormous  income — over  95  millions — its 
great  volume  of  business  in  force — over  one 
and  a  half  billions — and  its  organic  and 
dynamic  force,  now  at  high  tide,  promise  to 
quickly  push  it  up  to  still  higher  place  in  the 
foremost  rank  of  the  giants. 

To  say  that  The  Travelers  is  superb  in 


service  and  efficiency  is  but  mild  praise  of  the 
strong  souls  who  have  engineered  it,  and 
through  its  progress  indicated  the  possibili- 
ties for  achievement  when  the  fimdamentals 
of  an  insurance  company  are  right  in  prin- 
ciple and  the  management  squares  with 
justice  and  equity  in  practice.  The  moral 
could  not  be  other  than  "Insure  in  The 
Travelers." 

"goodbye,  anxiety!" 

RESULT  OF  GROUP  PAYMENT 

This  appeared  in  a  Michigan  newspaper. 
It  has  value  for  The  Travelers  agent  in  that 
community. 

CARD  OF  APPRECIATION 

We  wish  to  thank  The  Huron  Milling 
Co.,  for  the  prompt  payment  of  life  insurance, 
provided  by  the  company  to  its  workmen. 
Mr.  Balcer  had  been  employed  by  The  Huron 
Milling  Co.,  one  year  and  two  days.  His 
family  received  $750.00. 

Mrs.  F.  Balcer  and  family. 


DEATH  OF  WALTER  B.  GOLDEN 

It  is  with  regret  that  we  announce  the 
death  of  Walter  B.  Golden,  which  occurred 
suddenly  on  February  26th.  Mr.  Golden 
had  served  the  Company  loyally  and  well  as 
local  representative  at  Butler,  Pa.,  over 
eleven  years.  He  will  be  missed  in  our 
organization. 


THE  AGENT'S  CHILDREN 
I  have  a  little  girl 
Who  can't  count 
Up  to  three 
As  yet 

But  if  I  ask  her 
To  bring  me 

Two  blocks  and  one  block 
She  will  bring  me  three 
And  that  makes  me  think 
That  if  I 

Remember  that  prospects 
Are  children  insurancewise 
And  if  I  am  careful 
To  state  insurance  facts 
So  that  they  can 
Comprehend  them 
I  will  not 
Confuse  them 
And  lose  my  chance 
Of  making  them  understand 
My  proposition  sufficiently 
So  that  they  will  feel 
They  need  my  policies. 


Moral:  Insure  in  The  TRAVELERS 
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PROTECTION 


DON'T  LET  YOUR  "SILENT  SALESMAN"  BE  TOO  SILENT 


Printing  salesmen  just  dote  on  calling  their  products,  such  as 
advertising  blotters,  "silent  salesmen." 

The  trouble  with  insurance  blotters  of  the  old  school  was  that 
they  were  too  silent.  They  spoke  the  name  of  some  company 
and  of  some  agent  but  that  was  about  all  they  said.  Naturally, 
having  nothing  interesting  to  say,  they  did  not  make  much  of  an 
impression. 

A  silent  salesman,  like  a  flesh-and-blood  salesman,  should  really 
make  a  point  and  if  they  will  illustrate  their  remarks  so  much 


the  better.    You  know,  people  read  pictures  as  well  as  words. 

If  you  want  a  selling  talk  for  your  silent  salesmen  here  are  two 
suggestions.  And  if  you  want  illustrations  you  may  have  electro- 
types of  either  of  these  pictures  on  this  page.  Just  ask  the  Public- 
ity Department,  The  Travelers  Insurance  Company,  Hartford, 
Connecticut.  Turn  the  electrotype  or  electrotypes  and  this  page 
of  Protection  over  to  your  printer.    He'll  do  the  rest. 

P.S. — These  suggestions  are  0.  K.  for  newspaper  advertising, 
too.    These  line  cuts  show  up  well  on  newsprint. 


A  Welcome  Visitor — The  Monthly  Check  from  The  Travelers  Insurance  Company 


A  Friend  in  Need 

In  times  of  trouble  your  friends  are  usually  too  busy 
to  give  you  more  than  their  condolences. 

But  a  Travelers  Life,  Accident  or  Health  Policy 
taken  out  through  this  agency  assures  you  a  friend 
whose  business  it  is  to  provide  financial  assistance 
at  such  a  time. 

The  condolences  he  sends  will  pay  the  doctor,  the 
grocer  and  the  landlord. 

SMITH,  BROWN  ^  JONES 

Insurance  Specialists 

TELEPHONE  CHARTER  1234     406  CENTRAL  AVENUE 


The  Travelers  Guarantees  Certainty  and  Charges  No  More  Than  Certainty  Costs 


The  Girl  Who  Was  Worth  Marrying 
Is  Worth  Protecting 

While  other  women  have  been  learning  how  to  earn 
a  living,  your  wife  has  been  spending  her  energies 
making  you  comfortable. 

Why  not  assure  her  that  she  will  never  have  to 
compete  in  business  on  unequal  terms  with  better 
trained  women?  Protect  her  with  a  Travelers  Guar- 
anteed Low-cost  Life  Insurance  Policy! 

SMITH,  BROWN  JONES 

Insurance  Specialists 

TELEPHONE  CHARTER  1234     406  CENTRAL  AVENUE 
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No  horses  left  in  the  world!  Who  said  so?  No  trouble  to  find  candidates  for  teams  insurance 
in  South  Water  Street,  Chicago,  nor  in  the  streets  of  any  town  in  the  Union. 


PROTECTION 


GROUP  INSURANCE  HELPS 

"When  two  people  share  a  joy,  it  is  doubled;  when  they 
share  a  sorrow,  it  is  halved." 

"Could  any  argument  against  human  selfishness,  or  for 
the  wisdom  of  human  co-operation  be  stronger?" 

[The  Outlook. 


PROTECTION  AND  INVESTMENT 

Many  Big  Advantages  in  a  Contract 
Which  Combines  Both 

Men  are  beginning  to  look  at  insurance  in  the  light  of  an  in- 
vestment from  which  they  may  themselves  enjoy  the  fruits. 
There  is  a  growing  tendency  toward  policies  that  specifically 
provide  for  the  protection  of  the  old  age  of  the  policyholder  and 
beneficiary,  as  well  as  for  the  protection  of  the  beneficiary  in 
middle  life. 

It  is  always  more  or  less  of  a  problem  for  a  young  man  to 
determine  exactly  what  form  of  insurance  policy  is  best  suited 
to  his  needs.  Ordinary  life  gives  him  the  largest  amount  of 
permanent  insurance  protection  for  his  money  and  the  cheapest 
protection  for  his  beneficiary. 

There  is  much  to  be  said  in  favor  of  endowment  policies. 

The  American  Bankers  Association,  upon  the  basis  of  its  own 
statistics,  states  the  case  of  one  hundred  average  bank  depositors, 
men  25  years  old,  who  are  on  an  equal  basis. 

Forty  years  elapse.   The  men  are  now  65  years  old. 
1  is  wealthy. 

4  are  well-to-do. 

5  live  on  weekly  earnings. 
36  are  dead. 

54  are  not  self-supporting. 

Thirty-six  of  this  number  would  probably  have  gained  by 
taking  out  ordinary  life  insurance.  For  the  same  premium 
investment  they  would  have  left  a  larger  amount  of  insurance. 

The  one  wealthy  man  would  have  had  his  income  increased 
by  the  benefits  from  an  insurance  annuity  at  age  65  policy. 

The  four  who  are  well-to-do  would  have  been  able  to  enjoy 
a  little  more  luxury  in  their  old  age,  through  the  insurance 
annuity  contract. 

The  five  who  are  living  on  their  weekly  earnings  would  probably 
be  able  to  enjoy  a  well  earned  rest. 

But  the  fifty-four  who  are  not  self  supporting  would  be  elevated 
to  the  level  of  independence  and  would  greatly  benefit  by  the 
income  from  their  insurance. 

Judging  the  relative  advantages  of  ordinary  life  and  insur- 
ance annuity  by  these  statistics,  it  appears  that  59  (not  counting 
the  one  wealthy  man  and  the  four  well-to-do-men)  benefit  more 
by  insurance  annuity,  whereas  only  36  benefit  more  by  ordinary 
life. 

There  are  three  dangers  threatening  every  man:  Early  death, 
which  might  leave  his  family  unprotected;  permanent  disability 


during  his  working  years,  which  would  make  him  a  load  on  his 
family  instead  of  the  carrier  of  the  load  of  his  family;  and  de- 
pendence in  his  old  age. 

Ordinary  life  best  protects  a  man  against  the  first  two  of  these 
dangers  because  its  premiums  are  lower,  and  he  can  buy  more 
insurance  for  his  money.  But  it  makes  no  specific  provision 
(other  than  the  cash  surrender  value)  for  handling  the  third. 
The  insurance  annuity  in  a  very  satisfactory  manner,  takes  care 
of  these  first  two  hazards,  and  also  makes  a  very  desirable  pro- 
vision for  old  age. 

If  a  man  can  afford  it,  he  does  well  to  invest  in  an  insurance 
annuity  or  in  long  period  endowment  insurance.  That  one 
policy  gives  him  the  best  form  of  "three  point  coverage"  on  the 
market.  It  protects  his  family  against  the  loss  of  his  earning 
power  in  his  productive  years.  It  protects  both  his  family  and 
himself  against  permanent  and  total  disability— and  it  protects 
both  his  wife  and  himself  against  the  dreary  prospect  of  financial 
dependence  when  old  age  renders  him  no  longer  able  to  work. 


OLDEST  ACCIDENT  COMPANY 


PROVISION  FOR  VETERANS 

Various  methods  of  providing  for  the  old  age  of  veteran  em- 
ployees have  been  tried  out  by  various  employers  by  means  of 
wholesale  life  insurance  in  The  Travelers. 

Employers  have  taken  all  sorts  of  policies  to  make  such  provi- 
sions but  the  scheme  that  has  worked  the  best  has  been  to  an- 
nounce that  employees  may  retire  between  the  ages  of  65  and 
70  on  half  pay  and  then  for  the  employer  to  purchase,  at  the  time 
of  retirement,  a  single  premium  annuity  that  will  pay  in  monthly 
installments  half  as  much  as  the  employee  has  been  receiving. 

Fixing  the  retirement  age  inflexibly  has  many  disadvantages. 
Fixing  it  from  65  to  70  seems  to  work  best.  Many  employees  do 
not  want  to  quit  at  65.  Many  do  not  want  to  wait  till  70.  And 
the  employer  doesn't  want  to  retire  some  men  at  65  and  some 
he  wants  to  retire  on  a  pension  before  70.  The  best  system  is  to 
let  the  age  be  fixed  by  mutual  agreement  between  the  employer 
and  each  individual  employee. 

The  purchase  of  the  single  premium  annuity  guarantees  the 
pension  to  the  employee  and  cleans  the  slate,  as  far  as  the  employer 
is  concerned,  with  one  transaction. 


Some  men  meet  a  problem  with  a  complicated  remedy 
and  achieve  a  complicated  result. 

Others  seek  the  simplest  and  most  direct  solution  and 
solve  the  problem  definitely  and  quickly. 

In  life  insurance  guaranteed  low-cost  insurance  does  not 
complicate  insurance  with  things  which  have  nothing  to  do 
with  insurance. 

Simply  and  definitely  it  concentrates  on  the  problem  of 
providing  life  insurance  and  solves  it  with  the  maximum  in- 
surance results  at  the  lowest  cost. 


A  Travelers  Annuity  never  goes  below  par 
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PROTECTION 


WHEN  THE  WOMAN  SIGNS 
"Sign  here,  "  the  man  said. 

The  woman  obediently  took  the  pen  and  wrote  her  name  as 
directed,  then  left  the  office  with  a  sigh  of  relief  that  that  duty  was 
done. 

Some  minor  tax  problem  after  the  death  of  her  husband  had 
summoned  the  woman  to  some  kind  of  legal  consultation.  She 
didn't  understand  it — didn't  try  to.  There  had  been  so  many 
things  to  do  that  she  did  not  understand,  and  she  didn't  feel  like 
attending  to  anything. 

She  told  a  masculine  friend  about  the  tax  problem  and  how  she 
had  settled  it. 

"What  did  you  sign.'"  the  man  asked. 

Woman  said  she  didn't  know — that  the  man,  who  had  had  her 
swear  to  something,  talked  so  fast  that  she  did  not  understand  a 
word  he  said. 

"Did  you  swear  to  something?"  Friend  asked. 

Woman  agreed  that  she  had. 

"And  you  don't  know  what  it  was?" 

The  man  was  impatiently  curious.  Woman  admitted  that  she 
didn't — with  a  vague  notion  penetrating  her  brain  that  something 
was  wrong — that  she  had  not  done  as  she  ought. 

Man  said  things  under  his  breath — then  out  loud — and  a  lectiu-e 
about  signing  things  without  knowing  what  they  were;  that 
almost  impressed  the  woman. 

She  had  done  as  she  was  told.  Wasn't  that  enough?  was  her 
defense. 

She  had  only  done  what  nine-tenths  of  the  women  in  the  world 
do  when  told  to  sign — just  did  it.  What  she  signed  she  trusted  to 
the  man's  understanding  and  honesty.  The  "Whereases" 
"Abovementioneds"  "Prithees"  and  Aforesaids"  confused  her  so 
that  the  legal  documents  meant  as  little  to  her  as  the  writing  of  her 
name  and  that  means — not  much.  Most  women  can  sign  a  check 
for  most  any  sum  without  a  thought,  when  if  she  had  to  pay  half 
the  amount  in  cash,  she  would  not  for  a  moment  consider  it. 

To  the  average  woman  her  signature  is  the  least  of  her  troubles. 

[Detroit  News. 

*    *  * 

A  woman's  mind  is  not  usually  trained  to  matters  of  finance. 
She  almost  invariably  relies  on  the  advice  of  some  man  on  matters 
of  this  kind.  If  he  recommends  that  she  sell  the  good  reliable 
securities  which  her  husband  has  left  her  and  invest  in  something 
which  promises  a  larger  return,  she  is  very  likely  to  sign  the  power 
of  attorney,  which  gives  him  the  right  to  dispose  of  them,  without 
giving  the  matter  any  deep  consideration.  Her  adviser  may  be 
honest  and  also  a  shrewd  judge  of  the  stock  market — and  then 
again  he  may  not. 

It  is  for  this  very  reason  that  we  so  strongly  recommend  that  the 
father  of  the  family  leave  a  large  proportion  of  his  estate  in  life 
insurance,  payable  on  the  monthly  income  plan  of  The  Travelers 
Insurance  Company,  without  right  of  assignment. 

No  paper  which  any  man  can  present  her  to  sign  can  then  de- 
prive her  of  her  monthly  income — the  bread  and  butter  of  the 
family. 


OUR  PORTRAIT  GALLERY  — 59 


J.  A.  COFFMAN 
Assistant  Superintendent  of  Agencies 
Life,  Accident,  and  Group  Departments 


BURGLARY  RISKS  THAT  WE  WILL  NOT  INSURE 

Agents  have  frequently  written  in  to  the  Home  Office  asking  why 
the  company  will  not  accept  such  risks  as  fire-proof  safes  or  cab- 
inets in  moving  picture  or  other  theatres. 

There's  a  very  good  reason  for  this  refusal.  Few  of  these  fire- 
proof safes  have  burglar-proof  chests,  and  an  ordinary  fire-proof 
safe  is  practically  no  protection  at  all  against  the  experienced 
burglar  and  is  also  an  easy  job  for  the  amateur  cracksman. 

Theatres  are  likely  to  be  targets  for  the  experienced  burglar, 
especially  late  Sunday  night  or  Monday  morning.  The  receipts 
from  four  performances,  Saturday  and  Sunday  afternoons  and 
evenings,  are  then  in  the  safe  waiting  to  be  deposited  in  the  bank 
when  it  opens  Monday  morning.  Any  one  who  has  watched  the 
line-up  of  people  in  front  of  a  movie  house  at  any  of  these  per- 
formances, ready  to  pay  fifty  cents  a  head  for  admission,  can 
easily  realize  that  by  Sunday  night  a  considerable  sum  has  been 
accumulated. 

Even  if  the  theatre  has  a  watchman  the  money  is  not  well 
protected.  If  he  doesn't  happen  to  be  open  to  reason  in  the  form 
of  a  cash  bonus,  he  can  easily  be  rendered  hors  de  combat  by  force. 
Only  if  the  theatre  owner  is  anxious  to  protect  himself  and  is 
willing  to  install  a  really  burglar-proof  safe  can  The  Travelers 
protect  him. 


The  man  who  has  studied  insurance  huyology  picks  The  Travelers 

[91] 


4 


PROTECTION 


New  Automobile  Circular  Now  Ready 


YOUR. 

/!^UTOMOBiLE- 


TKHOUGH  THE 


\  LIABILITY 
'  PROPERTY  b/^n/^QE 

COLLiSiOri 


WITH  this  issue  goes  a  copy  of  the  1921  automobile 
folder  "Your  Safeguard."  A  supply  of  these,  in  limited 
number,  can  be  obtained  by  applying  to  your  Branch  Office. 
They  slip  easily  into  a  No.  6  envelope  and  can  be  mailed  with 
other  matter  for  two  cents. 
One  of  the  most  effective 
ways  of  using  them  is  to  mail 
ten  or  a  dozen  to  a  list  of 
prospects.  Then  make  fol- 
low-up calls  within  three 
days.  After  soliciting  all 
your  first  list,  mail  a  second 
dozen.  Used  in  this  manner, 
the  folder  acts  as  a  first  in- 
terview and  is  of  great  assist- 
ance in  selling  automobile 
insurance. 


"THROUGH   THE  WINDSHIELD"  STILL  AVAILABLE 

THIS  splendid  circular,  which  was  issued  last  season,  is  a  blaze 
of  color  and  strikingly  valuable  for  many  uses  not  served  by 
the  new  folder.  It  is  8|  inches  long  and  is  therefore  an  ideal  en- 
closure for  a  large  letter  or  a  policy.  The  "Sheriff's  Sale"  illustration 
is  the  most  powerful  single  argument  we  have  ever  seen.  Use  this 
folder  for  public  displays  or  wherever  color  is  needed. 


THE  HAND  BOOK  OF 
INFORMATION  AN 
INVALUABLE  WORK 

/F  there  is  any  knotty,  point 
you  do  not  understand,  this 
readablelittle  book  will  straighten 
it  out.  It  contains  the  gospel  of 
automobile  insurance  stated  in 
simple  terms.  It  includes  sug- 
gestions for  making  sales  and  for 
doing  advertising.  We  issued 
it  a  year  ago  for  the  benefit  of 


AUTOMOBILE  INSURANCE 

^cTRAVELER5 

HARTFORD.  CONNECTICUT 


This  reproduction  of  the  famous  "  Through 
the  Windshield"  circular  is  in  exact  pro- 
portion to  the  new  circular  illustrated  above 


our  representatives,  but  there  are 
many  who  have  never  had  a  copy. 
If  you  are  one  of  these,  write 
your  Branch  Manager  at  once 
and  ask  for  your  copy. 


Write  to  Your  Branch  Office  Today 

If  you  have  a  display  window,  ask  about  photographs 


PROTECTION 


WHEN  DEATH  MET  HIM  FACE 
TO  FACE 

Tom  Murray  Thought  of  His  Life  Insurance, 
Not  of  His  Sins 

Tom'  Murray,  county  commissioner, 
stepped  lightly  in  his  office  in  the  county 
building  today,  greeted  his  friends  with  a 
firm  hand-shake,  and  sat  down  to  tell  all 
about  his  trip  almost  to  eternity  and  return. 

"On  Sept.  15  they  found  me  in  the  loop 
about  ready  to  die.  I  had  lost  much  blood," 
he  said. 

"Some  one  notified  the  county  hcspital 
that  I  would  be  out  and  when  I  got  there  the 
stage  was  set. 

"As  they  laid  me  on  the  operating  table 
the  surgeons  thought  I  was  unconscious.  I 
wasn't.  I  heard  the  nurse  say  she  couldn't 
find  my  pulse.  I  heard  a  doctor  order  my 
relatives  be  sent  for.  Another  said  I  would 
die  in  about  five  minutes. 

"Then  they  brought  in  a  young  Bohemian. 
I  saw  his  blood  rise  in  the  vessel  and  then 
descend  as  it  ran  into  my  veins.  That  quart 
of  blood  was  wonderful.  I  never  had  such  a 
drink  in  my  life.  They  told  me  if  they  had 
been  forced  to  wait  five  minutes  the  opera- 
tion would  have  been  useless. 

"How  does  it  feel  to  die?"  he  was  a.sked. 

"O,  it's  easy,"  Tom  replied.  "A  mighty 
comfortable  feeling,  I  think.  My  whole 
past  did  not  pass  before  my  eyes.  Not  at  all. 
I  ju.st  had  one  thought — that  my  wife  was 
well  protected  by  my  life  insurance.  I  was 
ready  to  pass  on.  Unless  you  are  in  physical 
pain,  it  is  easy  to  die." 

[From  a  Chicago  paper. 


SCENE  OF  ATTEMPTED  ROBBERY  OF  AMMON  DAVIS.  112  QUEEN  ST. 

EAST.  LAST  NIGHT 


OLDEST  ACCIDENT  COMPANY 

ABOUT  BOYS  AND  DOGS 

It  is  hard  for  the  airedales  and  setters  to 
understand  about  cars.  They  never  think 
before  they  cross  a  crowded  street.  And  in 
spite  of  all  the  training  we  can  give  them, 
too  many  of  them  are  killed  before  they  learn 
to  be  careful. 

Little  boys  are  quite  like  dogs  in  some 
respects.  Take  Jack,  for  instance.  His 
parents  had  been  worried  because  he  persisted 
in  crossing  the  street  without  looking  first 
for  passing  vehicles. 

To  impress  Jack's  mind  with  the  necessity 
of  being  more  careful  his  dad  was  telling  his 
wife,  in  the  presence  of  the  child,  a  story  of 
another  little  boy  who,  while  crossing  the 
street  with  an  ice  cream  cone,  had  been  run 


I.  TWO  THUGS  ENTEO. 
STORK  AT  176  CpUEBIM  E 
AND  POINT  auN  AT 
PROPRlETOra  WHO- 
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BY  REVOLVER  .  . 
AT  THIS  POINT— 
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ON  STARTER  AND 
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3. -THE  PROPRIETOR'S 
SON  APPEARS  AND 
THE  THU6S  RUN  OUT 
THE  FRONT  DOOR- 


-  A  NO  ACROSS  QUEEN 

.  ST.  CLOSELY  Pursued 

8T  FATHER  AND  SON 
AND  RAPIOLYQROWINQ 
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— Courtesy  Toronto  Daily  Star 
We  spoke  recently  of  burglaries  being  so  common  that  the  newspapers  were  serving  them 
up  as  comic  strips.    We  meant  that  only  half  in  fun;  but  since  seeing  the  above  pictures 
from  a  Canadian  newspaper,  have  concluded  that  we  spoke  the  serious  truth. 


down  by  a  heavy  motor  truck.  For  a  few 
moments  the  child  sat  thinking  hard,  and 
then  he  asked: 

"Did  he  spill  the  cone,  pop?" 

Probably  Jack  will  cross  the  street  again 
tomorrow  without  looking  either  way,  as  a 
little  boy  in  Chicago  did.  A  truck  full  of 
paper  stock  was  passing  his  school  at  recess. 
He  ran  out  into  the  street,  clutched  at  one  of 
the  gaily  colored  streamers,  and  fell  under 
the  wheels  of  a  truck  directly  behind.  He 
was  killed. 

So  it  seems  that  the  best  thing  for  the  dads 
who  run  automobiles  themselves  to  do  is  to 
remember  that  the  little  boys  who  are  play- 
ing near  the  streets  are  very  much  like  his 
own  boy  at  home,  who  lets  all  his  parents' 
warnings  go  in  one  ear  and  out  the  other. 
Little  son  would  probably  not  hesitate  to 
dart  across  the  street  at  the  exact  second 
when  the  spirit  moved  him,  and  dad  will 
just  have  to  look  out  for  the  boys  who  are 
likely  to  chase  balls  and  other  boys  in  the 
thick  of  the  traffic.  Some  other  motorist 
is  looking  out  for  Jack. 

Then  there  would  not  be  so  many  little 
boys  who  learn  from  sad  experience  that 
automobiles  are  as  dangerous  to  boys  and 
dogs  as  lions  and  tigers,  nor  so  many  dads 
who  learn  from  personal  injury  suits  that 


little  boys  don't  stop  to  look  before  they 
leap.  Knowing  that,  most  men  take  out 
their  automobile  liability  insurance  as  a 
safeguard  to  themselves  at  the  same  time 
that  they  watch  out  carefully  to  protect 
the  little  boys,  in  driving  along  the  city 
streets. 


OLDEST  ACCIDENT  COMPANY 


WHEN  AN  ENGINE  GOES  WRONG 

Property  damage  ranging  somewhere  be- 
tween $10,000  and  $15,000  was  caused  by 
the  "explosion"  of  an  engine  in  a  Newburgh, 
N.  Y.,  paper  mill.  A  broken  pulley  threw 
off  a  belt  and  relieved  the  engine  of  its  load. 
Immediately  it  began  to  race.  Before  the 
power  could  be  shut  off  the  crash  came. 

The  flywheel  was  completely  torn  off  and 
went  flying  through  the  wall.  Other  parts 
of  the  engine  crashed  through  the  ceiling. 
Some  arteries  of  the  sprinkler  system  were 
severed.  A  flood  of  water  added  to  the 
damage.  Fortunately  no  one  was  injured. 
The  factory,  however,  is  forced  to  lay  off 
all  hands  for  a  month  until  the  damage  is 
repaired. 


Wherever  monthly  income  life  insurance  is  being  presented,  monthly  income 

life  insurance  is  being  sold 
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PROTECTION 


The 

Tower  Window 

Miami,  Florida,  has  a  $1,000  damage  suit 
on  its  hands.  A  citizen  was  walking  through 
one  of  the  parks  when  a  cocoanut  dropped  and 
hit  him  on  the  cranium.  Miami  probably 
wishes  that  it  could  wipe  the  law  of  gravita- 
tion ofl  its  statute  books. 

*  *  * 

don't  shoot  until  tod  see  the  stab  on 

HIS  COAT 

For  an  hour  Hickville  had  been  hot  on  the 
trail  of  a  burglar.  At  last  they  got  him 
cornered  in  a  cellar.  Someone  had  to  go 
down  and  fetch  him  out.  No  one  appeared 
particularly  enthusiastic,  but  at  last  the 
Pol  ice  Department  allowed  that  it  was  his 
privilege. 

He  started  down  the  steps,  paused  a  mo- 
ment, and  turned  to  the  group  of  farmers  who 
were  waiting  at  the  head  of  the  stairs  with 
their  guns  all  ready  for  business. 

"Jest  one  word  of  caution,  brethren," 
he  begged,  "jest  one  word.  If  you  see  two 
men  atumblin'  up  them  steps,  fer  Gawd's 
sakes,  don't  fire  at  the  fu'st  one." 

*  *  * 

Ten  thousand  Chicago  men  and  women, 
according  to  Henry  Barrett  Chamberlain, 
director  of  the  Chicago  Crime  Commission, 
have  taken  up  crime  as  a  profession  and  are 
practicing  their  trade  with  all  the  .skill  and 
system  of  a  modern  business.  In  1919  this 
crime  trust'  did  a  $12,000,000  business. 


WHY  BURGLARY  KATES  ARE  HIGH  FOB 
APARTMENTS 

"John,  I  hear  burglars." 

The  dutiful  husband  arose  and  tiptoed 
bravely  out.    After  undue  delay  he  returned. 

"Oh,  John,"  said  the  wife,  "what  kept  you 
so  long?  I  was  so  afraid  they  had  over- 
powered you." 

"No,  dearie,  they  were  stealing  the 
talking  machine  from  the  people  across  the 
hall,  and  I  just  made  sure  that  they  got  all 
the  records."  [Kansas  City  Star. 

*  *  * 

■  9,180,316  automobiles  were  registered  in 
the  United  States  during  the  year  1920. 
Approximately  8,234,490  were  for  passenger 
use,  and  945,826  were  commercially  employ- 
ed. This  makes  approximately  one  prospect 
for  Travelers  Automobile  insurance  in  every 
eleven  people. 

*  *  * 

Heretofore  Canada  has  been  a  haven  of 
refuge  for  many  fathers  who  wanted  to  avoid 
the  responsibility  of  caring  for  their  families. 
But  it  is  not  so  any  longer;  a  treaty  has 
recently  been  ratified  with  Canada  which 
gives  American  officers  the  right  to  extradite 
and  bring  back  into  the  United  States  all 
Americans  who  flee  the  country  and  leave 
their  offspring  a  burden  on  the  community. 

Unfortunately  no  law  can  ever  be  passed 
which  can  provide  for  the  extradition  of 
delinquent  fathers  from  the  Great  Beyond 
who  die  and  leave  their  children  on  the 
community. 

*  *    *  * 

Motorist  (after  hitting  pedestrian) — 
"You  were  trying  to  cross  in  the  middle  of 
the  block." 

Pedestrian — "What  difference  does  it 
make?  If  I  cross  at  the  corner  you  will 
knock  me  right  into  the  middle  of  the  block, 
and  we  might  just  as  well  begin  there." 

[St.  Louis  Post-Dispatch. 

*  *  * 

Any  man  who's  likely  to  be  out  late  these 
nights  needs  a  Travelers  accident  policy. 
If  he's  lucky  enough  not  to  be  shot  by  a 
burglar  he  can  hardly  hope  to  escape  being 
shot  for  a  burglar. 

*  *  * 

WITH  A  PROVISO 

"Dodging    automobiles    is  a  healthful 

exercise,"  .says  a  physician.  If  you  are 
successful  in  the  dodging. 

[Boston  Transcript. 


HANG  ON  TO  THAT  ACCIDENT  POLICY 

Bath  tubs  and  soap  are  a  deadly  combina- 
tion, responsible  for  hundreds  of  accidents 
that  occur  around  the  home.  Occasionally 
these  two  work  up  something  new  between 
them. 

A  New  York  insurance  man  was  taking  a 
bath.  Hopping  out  of  the  tub  he  hit  on  a 
piece  of  wet  soap  that  he  had  dropped  a 
minute  or  so  before.  Then  something 
happened ;  he  shot  across  the  room,  swooped 
through  a  low  open  window,  and  landed  on 
the  sidewalk  below — attired  in  a  scantier 
apparel  than  a  Greek  statue. 

Luckily  he  escaped  with  his  life — but  he 
sustained  injuries  of  a  painful  nature.  Being 
in  the  business,  he  undoubtedly  was  protected 
by  accident  insurance. 

Apropos  of  dropping  out  of  the  window,  a 
Los  Angeles  pedestrian  was  badly  shaken 
up  when  one  of  his  fellow  citizens  hurled 
his  wife  out  of  the  window  and  she  landed  on 
top  of  him.  Being  hit  by  a  milk  bottle  is  not 
an  uncommon  occurrence,  but  to  be  bowled 
over  by  a  thrown  wife  is  more  of  a  distinction. 

*  *  * 

we're  not  SURPRISED 

In  one  Philadelphia  almshouse  only  three 
out  of  1,100  inmates  had  been  beneficiaries 
under  a  life  insurance  policy. 

*  *  * 

HE  MUST  HAVE  CARRIED  PROPERTY 
DAMAGE  INSURANCE 

A  large  racing  car,  driven  by  a  man  named 
Brewer  of  Columbus  and  emerging  from  a 
cloud  of  dust  stirred  up  by  another  car, 
struck  a  new  Ford  touring  car  on  the  east 
road  out  of  Parsons,  Wednesday  evening. 
The  Ford  was  turned  over  twice  and  com- 
pletely demolished,  but  the  occupants,  two 
young  men  and  two  young  women,  had  a 
miraculous  escape  from  serious  injury. 
Brewer  has  offered  to  pay  all  damages. 

.  [Independence  Free  Press. 

*  *  * 

too  much  MUSTARD 

Three  bank  robbers  were  routed  by  mus- 
tard gas  in  a  Utica,  Mich.,  bank.  Tubes  of 
the  gas  had  been  placed  in  the  bank  vault 
ten  days  before  as  a  precaution  against 
bandits.  When  the  yeggmen  blew  in  the 
doors  the  tubes  burst,  and  the  thieves  fled, 
leaving  85  cents  of  their  own  money  and  an 
extensive  kit  of  burglar's  tools  behind  them. 


The  Agent  who  lets  life  policies  lapse  works  for  half  pay 
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PROTECTION 


TIMES  HAVE  CHANGED 

One  of  the  biggest  office  buildings  in 
Athens,  Georgia,  carried  only  5/10  limits 
on  its  elevators.  Agent  J.  C.  Jester  stepped 
in  to  see  the  manager  one  day. 

"I  understand  you  carry  only  5/10 
limits  on  your  elevators.^"  he  said. 

"Yes,"  replied  the  manager,  "we've 
carried  that  for  a  long  time,  and  I  think 
it's  enough. 

"Well,  I  want  to  tell  you  something," 
continued  IVIr.  Jester.  "I'm  in  and  out  of 
your  building  continually  and  should  your  car 
drop,  you  can  count  on  me  or  my  wife  to 
sue  you  for  more  than  $5,000.  Why,  $5,000 
would  not  begin  to  replace  my  earnings. 
And  I'm  not  the  only  one  in  the  same  boat. 

"There  was  a  time  when  Athens  was  a 
small  town  and  all  the  people  knew  each 
other.  And  in  those  days,  if  someone  was 
hurt  in  your  building,  he'd  no  more  think 
of  suing  you  than  he'd  think  of  flying.  He 
probably  wouldn't  know  anything  about 
liability,  and  would  be  darn  well  satisfied  if 
you  fellows  settled  up  his  doctor  s  bills  and 
replaced  his  pay  envelope  while  he  was  laid 
up. 

"But  those  days  are  gone.  There  are 
hundreds  of  visitors  from  the  North  and 
the  big  cities  passing  through  here  daily. 
They  know  all  about  damage  suit  possibilities. 
If  they  were  injured,  they'd  ask  for  $50,000 
— not  $5,000.  If  a  car  dropped  with  a  full 
load  you  might  easily  be  facing  hundreds 
of  thousands  of  dollars  of  claims — where 
would  you  be  with  your  5/10  policy  in  such 
a  case.^" 

The  man  took  a  Travelers  policy  with 
ample  coverage. 

OLDEST  ACCIDENT  COMPANY 

DAVID  BROWN  ADVANCED 

David  Brown,  Jr.,  Assistant  Manager,  76 
W'illiam  St.,  New  York  City,  has  been  ap- 
pointed Manager,  Life,  Accident,  and  Group 
Departments,  Brooklyn  Branch  Office,  effec- 
tive March  14th,  to  succeed  Manager  Stud- 
well,  resigned. 

OLDEST  ACCIDENT  COMPANY 

SECRET  SERVICE  TESTIMONY 

"Criminal  activity  at  this  time  is  greatest 
in  the  history  of  the  secret  service,"  according 
to  the  testimony  of  Chief  William  H.  Moran 
of  Washington,  D.  C.  "There  were  more 
arrests  last  year  than  in  any  single  year 
since  1897." 


Less  Than  10% 
is  Fit  to  Drink 

LESS  than  10  percent  of  the  water 
available  to  users  of  steam  heat 
and  steam  power  is  fit,  in  its  natural 
state,  to  feed  to  boilers. 

Continued  feeding  is  dangerous  to 
the  boiler  itself,  to  the  power  plant 
employees,  to  everyone  who  gets 
within  a  block  of  the  boiler,  to  the 
bank  account  of  the  man  or  corpora- 
tion running  the  boiler. 

To  eliminate  the  danger  The  Trav- 
elers has  a  remedy.  Its  chemists  will 
analyze  the  water  and  prescribe  a 
treatment,  chemical  or  otherwise, 
which  will  make  any  water  fit  to  use  in 
a  boiler. 

This  diagnostic  and  prescription 
service  is  given  without  charge  to 
boiler  policyholders.  Are  you  using 
this  service  to  get  all  forms  of  Travel- 
ers insurance  as  well  as  merely  boiler 
business? 


ADVERTISING  THAT  PAYS 

Allen  Reager  of  Louisville,  Ky.,  uses  an 
inexpensive  method  of  advertising  which  has 
sold  much  automobile  insurance. 

He  has  had  several  small  cards  printed 
for  enclosures  with  premium  due  notices  and 
receipts. 

A  card  something  like  this  is  typical: 

"Remember,  I  write  all  kinds  of  automo- 
bile insurance.  If  you  have  ever  had  an 
accident  claim  in  The  Travelers  you  know 
how  promptly  and  satisfactorily  it  was 
settled.  You  will  receive  the  same  agreeable 
treatment  if  you  carry  your  automobile 
insurance  with  me." 

If  a  policyholder  carries  ten  policies  with 
Agent  Reager,  but  no  automobile  insurance, 
he  receives  one  of  these  little  automobile 
cards  at  least  ten  times  a  year.  The  contents 
of  the  envelope  are  so  arranged  that  when 
opened  the  automobile  appeal  first  strikes  the 
eyes  of  the  reader. 

This  method  could  easily  be  employed  to 
push  the  sale  of  other  lines  of  insurance. 
It's  a  good  way  of  keeping  your  wares 
constantly  before  your  policyholders  if  you 
lack  time  to  call  on  all  of  them  as  frequently 
as  you  would  like  to. 

"Goodbye,  Anxiety!" 


BURNING  UP  THE  FINGER  PRINTS 

After  robbers  raided  the  Bank  of  Rantoul, 
Kansas,  they  set  fire  to  the  building.  No 
finger  print  experts  can  help  identify  those 
bandits. 

Another  feature  interesting  to  Travelers 
agents  is  that  all  safety-deposit  boxes  were 
carried  from  the  building  and  rifled. 

OLDEST  ACCIDENT  COMPANY 


W.  J.  HOLLISTER  PROMOTED 

Walter  J.  Hollister,  Manager,  Compensa- 
tion and  Liability  Department,  Toledo, 
Ohio,  has  been  promoted  to  be  Manager,  St. 
Louis  Branch  Office,  effective  March  14th, 
1921.    He  succeeds  Walter  L.  Clark. 


OLDEST  ACCIDENT  COMPANY 

THE  AGENT'S  NEW  SYSTEM 

I  used  to  think 

That  the  only  service 

Which  an  inspector  gave 

Was  to  the  company 

In  holding  down 

The  loss  ratio 

And  increasing  the  profits. 

But  I  have  come  to  see 

That  they  render 

A  bigger  service 

To  me  as  an  agent 

And  to  my  customers 

Than  to  the  company 

Because  they  reduce 

The  accidents 

That  cost  the  policyholder 

Money  in  higher  than  necessary  rates 

And  money  in  lost  time 

Around  the  factory 

And  money  in  lost  service 

Of  trained  workmen 

And  so  when 

Recommendations  are  made  now 
I  don't  sympathize 
With  the  employer 
As  if  they  were 
A  hardship  on  him 
But  I  joyfully 
Bubble  up 
Over  the  service 
That  he  is  getting 
•  By  reason  of  being 
Insured  through  me 
And  I  have  found 
That  my  old  attitude 
Made  a  liability 
Out  of  a  real  asset. 
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GROUP  ECHOES  'ROUND  THE  GLOBE! 
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This  letter  was  received  by  the  American  —|-«  " 

Piano  Supply  Company,  a  Travelers  group  -L  ^jjj- 

assured. 
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THE  TRAVELERS  INSURANCE  COMPANY 

and 

THE  TRAVELERS  INDEMNITY  COMPANY 


VOLUME  V 


HARTFORD,  CONNECTICUT,  MARCH  30,  1921 


No.  13 


MAKE  YOUR   SALES  FACTS  WORK  FULL  TIME 


FACTS,  figures,  and  inci- 
dents which  agents  use  in 
selling  talks  have  a  way  of 
lying  around  idle  at  times.  An 
agent  gets  together  material 
for  selling  automobile  insur- 
ance. It  takes  time  and  effort. 
He  uses  it  in  selling  automobile 
policies.  Much  of  the  same 
materia]  can  be  used  in  selling 
accident  insurance.  If  the 
points  are  not  so  used  they 
are  loafing  on  the  job,  they 
are  working  only  half  time, 
they  are  ineflScient  workers  for 
the  agent. 

The  facts  which  an  agent 
accumulates  to  emphasize  the 
need  for  monthly  income  in- 
surance can  be  used  also  in 
the  sale  of  insurance-annuity 
and  pension-65  policies  and 
all  forms  of  annuities.  Unless 
they  are  used  to  present  all 
these  fonns  they  are  lazy  facts. 

Many  of  the  newspaper 
clippings  and  crime  statistics 
used  in  the  sale  of  one  form 
of  burglary  insurance  can  be 
used  in  the  sale  of  other 
classes  of  burglary  insurance. 
There  are  five  major  divisions 
of  burglary  insurance.  Facts 
that  are  not  used  to  sell  all  five 
fomM  are  part-time  workers. 

The  points  about  Travelers  inspection  service  which  help 
sell  compensation  policies  are  idlers  unless  they  are  also  helping 
sell  liability,  steam  boiler  and  engine  insurance. 

Knowledge  of  life  insurance  in  general  is  working  on  short 
hours  if  it  is  used  only  to  sell  protection  for  the  home.  It 
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can  be  used  to  sell  business  in- 
surance in  its  various  phases. 

General  knowledge  of  insur- 
ance which  is  being  used  to 
sell  but  part  of  the  Travelers 
lines  is  working  at  less  than 
capacity. 

Knowledge  of  individuals 
and  corporations  and  their  in- 
surance needs  that  is  being 
used  to  sell  but  one  form  of 
insurance  is  carrying  less  than 
its  load. 

Have  you  a  lot  of  facts, 
figures  and  incidents  loafing  in 
your  brain.' 


TTERE  is  a  call  from  faraway  Japan  for  one  of  the  safety 
•*  •*  publications  of  The  Travelers.  It  is  from  the  head  of  a  machine 
shop.  There  are  many  calls  for  such  publications  from  heads  of 
machine  shops  in  this  country,  men  who  have  little  or  nothing  to  do 
with  the  actual  buying  of  the  compensation,  public  liability,  group, 
steam  boiler,  engine  or  any  of  the  other  forms  of  insurance  offered  by 
The  Travelers.  But  just  the  same  books  in  the  hands  of  these  men  do 
.lerve  Travelers  agents  in  a  big  way.  They  are  one  phase  of  the  ser- 
vice about  which  agents  talk.  They  are  a  factor  in  reducing  acci- 
dents and  compensation  rates.  And  they  make  that  superintendent 
a  fine  prospect  for  guaranteed  low  cost  life  insurance,  accident  in- 
surance and  probably  automobile  insurance. 


WHAT  THEY  BOUGHT; 
AND  A  MORAL 

In  each  one  thousand  of 
people  who  bought  life  insur- 
ance in  The  Travelers  in  1920 
187  took  ordinary  life 
361  limited  payment  life 
190  endowment 
157  term 

105  GEA  insurance  with 
cash  settlement,  insurance  an- 
nuity, pension-65,  joint  life, 
joint  endowment  and  miscel- 
laneous. 

These  figures  indicate  what 
forms  agents  present  and  are 
able  to  sell.  They  suggest, 
further,  that  the  agent  who  presents,  ordinarily,  but  one 
form  of  policy  does  not  sell  to  as  many  prospects  as  the  man 
who  sizes  up  his  prospects  and  then  presents  the  form  that 
so  fits  the  prospect's  needs  and  circumstances  that  he  cannot 
refuse  to  apply. 


PROTECTION 


WHEN  TO  PRESENT  THE  ENDOWMENT  FORM 


MANY  a  time  an  agent  runs  up  against: 
"I  have  all  the  insurance  I  want," 
or  "I  see  no  object  in  buying  something 
where  I  have  to  die  to  win,"  or  the  plea  of 
the  man  approaching  45,  "insurance  at  my 
age  costs  too  much." 

Objections  of  this  kind  give  a  most  valu- 
able opening  to  the  sale  of  en- 
dowment insurance.  In  the  case 
of  the  man  whose  paramount  need 
is  protection  for  the  largest  amount 
there  is  no  policy  comparable  to 
the  Ordinary  Life  at  the  younger 
ages,  but  where  the  need  is  not 
paramount,  or  in  cases  where  a 
man  is  approaching  45  the  endow- 
ment policy  has  some  very  dis- 
tinct advantages.  They  may  be 
summarized  as  follows: 

A  man  45  in  buying  an  Ordi- 
nary Life  contract  must  make  a 
very  much  larger  yearly  deposit 
than  a  man  who  is  25.  At  age 
25  a  $5,000  Ordinary  Life  policy 
costs  $88.95.  At  age  45  $160.45, 
or  $71.50  more  than  at  age  25. 

Now  for  a  $5,000  Twenty- Year 
Endowment  policy  the  deposit  at 
age  45  is  very  little  more  than  at 
age  25.  At  age  25  a  man  must 
deposit  $206.45,  while  at  age  45 
his  deposit  is  $237.10,  a  difference 
of  but  $30.65. 

The  annual  deposits  for  the 
Ordinary  Life  must  be  continued 
as  long  as  the  insured  lives.  The 
deposits  for  the  endowment  policy 
are  limited  to  twenty  years. 

A  life  policy  matures  only  at 
death.  Two  things  may  mature  the 
endowment:  death,  or  attainment, 
in  the  above  case,  of  age  65. 

A  prospect  often  says:  "I  would  buy  the 
contract  if  I  could  see  my  way  clear  to 
make  the  twenty  yearly  deposits."  He 
doesn't  have  to  see  his  way  clear  to  make 
twenty  deposits.  When  he  has  made  four 
deposits  he  has  bought  and  paid  for  one-fifth 
of  the  endowment  and  the  company  gives 
him  a  clear  paid-up  title  to  $1,000  payable 
at  death  or  at  age  65. 

At  the  end  of  ten  years,  or  one-half  of  the 
deposit  paying  period,  he  has  a  clear  title  to 
$2,570,  or  more  than  half.  Every  time  he 
deposits  $237.10  he  is  paying  for  the 
insurance  and   at  the  same  time  he  is 


saving  $250  to  enjoy  after  he  is  65  years  old. 
For  this  deposit  the  company  agrees  to  pay 
his  family  or  estate  in  case  of  death  im- 
mediately $5,000  in  cash.  If  he  lives  to 
make  twenty  deposits  the  company  pays 
him  $5,000  in  cash. 

The  twenty  deposits  have  amounted  to 
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$4,742.  The  company  in  fact  pays  back  all 
the  deposits  and  $258  more,  and  has  given 
him  $5,000  of  insurance  during  twenty 
years  in  addition. 

In  case  he  has  suffered  permanent  total 
disability  his  deposits  will  have  ceased  and 
he  will  begin  to  receive  an  income  for  life  of 
$50  a  month,  while  the  full  insurance  is 
paid  in  case  of  his  death  up  to  age  65,  and  if 
he  lives  to  65  the  full  $5,000  in  cash,  while 
the  $50  a  month  income  for  disability  will 
continue  for  the  rest  of  his  life. 

There  are  other  things  to  be  considered 
each  year  as  he  makes  his  annual  deposits. 


The  cash  value  of  the  contract  increases  so 
that  when  the  $5,000  contract  is  eleven  years 
old  he  has  to  his  credit  in  immediate  cash 
$2,139.55,  and  when  he  makes  his  twelfth 
deposit  of  $237.10  he  has  the  satisfaction  of 
seeing  his  cash  account  increase  from 
$2,139.55  to  $2,405.15. 

Instead  of  a  hardship  it  becomes  a  pleasure 
to  deposit  with  the  company  when  by  so 

  doing  he  keeps  his  $5,000  contract 

in  full  force  and  at  the  same  time 
has  the  whole  of  his  annual  deposit 
placed  to  the  credit  of  his  cash 
account  and  $38.50  more,  on  his 
thirteenth  payment  $44  more,  on 
his  fifteenth  payment  $79.50  more, 
the  difference  increasing  every 
year. 

Now,  it  is  not  unlikely  that 
the  prospect  will  bring  up  in  the 
course  of  this  illustration  the  ques- 
tion of  the  relative  merits  of  in- 
surance and  depositing  the  yearly 
premium  paid  for  the  insurance  in 
a  savings  bank.  By  depositing  the 
$237.10  regularly  at  a  certain  date 
every  year  and  receiving  com- 
pound interest  at  the  average  rate 
paid  by  savings  banks,  the  differ- 
ence in  case  of  death  will  be  in 
favor  of  the  endowment  policy  for 
sixteen  years. 


LARGEST    CASUALTY  COMPANY 


RECOGNIZING  TRUTH  OF 
OLD  ADAGE 

Insurance  men  realize  that  the 
people  least  able  to  pay  premiums 
usually  need  the  insurance  most. 
The  problem  has  always  been  to 
  make  prospects  realize  this.  Pos- 
sibly, the  action  of  some  of  the 
biggest  railways  in  buying  burglary  insur- 
ance, now  that  they  are  in  no  financial 
condition  to  stand  a  big  burglary  loss,  is 
a  case  that  can  be  cited  to  advantage  in  a 
selling  talk. 

The  railroads  generally  have  carried  no 
paymaster  or  messenger  hold-up  and  robbery 
insurance  nor  any  safe  insurance.  They 
have  always  felt  that  their  excellent  financial 
condition  and  the  fact  that  they  secured 
some  sort  of  an  average  on  their  distributed 
risks  made  insurance  unnecessary.  Now 
there  is  no  railway  that  wants  to  suffer  a 
$100,000  or  $200,000  burglary,  robbery  or 
hold-up  loss  and  insurance  is  being  purchased. 


The  best  prospect  for  a  Travelers  policy  — the  man  who  already  has  one 
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This  is  a  case  of  big  business  men  recogniz- 
ing the  truth  of  an  adage  old  in  the  insurance 
business. 


DECISIONS    THAT  HELP  A  PROSPECT  DECIDE 


LARGEST    CASUALTY  COMPANY 

HOOVER  ON  THE  EMPLOYER 

SECRETARY  of  the  Interior  Herbert  C. 
Hoover  is  one  of  the  greatest  authorities 
on  present-day  problems.  The  following 
words  of  his  have  even  greater  interest  for  us 
when  we  know  that  Hoover  practices  what 
he  preaches.  Travelers  Group  Insurance 
covers  his  New  York  corps  of  workers  who 
are  now  doing  so  much  to  relieve  the  famine 
situation  in  Central  Europe  and  the  Near 
East.    He  recently  said  • 

"We  have  devoted  ourselves  for  many 
years  to  the  intense  improvement  of  the 
machinery  and  processes  of  production. 
We  have  neglected  the  broader  human 
development  and  satisfactions  of  life  of  the 
employee  that  lead  to  greater  ability,  crea- 
tive interest,  and  cooperation  in  production. 
It  is  in  stimulation  of  these  values  that  we 
can  lift  our  industry  to  its  highest  state  of 
productivity,  that  we  can  place  the  human 
factor  upon  the  plane  of  perfection  reached 
by  om-  mechanical  processes.  To  do  these 
things  requires  the  cooperation  of  labor  itself, 
and  to  obtain  cooperation  we  must  have  an 
intimate  organized  relationship  between  em- 
ployer and  employee.  They  are  not  to  be 
obtained  by  a  benevolence,  they  can  only  be 
obtained  by  calling  the  employee  to  a 
reciprocal  service." 


CHILDREN  of  tender  years  and  im-  ■ 
mature  discretion  are  not  to  be  deemed 
as  trespassers,  if  they  merely  follow  childish 
instincts  of  curiosity  or  adventure  in  a 
manner  and  to  an  extent  which  should  have 
been  anticipated  by  a  reasonably  careful 
person;  and  a  property  owner  must  use 
reasonable  care  to  protect  such  children  at 
places  upon  his  property  where  he  should 
reasonably  have  anticipated  their  presence 
.There  is  no  limit,  except  physical 
ability,  to  what  a  child  may  do." 

This  is  a  court  opinion  in  the  case  of 
Hardy  vs.  Missouri  Pacific  Railroad  as 
given  by  a  writer  in  the  New  York  Times. 
The  same  writer  gives  another  expression  of 
the  same  principle  from  another  Justice  to 
the  following  effect: 

"The  true  doctrine  is  that  any  composition 


of  matter  which  lures  or  attracts  the  con- 
fiding ignorance  of  childhood  to  its  own 
harm  must  be  .safeguarded." 

This  was  in  answer  to  the  question  asked 
by  the  "Times"  in  an  editorial,  "Is  a  man 
safe  in  owning  a  ladder  .  .  .is  the  town 
safe  in  building  a  bridge  ...  is  the 
owner  of  any  kind  of  physical  property 
safe  in  owning  or  using  it  if  he  is  subject  to 
damages?" 

All  of  which  was  started  by  a  recent 
decision  concerning  an  eight-year-old  boy 
who  trespassed  upon  the  property  of  the 
New  Haven  Road  by  climbing  a  latticed 
post  to  capture  a  pigeon  perched  on  a  wire, 
and  had  to  have  his  arm  removed  on  account 
of  the  burning  which  he  received  from  the 
wire.  In  a  suit  the  jury  gave  the  father 
$1,000  and  the  boy  $10,000. 
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"I'M  GLAD  THAT  I'M 
INSURED!" 

Say! 

When  you  are  driving 
Blithely 

Down  Woodward 
In  your  flivver 
And  while  admiring 
A  well  formed  beauty 
In  a  1920  model 
Skirt 

You  are  stopped  jokingly 

By  the  stern 

Of  the  taxi  just  ahead 

And  the  driver  opens  up 

On  you  with  a  few 

Well  chosen  words 

You  know  the  kind  I  mean — 

Listen  here,  C.  T.  S! 

WHAT  DOES  A  FELLER  SAY 

THEN?  [DetroU  News. 


1,000  FAVORABLY  IMPRESSED  EACH  DAY 

EVERY  working  day  two  hundred  life,  policies  are  often  paid  in  installments,  some 
accident,  and  health  claims  are  settled  life  policies  are  paid  in  this  way,  all  group 
by  The  Travelers.  accident  and  health  settlements  are  made 

This  means  that  at  least  1,000  people  each  on  a  weekly  basis,  and  some  policyholders  are 
day  are  impressed  with  the  value  of  Travelers  collecting  instalments  under  total  and  perm- 
family  protection  for  every  life  insurance  anent  disability  clauses.  Every  draft  is  a 
policy;  and  every  disability  policy  protects  convincing  argument  for  insurance.  Its 
not  only  the  policyholder  but  his  dependents,  prompt  receipt  and  the  fact  that  it  always 
And  the  average  family  numbers  five.         satisfies  in  amount  are  convincing  arguments 

The  number  is  probably  greater  than  this  for  Travelers  insurance, 
because  many  claims  that  are  settled  mean      Just  by  way  of  backing  up  the  assertion 
more  than  one  draft  in  payment — disability  that  at  least  1,000  people  each  working  day 

  see  the  value  of  Travelers  insur- 

  ance  we  have  the  figures  of  the 

Life,  Accident,  and  Group  Claim 
Department  of  the  company  for 
1920.  In  that  year  a  total  of 
54,622  claims  were  settled.  The 
number  of  claim  drafts  issued, 
because  of  installment  payments, 
was  considerably  in  excess  of  that 
figure. 

Of  the  54,622  claims  settled 
34,456  were  under  commercial 
accident  and  health  policies, 

14,751  under  group  accident 
and  sickness  policies,  and 

5,415  under  regular,  group,  and 
wholesale  life  policies. 


Accident-Prevention  not  a  Fad 

Accident  prevention  is  a  common  ground  on  which 
employer  and  worker  can  meet  with  mutual  understanding 
of  each  other's  motives  and  with  profit  to  both.  It  is  one 
of  the  first  steps  an  executive  must  take  if  he  would  win  the 
confidence  of  his  employees.  No  amount  of  welfare  work 
will  take  the  place  of  safety  endeavor.  Clubhouses,  res- 
tam'ants,  entertainments  and  even  an  extra  high  rate  of 
wages  cannot  be  substituted  for  intelligent  and  earnest 
eflFort  to  safeguard  the  health  and  lives  of  a  company's 
working  force.  One  of  the  most  encouraging  facts  in  the 
whole  safety  movement  is  that  practically  every  company 
that  has  undertaken  efiicient  accident  prevention  work  has 
been  convinced  that  the  policy  is  not  a  fad,  but  that  along 
with  its  humanitarian  aspects  it  is  a  profitable  investment. 

[From  a  recent  article  on  "The  Prevention  oj  Accidents"  in 
the  Saturday  Evening  Post. 


The  agent  approached  a  busi- 
ness man. 

"What  can  I  do  for  you,"  asked 
the  b.  m. 

"Nothing,"  answered  the  agent, 
"but  I  can  do  something  for  you." 


There  are  still  a  lot  of  people  trying,  to  make  a  $5, 000 -$10, 000  liability  policy 
cover  a  $50,000-S100,000  possibility 
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EVERYONE    WAS  OUT  OF  STEP  BUT  JOHNNY 


WHAT  did  that  fellow  want,  Dick?"  a- 
prosperous  old  merchant  asked  his  son 
as  a  clean-cut,  well-dressed  man  closed  the 
oflSce  door  behind  him.  "Looking  for  a 
job?" 

"No,  he  was  trying  to  sell  me  some  life 
insurance." 

"Did  he  have  any  luck?" 

"Do  I  look  like  a  sucker?"  replied  the 
son  rather  hotly.  "I  can't  see  that  proposi- 
tion for  a  cent.  Life  insurance  may  be  all 
right  for  doddering  old  fogies  with  one  foot 
in  the  grave,  but  as  for  me,  I  want  something 
which  will  give  me  a  greater  return  on  my 
money." 

"Do  I  look  like  a  sucker?"  asked  the  older 
man. 

"No,"  returned  the  boy,  "I've  never  seen 
you  get  stuck  on  any  proposition  yet. 
Why?" 

"Well,"  said  his  father  quietly,  "I  carry 
considerably  over  $100,000  of  that  life 
insurance  that  you  turn  down  so  disdainfully- 
I  don't  claim  that  I've  never  bet  on  the  wrong 
horse,  for  I've  made  my  blunders,  but  I  do 
say  I've  never  regretted  a  cent  of  the  money 
I  spent  on  insurance  premiums. 

"When  I  started  in  business  I  had  a  lot 
less  money  than  you  have  now,  but  in  spite 
of  that  I  managed  to  take  out  enough  life 
insurance  to  protect  your  mother  and  you  and 
to  pay  the  premiums.  As  you  probably 
know,  any  man  who  hopes  to  make  money 
in  business  has  to  take  chances  at  times. 


The  Season's  Best  Reasons 
for  Travelers  Accident  Policies 


Bad  Roads — no  repair  work  has  been  done  for  several 
months.  The  highways  were  not  in  the  best  of  shape  when 
winter  came.  Snow,  frosts  and  rain  have  done  their  part. 
Traffic  on  soft  turnpikes  is  cutting  deep  holes.  There  will 
be  an  excess  of  automobile  mishaps. 

Highjackers — some  cellar  bandits,  commonly  called  high- 
jackers, beat  a  man  all  up  in  Denver  recently  because  they 
found  no  booze  on  the  premises.  And  as  a  man  can't  buy 
hooch  easily  and  he  can  get  Travelers  accident  policies 
very  easily  and  hooch  is  high  and  policies  are  low  in  cost, 
insurance  seems  to  be  the  best  protection. 

Tornadoes — why  are  houses  insured  against  loss  by 
cyclones,  tornadoes  and  high  winds  and  the  people  who 
occupy  them  are  not? 


I've  bought  up  big  stocks  of  goods  when 
I  saw  an  opportunity  to  buy  cheap  even 
when  I  didn't  have  enough  money  to  pay 
for  them.  For  months  those  goods  have 
remained  in  my  warehouse  with  a  note 
on  them  at  the  bank  for  about  three-quarters 
of  their  value.  I  was  confident  that  a  time 
would  come  when  I  could  dispose  of  them  at  a 
real  advantage — and  I  usually  proved  to  be 
right.  But  what  would  have  happened  to 
your  mother  and  you  if  I  had  died  while  my 
money  was  tied  up  in  that  way? 

"The  bank  would  have  had  to  call  the 
note;  the  goods  would  have  been  thrown 
on  the  market  at  an  inopportune  time, 
and  if  they  had  realized  enough  to  pay  off 
the  loan  without  touching  my  personal 
property,  it  would  have  been  by  good  luck 
alone. 

"Do  you  suppose  I  could  have  slept  nights 
knowing  that  the  future  happiness  of  my 
family  was  hanging  in  the  balance,  absolutely 
dependent  upon  my  life?  I  wasn't  taking 
any  chances.  No  matter  how  much  I  needed 
the  money,  I  always  found  enough  to  pay  the 
premiums  on  enough  life  insurance  to  keep 
you  protected. 

"So  if  you  say  that  life  insurance  is 
interesting  only  to  old  fossils,  your  old 
father  has  been  a  fossil  since  the  time  you 
were  born— and  practically  every  other 
shrewd  merchant  and  prosperous  manufac- 
turer as  well  as  the  successful  doctors,  law- 
yers and  other  professional  men  in  this  town 
—  come  in  the  same  class. 
Looks  a  little  as  though 
every  one  in  the  ranks 
but  Johnny  was  out  of 
step." 

"You're  a  little  rough 
on  me.  Dad.  I  begin 
to  see  your  point;  but 
still  I  object-  to  paying 
insurance  premiums  all 
my  life  and  never  col- 
lecting a  cent  from  them 
myself." 


Family  of  Deceased 
Woolen  Mill  Worker 
Promptly  Gets  Cash 

i  A  check  for  $1,5(^0  was  dclivercil 
this  momltiR.  loss  than  48  hoiiis  at- 
tfr  his  death,  to  the  widow  ot  .loscpfiT 

■IJuell  of  Wlnooaki,  ,1  former  employes 
at  the  American  Woolen  Mill  •  Com- 
panv.  who  died  late  Thursd.iy  nigiit. 
Tlip  money  covered  the  Insuj.-inre  ctir- 
j  led  by  ihB  woolen  company  In  the 
T'->.vcler.«i  insurance  comp>any  for  nil 
of  its  employees  and  the  expediency 
ivlth  which  the  r-ocey  hag  been  Hii  tied 
o\-er  to  the  widow  of  the  man  is  con- 
sidered a  record,  for  prompt  ."^dTvice 
b^-  l>oth  the  Insurance  company  and 
the  mill  mantifrement.  ' 

Mr.  Duell  hart  been  ill  for  thtse 
wcdtB  and  during  that  time  in  com- 
pilanee  with  the  system  used  by  the 
company  had  l>een  rcceivinf:  80  per 
cent  of  his  w.iges  for  more  than  two 
weel<s.  The  Woolen  comimny's  method 
of  caring  for  its  employoes  is-  thai  of 
insunincf  .-iRfiins'  dca:h  for  J7S0  after 
fi\  months  serv'icr  with  the  company 
or!  an  inci  i  rifinc  I'asis  '.mtil  nt  the 
er.d  of  four  and  one  half  years.,  the 
maxiraiim  d^.Tth  In.surance  of  $1,500  is 
reached.  On  ;i  simil.ir  ba«l!«  .tnd  on  an 
IncrensinR  .sc;ilc  until  SO  per  1  ■  " 
the  cnploytea  wages  .iie  1 
health  insurance  i.s  paid  to  tho  . 
f.hle  to  work  l)ecauRe  of  Illn.'Xf-  or  ac- 
Ci'i'^nt.  , 

Kiii'ciy  is  any  incurHnce  company 
»)>le  to  wttle  a  claim  within  -If  nouis 
a.s  waa  done  In  Ihe  case  of  .Mr.  IJuell, 
but  til's  has  been  aohioved  liiruUijh  the 
desire  of  the  company  to  se'.  that  their 
late  employee's  widow  should  not  wast 
for  fund>i,  and  throliRh  the  cooperation 
of  ilip  Trayelcrs'  Insurance  company 
li<adiiuarter!<  and  the  loc.;  otTice.  In 
this  parllc4l.-\r  ca.ie  Ihe  •;xped;oncy 
Tilth  which  ti-.  claim  h.ia  l<ioi;  paid  is 
probably  particularly  helpful  as  the 
ueceased  was  ml:,  a  youne  man  Btnl 
leaves  a  wife  and  two  child  en. 
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Free  advertising  like  this  helps  the  agent 
who  has  group  insurance  in  force  in  his 
community. 

is,  next  time  an  insurance  agent  comes 
around,  let  him  tell  you  about  the  wares 
he's  selling;  that's  what  you  want  other 
men  to  do  for  our  salesmen;  and  besides, 
you'll  find  there  are  a  lot  of  interesting 
things  you  can  learn  about  life  insurance." 


"There's  only  one 
form  of  life  insurance 
that  demands  that, 
while  there  are  a  dozen 
or  more  that  will  re- 
turn to  you  after  a 
period  of  years  as  much 
or  more  than  you  paid 
in.    My  advice  to  you 


Do  you  ever  arrange  to  have  someone  give 
some  good  advice  to  a  prospect  who  won't 
listen?   

"The  wise  man  is  only  once  betrayed." 

— Proverb 

If  he  doesn't  happen  to  have  a  Travelers 
Accident  Policy  at  the  time  of  his  first 
accident,  he  has  one  right  on  hand  in  case  of 
a  second. 


A  fine  team  for  country  driving— Guaranteed  Low-cost  Life  Insurance  and 

a  Travelers  Automobile  policy 
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BY  THEIR  WORKS 

THE  greatest  contributors  to  human  wel- 
fare are  not  the  men  who  do  for  others 
but  those  who  teach  and  help  others  to  do 
for  themselves. 

Is  there  any  class  of  men  whose  work  hews 
closer  to  the  line  of  this  definition  than  the 
insurance  agent,  whose  work  stands  for  the 
protection  of  the  family,  the  providing  of  the 
means  of  education  and  the  promotion  of 
thrift?  He  gets  paid  for  it,  since  he  must 
live  like  other  men,  but  he  gets  paid  only  in 
proportion  to  the  success  of  his  endeavors  and 
the  good  he  accomplishes,  and  his  service  or 
the  service  of  his  successor  continues  to  the 
maturity  of  the  contract. 

Is  there  anything  which  has  accomplished 
more  for  the  individual  and  society  at  large 
than  life  insurance,  or  is  there  a  finer  occupa- 
tion than  that  which  has  for  its  foundation 
principle  the  convincing  of  men  to  live  up 
to  their  responsibilities  and  duties  to  their 
families,  the  practice  of  economy  for  the 
good  of  others,  the  providing  of  an  income  in 
old  age  and  against  disability.'  And  can  any 
man  practice  this  profession  without  absorb- 
ing something  of  the  thing  he  does? 

There  are  unfortunately  men  who  show  by 
their  attitude  that  they  consider  an  insurance 
agent  a  bore  and  devise  excuses  to  turn  him 
down.    This  is  an  old-fashioned  attitude. 

When  you  are  solicited  for  insurance  think 
what  insurance  has  accomplished  for  thous- 
ands and  ask  yourself  whether,  if  it  were 
not  for  the  insurance  agent  and  his  activity, 
there  would  not  be  much  more  poverty  and 
destitution  in  the  world  than  there  is,  a 
greater  burden  of  relief  for  the  provident  to 
provide,  and  a  good  many  citizens  of  less 
value  to  the  community  than  there  are? 

What  would  you  and  I  do  without  insur- 
ance, and  how  many  of  us  would  take  insur- 
ance if  it  were  not  for  the  direct  solicitation 
and  api>eal,  the  concentrated  energy  and 
ability  of  the  insurance  agent  to  convince  us 
and  set  our  feet  on  the  way? 


EXHIBIT  SOLD  6  POLICIES  and  GAINED  MANY  PROSPECTS 


LARGEST    CASUALTY  COMPANY 

LOCAL  COLOR  IN  SALES  TALK 
'/^IVE  me  a  few  touches  of  local  color 
on  the  usual  background  of  drab 
facts  and  figures,  and  I  will  sell  two  prospects 
out  of  four  instead  of  the  customary  one  in 
four,"  said  a  crack  salesman  of  Travelers 
policies  recently. 

"I  get  my  cue  from  the  newspaper  editor. 
Does  he  play  up  the  accidents  that  occur  a 


The  Tracy-Driscoll  (_'oinp'Uiy  is  mt  enterprising  Bristol,  Conn.,  agency.  It  arranged 
its  display  in  the  Bristol  Automobile  Show.  By  paying  special  attention  to  lighting 
and  other  features  it  made  the  booth  stand  out  from  among  the  other  exhibits. 
It  paid  well.  Five  automobile  policies  and  one  burglary  policy  were  sold  in  two  days. 
Thirty-five  live  prospects  for  automobile  insurance  were  gained,  and  several  were  in- 
terested in  Travelers  compensation  insurance.  The  agency  is  still  reaping  benefits. 
People  stop  on  the  street  to  tell  its  members  how  attractive  their  booth  was.  That 
affords  them  a  wonderful  opportunity  to  talk  insurance. 

By  the  way,  if  you  are  planning  to  run  an  exhibit  next  year,  make  arrangements  now. 
In  one  town  where  several  agents  were  planning  to  run  individual  exhibits,  some  were 
disappointed  to  learn  that  the  exclusive  rights  to  floor  space  had  already  been  arranged 
for  by  another  agency. 

This  is  another  of  the  attractive  booths  planned  by  Special  Agent  Barrett  of  the  Hart- 
ford Branch. 


thousand  miles  away?  Not  at  all.  He  only 
mentions  the  distant  catastrophes  but  he 
goes  on  at  great  length  about  the  more  or 
less  inconsequential  mishaps  that  occur 
locally.  It's  local  color,  not  strangeness  of 
facts,  that  make  home  newspapers  interest- 
ing and  foreign  newspapers  as  dull  as  a 
wooden  sword. 

"You  can  get  local  color  for  selling  nearly 
any  of  the  Travelers  lines.  The  company 
furnishes  us  our  background  through  various 
publications  but  the  agent  has  to  dig  up  his 
own  color  and  he  can  do  it  easily  if  he  only 
knows  where  to  go.  If  the  agent  has  lived 
in  a  town  a  long  time  he  doesn't  have  to  go 
anywhere  but  into  his  own  memory.  He 
probably  has  a  lot  of  good  material  in  his 


head  that  he  hasn't  been  using  effectively. 

"For  accident,  liability,  automobile  and 
burglary  insurance  he  can  find  local  color 
in  the  columns  of  the  local  paper  all  of  the 
time.  He  can  increase  his  fund  by  calling 
on  the  newspaper  editor  or  a  reporter. 

"For  life  insurance  local  color  and  addi- 
tional accident  color,  he  can  visit  the  poor 
house  or  get  in  touch  with  charitable  workers. 

"For  additional  liability  color  let  him 
consult  the  records  of  courts. 

"A  live  agent  will  discover  other  sources 
of  local  color. 

"Let  him  put  these  little  stories  into  his 
selling  talk  and  he'll  be  surprised  how  much 
more  quickly  he  will  arouse  interest  and 
create  desire." 


Life  insurance  has  kept  many  women  out  of  poor  houses — Annuities  will  do  the  same  for  men 
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The 

Tower  Window 


f  I  yHE  business  man  who  is  in  too  much  of 
-*  a  rush  to  spare  a  few  minutes  to  the  life 

insurance  agent  is  never  too  busy  to  fulfill  his 

appointment  vnth  the  undertaker. 


A  negro  was  charged  with  murder  in  the 
first  degree.    The  jury  had  found  him  guilty. 

"Rastus,"  said  the  judge,  "you  are  sen- 
tenced to  hang  by  the  neck  until  you  are 
dead.  Have  you  anything  to  say  for 
yourself?" 

"Judge,"  replied  Rastus  earnestly,  "dis 
am  sure  going  to  be  one  powerful  good  lesson 
to  me." 

It's  an  old  story,  but  it  is  repeated  many 
times  a  year  in  our  civil  courts.  Motorists 
who  have  never  considered  liability  insur- 
ance worth  while  come  up  before  a  jury  to 
face  a  damage  suit.  The  judge  awards  a 
verdict  against  them  of  anywhere  from  $5,000 
to  $50,000 — and  all  the  satisfaction  they  get 
from  paying  out  those  huge  sums  of  money  is 
the  knowledge  that  it  was  a  'powerful  good 
lesson'  as  to  the  value  of  a  Travelers  automo- 
bile liability  policy. 

*    *  * 

"In  preparing  for  the  proverbial  rainy 
day,  don't  wait  untU  it  begins  to  sprinkle." 

[Jameson  (Kansas)  Gem. 
t    *  * 

Advertising  in  connection  with  insurance  is 
like  an  artillery  barrage  in  modern  warfare. 
It  breaks  down  the  buyer's  resistance  and 


makes  the  way  easier  for  the  salesman  just  as 
shell  fire  weakens  the  enemy's  defenses  and 
prepares  the  way  for  the  infantry. 

But  artillery  alone  will  not  take  a  position; 
the  infantry  must  move  forward  and  finish 
the  work.  Your  circulars,  blotters,  letters 
and  folders  may  convince  the  prospect  that 
he  needs  insurance,  but  unless  they  are 
followed  up  by  an  infantry  attack  in  the 
form  of  a  personal  interview,  you  will  rarely 
succeed  in  persuading  him  to  sign  his  check 
for  the  premium. 

Send  out  a  few  blotters  and  circulars  at  a 
time  to  a  selected  list  of  prospects  and  then 
interview  each  of  these  before  mailing  another 
bunch  of  circulars. 


"Nothing  works  so  much  on  a  conscien- 
tious man  as  the  prospect  of  leaving  loved 
ones  helpless.  Life  Insurance  solves  this 
problem."  [Wm.  Howard  Taft. 


"Why  do  you  always  glance  into  that 
notebook  before  you  go  in  to  call  on  a 
customer?" 

"I  carry  a  little  personal  data  in  this 
book,"  said  the  smart  salesman.  "I've  sold 
thousands  of  dollars'  worth  of  goods  by 
knowing  whether  to  bring  up  the  subject  of 
golf,  motoring,  fishing,  hunting,  poker,  or 
home  brew."       [Birmingham  Age-Herald. 


A  gun  is  a  handy  thing  to  have  aroimd  the 
cashier's  desk,  but  too  much  dependence 
should  not  be  placed  upon  it.  For  if  the 
invading  bandits  happen  to  have  two  guns  in 
their  possession  all  ready  to  use,  the  man  who 
depends  upon  his  one  gun  is  quite  likely  to 
get  hurt  as  well  as  robbed. 

A  Toronto  druggist  was  repeatedly 
solicited  for  hold-up  insm-ance  by  various 
agents.  He  turned  them  down  one  after 
another,  saying  that  he  had  a  revolver  always 
handy  and  any  bandit  who  tackled  him 
woidd  come  out  second  best. 

Two  bandits  dropped  into  his  store  one 
day.  Evidently  he  made  some  effort  to 
resist,  for  when  ordered  to  throw  up  his 
hands,  he  refused.  They  fired,  and  he 
crumpled  up  fatally  wounded. 

Far  better  take  out  hold-up  insurance  and 
let  The  Travelers  pay  if  you  are  robbed,  than 
to  risk  a  $50,000  life  by  resisting  the  yeggmen 
and  attempting  to  save  a  few  hundred  dollars 
in  money  or  property. 


FOR  THE  WORLD  3  TITLE 

Patrons  of  a  Boston  restam-ant  noticed 
tacked  on  the  wall  a  sheet  of  paper  on  which 
was  printed  in  bold  characters: 

"The  umbrella  in  the  stand  below  belongs 
to  the  champion  heavyweight  fighter  of  the 
world.    He  is  coming  right  back." 

Five  minutes  later  umbrella  and  paper 
had  disappeared.  In  their  place  was  another 
notice: 

"Umbrella  is  now  in  the  possession  of  the 
champion  Marathon  runner  of  the  world. 
He  is  not  coming  back." 

[Boston  Transcript. 
*    *  * 

A   FINE  BEQUEST 

Prospect:  "Why  should  I  carry  life 
insurance?" 

Agent:  "So  that  when  your  wife  takes 
your  hand  for  the  last  time  you  can  place  a 
check  for  $10,000  in  her  hand  for  the  first 
time."  [Eastern  Underwriter. 


TRADEMARKS  AND  SLOGANS 

Every  agent  should  have  a  slogan  or  a 
trademark.  They  stick  in  the  minds  of  the 
people  who  read  or  see  them — and  conse- 
quently these  people  remember  your  name  to 
your  advantage. 

IT  IS  WISE  TO  INSURE 


This  clever  little  device  shown  above  came 
in  on  an  envelope  from  Phares  K.  Weis  of 
Moberly,  Missouri.  It  is  one  of  the  best 
we've  seen. 

Some  of  the  good  slogans  that  have  come 
to  our  attention  are:  "Potter  Provides 
Protection"  used  by  Wellington  Potter  of 
Rochester,  N.  Y.,  and  the  "Barr  Service 
Plan — ^Your  Premium  is  Our  Retainer" 
employed  by  the  W.  R.  Barr  Agency  of  Oil 
City,  Penna. 

We  intend  to  run  some  of  the  good  slogans 
and  trademarks  that  we  receive.  If  you 
have  one,  send  it  in,  or  call  our  attention  to  it 
when  ordering  electros  and  lantern  slides. 
It's  got  to  be  good  to  beat  Mr.  Weis's  clever 
little  owl. 


Haphazard  selling  is  a  good  deal  like  a  worn-out  automobile 
get  a  man  home  and  it  may  not 


-it  may 
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L.  C.  THOMPSON  ADVANCED 

Lester  C.  Thompson,  special  assistant  at 
Chicago,  will  become  Assistant  Manager, 
Compensation  and  Liability  Department, 
at  the  Grand  Rapids  Branch  Office,  on  April 
1st,  succeeding  F.  S.  Kilpatrick,  resigned. 

LARGEST    CASUALTY  COMPANY 


The  Scales  of 
Injustice 

WHEN  scales  form  in  a  boiler 
they  waste  coal,  shorten  the  life 
of  the  boiler,  and  increase  the  danger 
of  exolosion.    Thev  are  an  iniustice 


office  by  telegraph.  Down  there  they  begin 
checking  up  the  records  and  we  begin  check- 
ing up  the  case  right  here  on  the  spot.  With- 
in a  few  hours  we  have  a  reply  from  the 
home  office  saying  the  records  are  so  and 
so.  By  that  time  we  have  located  the 
beneficiary  and  we  have  been  able  to  get 
your  instructions  on  whether  the  full  amount 
of  the  certificate  shall  be  paid  or  whether 
you  want  the  amount  paid  in  installments. 
Then  we  can  issue  you  a  draft  instanter. 

"It  is  speedy  service  like  that  which 
makes  group  insurance  serve  to  the  fullest 
its  original  purpose  and  makes  it  appreciated 
by  every  one  in  your  employ.  It  is  service 
like  that  which  makes  The  Travelers  the 
best  company  for  group  insurance." 

LARGEST    CASUALTY  COMPANY 

MONKEYING  WITH  THE  WHEELS 

My  son 

Is  of  a  mechanical  turn 
Of  mind 

And  the  gther  day 

He  took  the  works 

Out  of  an  alarm  clock 

To  hitch  them  up 

To  some  contrivance 

He  had  made 

And  he  succeeded 

In  getting  the 

Contraption  to  work 

But  when  he 

Tried  to  put  the  clock 

Together  again 

He  had  no  luck 

And  now  we  are 

Without  an  eye-opener 

In  the  house 

And  this  boy 

Is  no  different 

From  the  man 

Who  buys  life  insurance 

And  then  monkies 

With  the  springs  and  wheels 

And  borrows 

Or  takes  extended  insurance 

Or  attempts  to  use 

The  policy 

For  some  purpose 

Other  than  what 

He  had  in  mind 

When  he  first  applied 

For  protection. 

Like  the  boy. 

The  man  very  seldom 

Gets  the  wheels  back 

Where  they  belong 

And  he  is  then 

Without  his  insurance. 


BOOKSTAVER  AGENCY 
10  YEARS  OLD 

The  annual  dinner  of  the  $100,000, 
$200,000  and  $250,000  Clubs  of  the  J.  D. 
Bookstaver  Agency,  New  York  City,  was 
held  at  the  Waldorf-Astoria  Hotel  on  March 
2d,  and  was  attended  by  150  members  of  the 
agency  and  invited  guests. 

This  meeting  marked  the  tenth  anniver- 
sary of  Mr.  Bookstaver's  agency  and  con- 
gratulations were  in  order,  not  only  on  the 
steady  and  successful  growth  of  the  agency 
but  upon  ha\'ing  produced  in  1920  nearly 
$17,000,000  of  new  paid-for  life  insurance. 

E.  Klein,  associate  general  agent,  acted  as 
toastmaster.  The  Home  Office  was  repre- 
sented by  Superintendent  of  Agencies  Mc- 
Burney.  M.  J.  Hancel,  supervisor  of  the 
underwriting  department,  addressed  the 
meeting  on  the  subject  of  the  service  of  the 
agency.  Addresses  were  also  made  by 
General  Agent  E.  J.  Sisley,  Attorney  William 
J.  Moran,  and  A.  Alexander,  a  prominent 
member  of  the  agency.  During  the  evening 
many  letters  and  telegrams  of  congratulation 
were  received  by  Mr.  Bookstaver  and  were 
enjoyed  by  those  in  attendance. 


LARGEST    CASUALTY  COMPANY 

AGENCY  ITEMS 

Agent  Howard  L.  Hite  has  challenged 
Agent  Hamilton,  both  of  the  Omaha  Office, 
to  an  accident  and  health  contest  for  business 
written  in  the  month  of  March  and  to  be 
paid  for  before  April  30th. 

Agent  McRae  of  Superior  has  challenged 
all  the  agents  of  the  Duluth  Branch  Office 
for  a  contest  in  wTitten  and  paid-for  accident 
and  health  premiums — March  15th  to  April 
15th  inclusive. 

The  Portland-Seattle  contest  for  number 
of  applications  written  in  the  month  of 
February  was  won  by  Seattle  with  a  lead  of 
127.  During  this  brush  with  Portland  the 
agents  in  Seattle  divided  themselves  into 
two  teams  and  stimulated  business  thereby. 
Captain  Meares's  team  of  "Bulls"  won  over 
Captain  Huxley's  "Bears"  by  59  points. 

The  Agency  Convention  of  the  Seattle 


to  the  owner  of  the  boiler  and  the 
people  who  might  be  killed  or  injured 
in  a  boiler  catastrophe. 

Scales  may  be  prevented  through 
the  use  of  the  proper  chemicals  in 
the  feed-w^ater.  The  Travelers  is 
able  to  tell  boiler  policyholders  what 
chemicals  to  use  and  in  what  amounts 
to  use  them.  It  maintains  a  labora- 
tory for  the  analysis  of  feed-water 
and  employs  experts  to  prescribe  the 
correctives. 

That's  a  service  additional  to  the 
customary  inside  and  outside  inspec- 
tions that  go  with  boiler  insurance. 
Are  you  making  that  service  count  for 
vou.' 


Branch  Office  was  held  at  the  new  Washing- 
ton Hotel  Annex  on  March  3d  and  4th. 
The  Home  Office  was  represented  by  Field 
Assistant  M.  P.  Hawkins,  and  addresses 
were  made  by  Group  Representative  Harry 
F.  Waite,  Adjuster  J.  E.  Kientz,  and  A.  E. 
Lucy  of  San  Francisco.  There  was  an 
ovation  for  Manager  W.  L.  Waltz,  of  the 
Life  and  Accident  Departments,  for  his 
return  to  duty  after  an  absence  of  six  months, 
from  illness.  About  forty  agents  were 
present  at  the  four  sessions. 

A  new  branch  office.  Life  and  Accident 
Departments,  was  opened  at  59th  Street 
and  Broadway,  New  York  City  on  March 
10th.  Bennett  S.  Drew,  formerly  special 
agent  in  the  Brooklyn  office,  is  in  charge 
as  Manager. 


LARGEST    CASUALTY  COMPANY 

HEARD  IN  A  GROUP  SELLING  TALK 

"When  you  notify  us,  by  telephone  or  in 
any  other  way,  that  a  death  has  occurred 
among  your  employees  you  start  our  whole 
claim  machinery  a  going.  It  is  like  turning 
an  electric  button  and  starting  the  wheels  of  a 
big  factory  going. 

"You  give  us  the  name  of  the  employee 
at  the  branch  office.    We  notify  the  home 


The  more  work  a  salesman  does  before  he  calls  on  a  prospect  the  less  he 

has  to  do  afterward 
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PROTECTION 


SHOW  THEM  THE  HOME  OFFICE  ON  YOUR  BLOTTERS 

We  will  furnish  either  of  the  cuts  free  to  our  representatives  —  Address  Publicity  Department 

DOES  the  policyholder  care  anything  about  the  company  which  carries  his  insurance?  Do  you  care  anything  about  the  bank  where 
you  deposit  your  money?  Of  course  you  do  and  so  does  he.  He  wants  to  know  that  the  company  which  is  there  to  collect  his  pre- 
miums will  also  be  there  to  pay  the  benefits.  A  company  with  over  $1,500,000,000  of  life  insurance  in  force  is  likely  to  be  a  substantial 
corporation.  A  company  which  has  satisfied  the  public  by  the  manner  in  which  it  has  settled  its  accident  claims  for  the  past  sixty  years 
is  likely  to  satisfy  them  for  centuries  to  come.  The  Travelers  Tower  is  impressive,  why  not  impress  your  prospects  with  a  view  of  the 
tower  on  a  blotter?  Note:  These  illustralions  mil  print  only  on.  blotters  vnth  a  glazed  surface — not  on  rough  blotters  or  in  newspapers. 


ACCIDENT 


HEALTH     □    LIABILITY    □    BURGLARY    □  AUTOMOBILE 

jHE  TRAVELERS  INSURANCE  COMPANY,  ° 
which  we  represent,  has  over  $1,500,000,000  of  □ 
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T/ie  Travelers  Tower,  Hartford, 
Connecticut,  highest  office  build- 
ing in  New  England 


Life  Insurance  in  force. 

Who  are  the  men  who  have  purchased  all  of 
this  insurance? 

They  are  the  successful  men  of  the  community:  the  prosperous 
merchant  and  manufacturers;  the  leading  doctors,  lawyers, 
and  professional  men;  the  thrifty  and  ambitious  working  men. 

Class  yourself  among  the  winners.    Let  us  quote  you  rates  on 
Travelers  Guaranteed  Low-Cost  Policies  today! 

BROWN  &  PECK 

INSURANCE  SPECIALISTS 

TELEPHONE  CHARTER  1234  406  CENTRAL  AVENUE  ^ 

GROUP    □    PLATE  GLASS    □    AIRCRAFT   □   ENGINE  □ 
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LIABILITY    □    BURGLARY    □  AUTOMOBILE 

HE  TRAVELERS  INSURANCE  COMPANY 
was  the  first  American  company  to  write  Accident 
insurance. 

Today,  as  always,  it  is  the  largest  Accident 
company  in  America. 

Only  a  company  which  has  kept  faith  with  the  public  could 
hold  so  enviable  a  position  for  so  long  a  period  of  time. 

We  recommend  a  Travelers  Accident  Policy  to  you  as  the 
best  form  of  Accident  Protection  on  the  market. 


The  Travelers  Tower,  one  of 
the  seven  highest  office  build- 
ings in  the  world 


JOHN  DUN 

Insurance  Adviser 

Phone  Char.  1234     400  Central  Avenue 
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STEAM  BOILER    □    PLATE  GLASS    □  COMPENSATION 
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WHEN  the  AGENT  TURNS  DRAMATIST  TO  CLOSE  A  SALE 


LET'S  turn  around  and  take  the  other 
road,  Charley." 
"This  is  a  better  road,  dear." 
"I  know  but  I  like  the  scenery  around  the 
other  way  better  and  the  children  always 
like  to  look  at  those  ponies  up  on  the  Wright 
farm." 

"We'll  come  back  that  way,  dear.  There 
is  something  this  way  that  I  want  to  look  at. 
I  came  this  way  purposely  to 
see  it." 

"There's  something  this  way 
that  I  don't  want  to  look  at. 
The  poor  farm  is  on  this  road 
and  it's  depressing  just  to  pass 
it.  There  it  is  now.  While  we 
argued  you  drove  right  up  to  the 
thing  I  was  trying  to  avoid. 
Charley,  you're  about  as  per- 
sistent as  a  person  can  be  in  a 
gentle,  decent  sort  of  way  and 
without  appearing  to  be  posi- 
tively disregardful  of  my  wishes 
and  feelings." 

"Funny  thing.  You  wanted 
to  avoid  the  poor  farm.  I  wanted 
to  look  at  it.  It  was  my  only 
reason  for  coming  this  way.  Be- 
tween paying  for  a  big  automobile  liability 
insurance  policy,  and  keeping  up  my  accident 
and  life  insurance,  I  just  about  shot  my  check- 
ing account  yesterday.  I  wondered  if  I  needed 
all  this  insurance,  if  I  was  sacrificing  too  much 
for  protection  against  things  that  might  not 
happen,  such  as  an  accident  that  would 
bring  on  a  big  damage  suit  and  wipe  out 
what  we  have  accumulated  and  make  you 
all  candidates  for  the  poor  farm  if  something 
happened  to  me  at  the  same  time.  And  I 
wondered  if  I  could  drop  some  of  my  accident 
insurance  or  some  of  my  life  insurance. 
Then  I  decided  I'd  tlrive  around  past  here. 


get  the  atmosphere  of  the  place  and  make 
myself  glad  that  I  had  paid  out  so  much 
money  to  guard  us  all  against  things  like  this. 
I've  come  by  here  to  make  myself  feel  good 
over  these  expenditures.  You  wanted  to  go 
'round  to  keep  yourself  from  feeling  bad." 

"Oh,  Charley,  I  don't  think  you  ought  to 
drop  any  of  that  insurance.  I  sometimes 
think  you  spend  too  much  money  that  way 


"The  question  is  not  whether  business  life  insurance  is 
a  good  thing.  The  big  question  is  how  much  is  adequate 
to  indemnify  against  the  loss  of  brain  power  involved. 

"Complete  coverage  of  man  power  of  valuable  execu- 
tives is  more  important  in  many  cases  than  adequate  fire 
insurance  to  cover  the  physical  assets.  Certainly  a  loan 
on  property  would  not  be  considered  until  it  was  covered 
by  a  fire  insurance  policy. 

"It  has  become  an  established  custom  by  credit  men  of 
banks  to  make  inquiry  as  to  the  amount  of  insurance 
carried  by  the  guiding  spirits  of  the  corporation,  payable 
to  such  a  corporation,  and  it  has  decided  weight  upon  the 
extension  of  accommodation." 

[R.  S.  Hawes,  President,  American  Bankers  Association. 


and  I  say  so,  but  insurance  does  give  us  a  sort 

of  comfortable  feeling." 

*    *  * 

"Well,  how  did  it  work?" 

This  time  it  was  Albert  Keith,  insurance 
agent,  talking  and  it  was  the  day  after  one  of 
his  good  clients  had  taken  his  family  for  a 
motor  trip  past  the  poor  farm. 

"Like  a  charm,"  replied  the  client. 
"Better  than  we  expected,  Al.  I  didn't 
have  to  drag  the  subject  in  by  the  heels,  at 
all.  In  fact  she  introduced  the  subject. 
When  we  came  to  the  cross  roads  half  a  mile 
this  side  of  the  poor  farm  she  wanted  to  turn. 


I  drove  right  on  and  told  her  we'd  come  back 
her  way.  Then  she  explained  she  didn't 
want  to  go  past  the  poor  farm  because  it 
depressed  her.  What  better  opening  could  a 
man  want.'  I  told  her  I  wanted  to  see  what 
she  wanted  to  avoid  and  explained  that  I 
wanted  to  bolster  up  my  belief  that  I  needed 
a  lot  of  three  kinds  of  insurance  even  if  it  did 
cost  considerable  money  and  that  I  wanted  to 
get  some  joy  out  of  paying  for  it. 
Apparently  the  idea  sank  right 
in  because  she  immediately  sug- 
gested that  I  certainly  ought  to 
keep  it  all.  When  I  told  you  that 
I'd  take  that  other  life  insurance 
policy  if  you'd  figure  out  some 
way  to  make  my  wife  feel  happy 
over  the  big  amount  I  spend  with 
you,  I  didn't  believe  you  could 
do  it.  I  didn't  know  you  were 
a  dramatist.  But  you  are,  and 
a  good  one.    And  I'm  an  actor. 

"Go  ahead  and  fix  me  up  a 
date  with  the  doctor,  I  can  see 
him  either  this  afternoon  after 
two  or  Wednesday  morning  be- 
fore eleven.  Make  it  this  after- 
noon and  get  it  out  the  way  if 
you  can.  You  have  the  application  filled 
out  as  we  decided  the  other  day,  haven't  you, 
and  you'll  get  that  trust  agreement  drawn  up 
so  it's  holeproof,  I  presume?  I'll  sign  the 
application  now,  if  you  want  it  and  here's  a 
memorandum  I  dictated  after  you  left  the 
other  day.  It  sets  forth  what  I  want  ac- 
complished through  the  trust  agreement- 
I  know  your  lawyers  can  make  out  what  I 
mean  and  fix  it  up  right.  I've  shown  that 
other  trust  agreement  to  our  counsel  here 
and  he  says  it's  'artistic'  By  the  way,  you 
ought  to  see  him  sometime.  He  probably 
needs  insurance." 


PROTECTION 


DETROIT'S    ACCIDENT  Third:    That  a  cumulative  efifect  cannot  directly  on    the    number    of  accidents. 

RECORD  gained  by  spasmodic  or  unrelated  cam-  Fifth:    That  the  schools  are  the  logical 

paigns.  place  to  initiate  an  educational  campaign. 

■pvETROIT  is  one  of  the  very  few  cities  Fourth:   That  accidents  have  a  tendency  Sixth:  That  any  city  can  do  what  Detroit 

'  which  has  enjoyed  a  reduction  m  its  increase  in  proportion  to  the  increase  in  has  done  if  the  automobile  clubs,  the  police 

automobile  liability  insurance  rates  for  1921.  automobile  registration— but  that  an  in-  department  and  the  schools  will  work  hand 

But  luck  or  accident  played  no  part  in  the  crease  in  population  does  not  seem  to  bear  in  hand, 
gaining  of  this  reduction.    It  was  due  to 

the  persistent  and  active  cooperation  of  the  ^    SMALL     ITEM    WITH  A    RATHER    BIG  MORAL 

Detroit  Automobile  Club,  the  police  depart- 
ment, and  the  public  schools.  HPHE  average  monthly  income  life  policy  It  may  mean,  also,  that  when  insurance 
The  year  1918  was  used  as  a  base.  Auto-  issued  by  The  Travelers  in  1920  was  is  presented  on  the  monthly  income  basis 
mobile  registration  in  Wayne  county  during  nearly  two  and  a  half  times  as  large  as  the  prospect  buys  a  larger  amount. 
.1  r,rr  Old  T„  imo  „T«c  oo  AQ^  ,.  ,  .,  „  ,  But  the  fact  remains  that  the  agent  who 
the  year  was  77,213.  In  1919  it  was  99,481.  average  policy  (all  forms).  ^  ,  .  ,r  . 
In  1920  it  was  126,469,  an  increase  of  61.1  „,  '  ,  .  ^^'^'^  P'^^^nt  monthly  income  policies  can 
percent  over  1918.  During  this  period  ""^^  '"'^""^  "^^'^  insurance  than  the  man  who  sells 
the  population  increased  7.2  percent.  P^^'"^^  ^PP^^^     ^'^Ser  men.  only  lump  sum  insurance. 

In  1918  there  were  3,374  accidents  in  ^jjy    JEREMIAH    BLACK    TOOK  NEW  HOPE 

Detroit.    The  first  year  of  the  campaign 

brought  few  results.    The  public  were  not  VERY  time  that  Jeremiah  Black  looked  not  get  it: 

yet  sold  on  the  idea  of  safety.    The  total  over  the  market  quotations  in  the  daily  Savings  Deposits  1920  Increased  9.38% 

of  accidents  for  1919  were  4,233,  an  increase  newspapers,  which  was  every  day,  he  became  Throughout  the  Country 

of  25  percent  over  the   previous   year —  more  pessimistic.    Every  time  he  entered  a  Deposits  of  686  savings  banks  in  the 

practically  parallelling  the  increase  in  the  man's  office  he  assumed  that  the  poor  fellow  United  States  and  trust  companies  show  an 

number  of  automobiles.        *  •^i'i  not  need  insurance  as  much  as  he  needed  increase  during  1920  of  9.38%,  or  $474,760,- 

The  effects  of  these  no-accident  campaigns,  sympathy.  000,  according  to  the  Savings  Bank  Associa- 

however  are  cumulative.     The  number  of  It  is  impossible  to  state  just  where  this  tion  of  New  York.    During  1920  the  increase 

accidents  for  1920  was  4  647  an  increase  of  attitude  of  mind  would  have  ultimately  led  was  steady  throughout  the  country. 

37.7  percent  over  1918;  but  had  the  1919  him  if  he  had  not  one  day  discovered  on  the  Largest  individual  increase  occurred  in 

ratio  of  accidents  been  continued  during  same  page  that  contained  a  most  pessimistic  Wisconsin,  $939,291,  or  25.66%. 

1920  this  increase  would  have  amounted  to  financial  survey  of  the  month,  the  following  Massachusetts  leads  in  number  of  savings 

over  50  percent  so  the  net  result  for  1920  was  article  from  the  Wall  Street  Journal  which  banks.    The  largest  amount  of  deposits  is  in 

really  a  decline  of  13.3  percent  less  than  1919.  caused  him  to  change  the  current  of  his  New  York. 

During  this  period  there  had  been  a  great  sympathies  from  the  poor  man  who  could  not  Total  savings  and  increase  in  1920,  18 

increase  in  the  number  of  automobile  regis-  afford  insurance  to  the  poor  agent  who  did  states  shown  below: 

trations.  In  1918  the  increase  in  registration  State                                     Number  of  Deposits                ^""^^^  ?^";^„",'a 

.             .  New  England  States                                banks  Jan.  31,  1920                 1920           Inc.  1920 

was  3.3  percent  greater  than  the  increase  in  ^^^^^                                            43  $106,219,752            $5,863,099  S.8 

accidents.    But  in  1920  the  accident  figures  New  Hampshire                                   70  144,317,228              9,317,228  6.9 

were  23.4  percent  lower  than  registrations.  Vermont                                             58  113,568,350              4,975,052  4.5 

This  »,»„t .  ,ei.uve  gain  in  the  reduoii.n  e^^rr.";;/..:; »  iS™  'f. 

of  accidents  of  about  20  percent— and  Detroit  Massachusetts                                      196  1.206,546,997              92,233.305  8.2 

automobile  owners  profited  by  their  efforts  —  j2.ii2.637.42l          $147,995,466  ~5 

through  a  reduction  of  18.5  percent  in  the  Eastern  States 

automobile  rates — a  prize  worth  working  for.  New  York  142  2,532,652,511          26S.2S6.712  11.6 

.     .         ^     ^       »    til,-       ft               •  New  Jersey                                             27  203,582,394             19,549,223  10.6 

An  important  part  of  this  safety  campaign  Pennsylvania  "            10  306.677.202            19.976,902  6.9 

was  carried  on  in  the  schools — and  there's  no  Delaware                                          2  19,065,071             1,123.059  6.2 

question  that  such  educational  safety  propa-  Maryland                                        17  124,603,721            4,192,616  3.4 

ganda  bears  fruit.    During  1920  accidents  198  $3,186,580,900         $310,098,514  10.7 

to  school  children  decreased  29.7  percent  M'ddle  Western  States 

Ohio                                                         3  70,956.136               3,802,656  5.6 

over  1918.  Indiana                                                     S  16,040,743               1,017,048  6.7 

The  following  conclusions  may  be  drawn  Wisconsin                                                  6  4,598,908                 939,291  25.6 

from  this  campaign:  Minnesota  ._9_  57,008,975               5.092.942  9.8 

First:  That  accidents  are  not  necessary  23  $148,604,763          310,851.938  7.8 

and  can  be  reduced.  ^"califomTa                                                  l  72,473.122                4.150.948  6.0 

Second:    That   this   reduction    will    take  Washington                                               1  12,908.475                1,432,576  12.4 

place  as  a  result  of  continuous  educational  J  $85,381,598            $5,583,525        •  "6^9 

campaigns.  Total  United  States   5.536,389,904           474,760.884  9.3 

The  motorized  James  boys  are  preaching  burglary  insurance  for  you. 
Are  you  following  up  the  advertising  that  they  do? 

[106] 


PROTECTION 


Another  little  instance  of  this  kind  recently 
came  to  our  attention. 

A  woman  had  invested  in  a  block  of  stock 
in  a  certain  manufacturing  concern,  which 
concern,  by  the  way,  carries  group  insurance. 

"That's  the  second  lot  of  Blank  stock 
you've  bought,"  remarked  a  friend,  "Why 


OUR  PORTRAIT  GALLERY— 71 


m 


THE  GOOD  THAT  GROUP  DOES— THE  EMPLOYER 

A GROUP  insurance  policy  may  help  an 
employer  in  ways  of  which  he  never 
dreamed  when  he  took  out  this  protection  on 
his  workers.  Recognition  of  the  value  of 
group  insurance  continually  crops  up  in 
strange  ways  and  under  odd  circumstances. 

An  old  employee  of  a  Travelers  group- 
insured  concern  died  after  a  long   

illness.  His  employer  continued 
his  salary  all  through  his  illness, 
and  at  his  death  paid  his  family 
about  fifteen  hundred  dollars  in 
cash. 

Shortly  before  the  funeral  a 
Traveler  representative  happened 
to  be  at  the  deceased's  home. 
Among  others  present  were  two 
influential  men  engaged  in  a  low 
conversation.  Our  representative 
sat  near  them  and  couldn't  help 
overhearing  parts  of  their  conver- 
sation. 

They  were  favorably  impressed 
with  the  fact  that  the  employer 
had  continued  the  man's  salary 
even  though  he  had  been  unable 
to  work.  They  also  thought  it 
was  very  generous  of  the  company 
to  have  carried  such  a  substantial 
amount  of  life  insurance  for  him 
free  of  charge. 

One  of  them  remarked  to  the 
other  that  he  could  hardly  believe 
that  in  these  days  any  company 
would  do  this  for  any  of  its  em- 
ployees. 

After  a  few  minutes'  our  repre- 
sentative introduced  himself;  told 
them  that  he  couldn't  help  over- 
hearing their  conversation,  and 

assured  them  that  it  was  the  pol-   

icy  of  the  company  in  question  to 
do  as  much  as  it  did  for  this  man,  for 
every  man  in  its  employ. 

The  two  men  were  impressed  with  his 
explanation,  and  one  of  them  remarked  that 
an  employer  of  this  kind  was  deserving  of  all 
the  business  he  could  get,  and  that  in  the 
future  if  he  had  any  business  which  it  could 
handle,  this  company  would  certainly  get  it. 

Today,  more  people  than  ever  are  in- 
terested in  how  an  employer  treats  his  em- 
ployees. No  matter  what  a  person's  attitude 
toward  the  labor  problem  may  be,  fair  play, 
such  as  is  evidenced  by  group  insurance, 
prejudices  public  opinion  in  favor  of  the 
company  that  displays  it. 


El 


RALPH  L.  SMITH 
Field  Assistant 
Life,  Accident,  and  Group  Departments 


is  it  you  happened  to  choose  that.'" 

"This  particular  company  yields  its 
stock  holders  a  fair  rate  of  interest,"  she 
replied,  "but  it  isn't  afraid  to  spend  a  little 
of  its  earnings  for  the  benefit  of  its  employees. 
I  want  my  money  to  be  invested  in  a  com- 
pany that  is  good  to  its  employees." 


LEADING  AUTOMOBILE  COMPANY 

Twenty-five  thousand  dollars  in  damages 
has  been  demanded  through  the  District 
Court  of  Monroe,  Louisiana,  by  the  parents 
of  a  little  boy  who  was  electrocuted  when 
he  climbed  a  small  sycamore  tree  through 
which  an  electric  wire  light  had  been  strung. 


BLAME  FIXED  WHERE 
IT  BELONGS 

In  the  January  26  issue  of  Protectton, 
we  printed  a  story  of  the  Indianapolis 
structural  steel  collapse  which  killed  two 
and  injured  a  score  or  more  of  work- 
men. The  jury  at  that  time  had  not  decided 
who  was  to  blame.  The  steel  contractor 
was  insured  in  a  reciprocal;  and 
certain  persons  were  doing  their 
best  to  push  the  blame  on  the 
shoulders  of  the  stone  contractor, 
in  spite  of  the  fact  that  a  mere 
examination  of  the  photographs 
revealed  the  fact  that  the  steel 
framework  had  not  been  securely 
riveted  together.  They  evidently 
feared  the  inevitable  effect  of  such 
a  disaster  on  a  reciprocal  company 
— assessments  on  policyholders. 

The  jury  has  finished  its  delib- 
erations and  has  put  the  blame  on 
the  steel  contractor.  Just  what 
the  reciprocal  intends  to  do  about 
it  remains  to  be  seen.  Manager 
Chandler  of  Indianapolis  writes: 

"At  the  present  time  it  seems 
impossible  to  get  any  reliable  in- 
formation regarding  the  status  of 
any  liability  or  compensation 
claims,  for  the  interested  com- 
panies, and  their  representatives 
have  shut  up  about  as  tight  as 
a  disturbed  clam." 

This  whole  affair  is  a  strong 
argument  for  carrying  compensa- 
tion and  public  liability  insurance 
in  a  strong,  reliable  company  like 
The  Travelers.  In  the  first  place 
Travelers  inspectors  would  have 
.    made  a  vigorous  protest  against 
such  slipshod  methods  of  erecting 
steel  girders  and  would  have  threatened  to 
withdraw  from  the  risk  if  the  contractor 
had  persisted  in  spite  of  their  warnings. 
This  would  probably  have  prevented  such 
a  catastrophe. 

Secondly,  should  a  serious  disaster  of  this 
nature  occur  on  a  Travelers-insured  risk 
in  spite  of  all  precautions  (which  we  consider 
very  unlikely),  there  would  be  no  question 
as  to  the  adequacy  of  the  reserve  neces- 
sary to  meet  a  large  number  of  claims;  and, 
of  course,  policyholders  of  The  Travelers 
cannot  be  called  upon  for  assessments  in 
any  event. 


An  adequate  amount  of  bank  burglary  and  robbery  insurance  is  "run"  insurance. 

Ever  put  it  up  to  the  banker  that  way? 
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PUBLIC  LIABILITY  AMMUNITION  FOR  AGENTS 

Passer-by  hit  by  falling  show  window.  FACTS   FROM   THE  CLAIM  A  girl  in  the  thirteenth  story  of  a  St.  Louis 

Woman  standing  too  close  to  front  of  FILES   THAT    SHOW   NEED  building,  filling  ink  well  at  window, 

elevator,  caught-  dress  in  grating.  ,         ,  ^^^^           T^Tr,,TT,  .  ^.^^  accidentally  dropped  it  and  killed  a  man. 

.  of  TRAVELERS  INSURANCE  n    i  ^       *u                   t  .i. 

Woman  entering  store  fell,  breakmg  teeth  Uverladen  with  snow,  canopies  of  three 

and  loosening  several  others.  '  New  York  playhouses  went  down  during  a 

Ceiling^m  ^an  apartment  house  fell  on  Customer  cursed  porter  in  lunch  room.  f^Z  in^uTed."""""" 

head  of  tenant.  Porter  threw  glass  hitting  the  customer  on  i.-     ^i.      i  -  j    »       m    ,  , 

Man  fell  in  the  hallway  of  apartment  y,     ,  .  Man  washing  the  outs.de  of  an  office  build- 

j^^ygg  ^"^  neaa.  j^g  dropped  bucket  of  water  containing 

,    ,      ,,        .  „.  Freight  elevator  in  warehouse  fell,  severely  acid  solution,  injuring  three  people. 
Passer-by  struck  on  the  head  by  a  tailing 

j^^j^j^  injuring  two  employees  of  tenants  of  the  Three  heavy  slabs  of  stone  fell  from  fourth 

,.    ,          ,.      •         fl  building.    Combined  cost  of  accidents  $5,-  story  of  office  building,  the  steel  bands  hold- 
Woman  caught  toot  on  a  sliver  in  the  floor  -^^  ^^^^^^  j^^j  ^^^^^^  ^^^^^ 

of  a  department  store,  injuring  foot.  were  killed. 

Woman  and  child  struck  by  a  window  Employees  shoveling  snow  oft'  roof  hit  tj     i        ■      tn       i      j     -n  l  ^ii 

h'  h  f  11  f       the  f  urth  floor  Employee  in  office  placed  milk  bottle  on 

screen  w  ic    e    rom    e  our      oor.  passer-by.  window  sill.    Another  employee  not  noticing 

Man  knocked  down  by  the  sudden  opening  p^^^^^.^y  .t^uck  by  a  hammer  which  was  it  pushed  it  off,  injuring  passer-by  below, 

of  iron  sidewalk  doors  in  front  of  office  .      .      .        »     ,.    /•  i  • 

.  thrown  by  a  workman.    Sued  for  $7,500.  otone  trimming  from  front  of  busmess 

^,  •,  ,                   ,        f  „  ■  building  fell,  striking  group  of  boys.  Owner 

Passer-by  stepped  on  nail  in  plank.  Child,  two  years  of  age,  fell  into  a  stream  ^^^^^.^^  ^^^^^^          ^^^^^  j^^^^^^^ 

Seat  in  theatre  collapsed,  injuring  occu-  of  hot  water,  two  feet  wide  and  two  inches  because  of  blasting  work  in  vicinity.  $7,500 

pant.  deep,  which  flowed  from  factory  and  was  verdict  in  the  case  of  one  of  the  boys. 

Guest  at  hotel  stepped  into  empty  elevator  scalded  and  died  as  result  of  the  injury.  Child  in  grocery  store  became  fascinated 

shaft.  The  hot  water  was  the  result  of  flu.shing  the  with  coffee  mill.    She  put  her  finger  into  it. 

Shopper  slipped  and  fell  on  the  floor  of  a  boilers,  the  overflow  being  allowed  to  run  ^^"^  "PP^^  fi^g^""- 

department  store.  through  a  pipe  to  a  ditch  at  the  side  of  the  The  sudden  opening  of  doors  in  a  sidewalk 

Woman  fell  down  stairs  in  department  ^^^^     This  case  cost  The  Travelers  $1,800.  hoist  of  a  New  York  hotel  threw  a  man  off  his 

store.  feet.    $25,000  verdict. 

Guest  hurt  while  going  out  of  a  hotel  door  by  struck  on  the  back  by  falling  ^  ^^^^^^^^^^.^                           ^^^^^^  ^ 

which  fell  upon  him.  smoke  stack.    Amount  paid  $2,250.  ^j^^^.^^,  ^j^^^       .           unprotected  tank 

Woman   pinched   finger   in   front   door  Workman  was  engaged  in   putting  in  of  sulphuric  acid.    Body  burned,  eyesight 

entrance  of  a  department  store.  window  frame  when  it  got  beyond  his  control  lo^t-    Verdict  $50,000. 

Young  lady  hurrying  along  street  ran  into  and  fell,  striking  passer-by.    Claim  $4,250.  Traveling  man  killed  in  an  elevator  at 

loop  of  an  awning  rope  hanging  down.  j    ,  j      .             ,  Grand  Rapids,  Michigan.    Widow  recovered 

Injuries  about  the  neck.  Workmen  dropped  sledge  hammer  from 

Tenant  hit  in  forehead  by  door  spring  that  -of  of  building,  striking  passer-by  on  left  ^^jj^'^^;^^  ^.^^^^^^  Long  Beach,  Califor- 

jumped  out  of  hinge.  shoulder.    Claim  $1,250.  ^-^          ^^-^^^  $372,000  in  settlements. 

Motion  picture  theatre  patron  caught  heel  Porcelain  faucet  in  the  bath  tub  of  a  hotel  $35,000  verdict  recovered  by  boy  against 

in  stairs  causing  injuries.  broke,  severely  cutting  guest's  hand.  electric  light  company  in  Missouri.  Fingers 

Flagpole  extending  from  store  window  fell,  „,         ,        ,       •    ,           .,■       r   i  of  right  hand  lost,  left  side  paralyzed  through 

....              ,  Woman  leaned  against  the  railing  oi  the  •  ,  ,  •  ,        .  . 

striking  passer-by.  °                      "  contact  with  high-tension  wire. 

■n,.         .          1-1         i?  J       1       I  rear  porch  of  her  apartment  in  order  to  call 

i^inger  jammed  in  door  ot  department  J       .    ,     ,.  ,       ,       .,•  $25,000  verdict  against  owner  of  hotel  in 

otnrp  her  boy.    As  she  did  so,  the  railing  gave  way,  rr.            e    j    ii    e       •.  iu       i  i 

Si-ore.  J                                    o  B          J  y  Tennessee  ror  death  or  guest  through  explo- 

Boy  pushing  truck  in  store  ran  into  cus-  precipitating  her  to  the  sidewalk.  gj^^      air-pressure  tank,  wrecking  writing 

tomer,  injuring  knee.  In  ^  ladies'  cloak  and  suit  store  a  shopper  -o"- 

Board  on  piazza  floor  of  residence  broke,  slipped  and  fell,  spraining  her  ankle.  $80,000  verdict  against  a  Florida  hotel  for 

letting  delivery  man  fall.  .                                  .  elevator  accident  seriously  injuring  a  woman 

T.        1           1  T    1           •   .  While  upon  her  own  premises  adjoining  _„__„„„„_ 

Passer-by  struck  by  heavy  window  screen  .                     .  passenger. 

c,ii;„r,              ,..1                     t  automobile  manufacturing  plant  a  woman 

tailing  from  .second  floor  restaurant.  ^  ^  $20,000  compromi.se  payment  at  Detroit, 

Blind  fell  from  the  apartment  house  hitting  was  struck  by  a  piece  of  metal  thrown  out  of  Michigan,  for  elevator  accident  injuring  a 

tenant  on  head.  a  window  by  a  workman.    Claim  $3,948.40.  man  in  a  newspaper  publishing  building. 

With  a  good  job  a  man  can  support  his  wife  as  long  as  he  lives.    With  a  monthly 
income  policy  he  can  support  her  as  long  as  she  lives 
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In  the  circle  —  See  the  "boys"  gossiping  as  they  handle  red-hot 
rivets. 

At  the  left — The  largest  girders  ever  constructed  were  put  in 
place  at  the  Grand  Central  Station,  New  York,  as  thousands 


came  and  went  every  hour  of  the  working  day. 
At  the  right — Americans,  accustomed  to  building  construction 
and  reconstruction,  walk  nonchalantly  under  tons  of  steel  sus- 
pended in  mid-air,  and  past  cataracts  of  brick  and  debris. 


Frank  M.  Blair,  holder  of  life  policy  No. 
209,  died  the  other  day.  That  policy,  as  its 
number  indicates,  was  taken  out  in  the 
early  days  of  the  Company.  In  fact,  Mr. 
Blair  was  a  clerk  in  The  Travelers.  At  that 
time  there  were  only  five  other  clerks  in  the 
Home  OfiBce.  Today  our  employees  here 
are  more  than  4,200;  and  the  numbers  on 
our  life  policie.s  run  up  into  the  hundred- 
thousands! 


WORKS  THE  WHOLE  FAMILY 

A.  J.  Tusa,  an  agent  in  the  Omaha  Branch 
Office,  whose  motto  is,  "Make  two  policies 
grow  where  but  one  grew  before,"  submits 
two  records  as  further  proof  that  it  pays 
to  cultivate  intensively: 

GROUP   NO.  1. 


LEADING  AUTOMOBILE  COMPANY 

J.  P.  Brown,  late  of  the  Philadelphia 
payroll  audit  staff,  died  at  his  home  on 
January  23d  after  a  long  illness. 


Application 

Form  of 

Date 

Applicant 

Insurance 

Prem. 

May.1918.  . 

.F.  J.  B  

.Disability.  . .  . 

$37.00 

Oct.,  1920.  . 

.  .F.  J.  B  

.lOOOIns.toageSO  30.26 

Sept.,  1919. 

.  Bro.-in-law . 

.1000  20-Pay.  . 

.  26.84 

Dec, 1919 . 

.  Brother . . . . 

.Disability.  .  .  . 

38.00 

Dec,  1919  . 

.  Brother . . .  . 

1000  20-Pay.  . 

.  26.29 

Mar.,  1920. 

.  Nephew  .  .  . 

1000  20-Pay.  . 

.  22.48 

Mar..  1920. 

.  Brother .... 

1000 Ord.  Life. 

.  32.33 

Apr.,  1920.  ..  Brother  1000  20-Pay  56.47 

Aug.,  1920.  ..  Bro. -in-law.  .1000  20-Pay  22.35 

Mar.,  1921 .  .  .Sister  1000  Ins.  to  age  50  26.81 


GROUP  NO.  2 

June,  1919 ...  F.  W.  D  1000  Ord.  Life 

Oct..  1919.  .  .Brother  1000  Ord.  Life 

Oct.,  1919.  .  .Bro.-in-law.  .  .2000  20-Pay.  . 

Dec,  1919.  ..Brother  1000  Ord.  Life 

Jan.,  1920.  .  .Brother  1000  Ord.  Life 

Mar.,  1921 .  ..  Bro.-in-law .  .  .2000  20-Pay.  . 

LEADING  AUTOMOBILE  COMPANY 


.  30.70 

.  27.12 
.  45.44 
.  25.07 
.  19.63 
.  22.50 


Leslie  Stewart,  who  has  represented  the 
Company  as  a  member  of  the  Helmbold  & 
Stewart  Agency  at  Clearfield,  Pa.,  since 
February  2;3d,  1903,  died  March  11. 


Fifty  percent  of  the  prospects  for  guaranteed  low-cost  life  insurance  live  on  the  farm 
or  in  towns  of  less  than  twenty-five  hundred  population 
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The 

Tower  Window 

"A  father  who,  bij  neglecting  to  provide  an 
estate  or  life  insurance  for  his  widow  and  or- 
phans, leaves  them  penniless,  is  committing  a 
crime  and  a  sin  against  them,  and  he  is  not 
worthy  of  being  called  a  father  or  a  husband  if 
it  lies  within  his  power  to  amply  protect  them," 
recently  declared  Judge  A.  C.  Hoppman,  at  a 
meeting  of  the  Madison  Insurance  Under- 
writers Association. 

"It  has  been  my  sad  duty  to  be  compelled  to 
send  children  to  the  state  reformatories  as  a 
direct  result  of  the  inability  of  the  widow  to  give 
them  the  guiding  care  they  needed,  because  she 
was  compelled  to  devote  her  time  to  providing 
the  necessaries  of  life  which  life  insurance 
would  have  provided.  Life  insurance  would 
have  sated  the  family  and  educated  the  children 
who  luive  appeared  iti  many  of  my  court  cases." 

*    *  * 

Here's  bad  news  for  the  pessimists  who  are 
eternally  forecasting  an  imminent  gasoline 
shortage.  In  Scotland,  they're  extracting 
crude  oil  of  a  good  grade  from  oil  shale  at  a 
cost  of  six  cents  a  gallon.  In  the  western 
part  of  this  country  there  is  an  almost  in- 
exhaustible amount  of  this  shale  from  which 
equally  good  oil  can  be  obtained. 


Some  cities  seem  to  have  a  lot  of  trouble 
keeping  their  manhole  covers  down.  In- 
flammable gas  collects  underneath,  an 
electric  wire  cross  circuits  or  a  stray  cigarette 
butt  drops  through  and  then  the  old  cover 
starts  out  to  contest  the  world's  altitude 
record. 

One  manhole  cover  blew  up  in  Boston 
a  few  days  back.  The  cover  itself  did  not 
seem  to  do  much  harm,  but  the  explosion 
did.  Twenty  plate  glass  windows  suffered 
compound  fractures. 

Perhaps  those  window  owners  might  be 
able  to  collect  from  the  city,  or  the  gas 
company,  or  some  other  public  service 
corporation  for  the  price  of  their  windows. 
But  the  settlement  of  such  claims  involves 
much  time  and  trouble  for  the  claimants. 
It  would  be  *  much  simpler  to  report  the 
breakage  and  have  the  glass  immediately  re- 
placed by  The  Travelers. 

*  *  + 

IN  THE  motorist's  GRAVEYARD 

"Lies  slumbering  here 

Alphonso  Churl; 
He  had  his  arm 

Around  a  girl."  ' 

— Akron  Times. 

Some  of  the  men  from  the  Pittsburgh 
Branch  Office  looked  over  a  column  of 
epitaphs  among  which  was  included  the 
one  above,  and  decided  that  they  were  as 
good  little  epitaphers  as  the  fellows  out  in 
Akron,  so  they  sent  us  in  the  following 
to  prove  it: 

"An  epitaph 

To  Squire  Scott, 
The  highway  turned; 
His  car  did  not." 

"No  lights  at  all 

Had  Oswald  Sharp. 
He's  gone  to  play 

A  golden  harp." 

*  *  * 

LUCK 

Oh,  yes,  we  believe  in  luck!  Every  man 
who  holds  a  big  job  gets  there  through  luck. 
All  he  has  to  do  is  to  cultivate  a  pleasing 
personality;  make  himself  well  liked  by 
others;  sow  seeds  of  kindness  and  good  cheer 
wherever  he  goes;  perform  his  work  better 
than  the  "unlucky"  man  does;  render  the 
most  and  the  best  service  possible,  regardless 
of  the  salary  he  is  getting.  Luck  does  the 
rest.  [Exchange. 

"Goodbye,  Anxiety!" 


A  New  York  automobilist  had  a  lot  of 
trouble  with  his  car  while  touring  through 
Nebraska.  So  much  trouble  that  he  decided 
to  trade  the  darn  thing  in  and  get  a  new 
one.  This  he  did.  Then  he  suddenly 
thought  about  his  insurance. 

Of  course  one  of  the  ten  thousand  Travelers 
agencies  was  not  far  off.  He  dropped  in, 
and  in  fifteen  minutes  everything  was  ad- 
justed and  he  was  on  his  way,  fully  protected. 

Moral:  You  don't  even  need  to  have  an 
accident  to  benefit  from  Travelers  Service. 

*  *  * 

When  two  automobiles  crashed  in  Bay 
City  last  Sunday,  according  to  the  Tribune, 
the  drivers  jumped  out  simultaneously  and 
approached  each  other. 

"I  am  at  fault,"  one  declared,  "and  I'll 
pay  for  the  expense." 

"Not  on  your  life,"  replied  the  other. 
"I'm  entirely  to  blame,  and  I  shall  pay  for 
the  damage." 

Question:  Which  two  of  these  drivers 
carried  property  damage  insurance.' 

— Detroit  Neivs. 

*  *  * 

ALMOST  A  CLAIM 

Donald — D'ye  ken  Mac  fell  in  the  river  on 
his  way  hame  last  nicht? 

Willie — Ye  dinna  mean  tae  say  he  was 
drooned 

Donald — No  drooned,  but  badly  diluted. 

*  *  * 

Highwaymen  are  again  doing  business 
along  our  unfrequented  roads.  We  don't 
know  whether  they  belong  to  the  Robin 
Hood  school  and  merely  rob  the  rich  and 
haughty  and  let  the  poor  men  pass — we're 
inclined  to  think  they  don't. 

They  are  a  crafty  bunch  and  the  wise 
automobilist  should  take  out  his  Travelers 
hold-up  policy  and  keep  his  eyes  open.  One 
of  their  favorite  stunts  is  to  leave  a  valuable 
fur  or  coat,  sometimes  a  spare  tire  lying  in 
the  middle  of  the  road.  The  unsuspecting 
automobilist  slows  down  to  pick  it  up  and 
stops  when  he  finds  himself  gazing  into  the 
business  end  of  an  automatic. 

Sometimes  the  bandit  appears  in  the 
guise  of  a  foot-sore  old  woman  hobbling 
along,  or  an  injured  man  lying  by  the  road- 
side. The  warm-hearted  motorist  who  stops 
to  pick  her  up  or  tries  to  render  assistance 
may  likely  find  the  tables  turned  and  himself 
lying  helpless  in  the  ditch  or  hobbling  home- 
ward on  foot  while  a  pair  of  crafty  crooks 
are  burning  up  the  highway  in  a  newly 
acquired  automobile. 
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BEST  MOTOR  SAFETY  BOOKXETS 

Manager  Ewart  R.  Mills  of  Toronto  is 
making  good  use  of  some  of  the  publications 
of  the  Technical  Research  Department  of 
The  Travelers.  He  has  sent  "Some  Dangers 
of  the  Street,"  "How  to  Motor  in  Safety," 
and  "The  Traffic  Officer's  Troubles"  to  the 
officers  of  the  Ontario  Safety  League  and  the 
Ontario  Motor  League  and  also  plans  to 
send  them  to  chiefs  of  police  in  his  territory. 
Acknowledging  receipt  of  one  of  these, 
T.  G.  Robertson,  secretary-treasurer  of  the 
Ontario  Motor  League,  says: 

"This  is  one  of  the  most  strikingly  illus- 
trated booklets  of  this  character  I  have 
ever  seen.  Their  general  distribution  should 
help  to  inculcate  the  principles  of  Safety 
First  in  the  minds  of  all  car  owners." 


LEADING  AUTOMOBILE  COMPANY 


TRIBUTE  TO  MANAGER  STOFFT 

Manager  A.  H.  Stofft  of  Minneapolis 
recently  left  that  branch  to  become  Associate 
Manager  of  our  Philadelphia  Branch  Office. 
A  dinner  was  tendered  to  Mr.  Stofft  by  the 
Travelers  representatives  in  the  Twin  Cities 
and  the  following  letter,  signed  by  all  present 
and  framed,  was  presented  to  him. 

"Word  comes  to  us  that  the  company  has 
acknowledged  your  splendid  services  rendered 
in  this  field  by  promoting  you  to  Associate 
Manager  of  the  Liability  Department  of  the 
Philadelphia  Office,  and  we  wish  to  take 
this  opportunity  to  extend  our  hearty 
congratulations  and  best  wishes  for  your 
future  success. 

"Our  association  with  you  has  been 
pleasant  and  helpful,  and  it  is  regrettable 
you  must  leave  us  after  building  up  such  a 
splendid  organization,  however,  as  there  is 
no  alternative,  we  want  you  to  know  that 
we  appreciate  the  many  courtesies  accorded 
us  and  we  feel  that  this  little  tribute  is  the 
most  satisfactory  way  of  keeping  this  fact 
before  you." 


C.  E.  Meng,  who  was  formerly  attached 
to  the  Payroll  Audit  Stafif  of  the  Pittsburgh 
Branch  Office  has  been  assigned  to  the 
Kansas  City  Branch  to  take  over  the  work 
of  Frank  E.  Wolcott.  Mr.  Wolcott.  who 
had  been  on  the  salary  list  for  fourteen  years, 
has  left  to  establish  an  agency  of  his  own. 

A.  J.  Brown  has  been  appointed  Superin- 
tendent Auditor  of  Payrolls  at  BufiFalo. 


Where  Fresh  Air 
Is  Unhealthful 

WHEN  fresh  air  mixes  with 
water  containing  certain  chemi- 
cals or  minerals,  that  water  becomes 
dangerous  as  food  for  boilers.  Fresh 
air  may  cause  corrosion,  and  an  early 
death  to  the  boiler,  either  a  natural 
death  by  wearing  out  or  an  accidental 
death  by  explosion. 

It  is  not  possible  to  prevent  the 
exposure  of  feed-water  to  air  but 
certain  chemicals  can  be  introduced 
that  will  neutralize  the  influence  of 
air. 

The  Travelers  can  tell  any  user  of 
steam  heat  or  steam  power  what 
chemicals  to  use  and  in  what  propor- 
tion to  use  them. 

The  Travelers  will  analyze  and 
prescribe  for  any  boiler  client.  Are 
you  letting  this  phase  of  Travelers 
service  help  you  get  boiler  and  other 
forms  of  insurance.' 


AUTO  SHOW  BOOTH  PAID 

Joseph  Dearborn,  who,  together  with 
Claude  S.  Royse,  of  Springfield,  Mass., 
took  space  at  the  automobile  show  in  that 
city  a  fortnight  ago,  asked  the  Publicity 
Department  to  help  him  in  the  way  of 
literature  and  photographs  for  his  booth. 
He  has  written  the  following  letter  which 
is  self  explanatory: 

"Many  of  the  insurance  men  in  town 
looked  us  over  and  commented  very  favor- 
ably upon  our  exhibition.  I  do  not  think 
it  will  be  an  exaggeration  to  say  that  for 
attractiveness  and  real  class,  our  booth 
exceeded  any  heretofore  shown  in  'Pro- 
tection.' We  secured  the  loan  of  brand-new 
office  furniture  and  screens.  Tall  palms 
and  rich,  heavy  rugs  added  to  the  color 
scheme  of  buff  and  soft  green.  A  wireless 
open-spark  gap  aroused  the  curiosity  of 
many  and  drew  them  our  way.  The  'gallery 
of  motor  horrors'  (referring  to  the  photo- 
graphs lent  by  the  Home  Office)  caused 
serious  thought  in  the  minds  of  some  at 
least,  for  we  closed  seven  automobile  and 
two  personal  accident  policies  at  the  show. 
In  the  week  following  we  covered  seven 
more  cars,  one  personal  accident,  and  three 


fire  policies.  There  are  left  75  good  prospects 
to  work  on. 

"Our  expenses  totaled  approximately  an 
even  $100.  The  advertising  we  received  from 
personal  cards  and  circulars,  for  we  gave 
away  everything  you  sent  us,  will  prove 
beneficial.  Our  bills  are  paid." 

LEADING  AUTOMOBILE  COMPANY 

Automobiles  are  becoming  close  rivals  of 
the  subways  in  transporting  people  in  and 
out  of  New  York  City.  Recent  surveys 
showed  that  154,700  autos,  carrying  420,000 
persons,  entered  and  left  the  city  daily.  This 
compares  with  1,367,000  passengers  carried 
daily  by  the  subways  and  270,000  by  the 
Long  Island  railroad. 

LEADING  AUTOMOBILE  COMPANY 

"The  wise  man  is  only  once  betrayed." 

— Proverb. 

If  he  doesn't  happen  to  have  a  Travelers 
Accident  Policy  at  the  time  of  his  first 
accident,  he  has  one  right  on  hand  in  case  of 
a  second. 

LEADING  AUTOMOBILE  COMPANY 

MORE  REHEARSALS 

When  the  local 

Dramatic  society 

Put  on  "Hamlet," 

The  melancholy  Dane 

Was  funnier  than 

Bert  Williams 

Or  Eddie  Cantor 

Or  Frank  Tinney 

Or  Al  Jolson 

Ever  thought  of  being. 

Despite  the  fact 

That  he  used  the  same  lines 

That  made  Booth, 

Sothern,  Mansfield 

And  some  others 

Very  noted,  and 

That  suggests 

That  when  I  use 

Some  selling  points 

And  they  don't  sell 

Maybe  there  is 

Nothing  the  matter 

With  the  lines 

But  rather  something 

The  matter  with 

The  actor 

And  I  decide  that  I  need 
New  intonations 
And  more  rehearsals. 


Moral:  Insure  in  The  TRAVELERS 
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You  Can  Stage  Revivals  o/  Good  Selling  Points  as  Well  as  Good  Dramas 


Two  selling  points  that  were  used  effectively  for  years  by 
agents  of  The  Travelers  are  being  revived,  just  as  good 
dramas  are  occasionally  revived  with  great  success  by  theatrical 
producers.  Each  one  of  these  points  was  used  as  the  climax  of 
a  sales  talk.  They  were  used  till  the  agents  became  mechanical 
in  the  use  of  them.  The  words  became  wooden.  Naturally  they 
lost  their  punch  and  their  value. 

Now  they  are  again  being  used.  They  have  the  advantage  of 
being  time  tried  and  tested. 

Each  one  has  been  put  out  in  blotter  form.  You  can  secure 
duplicates  of  either  or  both  of  the  illustrations  shown  on  this 


page  if  you  wish  to  have  a  supply  of  blotters  printed.  The 
electrotypes  are  sent  gratis  by  the  companj'.  Turn  them  and 
this  page  of  Protection  over  to  a  printer  (whom  you  plan  to  in- 
sure and  whose  business  associates  you  plan  to  insure)  and  he 
will  do  the  rest. 

These  must  be  used  on  blotters  with  a  glazed  surface.  They 
will  not  reproduce  well  on  rough  blotters  or  in  newspapers. 

Order  electrotypes  from  the  Publicity  Department,  The 
Travelers  Insurance  Company,  Hartford,  Connecticut.  Desig- 
nate which  electrotypes  you  want  by  the  letter  at  the  side. 

Dotit  order  unless  you  intend  to  use  them! 


Like  a  Breakwater  in  a  Storm— 

A  TRAVELERS  Accident  Policy 
guards  you  against  the  financial 
wreckage  resulting  from  that  acci- 
dent which  you  are  likely  to  suffer. 
Let  us  protect  you  today. 

Smith,  Brown  &  Jones 

Insurance  Specialists 


Telephone  Charter  1234 


406  Central  Avenue 


Why  Do  Ships  Carry  Anchors  in  Fair  Weather? 

It's  too  late  to  go  back  and  get  one  when  the 
storm  breaks. 

It's  also  too  late  to  get  your  Travelers  Accident 
Policy  after  you  have  been  injured. 

Insure  today.   Then  you  will  be  certain  of  having 
this  valuable  protection  when  you  need  it. 

Smith,  Brown  (Sf  Jones 

Insurance  Specialists  ^^^vIn™"^, 
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THE  AUTOMOBILE  TOURING  SEASON  IS  AT  HAND 


COURTESY  OF  CANADIAN  PACIFIC 


Three  things  that  add  to  the  comfort  and  pleasure  of  a  motorized  vacation  —  a  Travelers  automobile  policy, 
a  Travelers  service  card  {honored  in  both  the  United  States  and  Canada)  and  a  Travelers  accident  policy 

with  automobile  supplement. 


PROTECTION 


IT  WAS  A  BLOW  TO  THEOPHILUS  BLUDGETT 


WALKING  home  from  the  ofEce  as  is  my 
usual  custom  I  noticed  the  immaculate 
and  imposing  figure  of  Theophilus  Bludgett 
mounting  the  steps  of  No.  37. 

Now  what  in  thunder,  thought  I,  leads  his 
feet  to  ]Mrs.  Blake's  door?    It  can't  be  that 
he  has  started  on  an  early  courting,  for  Jim's 
widow  isn't  the  type  that  would 
appeal  in  the  least  to  Theophilus.  ■ 

I  had  slowed  up  my  step  in  seek- 
ing a  solution  to  this  puzzle  when 
Theophilus,  having  rung  the  bell, 
tiurned  and  seeing  me  waved  his 
hand  in  the  usual  familiar  fashion 
of  his  kind. 

Curiosity  as  to  the  visit  of  that 
urbane  gentleman  finally  drove  me 
after  dinner  to  Mrs.  Blake's  door. 
After  talking  about  Jim  I  asked 
her  if  there  was  any  way  in  which 
I  could  be  of  assistance. 

"Jim  had  such  a  lot  of  friends," 
she  said,  "every  one  is  so  kind  and 
thoughtful.  Mr.  Bludgett  was 
here  just  this  afternoon.  He  is 
such  a  sympathetic  man.  He 
thought  the  world  of  Jim." 

Evidently  a  post-mortem  appre- 
ciation, I  thought,  or  an  appreci- 
ation of  what  Jim  might  have  left 
behind  him.  But  as  long  experi- 
ence has  impressed  me  with  the 
fact  that  arguments  as  to  person- 
alities with  the  gentler  sex  makes 
them  suspicious  of  you,  I  remark- 
ed with  a  certain  banality,  "Every 
one  did." 

"Do  you  know  what  he  offered 
to  do?" 

I  confessed  I  did  not. 

"He  told  me  that  he  knew  Jim  - 
was  not  very  well  off  and  that  I 
might  need  a  hundred  or  so  in  cash  right  now, 
and  he  would  be  glad  to  let  me  have  it.  Then, 
he  said  I  needed  to  get  the  largest  return  on 
my  money  that  I  could  with  perfect  safety. 
He  had  spent  a  long  time  studying  the  best 
paying  and  safest  investments  and  had  found 
after  consulting  with  one  of  the  largest  and 
most  reliable  bankers  in  New  York  one  or  two 
stocks  that  would  yield  me  from  12  to  15  per 
cent  with  a  chance  of  extras  from  time  to  time, 
though  he  couldn't  promise  for  the  extras." 

I  thought  this  was  conservative  of  Theo- 
philus. Certainly  the  investment  would  yield 
him  considerably  more  than  that,  but  I 
said,  "What  did  you  do?" 


"I  told  him  I  had  about  $500  a  year  in 
Liberty  bonds,  United  States  Steel  preferred, 
and  some  other  bonds.  He  asked  me  if  there 
was  any  cash.  I  told  him  I  had  about  $200, 
and  I  thought  a  $10,000  insurance  policy. 
'There'  said  he,  'is  the  money _to  invest!'  and 
he  figured  that  with  the  $500  and  the  $1,500 
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it  gave  me  about  $60  a  month,  and  that  was 
ever  so  much  less  than  Mr.  Bludgett  could 
have  gotten  for  me." 

As  I  went  down  the  steps  I  thought  if  Jim 
did  not  have  a  lot,  he  knew  how  to  take  care 
of  what  he  had;  and  the  thought  of  Theo- 
philus bearing  his  philanthropy  and  good 
intentions  down  the  steps  on  his  way  out  was 
a  great  sight  more  pleasing  than  his  taking 
them  in. 

^^^^^^  I  must  have  been  looking  cheer- 
ful, for  my  wife  asked  me  what 
was  the  matter. 

"I  have,"  I  replied,  "seen  the 
good  intentions  of  a  philanthroper 
and  widow's  helper  busted  wide 
open." 

"Well,  you  ought  to  be  asham- 
ed of  yourself!" 

However,  as  I  had  done  the 
same  for  her  I  let  the  guilt  lie 
where  she  placed  it. 
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HARRY  A.  PERSELL 
Manager,  42d  Street  Branch,  New  York 
Life,  Accident,  and  Group  Departments 


from  investments  he  had  in  mind,  I  would 
lifi^e  a  nice  cozy  income." 

"And  you  did?"  I  asked,  about  ready  to 
give  up  the  ghost. 

"It  was  just  too  bad,"  she  answered,  "I 
cannot  think  why  Jim  did  it,  but  I  got  the 
insurance  policy  and  showed  it  to  Mr. 
Bludgett,  he  looked  it  over  and  he  was  so 
disappointed." 

"What  did  he  say?" 

"He  said,  'Oh!  It's  one  of  those  damned 
things,  is  it!'  " 

"Shocking!"  said  I. 

"Well,"  she  remarked  with  a  trace  of 
resentment,  "It  did  not  give  me  the  money. 


LEADER  IN  BURGLARY  LINES 

MAKING  THE  WORLD  SAFE 

Just  as  rapidly  as  Travelers 
agents  increase  the  number  of  com- 
pensation policyholders,  just  so 
rapidly  do  the  350  engineers,  in- 
spectors, and  safety  first  experts 
of  the  company  extend  their  ac- 
tivities of  making  America  safe 
for  working  men. 

A  TIP  FROM  AN  ANALYSIS 

Analytical  figures  of  the  Travel- 
ers life  business  in  1920  would  seem 
to  indicate  that  the  lower  the  pre- 
mium rate  per  thousand  the  larger 
are  the  individual  policies  sold. 

The  Insurance  Annuity  and  Pen- 
sion-65  policies  however,  are  excep- 
tions  to  the  rule  and  as  such  com- 
mend themselves  to  agents.  They 
appear  to  be  forms  that  make  it  possible  for 
the  agent  to  secure  from  the  average  man 
a  larger  appropriation  from  his  income  for 
insurance  purposes  than  he  would  make  for 
"just  insurance."  Much  the  same  situation 
exists  as  regards  monthly  income  policies. 
In  fact  the  figures  appear  to  bear  out  the 
theory  that  when  insurance  is  quoted  as  so 
much  income  instead  of  in  the  equivalent 
lump  sums  the  applicant  stretches  a  point 
and  pays  more  premiums.  This  is  especially 
interesting  to  agents  when  it  is  remembered 
that  commissions  are  percents  of  preniiums, 
not  of  amounts  of  insurance. 


One  reason  why  The  Travelers  is  popular  with  people— the  world  loveth  a  cheerful  payer 
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WHEN  the  BEST  RISK  in  ITS  CLASS  HAS  a  CATASTROPHE 


"OECAUSE  the  regular  crew  of  workers 
had  left  for  the  day  and  the  watchmen 
had  come  on,  the  recent  explosion  in  the 
Armour  Grain  Elevator  at  Chicago  cost  the 
lives  of  but  six  people  instead  of  scores. 
Many  other  workmen  were  injured,  however. 

The  accident  shows  the  catastrophe  hazard 
in  workmen's  compensation  risks  of  this 
sort. 

Here  attention  had  been  given  to  every 
detail  that  might  add  to  safety.  Grain 
elevator  explosions  of  the  past  had  been 
carefully  studied.  This  mammoth  storage 
structure  was  erected  by  the  Chicago  & 
N'orthwestern  Railway  Company  about  two 
years  ago  with  an  eye  to  avoiding  such 
disasters.  It  was  under  lease  to  the  Armour 
Grain  Company,  and  oflBcials  of  that  or- 
ganization assert  that  it  was  one  of  the 
cleanest  grain  elevators  in  use. 

Several  theories  of  the  cause  of  the  accident 
are  advanced,  and  federal  and  state  com- 
missions are  investigating. 

There  are  several  lessons  to  be  drawn  from 
the  catastrophe.  One  is  that  self-insurance 
is  unsatisfactory  when  a  catastrophe  occurs. 
Another  is  that  insurance  should  be  with  a 
company  equal  to  any  heavy  loss. 


LEADER  IN  BURGLARY  LINES 

AN  OUTSIDER'S  VIEW 

Wallace  NicoU  joined  the  Twenty-Third 
Street  (Xew  York)  Branch  of  The  Travelers 
in  the  latter  part  of  February  and  im- 
mediately began  producing  a  good  volume 
of  accident  insurance. 

To  help  keep  him  on  the  road  to  success 
he  had  some  advice  in  the  form  of  a  very 
imusual  letter  from  an  old  friend.  This 
letter,  coming,  as  it  does,  from  a  man  who 
knows  nothing  about  insurance  except  as  a 
policyholder,  is  interesting  to  all  Travelers 
men.  Mr.  NicoU  had  previously  written 
that  he  had  taken  the  plunge  into  the  busi- 
ness world  as  a  Travelers  agent  and  that 
he  had  already  sold  some  business.  Here 
is  the  letter  from  his  friend: 

"Tickled  to  death  to  hear  you  broke  the 


The  strongest  of  steel  and  the  most  massive  of  concrete  construction  went  like  bird  cages 
and  egg  shells  when  a  dust  explosion  occurred  in  the  world's  largest  grain  storage 
structure,  Ike  Arinour  grain  elevator  at  Chicago. 


ice.  I  knew  you  would  make  it.  Don't 
fail  to  think,  breathe,  eat  and  talk  insurance. 
Forget  everything  else.  I  really  mean  this. 
Forget  everything  else!  To  make  good  you 
must  concentrate.  Read  up  on  insurance 
and  read  nothing  else.  Haven't  read  a 
book  in  months — no  sense  to  it — only 
takes  your  mind  off  your  work — and  it 
doesn't  mean  anything.  Some  day  when 
I  make  my  pile,  I'll  buy  a  library  and  catch 
up. 

"Be  persistent.  Don't  be  afraid  to  back 
a  prospect  against  the  wall — show  him  you 
mean  business.  With  your  wide  acquain- 
tance, nice  personality  and  intelligence  you 
ought  to  knock  them  dead — really. 

"Remember  this:  No  man  will  ever  pat 
you  on  the  back  for  failing  to  land  him. 
He  may  try  to  wiggle  out,  but  after  you 
land  him  he  will  think  more  of  you. 

"Don't  ever  entertain  another  proposition, 
no  matter  how  glorious  it  may  sound.  A 


man  that  can  make  good  at  one  thing  can 
make  good  at  another,  providing  he  likes 
the  work. 

"Insurance  is  your  field  and  The  Travelers 
is  the  company.  You  are  there  to  stay. 
Don't  let  a  bad  day  or  a  bad  week  or  month 
discourage  you.  The  best  of  us  get  skunked 
occasionally — it  is  good  for  us — takes  a 
little  of  the  conceit  out  of  us  and  improves 
oiu-  salesmanship — it  gets  us  to  thinking. 

"I  know  you  will  make  good.  I  am  sure 
of  it  and  it  makes  me  feel  good  to  say  it. 

"You  will  be  the  first  man  I  will  see  on 
my  next  trip  east." 


LEADERIN  BURGLARY  LINES 

If  a  man  should  die  "before  his  time," 
he'd  need  life  insurance.  If  he  should  live 
to  a  ripe  old  age  he'd  need  an  annuity.  A 
Pension-65  or  Insurance  Annuity  policy  fits 
the  case 


An  appeal  to  which  nine  out  of  ten  men  react — guaranteed  low  rates  for  life  insurance 
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0  in  the  future. 


UABDLiTY  AWARD  TO  i 
HOUSEHOLD  SERVANT! 


Eiiiabeth,  Ap-H  4. — Wurnliij  id  given 
liy  Deputy  Labor  Comrtjissloner  Jamot; 
•J.  Ujyii,  to  hovif Holders  that  i'a<!y 
shoi''.'J  •  insure  'heir  servantB  if  tiioy 
v.-I.;iv  t'}  pr,)te,>'t  thcrr'clvej  i>j;n!n'it 
fl.-riKi.-*  i  rf  :>u;t  .n,';  from  injurk  :; 
their  hplp. 

He  declared  t^iafi  »iany  apparently 
arc  of  the  opinion  that  ci»\y  employes 
in  factorlee  are  entitled  to  competisa- 
lion  for  hurts. 

Mr.  Boyd's  advice  was  pro;npt<>H 
the  fact  that  a  servant  employed  by 
Mr*.   Julia   PlasR   fell    eighteen  feet 
while  handing  clothes  on  .1  roof. 

The  deputy  cominis'ioncr  allowed  the 
applicant  Helen  Hujack  of  60  Fir?t 
street,  temporary  compensation  at  .112 
a  v,-eek  not  to  exceed  300  v.-e"ks.  If  hcv 
condition  improves  the  rcsporjdont  inity 
reopen  the  case. 
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How  the  newspapers  prepared  the  way  for 
Travelers  men  in  New  Jersey  when  a  fact 
well  known  to  agents  was  given  a  real  news 
twist  by  an  accident  and  an  announcement 
from  a  state  official. 


TRAVELERS  SERVICE  SAVED 
MONEY  AND  REPUTATION 

THE  first  four  clauses  of  a  Travelers 
Automobile  Liability  Policy  state  what 
this  policy  will  do  for  its  holder.  It  is 
simple  for  the  policyholder  to  understand 
how  this  policy  can  help  him  by  indemnifying 
him  against  loss  by  reason  of  his  liability; 
by  defending  him  against  all  suits,  just  or 
fraudulent,  which  may  be  brought  against 
him  on  account  of  injuries  or  alleged  injuries 
caused  by  his  machine;  and  by  paying  all 
costs  taxed  against  the  assured  in  any  legal 
proceeding  defended  by  the  company. 

But  possibly  it's  a  little  more  difficult  for 
the  policyholder  to  understand  how  the 
other  clause  is  going  to  be  of  equal  assistance 
to  him:  "To  serve  the  assured  upon  notice 
of  such  injuries  by  such  investigation  thereof 
....  as  may  be  deemed  expedient  by  the 
company." 

This  clause,  however,  can  be  of  the  greatest 
assistance,  as  one  of  our  Canadian  policy- 
holders can  testify.  This  man  has  to  thank 
the  service  promised  in  this  clause  for  not 


only  escape  from  a  large  verdict  and  heavy 
court  costs  but  also  for  lifting  from  him  the 
stigma  of  having  driven  away  after  an 
accident  without  stopping  to  learn  whether 
anyone  was  hurt  or  not,  or  to  see  whether 
he  could  be  of  any  assistance. 

One  day  this  policyholder  was  greatly 
shocked  to  learn  that  a  claim  for  heavy 
damages,  as  a  result  of  an  automobile 
accident,  had  been  made  against  him.  He 
was  accused  of  having  struck  a  man  at  a 
certain  spot  on  the  road  two  miles  west  of  the 
town  at  9:30  p.  m.,  of  a  stated  evening. 
When  he  refused  to  take  the  claim  seriously 
the  injured  man  carried  the  case  to  court. 

Our  policyholder  absolutely  denied  that  he 
struck  any  one  at  any  hom-.  He  admitted 
that  he  was  out  in  his  machine  that  day,  but 
he  swore  that  he  did  not  pass  over  that  par- 
ticular stretch  of  road  at  9:30,  when  the 
accident  was  alleged  to  have  occurred. 

The  jury  disagreed  on  the  first  trial.  The 
case  came  up  a  second  time.  Meanwhile  The 
Travelers  had  been  in- 
vestigating. The  Trav- 
elers was  able  to  prove 
that  on  that  night, 
approximately  at  that 
hour,  another  car  of 
the  same  make,  year 
and  model  as  the  de- 
fendant's car,  with  two 
passengers,  a  man  and 
a  woman,  just  as  there 
were  in  his  machine, 
and  with  a  license 
number  which  differed 
only  in  one  figure  from 
that  of  the  defend- 
ant's license,  had  pass- 
ed over  that  road  and 
was  responsible  for  the 
accident.  The  jury  re- 
turned a  verdict  in 
favor  of  the  defendant. 

Travelers  insurance 
coupled  with  Travelers 
service  saved  this  man 
a  large  verdict  and 
court  costs  of  $2,000 
and  also  freed  him 
from  the  accusation  of 
having  driven  on  after 
the  accident  without 
stopping  to  investi- 
gate. 


NEW  USE  FOR  LUMP 
SUM  POLICY 

If  you  want  to  sell  an  additional  lump  sum 
life  policy  to  the  man  who  draws  a  big  salary 
and  uses  most  of  it  in  living,  put  this  proposi- 
tion up  to  him: 

"You  pay  a  good  sized  amount  to  the 
government  for  income  tax  each  year. 
Suppose  you  drew  your  salary  for  eleven 
months,  then  died.  Your  widow  would  have 
to  pay  a  big  tax.  From  what  would  she  pay 
it?  Why  not  take  care  of  such  a  contingency 
with  a  little  policy  equal  to  the  amount  she 
might  have  to  pay.  You  can  write  across 
the  face  of  the  envelope  of  the  policy  exactly 
the  purpose  of  this  particular  insurance." 


LEADER  IN  BURGLARY  LINES 

When  you  realize  how  much  borrowed 
money  the  farmer  uses  through  mortgages, 
notes,  and  extended  credit,  you  can  see  that 
a  few  thousand  of  guaranteed  low-cost  in- 
surance is  a  modern  convenience  on  any  farm. 


TWENTY  FIVE  LEADING 
BRANCH  OFFICES 

January  1st  to  April  1st,  1921 


NEW  PAID-FOR 
LIFE 

NEW  PAID-FOR 
ACCIDENT  AND  HEALTH 

NET  INCREASE  PAID- 
FOR  ACCIDENT  AND 

BUSINESS 

PREMIUMS 

HEALTH  PREMIUMS 

New  York  City 

New  York  City 

San  Francisco 

Chicago 

Chicago 

Montreal 

Cleveland 

Des  Moines 

Grand  Rapids 

Baltimore 

Montreal 

Los  Angeles 

Brooklyn 

Hartford 

Philadelphia 

Philadelphia 

Kansas  City 

Cincinnati 

San  Francisco 

Boston 

Baltimore 

Milwaukee 

San  Francisco 

Reading 

Hartford 

Philadelphia 

Chicago 

Boston 

Cleveland 

Albany 

Pittsburgh 

Los  Angeles 

Boston 

Peoria 

Pittsburgh 

Des  Moines 

Winnipeg 

Milwaukee 

Indianapolis 

Albany 

Albany 

Columbus 

42d  Street,  N.  Y. 

Omaha 

Worcester 

Montreal 

Indianapolis 

Binghamton 

Los  Angeles 

Seattle 

Springfield 

St.  Louis 

Minneapolis 

42d  Street,  N.  Y 

Bingham  ton 

Peoria 

Toronto 

Indianapolis 

Newark 

Hartford 

Kansas  City 

St.  Louis 

Atlanta 

Minneapolis 

Cincinnati 

Erie 

Newark 

42d  Street,  N.  Y. 

Winnipeg 

Grand  Rapids 

Winnipeg 

Dayton 

Denver 

Syracuse 

Richmond 

Group  life  insurance  costs  two  or  three  cents  a  day  for  each  employee 
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Extra  Commissions  in  Extra  Accident  Protection  for  Motorists 


ONE  of  the  best  ways  of  increas- 
ing your  accident  business — 
best,  because  the  plan  is  inexpensive 
of  time  and  sure  of  quick  results — 
is  to  sell  Automobile  Supplements  to 
your  present  accident  policyholders 
who  either  own  or  frequently  ride 
in  motor  cars. 

It  can  be  done  outside  of  the  best 
sohciting  hours.  It  can  be  done 
early  in  the  morning  and  late  in  the 
afternoon  when  interviews  are  hard 
to  secure  and  prospects  hard  to 
close. 

It  is  sure  of  results  because  the 
plan  has  been  tried  out,  not  by  one 
Travelers  agent,  but  by  many. 

The  plan  is  merely  to  list  up  all 
yoiu"  accident  policyholders,  and 
set  forth  after  each  name  and  ad- 
dress the  amount 
of  the  principal 


Dear  Sir: 

Owing  to  the  constantly  increasing  demand  for 
extra  proteotion  from  automoTDile  accidents,  The 
Travelers  Insurance  Company  is  now  prepared  to 
issue  an  Automohile  Supplement  to  he  attached  to 
its  personal  accident  policies. 

The  cost  of  this  extra  protection  is  One 
Dollar  a  Thousand.       Your  policy  calls  for  $ 
in  case  of  accidental  death  from  any  cause.  But, 
with  this  extra  coverage,  $  more  would  be 

paid  if  you  were  killed  while  riding  in,  operat- 
ing, working  upon  an  automohile,  making  a  total 
protection  of  | 

One  death  in  ten  is  caused  hy  accident, 
twenty-five  percent  of  all  accident  claims  in 
The  Travelers  are  caused  "by  automohiles . 
Yours  truly, 

Dist.  Agt. 

Please  write  yes  or  no  on  this  letter  and 
return  it  in  the  enclosed  envelope.  I  will  do  the 
rest.    You  can  have  this  supplement  issued  in 
any  amount  from  one  to  thousand  dollars  at  a 

charge  of  $1.00  per  thousand. 


sum,  repeat  that  sum  and  then 
put  down  as  many  dollars  as  you 
have  quoted  thousands  of  dollars 
in  the  last  figure,  repeat  then 
the  first  figure. 
Place  this  list  in  the  hands  of 
your  stenographer  together 
with  the  sample  letter  shown 
on  this  page,  enough  sta- 
tionery and  a  supply  of 
these  circulars,  "Ac- 
cident  Insurance  for 
Those  Who  Motor"— 
then  let  the  mail  do 
the  rest. 

The  returns  will  be 
profitable.  It  will  be 
worth  while  following 
up  by  phone  the  men 
who  do  not  respond. 

We  recommend  this 
particular  letter  be- 


Use  this  Travelers 
leaflet.  Enclose  one 
with  each  letter.  Do 
not  order  more  than 
you  need.  The  sup- 
ply is  limited. 


cause  it  has  proved  resultful.  R.  L. 
McDonald,  Jr.,  district  agent  of 
The  Travelers  at  St.  Joseph,  Mo., 
dictated  it  and  used  it  last  year.  He 
closed  about  $800  worth  of  new  ac- 
cident business  with  it.  No  doubt 
he  will  use  it  again  this  year. 

Possibly  a  better  letter  could  be 
written  but  the  test  of  a  letter  is  the 

returns  and  Mr.  McDonald's  seem  to  have 
been  satisfactory.  Under  such  circumstances 
tampering  with,  lengthening,  or  shortening 
the  letter  would  seem  to  be  dangerous. 

Agents  at  various  points  have  used  it 
successfully  since  it  was  originally  printed  in 
Protection  some  months  ago.  We  print  it 
again  because  it  should  be  used  by  every 
agent. 

Selling  the  Automobile  Supplement  to  old 
policyholders  or  including  it  with  new 
policies  is  one  way  of  increasing  the  accident 
protection  upon  the  lives  of  men  who  already 
have  as  much  weekly  indemnity  as  they  can 
safely  be  given. 


Order  this  leaflet  through  your  branch 
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The 
Tower  Window 

The  man  who  regards  an  accident  as  a 
grand  opportunity  to  get  some  money  out  of 
somebody  without  really  working  for  it,  is 
like  the  poor;  he  always  has  been,  and  he 
probably  always  will  be,  with  us. 

Elihu  Root  recently  told  this  interesting 
little  story  at  a  dinner  in  New  York: 

"In  the  distant  days  when  I  was  in  general 
practice  I  often  noticed  how  a  railway 
accident  brought  out  everybody's  greed. 

"I  pleaded  once  for  a  chap  who  had  been 
dreadfully  injured  in  a  rear-end  collision. 
This  poor  fellow,  unrecognizably  mangled, 
was  rushed  to  the  nearest  hospital  and  there 
all  kinds  of  terrible  operations  had  to  be 
performed  on  him. 

"When  the  operations  were  over  and  he 
came  to,  he  looked  round  the  white,  bare 
room  and  whispered:    'Where  am  I?' 

"  'You  are  in  a  hospital,  my  poor  fellow,' 
the  surgeon  said.  'You  have  been  badly 
injured  in  a  railway  accident,  but  you're 
going  to  recover.' 

"A  hard  glint  came  into  the  victim's  eye. 

"  'Going  to  recover  how  much,  doc.'''  he 
gasped,  and  fainted  away." 


These  balmy  spring  days  have  a  way  of 
making  a  man  decide  that  he  just  can't  get 
along  without  an  automobile  to  get  out  trout 
fishing  in,  or  to  take  his  family  out  of  town 
over  the  week-ends.  Get  a  line  on  some  of 
these  new  auto  owners  and  show  'em  that 
they  just  can't  afford  to  get  along  without 

Travelers  automobile  insurance. 

*  *  * 

TWO  MORE  GOOD  SLOGANS 

"If  Life's  Worth  Living — It's  Worth 
Insuring"  is  the  latest  slogan  to  arrive  from 
the  field.  It  is  used  by  Jack  L.  Ottenlieimer, 
one  of  our  good  life  and  accident  agents  in 
Baltimore. 

Recently  a  request  for  advertising  material 
came  to  us  from  the  Beach  Agency  of 
Cattaraugus,  N.  Y.  An  arrow,  drawn  in 
pencil  across  the  letter,  pointed  to  the  Beach 
slogan  at  the  bottom:  "The  Agency  that 
Protects  the  Assured." 

Are  there  only  about  five  of  the  ten  thous- 
and or  more  agents  and  brokers  who  represent 
The  Travelers,  who  use  some  kind  of  a  slogan 
on  their  stationery? 

*  *  * 

CURBING  THE  RECKLESS  JAT-HIKER 

The  reckless  automobilist  has  been  a  long 
recognized  menace,  and  hundreds  of  laws  are 
on  our  state  statute  books  to  restrain  him. 
The  reckless  pedestrian  has  also  long  been 
with  us.  In  the  cities  this  specie  is  dubbed 
"the  jaywalker,"  and  city  ordinances  are 
being  devised  to  handle  him.  But  up  to  the 
present  he  has  had  a  free  run  of  the  country 
roads — and  if  he  chose  to  regard  the  public 
highway  as  his  own  'eminent  domain'  and 
refused  to  budge  an  inch  to  allow  an  automo- 
bilist to  pass,  about  all  the  motorist  could 
do  was  to  cuss  him  out  a  little  and  turn  out 
into  the  mud  to  avoid  hitting  him. 

But  now  the  country  and  jay-hiker  in 
Connecticut  is  likely  to  find  himself  facing 
the  authorities  unless  he  speedily  mends  his 
ways.  A  new  law  has  been  favorably  reported 
by  the  committee  on  roads,  bridges  and  rivers 
in  the  Connecticut  legislature  which  makes 

the  reckless  pedestrian  liable  to  a  $25  fine. 

*  *  * 

At  how  much  do  you  value  your  ability 
to  dance?  It's  probably  worth  more  than 
you  think  it  is.  A  married  woman  of  50 
recently  recovered  $8,000  in  damages  because 
an  accident  to  her  hip  prevented  her  from 
dancing  for  the  rest  of  her  life.  Problem: 
If  the  pleasure  of  dancing  is  worth  $8,000  to 
a  woman  of  50,  what  would  it  be  worth  to  a 
young  woman  of  18? 

"Goodbye,  Anxiety !" 


HIGH  COST  OF  DEMOCRACY 

Baltimore  bandits  believe  in  doing  business 
on  a  wholesale  basis.  They  dropped  into 
the  Citizens'  Democratic  Club  late  one  night, 
backed  sixteen  Democrats  up  against  the 
wall,  and  robbed  them  of  money  and  jewelry 

amounting  to  about  $7,000. 

*  *  * 

"Here's  a  little  item,"  writes  Manager 
McCune  of  Kansas  City,  "that  will  demon- 
strate once  more  that  The  Travelers  policies 
cover  everyone.  Our  friend  Rufus  Mc- 
Donald of  St.  Joseph  sold  a  policy  to  a  Mr. 
Early  Bird,  and  District  Agent  Bert  Berry 
at  Hutchinson  sold  a  Mr.  Santa  Claus  an 
XD  for  $7,500  and  $50  this  week." 

COST  $7.00  A  MILE  TO  DRIVE 

This  is  the  way  one  agent  introduces  the 
subject  of  automobile  insurance  to  prospects. 
He  ascertains  what  make  of  car  the  man 
drives  and  then  uses  the  name  of  that  car. 
He  says: 

"Do  you  realize  it  may  cost  you  seven 
dollars  a  mile  to  run  your  Acme  car  this 
year?  That  it  cost  quite  a  few  people  that 
much  to  run  them  three  thousand  miles 
last  year? 

"Each  had  about  $1,000  expense  for 
gasoline,  oil,  repairs  and  depreciation  and  a 
$20,000  damage  suit  verdict  in  favor  of  some 
one  injured  by  the  car. 

"They  could  have  kept  this  cost  down  to  a 
reasonable  figure  by  buying  automobile 
liability  insurance  in  an  amount  sufficient 
to  cover  such  a  claim  but  they  didn't. 

"I'm  here  to  see  that  it  doesn't  cost  you 

seven  dollars  a  mile  this  season." 

*  *  * 

STARTED  ON  A  SHOE-STRING 

Michael  McGowan  stopped  in  the  middle 
of  the  street  yesterday  to  tie  a  shoe  string. 
He  is  doing  well  at  the  Victory  Memorial 
Hospital. 

*  *  * 

It's  a  good  plan  to  incorporate  your  name 
in  your  trademark.  Then  people  will  have  no 
difficulty  in  connecting  it  up  with  you.  Agent 
J.  A.  Mudd,  Jr.,  of  the  Rockwood-Badgerow 
Company,  Chicago 
— ■  as  his  emphatic 
trademark  shows — 
evidently  believes 
strongly  in  stamping 
his  name  on  the 
minds  of  his  pros- 
pects. 


¥/  TALK  N; 
f  IT  OVER 
.  WITH 

^MUDDy 
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AGENCY  ITEMS 

A  life  insurance  contest  between  two  teams 
of  Branch  Office  agents  at  Cleveland  in 
March  resulted  in  a  production  which  more 
than  doubled  the  amount  ever  produced  in  a 
corresponding  period  in  the  history  of  that 
office.    The  "Bearcats,"  captained  by  Agent 
"Bill"  Watkins,  wth  $1,067,900  defeated  the 
"Buccaneers,"  captained  by  Agent  "Phil" 
Moulton,  with  $633,500.    Thirteen  agents 
WTote  ten  or  more  applications  and  the 
following  records  are  exceptional : 
W.  B.  Watkins— 33  applications— $409,000. 
C.  V.  Jacobs    —35  applications — $108,000. 
Carl  Winter    — applications—  $92,000. 
P.  P.  Robinson— 35  applications—  $87,000. 
T.  P.  Aldrich  —26  applications—  $46,000. 
More  than  twenty  full-time  Travelers  men 
met  in  the  Denver  Branch  office  April  2d 
and    organized    The    Travelers    Club  of 
Colorado.    Agent  Paul  S.  Jolley  was  elected 
as  the  first  president  of  the  club  and  W.  H.  R. 
Stote,  vice-president.    The  plan  calls  for 
"real"  meetings  to  be  held  at  the  call  of  the 
committee  and  we  prophesy  a  long  and  useful 
life  for  The  Travelers  Club  of  Colorado. 

Agent  R.  P.  Hamilton,  Jr.,  of  the  Omaha 
Branch  Office  is  another  of  those  live  wires 
who  is  demonstrating  that  business  is  good 
with  the  agent  who  is  not  afraid  of  hard 
work.  During  March  he  wrote  thirty- 
seven  accident  applications  for  a  total  of 
$1,275  in  premiums. 

The  agents  of  the  Pittsburgh  Branch  Office 
gave  a  farewell  dinner  on  the  night  of  April 
7th  in  honor  of  Manager  Harry  A.  Persell  who 
has  been  promoted  to  Manager  of  the  42d 
Street  Branch  Office,  New  York  City.  Mr. 
Persell  was  presented  with  a  beautiful  gold 
watch  as  a  testimonial  of  the  high  regard  in 
which  he  is  held  by  the  Pittsburgh  agency. 

LEADER  IN  BURGLARY  LINES 

YOUR  NAME  ON  LANTERN  SLIDES 

We  have  inaugurated  a  new  system  of 
imprinting  names  on  our  various  sets  of 
moving-picture  lantern  slides.  Some  of  oiu' 
representatives  have  had  difficulty  in  the 
past  in  putting  their  names  on  these  slides. 
Sometimes,  owing  to  the  fact  that  the  slides 
were  shipped  unbound,  they  were  broken 
in  tran.sit. 

Now  we  have  an  arrangement  with  the 
slide  manufacturer  to  print  agent's  names  on 
these  slides.  In  the  future,  if  you  wish  to 
advertise  your  business  in  the  theatres  of 


Gnawing  At 
Their  Vitals 

MINERALS  and  chemicals  are 
gnawing  at  the  very  vitals  of 
thousands  of  steam-power  and  steam- 
heating  boilers.  Sometimes  they  are 
the  natural  chemicals,  sometimes  the 
chemicals  that  misguided  engineers 
are  using  to  overcome  natural  faults 
in  feed  water. 

To  stop  the  gnawing,  to  save  boilers 
for  the  benefit  of  their  owners  and  for 
the  benefit  of  The  Travelers  Indemni- 
ty Company,  we  maintain  a  chemical 
laboratory  for  the  analysis  of  feed 
waters  and  the  prescription  of  medi- 
cines or  operations. 

Are  you  using  this  service  to  sell  not 
only  boiler  insurance  but  all  of  tlie 
Travelers  multiple  lines? 


your  district,  and  want  any  of  these  slides: 
(the  two  sets  of  Automobile,  the  set  of 
Burglary,  or  the  new  set  of  six  Life  and 
Accident  advertisements)  send  us  exactly 
what  you  want  to  have  appear  on  these  slides. 

For  example,  should  agent  R.  J.  Jones  of 
Kalamazoo,  Michigan,  decide  that  he  could 
by  the  use  of  slides  in  his  local  moving  picture 
theaters  let  a  large  number  of  people  know 
that  he  was  selling  Travelers  accident  insur- 
ance he  should  write  his  manager  asking  for 
this  set  and  setting  forth,  as  follows,  what- 
ever he  wishes  imprinted: 

K.  J.  JONES 

insurance  specialist 
203  broad  st.  tel.  601. 

"goodbye,  anxiety!" 
In  a  week  or  ten  days  this  set  of  slides  with 
this  matter  neatly  stencilled  on  them,  so 
that  it  will  appear  to  the  best  advantage, 
will  be  in  his  hands. 

LEADER  IN  BURGLARY  LINES 

PROMOTIONS 

Elton  A.  Fortiner,  Assistant  Manager  at 
Newark,  Life,  Accident  and  Group  Depart- 
ments, has  been  promoted  to  Manager,  59th 
Street  Branch  Office,  New  York  City. 

J.  H.  Marcell,  Assistant  Manager  at 
Cincinnati,  has  been  transferred  to  the  posi- 
tion of  Assistant  Manager  at  Albany. 


HEARD  IN  AN  ANNUITY 
SALES  TALK 

Prospect — I  like  to  do  my  own  investing. 

Agent — I  know  that.  That's  one  reason 
I'm  soliciting  you  for  an  annuity.  You 
like  to  take  a  chance.  You  like  to  win. 
You  have  money  and  you  have  a  perfect 
right  to  put  it  in  this  or  that  and  watch 
the  results.  That's  exactly  why  I  want  you 
to  put  part  of  it  in  an  annuity.  I  want 
you  to  see  just  what  a  big  return  you  can 
get  by  living  a  long  time.  You  speculate  on 
the  success  of  this  business  and  the  success  of 
that.  Why  not  speculate  on  your  own 
success  at  living  a  long  time? 


LEADER  IN   BURGLARY  LINES 

H.  J.  SULLIVAN  TRANSFERRED 

Harold  J.  Sullivan,  Assistant  Manager, 
Philadelphia,  has  been  transferred  from  the 
employ  of  The  Travelers  Indemnity  Com- 
pany to  the  employ  of  The  Travelers  Insur- 
ance Company,  Compensation  and  Liability 
Department. 


LEADER  IN  BURGLARY  LINES 

THE  PARABLE  OF  THE  TOMATO 

You  and  I 
Probably 
Could  not  tell 
A  radish  seed 
From  a  tomato  seed 
But  we  know 
That  the  radish  seed 
Will  produce 
But  one  radish 
While  the  tomato  seed 
Will  produce  a  vine 
That  can  be  picked 
Day  after  day 
For  weeks 

And  that  reminds  us 

That  when  we  plant 

A  seed  of  satisfaction 

By  selling  a  man 

Guaranteed  low-cost 

Life  insurance 

Or  any  Travelers  policy 

Which  means  Travelers  service 

As  well  as 

Travelers  protection 

We  will  have 

A  plant  from  which 

We  can  harvest 

Policy  after  policy. 


Moral:  Insure  in  THE  TRAVELERS 
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AUTOMOBILE  ADVERTISEMENTS  YOU  MAY  USE 


Five  Pieces  of  "Copy"  You  Can  Turn 
Over  to  Any  Newspaper  and  Get 
Printed  at  Small  Cost  Because 
of  Their  Small  Size 

IN  past  years  we  furnished  electros  one 
column  by  four  inch  advertisements. 
They  were  very  popular;  they  told  the  story 
of  automobile  insurance  in  a  few  words  and 
we  sent  them  out  to  agents  by  the  hundreds. 

This  year  we  are  adopting  a  new  plan. 
The  type  used  in  these  advertisements  can  be 
found  in  every  newspaper  oflBce.  To  save 
you  time  and  us  expense,  and  to  allow  you  a 
greater  assortment  of  advertisements  to 
choose  from,  we  are  printing  these  sugges- 
tions. 

Any  Travelers  agent  who  wishes  to  use 
them  should  ask  his  newspaper  man  to  set 
them  up  just  as  they  appear  here,  extending 
them  a  half  inch  for  the  agent's  name,  ad- 
dress and  phone  numbers  (both  office  and 
home  phones). 

Send  us  a  copy  of  your  finished  advertise- 
ment when  it  appears  in  the  newspaper. 

Do  not  add  anything  except  your  name,  ad- 
dress and  slogan  without  submitting  the  pro- 
posed advertisement  to  the  Home  Office  for  O.K. 


Doctor,  Lawyer, 
Banker — 

A  FTER  an  automobile  accident 
you  may  need  a  doctor,  lawyer 
and  a  banker. 

A  doctor  to  patch  up  the  victim. 

A  lawyer  to  attend  to  his  claims. 

A  banker  to  furnish  you  the  money 
to  pay  the  damages. 

All  these  demand  money — much 
more  than  we  ask  for  a  Travelers 
Automobile  Policy,  which  pays  these 
expenses  for  you. 


Agent's  Name,  Address,  and 
Phone  Numbers 


What  would 
you  do 

if  you  were  sued  for  $20,000  by  a 
man  struck  by  your  automobile? 

Make  desperate  efforts  to  borrow 
enough  money  to  fight  the  case  and 
pay  the  damages — 

Or  turn  the  matter  over  to  The 
Travelers? 

Get  your  Travelers  Automobile 
Policy  today — then  you  can  always 
count  on  The  Travelers  to  help  you 
out. 


Agent's  Name,  Address,  and 
Phone  Numbers 


Keep  Upkeep 
Down — 

I  TOW  much  will  it  cost  you  io  run 
*  your  car  this  year  ?  $500  or 
$10,500? 

One  little  accident  and  a  resulting 
damage  suit  might  easily  make  this 
big  difference. 

But  if  you  carry  a  Travelers  Auto- 
mobile Policy  with  high  limits,  your 
liability  will  never  cost  you  more  than 
the  reasonable  sum  you  pay  each 
year  in  premiums. 


Agent's  Name,  Address,  and 
Phone  Numbers 


Ask  for  "high  limits" 


The  Automobilist's 
Liability 

Easy  to  incur — hard  to  escape.  It 
can  twist  a  slip  of  the  wheel  into  a 
$  1 0,000  damage  award  against  you. 

There's  only  one  sure  way  of  pro- 
tecting yourself. 

Take  out  a  Travelers  Automobile 
Liability  Policy  with  "high  limits!" 


Agent's  Name,  Address,  and 
Phone  Numbers 


Ask  for  "high  limits" 


^^It  was  his 
fault''' 

Probably  it  was — but  if  he  was 
hurt  or  his  car  was  damaged  and  there 
are  big  bills  to  pay,  he's  going  to  make 
you  prove  it. 

Fighting  a  case  in  court  costs  any- 
where from  a  few  hundred  to  several 
thousand  dollars. 

Even  then  the  verdict  may  be 
rendered  against  you. 

Better  take  out  a  Travelers  Auto- 
mobile Policy.  Then  if  he  is  hurt  or 
his  car  is  damaged.  The  Travelers 
will  settle  and  pay — out  of  court  if 
possible,  in  court  if  necessary. 


Travelers  agents  write  more  automobile  insurance  than  the  agents  of  any  other  company 
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THE  NEW  TRAVELERS  BUILDING  IN  NEW  YORK  CITY 

No.  55  JOHN  STREET 

(Formerly  the  Hilliard  Building) 


^^UR  "Metropolitan  Branch" 
moved  from  the  time-honored 
quarters  at  76  William  Street, 
Saturday,  April  25;  and,  in 
occupying  the  sixteen  story  build- 
ing at  55  John  Street,  began  the 
annals  of  a  new  Tra\t;lers 
Building  in  New  York  City. 
At  the  heart  of  the  insurance 
district,  this  branch  will  soon 
become  familiar  to  the  insurance 
fraternity;  and  to  Travelers  repre- 
sentatives from  other  parts  of  the 
country,  sojoivning  in  New  York. 
It  is  the  largest  branch  office  of  any 
company  in  New  York  and  larger 
than  the  home  oflBces  of  many. 

Within  a  few  weeks  The  Travel- 
ers will  occupy  all  but  a  few  of  the 
ofiBces  in  this  building  and  also 
the  entire  building  in  the  rear, 
known  as  8  and  10  Dutch  Street. 

Regarding  the  new  "downtown" 
office  of  The  Travelers,  the  Journal 
of  Commerce  says : 

"The  Travelers  Building,  locat- 
ed  within   a  stone's  throw  of 


William  and  John  Streets,  is  one  of 
the  best  corners  in  the  insurance 
district,  and  it  has  been  from  the 
beginning  the  home  of  high  class 
insurance  offices,  giving  it  a  fine 
reputation.  It  is  fireproof,  well 
equipped  and  will  make  an  ideal 
home  for  the  great  Metropolitan 
Branch  with  its  varied  activities." 

Here  are  more  than  six  hundred 
and  fifty  of  the  fifteen  hundred 
salaried  employees  who  serve  the 
big  New  York  city  clientele  of  The 
Travelers. 

In  addition  to  the  Metropolitan 
Branch,  The  Travelers  maintains 
four  other  branches  in  New  York, 
one  at  Twenty-third  Street,  one  at 
Forty-second  Street,  one  at  Fifty- 
ninth  Street  and  one  in  Brooklyn. 

To  New  York  insurance  men  the 
establishment  of  the  Metropolitan 
Branch  in  The  Travelers  Building 
is  important  because  it  makes 
possible  even  better  service  to 
agents,  brokers  and  policyholders. 
To  insurance  men  everywhere  the 
event  is  interesting  because  it  is 
indicative  of  the  growth  of  the 
greatest  "multiple  line"  company. 


Where  The  Travelers  vrill  now  he  at  home  to 
agents,  brokers,  and  policyholders 
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BUSINESS  LIFE  INSURANCE-A  BUSINESS  NECESSITY 

/CHARLES  M.  SCHWAB  has  said  that,  value  of  Business  Life  Insurance  cannot  be  John  D.  Rockefeller  has  stated  that  the 

^  if  his  steel  properties  were  destroyed,  he  exaggerated.  most  valuable  thing  a  man  can  have  is 

would  not  figure  them  as  a  permanent  loss.                    capitalization  of  credit  properly  used. 

^,                „  ,         ,      ,  ■    ■■         T.  .  -P                   THE  HUMAN  ELEMENT  Seventy  percent  of  all  business  is  done  on 

They  could  all  be  replaced  in  time.    But  ii  .lu            i        .  ■•.  i. 

President  Hawes  of  the  American  Bankers  ^  narrow  margin;  the  annual  mortality  of 

some  catastrophe  shou  d  destroy,  at  one  fell  Association  states  that  it  is  not  a  question  of  ^-iness  is  about  the  same  as  individual 

stroke,  the  personnel  of  his  organization,  he                    .  mortality  at  age  41. 

.     ,                    whether  business  insurance  is  good,  but  how  ti,  •          j-i  u       j  i    u        x    ^  i 

would  consider  himself  a  ruined  man.  Death  is  a  credit  hazard  to  be  protected 

This  summarizes  the  supreme  value  of  the  "^""'^                         '°  by  insurance.    For  years  Dun's  weekly  letter 
.                              the  loss  of  brain  power  involved.  has  quoted  the  deaths  of  oflBcers  of  corpora- 
human  element  in  business,  and  the  con-      „  i         i        /■  c       i             p  .1 

The  more  specialized  the  character  of  the  "o^s  and  memt)ers  of  farms  because  ot  the 

sequences  of  its  loss.    In  this  Mr.  Schwab  s  ^^^^^^  ^^^^^^^     ^^^^^      ^^^.^^^^^       ^^^^  effect  of  these  deaths  upon  the  credit  of  the 

business  is  no  different  from  any  others.  institutions  they  represented. 

liberal  must  be  the  appraisal  of  its  value.  ivt    t    f  vu    *     1               111  1 

Character  and  ability,  the  creative-directive  Most  ot  the  twelve  regional  banks  under 

forces,  cease  to  have  value  when  a  man            '^'''^      "          valuable,  responsible  the  Federal  Reserve  System  have  incorpor- 

head  may  occur  at  the  most  critical  time  of  ated  in  their  blanks  the  specific  question  as  to 

the  company's  business  life.  the  amount  of  life  insurance  carried  by  firms 

It  follows  (and  the  history  of  modern      r^u      ,    ■                         u               ,u  and  corporations  seeking  accommodation. 

Ihe  strain  upon  men  who  carry   the  ^                     6      "  v^ci,. 

business  emphasizes  the  conclusion)  that  the               ■  ,  *      r.       •  ,              .,  -,•       •  So  generally  has  the  necessity  for  life 

managerial   or   financial   responsibility   is  •              c           1.            ■  1 

experience  and  special  ability  of  the  persons           ^                                 f            j  insurance  tor  the  strengthening  and  protec 

.,  ,    ,                 ,              u        u„  always  greatest  in  times  of  financial  stress  or  tion  of  credit  become  understood,  that  banks 

responsible  for  continued  success  should  be                                ^          ,     •        ,  ... 

during  the  extremes  of  acute  business  depres-  are  insisting  upon  its  use  as  a  reinforcement 

accuratelv  appraised  and  adequately  capital-                                         .  j  i      1                   ri  -      j  x-  1 

^                           ^                       sion  or  abnormal  production  or  readjust-  ot  credit  and  as  a  means  ot  liquidating  loans 

ized.                                                          ment  immediately  at  death  in  order  to  escape  the 

The  protection  of  a  business  against  the  complications  that  follow. 

Should  a  loss  occur,  efficient  operation  may  xt  t-      1         ■  i-        e      j-.  i, 

dangers  involved  in  the  capitalization  of  the  National  associations  of  credit  men  have 

,               ^  .  ^     t  ti.  t  be  disturbed;  business-getting  ability  dimin-  repeatedly  recommended   that  mercantile 
human  element  and  the  uncertainty  01  tnat  -  ij     -        11.1  r--* 

'              ished;    important  plans  or  policies  inter-  agencies  state  whether  or  not  the  merchants 

element,  is  provided  for  by  The  Travelers  r^pted  or  made  impossible;   a  process  of  have  taken  out  life  insurance  for  the  benefit 

in  its  forms  of  modern  Business  Life  Insur-  experimentation  with  new  men  imposed;  or  Qf  their  business. 

ance.                                 '                        '^be  foundation  of  credit  impaired.  The  fact  that  a  corporation  or  firm  is 

WHAT  IS  BUSINESS                       TRAVELERS  Business  Life  Insurance  ac-  reinforcing  itself  with  Travelers  Business 

LIFE  INSURANCE?                     curatcly  capitalizes  the  material  value  of  the  Insurance  enhances  its  financial  credit. 

It  is  the  insuring  of  a  life  which  is  valuable  liuman  as.set.  It  is  the  only  means  to  the  end.  loan  value  of 

. .              c         c               ™        *                                       sinking  funds  BUSINESS  INSURANCE 

to  a  corporation  or  farm  tor  an  amount  ap-                          ca.dt  xt-Ti^-r.  r^,                                 .   ,      ,       .  . 

&iMi'L,intu  Ihere  are  recurrent  periods  when  it  is 

proximately  equal  to  the  financial  loss  to  the      -yVhen  a  corporation,  firm,  or  business  difficult  or  impossible  to  obtain  the  credit 

corporation  in  event  of  the  person's  death,  incurs  a  debt,  provision  for  its  payment  must  necessary    to    meet    emergencies  Credit 

Usually,  the  cost  is  paid  by  the  fiirm  or  be  made  in  order  to  liquidate  the  loan  during  becomes  frozen.    The  demand  for  money  is 

corporation  and  is  charged  as  an  operating           definite  period.  most  insistent  when  money  is  least  available. 

,        ^  .    e          f  TV,                  'Tbis  IS  usually  done  by  the  creation  of  a  At  such  times  the  full  loan  value  of 
exnense.  Under  certain  torms  ot  Iravelers    .  ,  ■       c    j      \   i    rr                 d  • 

sinking   fund;    but   Travelers    Business  Travelers  Business  Life  Insurance  is  avail- 
policies  this  cost  IS  eventually  offset  by  the  insurance,  built  up  by  the  same  plan  of  able  in  cash  at  a  rate  of  interest  far  less  than 
guaranteed  quick  asset  of  the  policy's  cash  periodical   payments,   has   the   additional  would  have  to  be  paid  elsewhere  —  if  the 
and  loan  values.                                         advantage  that  its  maturity  by  death  allows  money  could  be  obtained  at  all! 
Business  Insm-ance  is  essential  for  cor-  the  beneficiary  corporation  or  firm  to  forestall  indication  of  sound 
^.           ^  ^      the  payment  before  the  period  agreed  upon.  oper-^tinq  policy 
porations.     It  is  an  imperative  nee      or                      strengthening  in  the  case  of  individual  life  insurance, 
partnerships  where  liability  of  all  members                          qf  credit  it  is  impossible  to  foresee  when  Business  Life 
is  unlimited  and  where  death  automatically      Ninety-five  percent  of  failures  are  due  to  Insui-ance  will  be  imperatively  needed, 
compels  the  winding  up  of  the  business  or  ^^ck  of  credit;  only  three  percent  occur  The  adoption  of  Travelers  Business  In- 

,           ,         .  ^,         1     '    •  i      I     Ti  where  credit  is  good.  surance  as  a  reinforcement  is  an  indication 

the  purchase  of  the  partners  interest.    It                    ^                       ,  ,   „  ,.            ,           •         ,.  ■ 

Ihe  late  J.  Jr.  Morgan  stated  before  a  ot  a  sound  operating  policy.    It  is  not  an 

protects  alike  the  business  and  the  interest  Congressional  investigating  committee  that  experiment  nor  a  new  idea.  Travelers 

of  the  deceased,  as  well  as  those  of  the  surviv-  tijg  greatest  factor  in  extending  credit  was  insurance  is  assisting  in  sustaining  the  credit 

ing  partner.    In  a  "one-man"  concern  the  the  character  of  the  borrower.  of  many  successful  corporations  and  firms. 

Fine  prospects  for  big  policies  of  business  life  insurance — the  heads  of  corporations 

which  have  purchased  group  insurance 
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FIVE  THINGS  TO  CONSIDER 


Both 

husband 

and 

wife 

received 

verdicts, 

for 

injury 
to 

wife 


Accident  jViade  Leg  Shorter,  | 
Woman  Is  Awarded  $1 2,500 1 

I'or     iiijiirios     whroh     slia     rccoivoil  ' 

!)  flight  r.f  si  airs  in  a  theater  iuTTiT9i?Tr 
iu.a  'Affif 'ifPlSllll  or  whlcli  her  Icfl  Wk 


Ls  tliroo -iiKA'.es  shorter  thai'  her  right. 
Al/?f.  kaU'ryii  I'olb  uf  :.'4Slj  TicboiU 
a\oniie.  tht>  Bronx,  wasi  awkrdcd  Uam- 

Building  <!i  fj(instriicli(.>n  (  o..  owners  of 

Iht!  ihealer.  ami  Atiss  Mao  Woodaide, 

^•sspo.     The        arc!   was  made  in  •  the 

Ki,'<leial    1>i^rt^•ict    c;ourt    before  Judgo 

Bo'liiie  ycslt-rday.     I^eopoid  Kolb,  l>us- 

tiK'    plaintiff,    v.as  a\var(ied 
mmm  — 


$^000  for  liofiiiital  expcusea  afij'  "iosa 

o?*flTr  wifi^':;  sei'V  icp.^*. 

Mr;-.  Kr)U>  1  f.s  t  il"i<;d  th;' t  .sh'^  lillfndt'd 
}i  i  forniaiH  '"  in  the  thfati^r  on  tho 
(late  lii-ii  I  ioii'- 0.  utit!  vfbilc  in,  llio  hunct- 
iiig  uptrtiLiI  ;<.  iloiu-  marked  "badie.s' 
i'.ooin'  .tiid  ."(."in'cd  inside.     In  Mead  I'f 

ll,.;  wii.'l'j  dif-tanre  lo.ihe  hollom  of 
\hr  stair.'--,  sui-taluing;  a  brolieii  lf>-fi  irg 
a'ld  other  iiijurie.M  wiiiidi  U«ive  iiivaii- 
dt-iod  her  .'^inci-.  Mrs.  Kolb  Iia.s  beeiVtO 
ill  froHi  the  offocts  or  the  fJEirTharshe 
could  not  aj;u<M*r^n  court  until  iec«-nfiv 
U  wan  atnfed.  ' 


1.  Every  stairway  whi.spers  to  the  owner:    "Buy  liability  insurance." 

2.  A  fall  may  cripple  a  person  for  life. 

3.  Accident  victims  seek  and  secure  payment  for  their  injuries. 

4.  Relatives  may  establish  the  right  of  recovery  and  also  secure  damages. 

5.  What  seemed  safe  to  the  owner  and  builder  was  unsafe  to  the  person  un- 

familiar with  the  "lav  of  the  land." 


DRUG  MANUFACTURERS  WITH 
FORESIGHT 

The  following  recommendations  were 
passed  at  the  meeting  of  the  American  Drug 
Manufacturers'  Association  at  the  Hotel 
Biltmore,  N.  Y.: 

Workmen's  Compensation  Insurance — We 
favor  insurance  in  a  large,  well-established 
company  rather  than  state  funds.  Recom- 
mend that  salesmen  traveling  various  states 
Ije  covered  in  one  established  company 
which  has  offices  all  over  the  country. 

Payroll  insurance — We  recommend  that 
this  is  a  form  worth  buying.    About  one- 


half  the  members  have  this  form  of  insurance 
now. 

Salesman's  automobile  and  liability  insur- 
ance.— Advise  that  the  salesman  be  covered 
in  the  firm's  name  even  though  the  car  be 
the  salesman's. 


GOOD   POLICIES  FOR  GOOD  PEOPLE 

Soon  there  will  be  Travelers  Clubs  scat- 
tered all  over  the  country.  At  an  informal 
dinner  held  recently  at  the  Hotel  Lincoln,  the 
members  of  the  Indianapolis  Branch  Office 
formed  "The Travelers  Club  of  Indianapolis." 
T.  P.  Woodson  was  elected  President;  F.  G. 
Bock,  Jr. .Vice-President,  and  W.  C.  Johnson, 
Secretary  and  Treasurer. 


A  PLAN  FOR  SELLING  MORE 
BURGLARY  POLICIES 

AN  agent  has  sent  in  a  clipping  from  The 
Standard,  the  well-known  New  ^^ngland 
insurance  journal,  setting  forth  some  advice 
to  people  going  away  on  vacations  or  for  the 
summer.  He  requests  that  we  weave  it 
into  a  letter  that  he  can  send  to  well-to-do 
people. 

The  following  has  been  prepared  for  him 
and  for  all  Travelers  men  who  care  to  use  it: 
De.vh  Sir: — 

Advice  is  cheap. 

For  instance,  advice  about  leaving  your 
house  in  summer. 

Cheap! — to  you  and  me.  The  cost  has 
already  been  borne  by  others. 

Don't  leave  your  house  with  "Away  for 
the  summer"  or  "Away  for  two  weeks" 
witten  all  over  it.  Burglars  and  sneak 
thieves  look  for  such  houses. 

Don't  let  mail  and  newspapers  accumulate 
in  your  mail-box  or  on  the  porch.  Leave  a 
forwarding  address  with  the  postman  and  a 
change  of  address  with  newspaper  and  maga- 
zine publishers.  Accumulated  mail  is  a 
signal  of  safety  to  the  house-breaker. 

Don't  pull  all  the  shades  all  the  way  down. 
Give  the  patrolman  on  your  street  a  chance 
to  "look  into  things"  occasionally. 

Lock  all  the  doors  and  windows.  Locks 
won't  foil  criminals  but  they  will  stop  boys. 

Put  your  solid  silver,  jewelry,  and  other 
valuables  in  your  safe  deposit  box. 

See  if  your  burglary  insiu-ance  policy  needs 
an  endorsement.  It  will  be  invalidated  if  you 
go  away  for  more  than  four  months  without 
getting  a  vacancy  permit. 

If  you  have  neglected  to  buy  burglary 
insurance  till  now,  call  (insert  telephone 
number  here.)  I  will  tell  you  the  cost  of  the 
best  burglary  insurance  policy.  It  will 
surprise  you — it  is  so  small! 

All  this  is  important  this  year.  More 
burglaries  are  being  committed  now  than 
ever  before. 

Very  truly  yours. 

Along  with  the  letter  should  go  the  Travel- 
ers circular,  "Burglars! — but  never  mind, 
dear.  Why  should  we  worry.'  Remember 
The  Travelers!"  This  is  form  1966.  You 
can  get  a  supply  from  your  Branch  Office. 

And  the  letters  and  circulars  will  pay  if 
they  are  followed  up  with  personal  calls. 

If  they  must  be  followed  up,  why  should 
the  insurance  man  use  them?  Why  not 
just  call,  and  save  the  effort  and  expense  of 
the  letters.' 

Because  a  letter  and  circular  introduce 
either  the  subject  or  the  agent,  or  both,  and  a 
larger  proportion  of  prospects  can  be  closed. 


GOOD  POLICIES   FOR   GOOD  PEOPLE 

A  Travelers  accident  policy  renders  you 
tax-exempt  from  injury. 


Most  big  life  insurance  policies  are  sold  to  men  already  carrying  smaller  policies. 
Moral:  Get  'em  young  and  get  'em  often 
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SELL  NOW-RIGHT  AWAY 
DON'T  WAIT! 

But  don't  try  to  sell  people  who  won't  buy 

HAVE  you  tried  lately  to  get  seats  for 
"Sally"? 

I  have.  $7 — if  you  want  to  sit  in  the 
theatre!  Of  course  you  can  get  seats 
cheaper,  but  they're  about  a  block  away. 

— Or  even  for  "Lightnin'."   

Have  you  tried  to  get  seats  for 
that.'  It's  been  running  for  three 
years,  and  yet  the  demand  is  so 
great,  you  have  to  go  to  a  scalper 
to  get  within  a  mile  of  the  stage. 

Did  you  try,  during  Easter 
week,  to  get  reservations  at  any 
Atlantic  City  hotel? 

Or,  in  season,  did  you  or  any 
of  yom-  friends  make  efforts  to  get 
reservations  at  Havana,  Nassau, 
Bermuda,  Miami  or  Palm  Beach, 
or  on  any  steamship  sailing  South, 
or  on  any  European  boat? 

Have  you  tried  to  get  a  table 
at  The  Ritz  at  noon,  a  room  in 
The  Waldorf,  or,  in  Chicago,  a 
room  in  The  Blackstone?  I've 
tried  all  three,  and  none  too  suc- 
cessfully. I  went  through  The 
Waldorf,  a  few  days  ago  at  noon, 
with  Roy  Carruthers,  the  Manag- 
ing Director  of  the  hotel.  We 
went  through  four  dining  rooms 
to  get  two  seats  to  lunch  and 
finally  had  to  crowd  in  with  six 
other  fellows,  making  a  table  for 
eight  which  was  built  for  only 
four,  so  great  were  the  crowds. 

Or  have  you  been  to  any  of 
the  better  movie  theatres  lately? 
Have  you  paid,  as  I  have,  50 

cents  premium  to  get  a  lege  seat   

at  a  movie? 

Have  you  seen  the  automobiles  in  small 
towns  and  large,  parked  for  blocks  near 
amusement  places? 

A  lot  of  people  are  spending  money ! 

Sell  to  them.  They  are  buying  other 
products — perhaps  buying  some  of  yours. 

Sell  them  now.    Right  away.    Don't  wait. 

Yes,  you  can  sell;  and  it  can  be  proven  as 
nearly  as  anything  can  be  proven  in  these  or 
other  times. 

No,  you  can't  sell  everybody.  Lots  of 
people  won't  buy.  Some  business  houses  are 
hard  pressed;  others  are  worse. 

But  lots  of  people  are  spending  money. 

[J.  Mitchel  Thorsen, 
Advertising  Manager,  Cosmopolitan^ 

Credit  men  are 


CLAIMANTS  FOR  "PER  CAPITA" 
HONORS 

In  the  February  2d  issue  of  Protection 
Agent  M.  J.  Moses  of  Greeley,  Colo.,  with  a 
per  capita  premium  income  of  $4.03,  chal- 
lenged any  Travelers  agency  in  a  town  of  over 
10,000  population  to  beat  his  record. 

Judge  O.  F.  Lenhardt,  the  insurance  father 
of  Norristown,  Penn.,  who,  incidentally, 

OUR  PORTRAIT  GALLERY— 65 


BETTER  THAN  A 
SAVINGS  ACCOUNT 

PAYMENTS  under  the  permanent  disa- 
A  bility  clause  of  life  insurance  contracts 
are  steadily  increasing  and  a  study  of  these 
cases  drives  home  the  fact  that  the  perma- 
nent total  disability  is  the  greatest  benefit 
added  to  life  insurance  in  the  last  decade. 

  Here  are  the  two  latest. 

They  are  both  small  policies, 
probably  all  that  the  insured 
could  afford  to  carry,  and  prob- 
ably for  that  very  reason  more 
helpful  and  more  valuable  than 
in  many  cases  of  a  larger  amount, 
for  they  mean  that  the  insurance 
will  continue  unimpaired;  that 
the  insured  instead  of  h?iving  to 
pay  premiums,  will  receive  an  in- 
come from  his  insurance  as  long 
as  he  lives  and  suffers  permanent 
disability. 

H.  W  ,  of  Brooklyn,  N  Y., 

was  a  tailor.  In  November,  1919, 
he  took  out  a  $1,000  Twenty- 
Y'ear  Endowment  policy  on  the 
premium  reduction  plan.  In 
February,  1921,  the  Company  re- 
ceived proofs  of  permanent  total 
disability.  The  Company  will 
pay  him  $10  a  month  as  long  as 
he  lives  and  suffers  such  disa- 
bility, this  amount  being  in  ad- 
dition to  all  other  benefits  pro- 
vided under  the  policy.  The  total 
amount  he  has  paid  on  this  policy 
is  $147.57,  little  more  than  the 
annual  income  he  will  receive 
under  the  disability  provision. 

J.  D  was  the  driver  of  a 

milk  wagon   in    Brooklyn.  In 
April,  1919,  he  took  out  a  Twenty- 
has  written  every  available  group  risk  in  his  Payment  Life  policy    for   $2,000  on  the 
vicinity,  has  sent  us  figures  which  indicate  a  premium  reduction  plan  at  the  age  of  26. 


iiiiiiiiiiiHiiniiiiiiiiiiiiiHiiiiiiiiiiiimiiiiiHiiHim^^^^^^^ 


H.  A.  LAURENCE 

Manager  at  Toronto 
Life,  Accident,  and  Group  Departments 


per  capita  premium  to  The  Travelers  in  the 
city  of  Norristown  of  $5.30. 

Who  can  top  the  figures  submitted  by 
Judge  Lenhardt?    The  more  the  merrier. 

GOOD   POLICIES   FOR   GOOD  PEOPLE 


He  paid  in  premiums  a  total  of  $109.82. 
In  February,  1921,  the  Company  received 
proofs  of  permanent  and  total  disability. 
He  will  receive  $20  a  month  or  $240  every 
year  while  he  lives  and  suffers  such  disa- 
bility, the  amount  of  the  annual  income 
being  more  than  double  the  total  premiums 
that  he  paid. 

The  foresight  displayed  by  both  of  these 
men  in  taking  insurance  with  a  disability 


W.  A.  Colcord,  who  has  been  supervising 
inspector  in  Connecticut,  will  hereafter 
devote  his  attention  to  special  service  work 
in  connection  with  boiler  and  engine  insur- 
ance and  his  former  duties  will  devolve  upon 

L.  L.  Spencer,  who  has  been  attached  to  the  provision  has  been  of  great  value  to  them. 

New  York  and  Newark  Branches  but  is  now   

appointed  supervising  inspector  for  Con-  A  good  line  to  sell— and  to  end  a  page 
necticut.  with! — Guaranteed  Low-cost  Life  Insurance! 

more  liberal  to  firms  and  corporations  protected 
by  business  life  insurance 
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Assistant  Managers,  Claim  Div.,  Compensation  and  Liability  Dept. 


Frank  J.  Roan 

Our  head  adjusters  from  all  the  adjusting  oflBces  of  The  Trav- 
elers except  those  in  the  Pacific  Coast  states,  visited  the  Home 
OflBce  on  April  20-21-22  and  were  our  guests  at  a  three-day  meet- 
ing which  proved  most  interesting  and  helpful  to  everybody  who 
attended.    Matters  concerning  compensation,  liability,  and  in- 


F.  B.  Merrels 

demnity  adjusting  were  taken  up  the  first  two  days;  and  life,  acci- 
dent and  group  matters  on  the  third  day.  On  the  evening  of  April 
21  the  quality  of  the  food  at  the  Hartford  Golf  Club  was  dis- 
cussed; and  on  the  afternoon  of  the  last  day,  the  visitors  went 
over  the  Home  Office  building. 
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The 

Tower  Window 

This  little  picture  of  the  Tower,  entitled 
"Contemplating  High  Limits,"  was  sent  in  to 
us  by  Inspector  Cooley  of  New  York. 
We  assume  that  the  young  man  is  contem- 
plating selling  high  limits,  but  we  hope  he  does 
not  spend  too  long  in  contemplation.  The 
automobile  season  is  now  in  full  swing,  and  the 
man  ivho  is  collecting  the  automobile  premiums 
is  the  man  who  spends  his  time  in  selling,  not 
contemplating. 

*    *  * 

"Kindly  send  us,  please,"  writes  the 
manager  of  the  Societa  Nationale  delle 
OfEcine  di  Savigliana  of  Savigliana,  Italy, 
"the  your  book,  Safety  in  the  Machine  Shop. 
We  thank  you  very  much,  hopeful  in  a 
prompt  answer." 

Workmen  in  sunny  Italy  may  soon  be 
benefiting  by  the  safety  methods  outlined  in 
this  helpful  Travelers  booklet. 

AGENT  HAD  BEEN  'oVER  THERb' 

"No,  I  don't  want  any  insurance!  Didn't 
you  see  'no  admittance'  on  the  door?" 

Agent:  "Sure  I  did!  The  Germans  had 
'no  admittance'  written  in  barbed  wire  and 
bullets  outside  their  trenches,  but  we  got  in, 
just  the  same."  [Life. 


THEY  SAID  IT  WITH  FLOWERS 

On  Easter  Sunday,  two  bold,  bad  bandits 
squirmed  into  a  Broadway  florist's  shop 
by  means  of  the  dumb  waiter  route,  blew  the 
safe,  and  relieved  the  flower  man  of  his 
holiday  receipts.  Then  picking  out  two 
nice  bunches  of  roses,  they  strode  out  of  the 
front  door  of  the  shop  and  mingled  with 
the  Easter  parade. 

These  burglars  knew  their  business.  They 

knew  that  Saturday  had  been  the  biggest  day 

in  the  year  for  the  florist,  and  that  he  had  had 

no  opportunity  to  bank  his  receipts,  so  that 

there  was  a  sum  worth  stealing  in  that  safe. 

Later  the  florist  was  equally  surprised  to 

learn  how  cheap  Travelers  Mercantile  Safe 

Burglary  insurance  was,  and  declared  that 

just  as  soon  as  he  got  his  safe  repaired  he 

would  protect  its  contents  with  a  policy  in 

the  leading  burglary  insurance  company. 
*    *  * 

LIFE  INSURANCE  AN  EVIDENCE  OF  FORESIGHT. 

"Not  only  does  the  holding  of  a  life  insur- 
ance policy  of  appropriate  size,  stamp  a  man 
as  having  the  proper  viewpoint  relative  to  the 
obligations  which  he  owes  his  family,"  said 
Charles  H.  Tours,  cashier  of  the  American 
State  Savings  Bank  of  Indianapolis,  at  the 
meeting  of  the  Lansing  Life  Underwriters 
Association,  "but  it  marks  him  as  being  one 
who  is  not  playing  an  uncertain  game,  but 
one  who  has  seen  the  wisdom  of  protecting 
his  dear  ones  against  any  calamity  that 
might  take  from  them  their  chief  means  of 
support. 

"Many  men,  and  women,  too,  for  they  are 
coming  more  and  more  into  the  business 
limelight,  give  as  their  only  excuse  for  not 
taking  out  adequate  insurance  that  the 
premiums  would  be  difficult  to  meet.  Such 
people  need  insurance  the  most — not  only 
for  the  protection  .it  affords  them  but  for  the 
fact  that  meeting  this  regular  obligation  will 
make  them  realize  the  value  of  a  budget  and 
develop  in  them  that  spirit  of  thrift  which  is 
so  manifestly  needed  in  this  country  today. 
This  above  all  tends  to  develop  character — 

not  least  of  the  basis  for  credit." 

*    *  * 

The  owners  of  Chicago's  700  garbage  and 
ash  wagons  have  been  ordered  by  the  city  to 
take  out  teams  insurance,  protecting  the  city 
against  any  damage  suits  that  they  may 
cause. 

City  employees  who  own  automobiles 
which  are  maintained  by  the  city  are  also 
obliged  to  insure  so  as  to  protect  the  city 
against  any  accident  claims. 

"Goodbye,  Anxiety!" 


WHERE  there's  A  WILL  THERe's  A  WAY 

A  minister  who  guarded  his  morning  study 
hour  very  carefully  told  the  new  maid  that 
in  no  circumstances  were  callers  to  be  admit- 
ted— except,  of  course,  he  added,  in  a  case  of 
life  and  death. 

Half  an  hour  later  the  maid  knocked  at  his 
door. 

"A  gentleman  to  see  you,  sir." 

"Why  I  thought  I  told  you — " 

"Yes,  I  told  him,"  she  replied,  "but  he 
says  it's  a  question  of  life  and  death." 

So  he  went  down  stairs  and  found  an 
insurance  agent. 

[Houston  Post. 

*  *  * 

Speaking  about  wills,  where  there's  a  will 
there's  a  bunch  of  disputing  relations — that's 
why  the  man  who  wants  his  money  to  go 
where  he  intends  it,  takes  out  a  Travelers 
Monthly  Income  Policy  and  makes  The 
Travelers  his  trustee. 

*  *  * 

Charley,  the  counterman,  has  a  new  slogan : 
"1921  will  reward  burglars." 

*  *  * 

THEY  WORK  FAST 

"Enclosed  please  find  copy  of  blotter 
which  I  had  printed,"  writes  Henry  W. 
Uhl  of  New  York  City.  "I  must  admit  that 
they  bring  results  and  as  for  working  fast 
they  cannot  be  beat.  I  placed  an  order  for 
3,000  blotters  last  Friday  for  delivery  Tues- 
day morning.  The  printer  gave  me  about 
two  dozen  Monday  evening,  and  these  I 
happened  to  throw  in  the  autos  standing  by 
the  curb  on  the  way  to  my  office. 

"The  first  thing  Tuesday  morning,  I 
received  an  order  for  an  automobile  liability 
policy  for  $220.00  and  a  combination  policy 
order  on  Dort  Touring,  the  commission  on 
which,  needless  to  say,  will  pay  for  many 
thousand  additional  blotters  and  still  give  me 
almost  free  advertising,  and  naturally  I 
feel  as  though  I  stand  a  fairly  good  chance  of 
getting  a  number  of  other  inquiries  after  the 
balance  of  the  present  supply  are  distribut- 
ed." 

The  blotter  Mr.  Uhl  used  so  successfully, 
listed  under  letter  "O,"  was  printed  in  the 
March  9th  issue  of  Protection. 

*  *  * 

INSUR.'VNCE  EVADERS  FINED 

Four  New  York  business  men  were  fined 
sums  ranging  from  $25  to  $250  for  violation 
of  the  act  which  requires  them  to  carry 
compensation  insurance  for  their  employees. 
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WILLIAM  P.  LITTLE,  B.  R. 

The  honorary  degree  of  the  Multiple-Line 
League  is  hereby  conferred  on  "Billy"  Little, 
of  Chicago,  formerly  cashier  at  Columbus, 
Hartford,  and  elsewhere,  for  some  time  a 
traveling  auditor  and  then  registrar  of  the 
company  at  Chicago.  He  became  a  contract 
agent  of  The  Travelers  at  Chicago  two  and 
a  half  years  ago. 

Multiple  lines  were  his  gospel  from  the 
start.  His  plan  was  two  hundred  customers, 
but  every  line  of  insurance  that  they  carried 
or  should  carry. 

Having  only  an  acquaintence  among  agents 
and  brokers  of  The  Travelers  he  was  in  a 
hard  way  for  prospects.  He  sent  out  1,000 
circular  letters  on  accident  insiu-ance  to  doc- 
tors and  closed  $4,000  in  premiums.  From 
those  clients  and  from  additional  circulars  he 
now  has  his  group.  He  believes  that  it  pays 
best  in  money  and  in  friends.  His  satisfied 
customers  have  become  his  lunch,  his  theatre, 
and  his  home  friends. 

On  October  28  Mr.  Little  had  his  first 
business  interview  with  a  large  general 
contractor.  In  the  six  months  since  then, 
this  client  has  purchased  59  different  policies 
with  aggregate  premiums  of  $12,097.60. 
.\mong  the  forms  of  insurance  taken  were 
accident  and  health,  messenger  and  office 
robbery,  payroll  hold-up,  group,  boiler, 
trucks,  private  automobile,  owner's  con- 
tingent liability,  contractor's  contingent 
liability,  public  liability,  excess  liability, 
and  workmen's  compensation.  The  com- 
pensation premiums  amounted  to  about 
$3,000;  but  during  the  building  season 
additional  protection  will  be  needed,  and 
Mr.  Little  estimates  that  this  and  additional 
liability  insurance  will  bring  in  $50,000  of 
earned  premiums. 

"I  believe,"  says  Mr.  Little,  "the  results 
obtained  in  the  handling  of  this  account 
clearly  demonstrate  the  advantages  gained 
from  concentration,  and  prove  conclusively 
the  advisability  of  getting,  if  possible,  all  of 
the  insurance  which  our  clients  carry." 


SAYS  IT  WAS  "THE"  ATTRACTION  OF  THE  SHOW 


GOOD  POLICIES  FOR  GOOD  PEOPLE 

The  wife  and  children  are  the  preferred 
stockholders  in  the  corporation  known  as  the 
family  and  their  income  from  their  shares 
should  be  guaranteed  by  guaranteed  low- 
cost  life  insurance. 


"The  photos  were  a  great  attraction,"  says      "U  having  it  is  worth 

Otto  Lackman  of  New  York,  and  in  a  later  '"'^j^^'^^^^^^^S-  ,  ,   ,.  , 

'Don  t  be  penny  wise  and  pound  foolish 

letter  he  says,"  They  were  really  the  attraction  of  , 

!>  '       f  »  ■>    Insure  now. 

the  show."  The  picture  of  the  booth  shows  "Insurance  is  a  necessity  not  a  luxury." 
how  he  arranged  the  photographs  and  several  "The  automobilist  with  insurance  drives  in 
small  placards  which  read  as  follows:  financial  and  mental  comfort." 


LAW  OF  AVERAGES  STILL  IN 
FORCE 

The  new  agent  who  is  dependent  largely 
upon  the  "cold  canvass"  should  gain  inspira- 
tion from  the  results  obtained  by  Special 
Agent  Thomas  A.  Fitzpatrick  of  the  Syra- 
cuse Branch  Office.  During  the  first  thirty- 
two  working  days  of  personal  soliciting,  he 
made  508  calls  and  secured  315  interviews 
which  resulted  in  22  paid  accident  applica- 
tions with  premiums  of  $485.60  and  6  paid 
Life  Applications  for  $23,000  of  insurance 
with  premiums  of  $887.94. 

On  the  basis  of  first  year  commission  only, 
each  interview  was  worth  over  $1.50,  and 
each  call  was  worth  over  $1.00. 

An  interesting  feature  of  this  record  is  the 
fact  that  the  twenty-eight  policies  were 
written  on  persons  representing  twenty 
different  occupations. 

The  law  of  averages  has  not  been  repealed 


and  the  agent  who  is  persistent  is  certain  to 
secure  highly  satisfactory  results. 


GOOD  POLICIES   FOR  GOOD  PEOPLE 

QUICKLY  CALCULATING  RATES 

"In  this  day  and  age,"  says  one  Travelers 
agent,  "there  are  no  $1,000  life  insurance 
prospects.  I  don't  even  let  anyone  know 
that  we  write  less  than  $2,500.  At  first, 
when  I  began  considering  that  amount  the 
minimum  in  any  sales  talk  I  had  difficulty 
in  quoting  rates.  It  took  time  to  multiply 
the  rate-book  figures  by  two  and  half.  Then 
I  tried  setting  down  the  rate-book  figure 
twice,  and  half  the  rate-book  figure,  and 
adding  the  three  amounts.  That  was  too 
slow,  too.  Now  I  just  mentally  divide  the 
figure  by  four  and  move  the  decimal  point  a 
figure  to  the  right.  After  doing  it  a  few 
times  I  found  it  worked  in  great  style.  Now 
I'm  as  expert  at  the  'four  table'  as  any  kid 
in  grammar  school." 


Moral:  Insure  in  THE  TRAVELERS 
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How  ^/leLaw  of  Averages  Work  in  the  Use  of  Blotters 


EVERY  agent  knows  that  if  he  makes  so 
many  calls  he  will  get  so  many  inter- 
views and  if  he  gets  so  many  interviews  he 
will  make  so  many  sales.  It's  the  law  of 
averages  working  out. 

If  an  agent  distributes  so  many  blotters,  he 
knows  that  a  certain  proportion  will  stay 
on  the  desks  of  prospects,  that  a  certain 
proportion  will  be  read,  and  that  a  certain 
proportion  will  get  the  message  across. 


It's  the  law  of  averages  at  work  again. 

And  the  purpose  of  partially  selling  a  man 
by  means  of  a  blotter  or  a  series  of  blotters  is, 
of  course,  to  make  it  possible  to  get  a  larger 
percentage  of  interviews  to  calls  and  a  larger 
percentage  of  sales  to  interviews.  Insurance 
blotters  are  meant  to  be  missionaries  rather 
than  insurance  salesmen.  They're  to  start 
sales,  not  complete  them. 

You  may  have  electrotypes  of  the  illustra- 


tions on  this  page  without  charge.  Apply 
through  your  branch  manager,  to  the  Publicity 
Department,  at  the  Home  OflBce. 

The  copy  suggestions  will  save  you  the 
trouble  of  writing  the  message  and  waiting 
for  home  oflBce  approval  of  anything  you 
write.  This  copy  is  already  approved. 
P.  S. — You  may  use  these  electrotypes  and 
the  copy  for  newspaper  advertising  if  you 
prefer  the  newspaper  to  the  blotter. 


Don't  Hide  Your  Head  in  the  Sand 


Accidents  do  happen,  to  even  the  most  careful  drivers. 

Injured  men  will  claim  damages,  although  you  may 
not  be  to  blame. 

Why  take  any  chances? 

With  a  Travelers  Automobile  Liability  Policy  with 
adequate  limits  you  are  safe. 


Smith,  Brown  &  Jones 

Insurance  Specialists 

Telephone  Charter  1234  406  Central  Avenue 


TRAVELERS  INS.  CO.  CUTS 


An  ostrich  might  content  himself  by  saying: 
"Insurance  is  unnecessary.  I'll  just  be  care- 
ful." But  who  wants  to  be  an  ostrich? 


PUBLIC      LIABILITY     □□      PROPERTY     DAMAGE     □□  COLLISION 


iKe  ofKei* 
fellow 


awyei* 


TRAVELERS  INS.  CO.  CUTS 


these  two 

can  make  life  miserable  for  you  if  an 
automobile  accident  throws  you  into 
their  clutches. 

Take  out  Travelers  Automobile  Liabil- 
ity Insurance  through  this  agency,  and 
let  the  insurance  company  attend  to 
them. 

Smith,  Brown  &  Jones 

Insurance  Specialists  "^"cfc  1234  a 


Central 
Avenue 
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YOUR  OWN  FOLKS  CROWDED  OUT  BY  THE  WORRY  FAMILY 


WhM  chance  is  there  for  pleasure  if  you  have  to  he  thinking  all  the  time  that  you  are  not 
protected  against  liability  ?  Let  these  intruding  worries  ride  with  a  public  carrier.  The 
Travelers  will  handle  them  so  safely  they  will  never  crowd  the  car  owner  or  his  family  again. 

[this  is  the  way  the  well-known  new  YORK.  CARTOONIST, 
CHARLES  H.  FORBELL,  SEES  AUTOMOBILE  INSURANCE] 


PROTECTION 


LET  THE  LITTLE  MAN  HELP  YOU 


If  Big  Policies  are  Hard  to  Place  this 
Year,  Try  for  a  Large  Number 
of  Smaller  Ones 

^HE  multiple  line  insurance  agent  occu- 
pies a  far  more  comfortable  position  this 
year  than  the  man  who  specializes  on  only 
one  or  two  lines.    If  business  is  slack  in  one 


Q  U  'J'  tion  will  need  automobile  insurance  on  their 
trucks,  or  boiler  and  engine  insurance  on 
an  enlarged  plant,  and  because  he  has  kept 
in  touch  with  them  right  along,  he  will  be  in  a 
better  position  to  get  the  big  game  when  the 
season  opens  again. 


This  business,  when  it  is  once  written  is  likely 
to  stick  because  it  is  not  large  enough  to 
make  a  target  for  a  rival  agent.    Give  a  man 

THE  multiple  line  insurance  agent  occu-  satisfactory  service  in  attention  to  small  de- 
nies a  far  more  comfortable  nosition  this  tails,  and  he  will  be  more  ready  to  entrust 

larger  business  to  your  care. 

The  agent  who  is  going  to  show  a  satis- 
direction  there's  always  another  to  which  he  factory  premium  volume  for  1921  is  not  the 
can  turn.  man  who  hangs  around  the  office  wishing  holders'  widow  come  to  you  with  what  she 

The  tendency  during  the  past  two  or  three  for  boom  times  to  return,  but  the  man  who  thought  was  a  $10,000  life  policy  and  have  to 
years  among  practically  all  insurance  agents  carefully  surveys  his  territory,  counts  every  tell  her  that  it  was  only  worth  seventy-five 


OLDEST    CASUALTY  COMPANY 

THE  MORTGAGED  POLICY 

How  would  you  like  to  have  your  policy- 


DO  YOU  KNOW  YOUR  NEIGHBOR'S  BUSINESS? 


has  been  to  devote  their  efforts  to  landing  owner  of  real  estate  a  possible  prospect  for 
risks  which  brought  in  a  large  premium  and  public  liability  insurance,  and  makes  the 
yielded  them  a  large  commission.  This  best  out  of  the  material  he  has  to  work 
was  quite  natural.  The  period  which  has  with.  Prosperous  times  will  come  again, 
just  closed  was  one  of  boom  times  and  rising  Then  some  of  the  contractors  he  has  written 
prices.  Factories  were  rapidly  increasing  for  compensation  will  be  in  the  market  for 
their  personnel  to  meet  orders.  Increased  public  liability  or  group;  some  of  the  small 
compensation  premiums  resulted.   One  com-  manufacturers  whom  he  wrote  for  compensa- 

pany  followed  another  in  tak-   

ing  out  group  insurance.  Old 
life  policyholders  found  it  nec- 
essary to  increase  their  insur- 
ance protection  to  keep  it  up 
with  the  increase  in  the  cost 
of  living.  No  wonder  many 
agents  did  not  feel  it  worth 
while  to  spend  the  time  to 
solicit  compensation  insur- 
ance on  small  shops  and 
stores,  employer's  liability  on 
small  employers,  and  the  var- 
ious forms  of  public  liability 
on  theatres,  office  buildings, 
factories  and  homes. 

Conditions  now  are  chang- 
ing. There  are  still  prospects 
for  large  policies  waiting  to 
be  solicited,  but  they  are  not 
as  common  as  they  were  six 
or  eight  months  back.  Yet  at 
the  same  time  there  are  plen- 
ty of  men  who  need  public 
liability  or  some  other  of  the 
'neglected  lines'  of  insurance, 
who  have  not  been  solicited 
for  this  insurance  during  the 
past  few  years  because  most 
agents  have  been  devoting 
their  attention  to  bigger 
game. 

Such  policies  are  not  too 
small  to  be  worth  selling. 
Many  small  premiums  are 
better  than  a  few  large  ones. 


cents  on  the  dollar  because  her  husband  had 
borrowed  $2,500  on  it? 

True  service  would  have  persuaded  your 
policyholder  to  cover  the  amount  of  the 
loan  with  a  term  policy.  Its  expiration 
would  constantly  call  his  attention  to  the 
fact  that  he  had  placed  a  mortgage  on  the 
family  protection.    It  would  cost  him  only 

  about  one  percent  on  the 

amount  of  the  loan. 

This  is  one  of  the  best  uses 
to  which  a  term  policy  can 
be  put. 


//  the  Chicago  landlord  who  owned  this  building  had  known  all  the 
various  lines  of  business  that  were  being  conducted  in  his  neighborhood, 
he  would  not  have  waited  for  some  agent  to  sell  him  plate  glass  insurance  on 
all  his  windows;  he  would  have  gone  out  and  bought  it  for  himself. 
Ju.it  a  few  blocks  away  there  was  a  company  engaged  in  the  manufacture 
of  fireworks.  The  inevitable  happened.  A  light  came  in  contact  vrith  some 
powder — and  when  the  neighborhood  had  ceased  rocking  most  of  the  vnndows 
were  mere  memories.  Of  course  the  landlord  could  sue  the  fireworks  company 
for  damages.  But  in  this  case  there's  no  fireworks  company  left  to  sue — 
apparently  it  went  up  vnth  its  building.  The  large  number  of  explosions 
that  have  occurred  in  the  past  few  months  prove  that  no  one  is  proof  against 
a  large  bill  for  breakage  unless  all  his  windows  are  insured. 


OLDEST    CASUALTY  COMPANY 

THE  LURE  OF  OIL 

Read  these  figures  and  be 
convinced  that  monthly  in- 
come life  insurance  is  a  neces- 
sity: 

The  average  monthly  indi- 
cated investment  in  new  oil 
companies  so  far  this  year  has 
been  $149,700,000. 

The  average  monthly  indi- 
cated investment  in  new  oil 
companies  in  1919  was  $315,- 
500,000. 

The  average  monthly  indi- 
cated investment  in  new  oil 
companies  in  1920  was  $232,- 
234,000. 

94  new  oil  companies  were 
formed  in  March  1921  with 
an  aggregate  authorized  cap- 
ital of  $148,850,000. 

The  figures  were  compiled 
by  the  New  York  Sun. 

OLDEST    CASUALTY  COMPANY 

By  getting  commissions 
from  Travelers  multiple  lines 
you  can  feed  your  bank  book 
a  balanced  ration. 


Many  an  agent  has  made  his  vacation  expenses  from  vacation  policies  (accident 

and  burglary)  for  other  people 
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PEACE  OF  MIND  AS  IMPORTANT 
AS  PROTECTION 

"Farm  Life"  Thinks  That  Experience  is  Rap- 
idly Teaching  Motorists  the  Value 
of  Insurance 

Liability  insurance  for  motorists  really 
means  something  more  than  the  amount  of 
money  involved.  It  means  peace  of  mind, 
and  any  man  who  can  afiFord  to  run  a  car  can 
and  should  aflFord  to  carry  enough  protection 
to  insure  not  only  his  money  but  his  comfort 
and  freedom  from  worry. 

A  few  years  ago  motorists  were  not  very 
keen  for  insm-ance  on  their  cars  or  for  insur- 
ance covering  the  damage  their  cars  might  do 
to  other  people's  property  or  person,  but 
"experience,"  that  school  of  high  tuition 
fees,  has  taught  a  lesson.  Now  the  question 
instead  of  being  "Do  I  want  insurance.'" 
has  become,  "How  much  insurance  do  I 
want.'" 

It  has  been  estimated  that  more  than  70 
percent  of  motorists  are  insured,  and,  al- 
though actual  statistics  are  not  possible,  it  is 
generally  conceded  that  more  than  90  per- 
cent of  the  entire  number  of  car  owners  be- 
come involved  in  accidents  or  losses  by  theft 
for  which  insurance  to  cover  could  have  been 
obtained.  Few,  indeed,  are  the  car  owners 
who  do  not  believe  that  it  is  better  to  have 
insurance  and  not  to  need  it  than  to  need 
insurance  and  not  have  it.       [Farm  Life. 

We  agree  with  the  sentiment  expressed  by 
"Farm  Life"  but  believe  it  has  estimated  far 
too  high  the  per  cent,  of  motorists  carrying 
liability  insurance.  Editor. 


OLDEST    CASUALTY  COMPANY 

FACTS  FOR  SKEPTICS 

J.  W.  K.  of  Chicago,  Dl.,  held  a  responsible 
position  and  was  earning  from  $9,000  to 
$10,000  a  year  in  1911,  when  he  took  out 
a  20-Payment  Life  policy  for  $5,000. 

In  August  1919  he  became  permanently 
and  totally  disabled  and  it  was  discovered 
that  he  had  nothing,  and  had  borrowed  on 
his  insurance. 

His  wife  did  not  know  that  the  policy 
contained  a  permanent  total  disability 
provision  and  continued  to  pay  the  premiums 
because  she  was  afraid  the  insurance  would 
lapse  on  accoimt  of  the  loan.  Her  husband 
was  in  such  a  condition  he  could  tell  her 
nothing. 

All  the  premiums  she  paid  since  Mr.  K. 
suffered  permanent  total  disability  have 


FOR  THE  MAN  WHO  ASKS:  What  is  this  thing.  Travelers  Service? 

Johnson-Randall  Co. 

jMonuJoclurQrs^Uigh  Grade  Do/figcralors 


Factory^ 
Tl} AVERSE  CITY 
MICH. 


Jb/oj  Q^os 
J60N.  WABASH  AVC 
CHICAGO 


Traverse  City,  Mick. 
March  26,  1921 


The  Travelers  Insurance  Company, 
Srand  Rapids,  Michigan, 


Gentlemen, - 


Attention  Mr.  Kilpatrick 


We  are  Just  in  receipt  of  new  endorsements, 
dated  December  21st  and  January  1st,  from  your  office, 
and  are  certainly  pleased  to  note  the  progress  made 
in  getting  a  reduction  in  rates.      Can  assure  you 
that  we  appreciate  your  efforts  in  our  behalf,  and 
know  that  with  the  continued  cooperation  of  your  or- 
ganization the  rate  will  continue  to  decline. 

We  wish  to  also  highly  commend  your  Mr. 
Reynolds  in  his  work  in  conjunction  with  our  Shop 
Committee.      He  has  established  a  most  congenial  feel- 
ing towards  the  Insurance  Company,  which  has  tended 
toviard  continued  improvement  of  the  plant  as  well 
as  a  reduction  in  hazards.      He  is  very  well  liked 
by  the  Shop  Committee  with  whom  he  is  working,  and 
they  are  always  looking  forward  to  his  monthly  visit 
and  trying  to  have  something  nev/  to  show  him  in  the 
way  of  an  improvement. 


Yours  very  trulj 
J  OHM  SOB^^MJK/C  OMP  AB 
Per. 


2LS/CP 


been  repaid  to  her  and  the  company  will 
continue  the  insurance  in  full  force,  less  the 
indebtedness,  without  further  payment  of 
premiums,  or  will  pay  each  year  one-twen- 
tieth of  the  difference  between  the  indebt- 
edness and  the  amount  originally  insured. 

J.  B.  was  a  barber  of  New  York  City.  In 
March  1915,  when  he  was  29  years  old,  he 
took  out  a  $1,000  20-Year  Endowment 
policy  at  a  cost  of  $41.63  a  year. 

In  March  1921  he  was  found  to  be  perma- 
nently and  totally  disabled  and  the  company 
will  pay  him  during  such  disability  twenty 
annual  instalments  of  $68  each.  Any  instal- 
ments remaining  unpaid  at  his  death  will  be 
paid  to  his  beneficiary. 

The  number  of  policyholders  and  their 
families  who  are  benefiting  by  the  permanent 


total  disability  provision  in  their  life  insur- 
ance policies  is  steadily  increasing,  premiums 
are  being  remitted,  thousands  of  dollars  in 
insurance  are  being  saved  to  the  families 
of  policyholders,  and  in  many  cases  an  in- 
come in  addition  is  being  paid  to  the  insured 
himself. 

The  benefits  of  permanent  total  disability 
are  of  such  inestimable  value  in  time  of  need 
that  the  provision  should  form  a  part  of 
every  life  insurance  policy. 


OLDEST    CASUALTY  COMPANY 

A  Cambridge  factory  has  been  sued  for 
$5,000  by  a  minor  who  claims  that  he  was 
injured  by  the  defective  condition  of  the 
factory  property. 


Neither  the  face  nor  cash  value  of  a  Travelers  life  policy  fluctuates  with  the  market 
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PI 


TEMPER  OF  THE  POPULACE 

REFLECTED  IN  VERDICTS 

A DELIVERY  truck,  belonging  to  a  large 
Boston  milk  distributing  firm,  crashed 
into  a  crowded  jitney  near  Swampscott, 
Mass.  That  was  in  June,  1919,  nearly 
two  years  ago.  The  case  is  still  in  court. 
Already  $21,973  in  damages  have  been 
awarded  against  the  company.  This  sum 
will  probably  be  increased  by  the 
time  the  last  suit  is  settled. 

Two  years  of  litigation!  Nearly 
$22,000  already  awarded  in  dam- 
ages! No  wonder  nearly  every 
man  who  uses  an  automobile  in  his 
business  is  vitally  interested  that 
it  should  be  properly  insured  in 
some  reliable  company,  so  that  it 
cannot  rob  him  of  a  year's  profits. 

Two  automobiles  collided  in 
Manchester,  N.  H.  The  passenger 
of  one  of  the  machines,  a  woman, 
was  badly  cut  about  the  face.  She 
presented  a  claim  for  $3,500  dam- 
ages against  the  owner  of  the 
other  car.  He  was  insured  (not  in 
The  Travelers)  and  he  turned  the 
matter  over  to  the  insurance  com- 
pany. They  offered  her  $2,000. 
She  refused  and  carried  the  case 
to  court.  The  jury  awarded  her 
$12,500.  It  is  a  satisfaction  to 
have  your  insurance  placed  in  a 
company  like  The  Travelers  which 
makes  every  effort  to  settle  a  just 
claim  amicably  to  the  satisfaction 
of  all  parties  involved. 

If  an  automobilist  could  count 
on  having  a  jury  of  car  owners, 
these  high  verdicts  might  not  be 
so  frequent.    Automobile  owners  - 
understand  how  easily  accidents 
happen.    They  know  that  occasionally  the 
blame  is  about  equally  divided  between  the 
automobilist  and  the  injured  pedestrian,  in 
spite  of  the  fact  that  the  claimant's  lawyer 
tries  to  make  them  believe  that  the  motorist 
chased  the  man  up  the  side  of  a  house  to  hit 
him.    They  also  know  that  not  all  automo- 
bile owners  are  millionaires,  and  that  they 
do  not  have  ten  or  fifteen  thousand  dollars  in 
their  pockets  ready  to  pay  out  as  damages. 

But  a  jury  is  composed  of  twelve  men  from 
all  walks  of  life.  There  may  be  one  or  two 
automobile  owners  among  them,  but  there  are 
likely  to  be  others  who  are  disgruntled  with 
the  present  economic  conditions. 


They  are  called  upon  to  decide  a  case 
between  an  automobilist  and  a  pedestrian. 
An  automobile  costs  money.  Therefore  its 
owner  must  be  wealthy.  Probably  he  made 
his  millions  out  of  the  stock  of  the  railroad 
that  is  charging  such  high  freight  rates.  He's 
a  profiteer  and  now  he's  trying  to  escape  the 
payment  of  a  few  paltry  thousands  to  some 
poor  man  whom  he  has  so  cruelly  wronged. 

OUR  PORTRAIT  GALLERY— 76 


Blue  sky  and  "pure  advertising"  laws  and 
postal  inspectors  are  general  protection 
against  get-rich-quick  marauders  but  a 
monthly  income  policy  is  specific  protection. 


OLDEST    CASUALTY  COMPANY 

THE  NON-PAYING  NON-CANCEL- 
LABLE 

  "A  good  friend  of  mine  once  car- 
ried a  policy  that  did  not  cover  the 
first  week,  and  the  words  he  used 
if  repeated  herein  would  bar  this 
paper  from  the  mails.  So  he 
bought  a  definite  income  policy 
with  a  hundred  a  week — premium 
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CALVIN  CURTIS  McCRAY,  JR. 
Field  Assistant 
Compensation  and  Liability  Department 


They  slap  on  a  verdict  of  $10,000  or  $15,000 
— not  realizing  that  the  automobile  owner  is 
probably  just  as  much  a  victim  of  the  un- 
favorable circumstances  as  they  are,  and  is 
having  his  troubles  making  ends  meet 
without  any  extra  burdens. 

It's  a  good  time  to  have  a  Travelers  auto- 
mobile liability  policy  with  limits  sufficient 
to  meet  any  conceivable  verdict. 


"Recently  he  dropped  this  policy 
and  fell  the  victim  of  another  game 
of  chance.     He  paid  $225  and 
bought  a  policy  paying  him  a 
thousand  a  month  —  "said  he  to 
me  sez  he"  —  "Of  course  I  don't 
get  anything  for  the  first  three 
months  but  after  that  I  get  a 
thousand  iron  men  a  month  for 
life."  "Doc,"  says  I,  for  he  is  an 
M.  D.,  "you  are  a  good  sport.  You 
remind  me  of  the  fellow  who  says, 
'I  owe  you  ten  beans,  let's  match 
coins  to  see  whether  I  make  it 
twenty  or  nothing,'  only  in  this 
case  you  are  paying  the  extra  five 
to  hear  the  company  say — 'Heads 
we  win,  tails  you  lose.'    You  are 
also  wagering  the  $1,300  you  could 
draw  from  us  in  three  months 
against  the  comparatively  remote 
possibility  of  drawing  a  thousand 
a  month  from  that  time  on.  To 
■    be  exact  you  will  have  to  be  laid 
up  better  than  five  weeks  more 
than   the  three    months    to    equal  our 
proposition,  and  by  that  time  you  will  either 
be  dead  or  unfortunate  enough  to  get  well, 
then  the  next  time  something  happens  you 
have  another  three  months  to  wait." 

[E.  C.  Budlong,  in  Bankers  Accident 
"Live  Wire."] 


OLDEST    CASUALTY  COMPANY 


OLDEST    CASUALTY  COMPANY 

Don't  toss  that  word  "premium"  around 
too  glibly.  Some  people  think  a  premium  is 
something  they  get,  after  saving  six  books 
of  trading  stamps. 


Still  a  lot  of  room  for  each  insurance  man  to 
expand  his  burglary  business — burglaries 
continue  to  be  a  little  more  common  than 
burglary  policies. 


As  banks  grow,  so  should  the  size  of  their  burglary  policies 
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The  Season's  Best  Reasons 
for  Travelers  Accident  Policies 

Golf — A  policyholder  was  hit  in  the 
back  with  a  golf  ball  while  playing 
over  the  course.  It  knocked  him  flat. 
Partial  disability  for  ten  days. 

Marbles — "Sonny"  lost  one  in  the 
hall.    Father  stepped  on  it. 

Green  grass — The  lawn  mower  had 
rusted  during  the  winter.  This  house- 
holder was  a  better  lawyer  than  he  was 
mechanic  or  gardener.  He  repaired 
the  mower  but  injured  his  hand. 


WHAT  HAPPENED  TO  JONES 

He  approached  a  manufacturer  on  group 
insurance  and  sold  a  big  business  life  policy. 

He  went  after  a  man's  automobile  insur- 
ance and  secured  an  accident  application. 

He  opened  up  the  subject  of  pensions  for 
retiring  employees  (annuities)  and  ultimately 
closed  a  big  group  case. 

He  solicited  a  man  for  paymaster  hold-up 
insurance  and  sold  a  residence  burglary 
policy. 

He  offered  Travelers  boiler  service  to  a 
big  user  of  power  and  sold  an  engine  policy. 

He  tried  to  sell  a  big  merchant  some  busi- 
ness life  insurance  but  secured  an  application 
for  a  policy  to  care  for  the  man's  inheritance 
taxes. 

He  tackled  a  buyer  of  compensation  insur- 
ance and  secured  a  big  public  liability  risk. 
He  was  prepared.    He  knew  his  business. 
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THE  APPRECIATIVE  DRIVER 

A  Brooklyn  man  to  whom  a  broker  gave  a 
copy  of  "How  to  Motor  with  Safety  in 
Pleasure  Type  Cars"  has  written  the  follow- 
ing letter  to  the  broker: 

"Dear  Sir:  The  little  book  issued  by  The 
Travelers  Insurance  Company  has  come  and 
I  have  read  it  through.  It  certainly  is  worth 
while.  The  'ordinary  operator  of  a  car' 
could  get  a  great  deal  out  of  it  if  he  would 
take  the  trouble  to  read  it,  and  I  think  that 
the  pictures  are  well  chosen  to  attract  atten- 
tion. 

"Of  course  the  hints  on  driving  are  only 
what  common  sense  and  common  courtesy 
would  suggest,  and  an  operator  without 
these  couldn't  get  them  from  a  book;  but  it 

Every  building  and  loa 


is  all  so  clearly  put  that  it  should  help  some. 

"The  chapter  on  the  storage  battery  is 
particularly  interesting  and  clear  and  this  is  a 
subject  on  which  the  average  owner  has 
little  information. 

"I  think  it  is  a  book  that  would  appeal  to 
many  of  your  customers." 

OLDEST    CASUALTY  COMPANY 

"TERM"  PROSPECTS  OF  1921 

There  are  many  men  uninsured  or  under- 
insured  to  whom  renewable  term  policies  will 
appeal: 

The  man  who  has  not  yet  made  up  his 
mind  as  to  the  form  of  insurance  he  wants. 

The  man  starting  in  business  who  needs 
money  for  the  moment  to  keep  it  going; 
but  wants  insurance  and  the  open  door  for  a 
future  choice. 

The  man  who  is  temporarily  tied  up. 

The  man  who  is  carrying  considerable 
insurance  but  wants  to  insure  increased 
protection  with  his  financial  progress. 

The  man  who  wants  to  strengthen  his 
credit. 

Renewable  term  policies  take  a  man  under 
cover  and  keep  open  for  him  the  door  to  the 
more  standard  forms  of  policies  until  he  can 
march  through  it. 

The  man  who  takes  term  insurance  is  a 
preferred  prospect  for  the  more  enduring  and 
satisfying  forms  of  insurance  requiring  only 
the  payment  of  the  difference  in  premiums 
with  interest. 

There  are  many  men  in  your  bailiwick  who 
need  insurance  but  are  hard  up  this  year. 
A  term  policy  will  bridge  them  over  to  better 
times. 

OLDEST    CASUALTY  COMPANY 

RELATED  THE  WRONG  THINGS 

An  insurance  buyer  of  a  large  corporation, 
a  man  who  looks  after  all  lines  of  insurance 
for  his  employer,  after  safety  work  and  fire 
prevention,  bought  a  car  of  his  own  this 
spring.  It  was  a  sedan  of  a  well-known, 
low-priced  make. 

When  he  discovered  that  $20,000/$40,000 
liability  insurance,  $2,000  property  damage 
insurance,  $100  deductible  collision  and  some 
fire  and  theft  insurance  would  cost  him 
considerably  over  a  hundred  dollars  he  was 
disturbed.  He  figured  this  was  considerably 
more  than  ten  percent  of  the  value  of  the 
machine  and  it  was  his  belief,  from  his 
experience  with  fire  insurance,  that  a  rate  of 
ten  percent  made  the  insurance  prohibitive. 

Then  he  woke  up  to  the  fact  that  the  in- 
surance was  not  on  his  car  alone,  but  that  it 

n  association  is  a  prospect  for  bi 


CONVERT  POLICYHOLDERS  AND 
POLICIES 

The  cylinder  end  cracked  off  this  engine. 
Flywheel  insurance  was  carried  on  the  engine, 
but  not  in  The  Travelers.  The  factory  owner 
thought  this  flywheel  insurance  covered  the 
whole  engine,  and  was  greatly  disturbed  when  he 
discovered  that  he  had  to  pay  the  $700  loss  in 
this  case.  If  you  have  not  already  done  so, 
convert  all  your  flywheel  policies  into  engine 
breakage  contracts;  it  may  save  you  a  lot  of 
embarrassment  in  a  case  like  this. 


protected  him  in  the  ownership  of  his  home, 
his  Liberty  Bonds  and  all  that  he  might 
accumulate  in  several  years  to  come.  Then  he 
realized  that  the  cost  of  the  insurance  was  not 
out  of  proportion  to  the  protection  it  gave 
him. 

He  carried  the  analogy  further.  He 
compared  the  cost  of  his  fire  insurance  to  the 
value  of  his  heating  plant  and  lighting 
system,  the  things  that  might  cause  fire. 

He  decided  that  automobile  insurance  was 
not,  in  comparison  to  other  forms  of  insur- 
ance, too  high  when  one  realized  how  much 
it  protected. 

ink  burglary  insurance 
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PROTECTION 


The 

Tower  Window 

Burglars  who  broke  into  a  New  York 
concert  singer's  apartment  showed  their 
contempt  for  bm'glary  insurance  by  tearing 
into  bits  his  poHcy,  scattering  the  fragments 
over  the  floor.  The  intruders  ransacked 
every  room  in  the  apartment,  breaking  open 
desks  and  drawers  and  stealing  jewelry 
valued  at  more  than  $500  besides  a  set  of 
furs.  [Newspaper  clipping. 

If  these  thieves  think  that  tearing  up  a 
Travelers  Burglary  Policy  will  invalidate  its 
protection,  they're  wasting  their  time.  They 
could  tear  down  The  Travelers  Tower 
without  destroying  the  Travelers  ability  to 
meet  its  claims. 

*  *  * 

Charley,  the  counterman,  says:  "This 
here  sleeping  sickness  ain't  nothing  new. 
And  it's  always  been  contagious,  too." 

*  *  * 

"It  is  practically  beyond  a  doubt  that 
corporation  insurance  strengthens  the  credit 
of  firms  adopting  it.  The  increased  confi- 
dence which  it  establishes  is  recognized  in  the 
mercantile  community,  and  thus  reflected 
through  our  reports."  [Chas.  M.  Clarice, 
Pres.  Bradstreet  Mercantile  Agency.] 


THE  HARD  WORKING  LIFE  AGENT 

A  life  insurance  agent  is  a  creator  of 
wealth.  He  is  a  saver  of  estates.  He  is  a 
payer  of  mortgages.  He  is  an  almoner  to 
widows.  He  is  the  protector  of  orphans. 
He  is  an  organizer  of  comfort.  He  is 
promoter  of  thrift.  He  is  a  shield  from 
squalor  and  crime.  He  keeps  the  store 
open.  He  keeps  the  mill  running.  He  holds 
down  the  farm.  He  is  the  maker  of  sun- 
shine. He  is  an  encourager  of  the  prattle  of 
children.  He  is  a  teacher  of  duty.  He  is  a 
preacher  of  righteousness.  He  is  a  consoler. 
He  is  a  benefactor.  He  is  a  philanthropist. 
He  is  a  hero.  Oftentimes  he  is  a  martyr,  and 
it  is  just  possible  that  he  may  save  your 
estate  by  that  policy  you  took  to  get  rid 
of  him.  [Indianapolis  Star. 

*  *  * 

INSURANCE 

To  the  agent — a  livelihood 

To  the  executive — an  art 

To  the  actuary — a  science 

To  society — a  service 

To  the  claimant — a  blessing 

Protection  published  this  little  item  several 
months  ago.  Since  then  we  have  noticed  it 
going  the  rounds  in  the  insurance  papers 
without  any  chaperone  in  the  way  of  a 
credit  line.  We  hated  to  see  the  poor  little 
thing  running  around  like  a  homeless  orphan, 
so  just  to  show  that  we're  proud  of  its 

parentage,  we  print  it  again. 

*  *  * 

HE   wouldn't   rob   WOMEN   AND  CHILDREN 

"What  are  you  doing  with  all  this  roll.'" 
inquired  a  St.  Louis  hold-up  man  the  other 
night,  his  eyes  peering  with  authority  at  his 
victim  over  a  gleaming  barrel  of  steel. 

"That's  my  week's  wage,"  replied  the  man 
who  was  robbed,  in  quavering  tone,  "I  was 
taking  $12  of  it  over  in  the  morning  to  pay 
a  quarterly  life  insurance  premium." 

"Well,  here's  $12  of  your  money  back," 
said  the  stick-up  man.  "You  need  life  insur- 
ance. Goodbye."  [U.  S.  Review. 

*  *  * 

Speaking  of  the  man  who  lost  his  head  at  a 
fire  and  threw  the  wash  pitcher  out  of  the 
window,  but  carried  a  mattress  carefully 
down  the  stairs,  we  are  reminded  of  the  value 
of  Travelers  accident  insurance  by  hearing  of 
a  fire  which  occurred,  the  other  day,  on  the 
31st  floor  of  one  of  Broadway's  skyscrapers  in 
New  York.  This  is  said  to  have  been  the 
second  most  altitudinous  on  record,  barring 
those  in  airplanes. 

"Goodbye,  Anxiety!" 


As  long  it  is  possible  for  progenitors  of 
fake  securities  to  hire  inventors  in  their 
advertising  departments  instead  of  in  their 
factories,  monthly  income  policies  will  be 
needed. 

*  *  * 

NOT  COVERED 

"And  I  might  as  well  tell  you  right  now," 
remarked  the  old  maid  when  she  found  a 
burglar  in  the  house,  "that  the  only  jewel 
you'll  find  around  here  is  standing  right  in 

front  of  you."  [Detroit  News.  i 

*  *    *  » 

It  doesn't  pay  always  to  follow  directions 
too  literally.  A  New  York  automobilist  was 
instructed  to  "follow  the  car  tracks"  to 
reach  a  certain  destination.  He  wasn't 
going  to  take  any  chances  on  losing  his  way. 
The  road  came  to  a  bridge  near  New  Bedford, 
Mass.  The  car  tracks  separated  and 
crossed  over  a  trestle.  Following  his  direc- 
tions to  the  letter,  the  automobilist  straddled 
the  tracks  and  started  across  on  the  ties. 
In  the  middle  of  the  bridge,  one  wheel 
slipped  over,  and  the  machine  overturned. 
Eight  of  the  occupants  were  injured,  one 
boy  was  killed. 

*  *  * 

'Tis  better  to  get  the  rheumatism  chasing 
through  the  rain  after  a  prospect,  than  a 
kink  in  the  back  from  sitting  too  long  in  an 

oflSce  chair.  [Exchange. 

*  *  * 

It's  tough  luck  to  lose  a  new  maid  just  a 
day  or  so  after  you  have  acquired  her. 
But  it's  even  tougher  if  the  family  jewels 
accompany  her  on  her  farewell  journey.  A 
Mount  Vernon  family  went  out  one  Sunday 
night  feeling  that  all  was  well  with  the  world 
because  this  new  domestic  jewel  was  presid- 
ing over  the  house  in  their  absence,  and 
returned  to  find  both  her  and  $4,000  worth  of 
silverware  and  other  valuables  missing. 

There's  a  very  useful  clause  in  the  Travel- 
ers Residence  Burglary  Policy  that  protects 
the  householder  against  the  dishonesty  of 
domestic  servants,  and  which  comes  in  real 
handy  on  such  occasions.    But  don't  forget  /  ) 

to  make  the  burglary  policy  out  Tor  amounts 
high  enough  to  cover  the  full  value  of  all 
property  that  may  be  taken. 

*  *  * 

"See  Kyle  and  wear  a  smile,"  is  one  of  the 
good  slogans  submitted  in  the  past  week. 
It  is  used  by  Ira  D.  Kyle  of  Omaha. 

"Let  me  worry  for  you,"  is  used  by  Agent 
F.  W.  Meyers  of  Lafayette,  La. 
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HE  TIMES  THEM  RIGHT 

Agent  Woodward  of  DeKalb  Junction,  N. 
Y.  has  been  utilizing  Travelers  circular 
matter  to  good  advantage.  He  mails  about 
twenty-five  circular  letters  containing  auto- 
mobile folders  to  twenty-five  selected  pros- 
pects. He  mails  this  literature  to  reach 
prospects  on  Saturday,  so  that  if  they  hap- 
pen  to  be  busy  at  the  time  it  arrives,  they 
will  slip  it  into  their  pockets  and  drag  it  out 
Saturday  afternoon  or  Sunday  to  read  at 
their  leisiu'e.  Monday  and  Tuesday  he 
follows  up  each  of  these  letters  by  a  personal 
interview. 

As  to  the  results  obtained  by  this  method 
of  circulation,  he  writes:  "One  day  while 
out  with  a  special  we  called  on  five  prospects 
who  had  not  been  circularized — and  wrote 
one  of  them.  We  also  called  upon  five  who 
had  been  circularized  and  wrote  four.  All 
of  them  were  of  equal  standing." 

Incidentally  we  might  add  that  DeKalb 
Junction  is  not  a  metropolis.  It  is  a  rural 
community  made  up  chiefly  of  farmers. 


OLDEST     CASUALTY  COMPANY 

FIGHTING  FOR  GRISTLE 

When  I  throw 

The  table  scraps 

Out  to  the  chickens 

Three  pullets 

Will  usually  get  hold 

Of  one  piece  of  gristle 

And  while  they  are 

Pulling  and  tugging 

The  other  birds 

Eat  up  all  of  the  meat 

And  the  three  which  fight 

Remind  me 

Of  insurance  agents 

Who  get  hold  of  a 

Poor  prospect 

And  figure 

And  figure 

And  figure 

And  then  discover 

That  meantime  other  good  prospects 

Have  been  gobbled  up 

And  so  if  I  cannot 

Yank  a  prospect 

Away  from  other  agents 

With  one  mighty  pull 

I  let  go  and  while 

The  others  are  fighting 

I  go  get  some 

Real  meat 


THE  TRAVELERS  IN  NEW  YORK  STATE,  1920 

Life  business  transacted  by  all  companies  paying  for  inure  than  $15,000,000  {exciudiny 

industrial  business) 

Increase  in 

Insurance  Issued  Insurance  In  Force  Insurance  in  Force 

During  1920       Rank     During  1920       Rank     Dec.  31,  1920  Rank 

Metropolitan  $265,440,688      1    $199,067,134      I    $785,004,279  1 

Travelers   166,176,430     3      119,045,470     2     431,413,284  5 

Equitable   176,849,630     2      108,252,556     3     654,565,894  2 

New  York  Life   131,308,302     4       96,244,901      4     638,568,842  3 

Prudential.   98,416,150     5       64,727,398     5     454,047,779  4 

Mutual  Life   84,948,360     6       61,298,690     6     411,502,349  6 

AetnaLife   59,481,389     7       38,731,865     7      160,882,193  10 

John  Hancock   50,824,115     8       36,837,968     8     202,972,049  8 

Northwestern   41,971,128     9       32,915,505      9     325,000,393  7 

Mutual  Benefit   37,527,140    10       30,802,591    10     188,904,576  9 

Union  Central   24,574,328    13       18,401,070    11       89,954,229  13 

Penn  Mutual   26,422,688  *11       18,290,718    12      155,377,212  11 

Conn.  General   25,569,066    12       15,612,147    13       80,677,747  14 

Mass.  Mutual   21,922,470    14       14,625,282    14      100,416,534  12 

Conn.  Mutual   15,854,570    15         9,910,574    15       73,434,373  15 

The  representatives  of  The  Travelers  in  New  York  are  to  be  congratulated  on  the 
results  achieved  in  1920.  They  established  the  company  at  the  head  of  all  companies  from 
states  other  than  New  York,  in  the  amount  of  insurance  issued  and  in  the  increase  in 
insurance  in  force. 

They  placed  it  second  only  to  the  Metropolitan  in  increase  in  insm-ance  in  force,  and 
third  on  the  records  of  insurance  issued  by  all  the  leading  companies  of  the  country.  It  is  a 
record  of  which  every  Travelers  man  may  well  be  proud. 


AGENCY  ITEMS 

The  Botac  of  the  Brooklyn  Branch  Office 
at  a  meeting  on  April  23d  decided  to  run  an 
accident  contest  from  April  25th  to  May 
28th.  The  agents  were  divided  into  two 
teams  captained  by  W.  G.  Hess  and  H.  D. 
Young.  The  winners  are  to  be  guests  of 
the  losers  at  a  baseball  game  at  Ebbets  Field 
after  the  contest  is  decided  on  June  10th. 

The  first  of  a  series  of  Friday  luncheons 
was  held  by  the  Travelers  representatives  of 
the  Toledo  Branch  Office  on  April  22d  at 
the  Chamber  of  Commerce.  The  Home 
Office  was  represented  by  B.  H.  Kenyon  of 
the  Business  Extension  Bureau. 

The  Life,  Accident  and  Group  Depart- 
ments held  an  Agency  Convention  at  the 
Hotel  Winton  in  Cleveland,  Tuesday,  April 
26th.  The  agents  divided  themselves  into 
two  teams  under  the  leadership  of  W.  B. 
McBride  and  C.  E.  Shives  for  an  accident 
production  contest  during  May.  This  was 
followed  by  a  challenge  from  the  Akron 
Agency  to  Youngstown  and  Canton,  com- 
bined, for  an  accident  contest  during  the 
same  period.  The  Home  Office  was  rep- 
resented at  the  meeting  by  Assistant  Super- 
intendent   of    Agencies    J.    A.  Coffman, 


Assistant  Secretary  F.  H.  Landon,  Life  De- 
partment and  Assistant  Secretary  J.  R.  Lacy, 
Accident  Department. 

130  all-time  life  and  accident  representa- 
tives of  the  Chicago  Branch  Office  held  an 
all-day  agency  meeting  and  luncheon  at  the 
Drake  Hotel  on  Tuesday,  April  19th. 

The  John  L.  Way  Drive  which  was  in- 
augurated by  the  Phil  Grossmayer  Agency 
of  Portland,  Oregon,  in  honor  of  Vice- 
President  Way's  visit  to  the  Pacific  Coast 
is  resulting  in  a  splendid  volume  of  business, 
and  Manager  Denny  predicts  that  the  quota 
of  $750,000  will  be  exceeded  by  a  large  mar- 
gin. This  agency  is  also  running  a  multiple 
line  contest  between  two  teams  captained  by 
Agents  W.  C.  Kavanaugh  and  T.  J.  Swivel. 
Enthusiasm  is  running  so  high  that  one  of  the 
office  stenographers  has  placed  a  ten  dollar 
wager  on  Captain  Kavanaugh's  team.  Their 
slogan  is  "Are  you  at  it?" 

Assistant  Manager  Fohr  of  the  Wilson 
Avenue  Branch  Office,  Chicago,  celebrated 
the  opening  of  the  new  quarters  with  an 
agency  luncheon  on  Tuesday,  April  26th. 
Manager  W.  H.  Kolb,  Lloyd  Hill,  and 
Assistant  Superintendent  of  Agencies  H.  H. 
Armstrong  were  guests  of  Mr.  Fohr  and  his 
associates. 


Moral:  Insure  in  THE  TRAVELERS 
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If  You  Don't  Use  These  Now,  At  Least  Keep  Them  On  File 


"\/'0U  remember,  when  company  came  in 
unexpectedly  for  a  meal,  "ma"  betook 
herself  to  the  cellar  and,  from  the  hanging 
shelf,  selected  some  fruit  that  she  had  canned 
the  summer  before! 

That  was  just  what  she  needed  to  round 
out  a  meal  fit  for  a  king. 

And  on  the  same  principle  we  suggest  that 
if  you  do  not  use  these  advertisements  im- 
mediately you  keep  them  on  file.  There 
may  be  an  automobile  accident  in  your  com- 
mimity  that  will  stimulate  the  automobile 
insurance  business  and  that  will  make  you* 
long  for  some  inexpensive  way  of  advising 
everybody  that  they  need  automobile 
insurance  and  that  you  sell  it.  Then  ads 
like  these  are  handy. 

They  are  ready  to  be  turned  over  to  the 
newspaper  for  immediate  publication — no 
time  lost  in  writing  copy  and  getting  home 
office  approval  (remember  the  clause  in  your 
agency  contract  requiring  you  to  submit  all 
advertising  to  the  company  for  O.  K.) 
This  is  already  approved,  already  for  use. 


The  Dog  That 
Barks  At  Your 
Automobile 

HE  looks  like  an  ordinary  cur 
to  you — 

But  if  he  happens  to  get  under  your 
wheels,  his  owner  suddenly  remembers 
that  he  was  a  full-blooded  Siberian 
Sparrow-hound,  the  only  one  in 
captivity,  worth  $500  if  he  was  worth  a 
cent. 

If  your  estimation  of  his  value 
happens  to  be  under  this,  there's 
a  damage  suit  on  your  hands. 
,  Then  you're  glad  that  you've  got 
Property  Damage  insurance  in  The 
Travelers,  so  you  won't  have  to  fight 
the  case. 


Agent's  Name,  Address,  and 
Phone  Numbers 


The  High  Cost  of 
Life  and  Limb 

IF  you  were  injured  by  an  auto- 

mobile  and  had  to  go  through  life 
with  a  wooden  leg,  you  would  feel  that 
you  had  a  claim  against  the  owner  of 
that  machine. 

You  may  hit  a  man  with  your 
machine  some  day. 

Such  misfortunes  happen  to  even 
the  most  careful  drivers. 

Take  out  a  Travelers  Automobile 
Policy.  Then  if  you  should  injure 
some-one,  you  can  settle  up  squarely 
with  him  without  bankrupting  your- 
self. 


Agent's  Name,  Address,  and 
Phone  Numbers 


A  Powerful 
Good  Lesson 


ASTUS  had  been  found  guilty 
.  of  murder. 


"You  are  sentenced,"  said  the 
judge,  "to  be  hanged  by  the  neck 
until  you  are  dead.  Have  you 
anything  to  say  for  yourself?" 

"No,  Jedge,"  replied  Rastus,  '"cep' 
dis  am  gwan  to  be  one  powe'  ful 
good  lesson  fo'  me." 

An  old  story — but  frequently 
repeated  in  our  courts. 

Many  a  motorist  hears  the  jury 
render  a  big  damage  verdict  against 
him.  It's  one  powerful  good  lesson  as 
to  the  value  of  a  Travelers  Automo- 
bile Policy. 


Agent's  Name,  Address,  and 
Phone  Numbers 


Could  This 
Happen  to  You 

AN  automobilist  injured  a  man 
^      with  his  car. 

The  injured  man  demanded  a  large 
sum  in  damages.  The  automobilist 
considered  his  demands  unreasonable 
and  refused  to  pay. 

The  next  day  the  claimant  filed 
suit  against  him  for  $25,000  and 
attached  his  bank  account  and  proper- 
ty until  it  was  settled. 

It  cost  the  automobilist  $15,000  and 
court  costs  to  remove  this  attachment! 

A  $15,000  Travelers  Automobile 
Policy  would  have  saved  this  man  all 
that  worry  and  expense! 


Agent's  Name,  Address,  and 
Phone  Numbers 


Don't  Expose 
Your  Property 
to  Loss 

IF  you  were  carrying  $10,000  in 
cash  in  your  machine,  you'd  want 
to  have  it  insured. 

But  are  you  not  driving  your  mach- 
ine with  anywhere  from  $1,000  to 
$25,000  of  your  property  exposed? 

If  you  injure  a  man,  and  he  obtains 
a  damage  verdict  against  you,  you've 
got  to  pay  it. 

If  you  haven't  the  cash,  your 
property  can  be  sold  to  get  it. 

Don't  risk  your  house,  your  bank 
account,  your  business.  Let  a  Trav- 
elers Automobile  Policy  stand  between 
your  worldly  goods  and  the  result  of 
that  possible  accident. 


Agent's  Name,  Address,  and 
Phone  Numbers 
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It  was  two  years  before  the  Civil  War  that  James  G.  Balterson  had  the  inspiration  and 
gathered  the  information  that  resulted  in  the  establishment  of  The  Travelers,  the  first  American 
casualty  company  and  one  of  the  first  life  insurance  companies. 

Now  the  Union  and  Confederate  veterans  are  shaking  hands.  As  great  a  change  in  the 
attitude  of  the  public  toward  insurance  has  come  about  in  the  same  time. 


PROTECTION 


NOT  NAMED  BUT  PRE- 
FERRED "LEGATEES" 

THERE,"  said  the  business  man  as  he 
signed  his  will  and  dotted  an  i,  "every- 
thing thought  of,  every  one  looked  after." 

"Yes,"  remarked  the  family  lawyer, 
"every  one  you  want  to  get  something  is 
there,  but  not  all  who  will  get  a  share." 

The  business  man  reread  his  will  and 
looked  puzzled.    "Why  not?"  said  he. 

"You  have  every  one  down  in  it  except 
some  preferred  beneficiaries,  the  government, 
the  state  in  which  you  live,  and  several 
other  states  in  whose  corporations  you  hold 
stock.  You  would  like  to  cut  them  off  with 
the  proverbial  penny,"  said  the  lawyer, 
"but  you  can't.  They  will  take  part  of  your 
estate.  They  will  take  it  before  your  wife 
and  children  get  any  of  it;  they  will  take  it 
in  cash,  and  they  will  take  it  whether  your 
executors  have  to  sacrifice  securities  on  a 
rapidly  falling  market  or  not." 

"The  city,  the  state,  and  the  government," 
remarked  the  irascible  business  man,  "have 
always  got  their  hands  in  your  private  till." 

"Cheer  up!"  remarked  the  family  lawyer. 
"When  you  die  two  of  them  will  have  both 
hands  in  the  till,  and  some  other  states,  your 
executors,  the  probate  court  and  possibly  an 
attorney  will  also  be  among  those  present." 

"I  suppose  they  will,  the  government  and 
this  state  anyway,  but  what's  any  outside 
state  got  to  do  with  it?" 

"I  see,"  said  the  lawyer  as  he  looked  over 
the  list  of  securities,  "one  hundred  shares  of 
Union  Pacific,  $12,000.  Utah  alone  will 
charge  you  $360  at  least  to  transfer  that 
stock.  Come  to  look  it  over,  about  one-half 
of  your  holdings  are  in  stocks  or  property  in 
states  which  levy  on  non-resident  stock- 
holders, and  in  some  cases  where  a  corpora- 
tion is  incorporated  in  two  states  you  may 
have  to  pay  four  inheritance  taxes.  Estimat- 
ing roughly  the  federal  and  state  taxes  on 
your  estate  they  would  amount  to  about 
$6,000  and  you  should  provide  about  $2,000 
additional  for  expenses  of  administration, 
and  probate  fees." 

"What  in  the  dickens  is  a  man  to  do?" 
"Do  you  keep  a  large  cash  balance  in  the 
bank?" 

"Not  so  they  would  notice  it  but  the 
banks  have  got  some  notes  of  mine." 


ately  and  protect  your  investments.  It  is  trolley  pole  snapped  off  and  struck  him. 

good  business  judgment  to  pay  $200  to  $300  Suit  for  $75,000  was  instituted  in  behalf 

a  year  for  insurance  to  cover  it  than  leave  of  the  family  but  the  award  was  $20,000 

your  executors  to  find  and  pay  $10,000  or  so  less.    The  court  allocated  $30,000  to  the 

in  a  lump  sum."  widow  and  $12,500  to  each  of  two  sons. 


CHARTERED  1863 


CHARTERED  1863 


ONE  KILLED;  THREE  CLAIMANTS  WHAT  CREDIT  MEN  ASK 

A  verdict  of  $55,000  against  the  Hamilton  Answers  to  a  questionnaire  recently  sent 
(Ontario)  Street  Railway  Company  for  the  out  by  the  National  Association  of  Credit 


death  of  one  man  is  eloquent  evidence  of  the 
need  of  high  limits  under  automobile,  public, 
contractors,  residence  and  farms  and  other 
forms  of  liability  insurance. 

John  T.  Irwin  was  instantly  killed  when  a 


Men  to  its  members  shows  that  two  out  of 
five  credit  men,  or  forty  percent,  want  to 
know,  before  credit  extensions  are  determin- 
ed, what  life  insurance  and  what  liability 
insurance  a  firm  or  corporation  carries. 


CO-OPERATING  ON  CLAIM  SERVICE 


4 


V 


D 


WaUuT  St. 


4 


6 


Robert  Carney,  agent  at  South  Man- 
chester, Connecticut,  sees  an  opportunity 
to  render  service  as  quickly  as  he  sees  a 
chance  to  sell  insurance.  Here  is  a  little 
"picture  of  an  accident"  that  made  it 
possible  for  the  claim  department  to  acceler- 
ate its  machinery.  The  policyholder  was 
served  quickly. 

Mr.  Carney  happened  to  witness  this 
accident.    He  immediately  drew  a  diagram 


and  pasted  in  little  automobiles  and  the 
"The  only  thing  I  can  suggest,"  remarked  other  illustrations  clipped  from  a  magazine  or 
the  lawyer,  "is  to  take  out  life  insurance  to  catalog. 

cover  taxes  and  expenses  and  pay  the  notes.      A — Position  of  automobile  just  before 
That  will  give  the  necessary  cash  immedi-  accident. 

The  cost  of  life  insurance  in  The  Travelers  does  not  fluctuate  with  either 
the  investment  or  mortality  market 


B — Position  of  motorcycle  just  before 
accident. 

C — Position  of  automobile  and  motor 
cycle  as  they  came  together.  Motor  cycle  is 
under  automobile  and  rider  is  pinned  under 
his  own  machine. 

D — Relative  position  of  car  of  witness 
which  was  brought  to  a  stop  in  about  position 
"A." 

E — Two  men  who  witnessed  the  accident 
and  took  injured  man  from  under  motorcycle. 

F — Hedge  which  cut  off  view  of  both 
motorcycle  rider  and  automobile  driver. 

Could  an  accident  be  reported  more  tersely 
and  clearly? 
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PROTECTION 


BUSINESS  INSURANCE  MAKES  FOR 
BUSINESS  STABILITY 

WHEN  a  man  dies  in  England,"  wites 
R.  G.  Carroll  in  the  Philadelphia  Pub- 
lic Ledger,  "his  surviving  partners  can  usual- 
ly depend  upon  the  estate  continuing  in 
harmony  with  the  business.  Hence  the 
stability  of  British  firms  has  become  recog- 
nized all  over  the  world. 

"Lord  Burnham,  proprietor  of  the  London 
Daily  Telegraph,  once  told  the  witer  he 
represented  more  than  a  score  of  "family 
owners,"  the  revenue  from  the  advertising 
columns  being  apportioned  around  the  family 
circle.  One  elderly  woman  had  the  income 
from  the  birth  and  death  columns,  and  she 
knew  exactly  where  she  stood  financially  on 
each  morning's  count  of  the  human  exits  and 
entrances. 

"In  the  United  States,  usually,  almost  the 
first  act  of  the  heirs  is  to  hire  a  lawyer  and 
yank  out  in  cash  what  is  coming  to  them. 
That  many  businesses  have  managed  to 
survive  the  drain  of  departing  capital  and  go 
on  is  indeed  remarkable.  Some  partners 
insure  each  other  against  just  such  contin- 
gencies.   The  majority  does  not. 

'"We  have  a  case  in  point  in  a  large  shoe 
manufacturing  concern  established  in  the 
early  seventies,'  the  trust  expert  of  a  large 
trust  company  said  today,  'A  partner  died. 
His  widow  remarried.  She  wants  her  in- 
heritance in  cash,  and  has  gone  to  la w  about  it . 
Very  few  businesses  can  stand  the  loss  of  sud- 
den withdrawals  of  capital.  They  either  col- 
lapse or  slowly  fade  out  of  existence.'  " 

Labor  troubles,  business  conditions  and 
markets  are  in  themselves  enough  to  occupy 
the  mind  of  the  business  man.  He  knows  his 
partners  well  enough  to  count  on  their  sup- 
port— but  he  does  not  know  his  partners' 
wives  or  heirs.  Should  his  partners  die, 
their  heirs  almost  invariably  want  their 
share  of  the  business  in  money.  The  mere 
fact  that  the  removal  of  this  capital  at  such  a 
time  might  easily  cripple  the  business  means 
nothing  to  them.  The  firm,  the  surviving 
partner  of  which  wishes  to  be  spared  the 
exasperation  of  trying  to  satisfactorily  settle 
an  e-state  and  still  keep  the  business  running, 
in  addition  to  his  other  troubles,  takes  out 
Travelers  business  insurance.  Then  should 
either  partner  die,  and  his  heirs  want  their 
share  of  the  business  in  money,  they  can  have 
it — without  involving  the  firm  in  bankruptcy 

Many  an  investor 


SERVICE  THAT  SURPRISES 


The  Trumbull  Steel  Company 


A  L  Button 


Warren,  Ohio 

ipTil  9,  1921. 


Mr.  H.  P.  Dawson,  Asst.  Adjuster 
Tha  Travelers  Insurance  Co., 
Cleveland,  0, 

Dear  Sin 

We  are  in  reoeipt  of  your  favor  of  tha  8th  inst.,  an- 
ol03ing  a  oheok  for  $2167,00,  in  payment  of  our  claim  due  to  tha 
death  of  Martin  Applebea,  ona  of  our  Employees'  StooBxoldera. 

It  may  be  in  aooordanoe  with  your  usual  service,  but 

we  were  somewhat  surprised  to  get  this  chaolc  within  thirty-six 

hours  from  the  time  when  we  mailed  our  olaim. 

Yours  veiy  truly, 
THE  THJMBULL  STEEL  OOMPANlf,. 


AI,B:HT 


Secretary 


The  Season's  Best  Reasons 
for  Travelers  Accident  Policies 

Handy  Man  About  the  House — He 
was  rolling  his  front  lawn.  He 
stepped  where  he  had  no  intention 
of  stepping  and  the  heavy  roller 
caught  him.  Leg  and  foot  severely 
bruised.  Period  of  disability  not  yet 
determined. 

Storm  Windows — He  was  taking 
them  down.  Broken  leg,  sprained 
wrist  and  many  cuts  and  bruises. 

Newly  waxed  floors — Woman  pol- 
ished the  floors  so  strenuously  the 
man  of  the  house  described  a  beau- 
tiful parabola  with  his  feet.  Strained 
voice  box — no  indemnity.  Sprained 
ankle,  painful  bruises — partial  di.s- 
ability. 


REAL  VALUE 

J.  E.  G.  of  Indianapolis,  age  21,  took  out  a 
Twenty-Payment  Life  policy  with  The 
Travelers  May  11,  1916. 

In  1918  he  entered  the  army  and  while  at 
Camp  Sherman  had  an  attack  of  the  flu 
which  developed  into  tuberculosis. 

In  April  1921  he  was  found  to  have  been 
permanently  totally  disabled  since  J uly,  1918. 

Under  the  permanent  total  disability 
provision  of  his  policy  five  semi-annual 
premiums  have  been  refunded,  and  he  will 
receive  $68  a  year  for  a  period  of  twenty 
years,  the  first  payment  dating  back  to 
January  1919. 

J.  L.  F.  of  New  York  State  took  out  a 
$1,000  Twenty-Payment  policy  in  The 
Travelers  in  March  1920.  Eight  months 
later  he  was  found  to  be  permanently  and 
totally  disabled. 

Under  the  disability  clause  of  the  policy  he 
will  receive  $10  a  month  for  life.  All  premi- 
ums will  be  remitted  and  the  insurance  will 
be  continued  unimpaired. 

Sell  a  disability  clause  with  every  policy. 


who  has  bought  stocks  and  bonds  would  have  been 
served  better  by  an  annuity 
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PROTECTION 


OUR  PORTRAIT  GALLERY— 77 


Mimimimiiiiiiiiimiiiiiiiiiiiiiiiiiiiiiiiiiiiiiim^^ 


stands  without  the  aid  of  judicial  precedent.  The  place  for  the 
passenger  who  knows  better  than  the  driver  of  the  car  when, 
where  and  how  it  should  be  operated,  is  at  the  wheel." 


CHARTERED  1863 


THE  CALL  OF  THE  CHILDREN 

"What  do  you  mean  by  education?"  said  the  Superintendent 
of  Schools,  whom  Jenkins  was  solicitating  for  a  life  insurance 
policy,  and  who  had  stated  as  one  of  its  great  benefits  the  sinking 
fund  it  established  for  the  education  of  children. 

"WTiy,  a  college  education,  of  course,"  replied  Jenkins. 

"That's  the  small  end  of  it,"  replied  the  superintendent.  "Do 
you  realize,  young  man,  that  out  of  an  enrollment  of  2,200,000 
pupils  in  the  fifth  grade  of  the  schools  of  this  country,  only  1,200,- 
000  reach  the  eighth  grade,  only  600,000  reach  the  first  year  of 
the  high  school,  and  only  208,000  graduated  from  the  high  schools.' 
That  means  only  three  in  eleven  who  entered  the  fifth  grade  were 
able  to  enter  the  high  school,  and  only  one  in  eleven  were  able  to 
secure  a  high  school  education." 

"Some  figures,"  remarked  Jenkins,  "and  some  argument!" 

"In  the  language  of  the  day,"  remarked  the  superintendent, 
"you've  said  it." 


iimiinfiHnim 


MILTON  P.  HAWKINS 
Field  Assistant 
Life,  Accident,  and  Group  Departments 


DISREGARD  OF  TRAFFIC  ORDINANCES  IS 
NEGLIGENCE 

TraflBc  regulations  differ  in  different  cities.  Even  the  most 
careful  drivers  occasionally  violate  them  unwittingly.  Violation 
of  traffic  regulations  in  Colorado  can  result  in  a  much  heavier 
expense  than  merely  a  fine — if  any  one  happens  to  be  injured. 

The  Colorado  supreme  court  recently  re-affirmed  a  decision  to 
the  effect  that  violation  of  the  traffic  ordinance  constitutes  negli- 
gence per  se;  that  is,  whenever  one  is  injured  through  the  negli- 
gence of  the  operator  of  an  automobile  and  the  accident  is  brought 
about  by  the  violation  of  some  traffic  regulation,  the  defendant  is 
guilty  of  negligence,  and  the  plaintiff  need  prove  nothing  beyond 
the  accident  and  the  injuries  in  order  to  entitle  him  to  damages. 

In  this  same  case  counsel  for  the  defendant  were  attempting  to 
prove  that  a  duty  devolved  upon  passengers  in  the  rear  seat  to 
warn  and  guide  the  driver  as  to  his  route  of  travel,  his  speed  and 
the  traffic  regulations;  that  failure  to  do  so  constituted  negligence 
on  their  part  and  that  should  they  be  injured  because  they  failed 
to  warn  the  driver,  they  would  have  no  claim  for  damages. 

The  judge's  decision  on  this  question  was  most  interesting,  and 
although  it  docs  not  relieve  an  automobile  owner  of  the  responsibil- 
ity to  his  passengers,  most  automobilists  will  find  themselves  in 
hearty  agreement  with  him. 

"The  duty  to  give  such  advice  implies  a  duty  to  heed  it,  and  the 
rear-seat  driver  is  responsible  for  enough  accidents  as  the  score 


TWENTY  FIVE  LEADING 
BRANCH  OFFICES 

April  1st  to  May  1st,  1921 


NEW  PAID-FOR 
LIFE 

NEW  PAID-FOR 
ACCIDENT  AND  HEALTH 

NET  INCREASE  PAID- 
FOR  ACCIDENT  AND 

BUSINESS 

PREMIUMS 

HEALTH  PREMIUMS 

New  York  City 

New  York  City 

Montreal 

Chicago 

Chicago 

San  Francisco 

Cleveland 

Des  Moines 

Cincinnati 

Baltimore 

Montreal 

Des  Moines 

Brooklyn 

Hartford 

Albany 

Philadelphia 

Kansas  City 

Hartford 

Milwaukee 

Boston 

Los  Angeles 

Hartford 

San  Francisco 

Grand  Rapids 

San  Francisco 

Philadelphia 

Philadelphia 

Pittsburgh 

Cleveland 

Columbus 

Boston 

Pittsburgh 

Chicago 

Los  Angeles 

Milwaukee 

Reading 

Winnipeg 

Los  Angeles 

42d  St.,  N.  Y.  C. 

Peoria 

Minneapolis 

Indianapolis 

Montreal 

Indianapolis 

Baltimore 

Albany 

Albany 

Kansas  City  . 

42d  St.,  N.  Y.  C. 

Seattle 

Springfield 

Binghamton 

Omaha 

Toledo 

Indianapolis 

Newark 

Worcester 

Kansas  City 

St.  Louis 

Erie 

St.  Louis 

Peoria 

Binghamton 

Grand  Rapids 

Syracuse 

Boston 

Minneapolis 

Reading 

Syracuse 

Newark 

Cincinnati 

Atlanta 

Des  Moines 

42d  St.,  N.  Y.  C. 

Winnipeg 

Investment  bankers,  as  well  as  commercial  bankers,  need  bank  burglary  insurance 
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WHO  ARE  TODAY'S  BEST  PROSPECTS? 

"What  men  under  present  conditions  are  the  best  prospects  for  life 
insurance?"  [Letter  from  the  field. 

Confused  as  are  the  present  financial  and  industrial  conditions 
no  one  should  exaggerate  the  number  of  people  or  the  extent  to 
nhich  they  are  affected. 

Life  and  accident  insurance  is  the  least  affected  of  all  lines  of 
business. 

The  great  salaried  class  are  now  in  a  better  position  to  buy  in- 
surance than  at  any  other  time  during  the  last  three  years.  Sal- 
aries have  been  increased,  and  once  established  are  seldom  reduced. 
Owing  to  the  decline  in  living  costs,  the  margin  for  saving  is  stead- 
ily increasing.  Furthermore  this  class  of  prospects  has  large 
arrears  of  life  insurance  to  make  up. 

Professional  men  such  as  doctors  and  lawyers,  the  stability 
of  whose  practice  varies  little  year  by  year,  have  increased  their 
fees.  Salaries  of  school  teachers  and  of  clergymen  have  been 
increased,  and  lower  living  costs  are  distinctly  in  their  favor. 

Many  lines  of  trade,  such  as  drugs,  provisions,  groceries, 
bakery  products,  meats,  coal  and  ice,  are  little  affected.  Dealers 
in  those  lines  are  unimpaired  as  prospects.  In  many  communities 
certain  manufacturing  lines  are  at  normal  production.  The  key 
men  in  industries,  men  retained  as  the  nucleus  necessary  for  the 
prompt  resumption  of  work,  and  the  most  efficient  workmen  are 
well  employed. 

The  average  cut  in  wages  is  but  20  percent  as  compared  with 
the  increase  of  from  60  to  125  percent  since  1915.      Part  time 


BILINGUAL  ADVERTISING  IN  CANADA 


DU  TEMPS  DE  NOE 
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TRAVELERS  INSURANCE  CO 


ALLEN  &  BADEAUX  '^^'^-'-^^^ 
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ASSURANCES 


ThinkTh^se 


FACTS_OyER 


ALLEN  &  BADEAUX 


INSURANCE  SPECIALISTS 


Allen  &  Badcaux  of  Three  Rivers,  Quebec,  talk  and  advertise 
in  two  languages.  Note:  They  use  an  "English"  picture  with 
French  "copy."    Pictures  are  the  univer.tal  language. 


WHERE   CARS  AR.E 


iiTi 


IN  TOWNS'! 

or  1000 

OK  UNDER.  I 


■  1000   •!■   5000   •!■  30.000   •l  lN  CITIES  "I 
TO  5O0O  I  TO  50.000  I  TO  500.000 1  OF  500,000  \ 
OR  OVER. 


The  National  Automobile  Chamber  of  Commerce  is  re- 
sponsible for  the  report  that  more  automobiles  are  owned  by 
farmers  than  by  any  other  single  buying  class.  Thirty- 
three  percent  of  cars  are  in  districts  under  1000  population 
and  22  percent  in  communities  betiveen  1000  and  5000, 
according  to  a  survey  by  J.  N.  Gunn,  President  of  the 
United  States  Tire  Co.  These  figures  check  up  unth  .state 
registration  statistics,  which  indicate  the  heaviest  use  of 
cars  in  farming  regions,  such  as  Iowa,  where  there  is  one 
car  for  every  six  persons.  The  twelve  largest  cities,  viz.,  all 
over  500,000  have  but  9  percent  of  car  registration. 

[Motor  Life. 


employment  affects  less  than  20  per  cent,  of  workers,  complete 
lay-offs  from  10  to  12  percent. 

People  who  enjoyed  large  incomes  during  the  past  few  years  are 
the  most  affected.  Those  living  on  small  or  medium  fixed  incomes 
on  the  other  hand  are  benefited. 

A  fact  of  great  importance  is  that  savings  on  the  whole  show 
little  or  no  diminution.    The  tendency  is  toward  thrift. 

A  gradual  improvement  in  trade  is  generally  predicted. 

The  agent  is  no  longer  an  application  taker.  He  must  again 
become  a  salesman,  and  if  this  point  is  borne  in  mind  the 
results  will  be  entirely  satisfactory.  The  peak  of  insurance 
production  may  not  again  be  attained  immediately,  but  there  is 
every  reason  for  confidence  that  business  will  continue  to  be  good. 


CHARTERED  1863 


A  VALUABLE  TABLE 

The  following  table  illustrates  at  different  periods  the  number 
of  annual  payments  necessary  to  accumulate  $1,000  by  depositing 
the  annual  premiums  required  for  $1,000  of  life  insurance  at 
4  percent  compound  interest,  and  the  deaths  and  disability 
per  1000  during  that  period: 

Number  of  Annual  Pay- 
ments to  accumulate  $1000 
at  4%  compound  interest 

.S3 

31 

S9 

26 

23 

The  next  time  a  prospect  becomes  loquacious  about  the  high 
cost  of  life  insurance  or  the  advantage  of  saving  over  insurance, 
face  him  with  this. 


Age 

20 
25 
30 
35 
40 


Premium 

$14.41 
16.19 
18.47 
21.62 
26.07 


Deaths  per 
1000  during 
period 

279 

288 

305 

311 

321 


Disability 
per 
1000 

24 
28 
34 
39 
47 


The  engine  and  boilers  are  the  heart  and  lungs  of  a  factory.    They  need  Travelers 
inspection  service.    Their  owners  need  Travelers  insurance. 
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The 

Tower  Window 

"On  leaving  New  York  for  the  Orient  on 
one  occasion  I  just  missed  being  killed  by  an 
enormous  icicle  that  dropped  from  a  fifteen- 
story  building  as  I  turned  the  corner  at 
Thirty-third  street  and  Broadway,"  said 
Roy  Chapman  Andrews  in  the  Asia  Magazine 
for  May,  "We  don't  have  to  look  for  icicles  in 
the  Gobi  desert!  After  all,  it  makes  very 
little  difference  whether  one  is  in  'civilization 

or  out  of  it — there  are  dangers  everywhere." 

*  *  * 

There  must  be  a  large  number  of  agents 
using  good  slogans  who  have  failed  to  call  our 
attention  to  them.  A  copy  of  the  Manhat- 
tan (Kansas)  Morning  Chronicle  recently 
breezed  into  the  Tower  carrying  one  of  the 
attractive  two  column  by  fom*  inch  auto- 
mobile advertisements  that  we've  been 
featuring  in  Pkotection.  The  advertisement 
was  inserted  by  McClung  &  McClung,  and  at 
the  bottom  was  their  slogan :  "Let  the  Macs 
do  it." 

If  you  have  tried  these  automobile  ad- 
vertisements in  your  paper,  send  us  a  copy. 

If  you  have  a  slogan,  call  our  attention  to  it. 

*  *  * 

"A  declaration  tending  to  inspire  full 
confidence"  is  Webster's  definition  of 
'assurance.'  That  defines  exactly  a  Travel- 
ers Automobile  Policy. 


CAN  A  DOG  EXERCISE  DISCRETION? 

A  Massachusetts  court  was  recently  called 
upon  to  decide  this  question: 

Damages  of  $1,000  against  an  automobilist 
who  ran  over  a  dog  hung  on  the  decision  of 
the  court. 

The  dog  owner  contended  that  the  dog  was 
"in  exercise  of  due  care"  when  he  was  run 
down  by  the  automobile. 

If  the  court  finds  that  the  dog  was  discreet, 
the  automobilist  will  have  to  pay. 

We  recommend  that  every  automobilist 
exercise  a  little  discretion  and  protect  himself 
with  a  Travelers  Automobile  Policy,  so  that 
he  won't  be  a  loser  in  case  some  court  de- 
cides against  him. 

*  *  * 

Danville,  Virginia,  has  been  greatly  wor- 
ried because  it  has  been  unable  to  secure 
bloodhounds  to  run  down  a  number  of 
thieves  who  have  been  raiding  the  town  dur- 
ing the  past  few  weeks.  We  wish  to  assure 
the  Danvillians  that  there's  a  plentiful 
supply  of  Travelers  Burglary  insurance  that 
will  protect  them  even  if  the  dogs  won't. 

*  *  * 

Among  those  present  in  the  House  Boat 
on  the  Styx  were  the  "man  who  rocked  the 
boat"  and  the  chap  who  "didn't  know  it  was 
loaded."  "Where,"  it  was  asked,  "is  the 
fellow  who  smoked  in  the  garage?"  "Alas," 
replied  Charon,  "there  were  so  many  of  him 
we  had  to  use  a  troop-ship." 

[Baltimore  Underioriter. 

*  *  * 

Bank  robbers  have  relieved  American 
bankers  of  the  stupendous  sum  of  $600,000 
during  the  past  six  months.  Illinois  banks 
were  the  heaviest  losers;  twenty-six  of  them 
suffered.  Missouri  and  Oklahoma  tied 
each  other  for  second  place,  each  suffering 
twenty-four  robberies  during  the  six  months, 
or  an  average  of  about  one  a  week. 

*  *  * 

The  following  letter  was  received  at  the 
New  York  Metropolitan  Branch  Office  of  The 
Travelers.  It  plainly  shows  that  'any  old 
company'  is  not  good  enough  for  the  discern- 
ing policyholder. 

"We  have  this  day  discontinued  as  our 

broker  and  given  the  business  who  will 

act  as  our  brokers  in  renewing  our  policies. 

"One  condition  we  made  with  was  that 

they  must  keep  our  business  in  The  Travelers 
Insurance  Company  who  have  treated  us  Al 
ever  since  they  had  our  insurance." 

"Goodbye,  Anxiety!" 


VALUE  OF  HUMAN  LIFE 

Human  life  is  far  more  valuable  than  prop- 
erty, but  you  wouldn't  think  so  from  insur- 
ance statistics. 

About  96%  of  the  structures  in  the  United 
States  are  covered  by  insurance,  yet  only  18% 
of  the  men  of  America  carry  life  insurance. 

Why  should  a  man  protect  his  property  to 
a  greater  extent  than  he  does  his  life?  He 
can  replace  his  property  but  not  his  life. 
Possibly  he  insures  his  property  because 
otherwise  he  could  not  obtain  a  loan  on  it,  or 
because  he  realizes  what  loss  he  would  sus- 
tain by  fire.  He  does  not  care  to  take  a 
chance  on  his  real  property,  yet  he  will  take  a 
chance  on  his  life. 

It  would  seem  the  life  insurance  people 
have  a  big  fallow  field  in  which  to  work. 

[Philadelphia  Public  Ledger. 

*  *  * 

One  thousand  dollar  property  damage 
limits  are  not  enough.  A  prominent  citizen 
of  Boston  is  being  sued  for  $3,000  by  a 
Brookline  manufacturer.  The  manufacturer 
claims  that  the  defendant  negligently  and 
unskillfully  drove  his  automobile  in  such  a 
manner  that  it  ran  into  his  place  of  business, 
doing  great  damage  to  his  machinery  and 
stock,  and  putting  him  to  great  expense. 

*  *  * 

A  NEW  WAY  OF  PUTTING  IT 

"Been  a  bunch  of  safe  robberies  around 
town  lately,"  remarked  one  merchant  to 
another,  as  they  met  at  dinner.  "Every 
Monday  morning  when  I  come  down  to  the 
store,  I'm  always  afraid  somebody's  going 
to  break  it  to  me  gently  that  they've  used 
the  can  opener  on  our  old  strong  box." 

"I  used  to  worry  that  way — but  I  don't 
now.  I've  got  a  great  granite  building 
surrounding  my  safe  now.  The  contents 
are  protected  from  loss  by  one  of  the  strong- 
est vaults  in  a  great  banking  city." 

"Say — what  are  you  talking  about?  A 
great  oflSce  building  around  your  safe — your 
valuables  protected  by  the  strongest  vaults 
in  a  banking  city!  I  haven't  noticed  any 
change  in  the  old  four-story  building  where 
your  shop  is." 

"It's  just  as  I'm  telling  you.  I've  got  the 
contents  of  that  safe  protected  by  a  burglary 
policy  in  The  Travelers.  And  a  burglary 
policy  in  The  Travelers  is  backed  by  a  great 
granite  office  building  and  millions  of  dollars 
in  securities  deposited  in  one  of  the  strong- 
est vaults  in  Hartford.  What  more  do 
you  want?" 
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NEW  CLAIM  EXAMINERS 

H.  D.  Watson  of  the  Buffalo  Adjusting 
office,  and  F.  M.  Lyon  of  the  New  York 
Adjusting  office  have  been  called  to  the  home 
office  as  claim  examiners  in  the  Life,  Accident 
and  Group  Claim  Division. 

A  reassignment  of  branch  offices  among 
examiners  has  been  made  as  follows: 

T.  F.  Hickey  —  Albany,  Binghamton, 
Buffalo,  Newburgh,  New  York,  Rochester, 
Syracuse,  Erie,  Philadelphia,  Pittsburgh, 
Reading,  Wilkesbarre,  Toronto. 

B.  E.  Waite — Cleveland,  Columbus,  Day- 
ton, Toledo,  Akron,  Detroit,  Grand  Rapids, 
Indianapolis,  Peoria,  Chicago,  Milwaukee, 
Minneapolis,  Duluth. 

G.  M.  Moritz — Los  Angeles,  San  Francis- 
co, Portland,  Ore.,  Seattle,  Winnipeg, 
Montana,  Denver,  Oklahoma  City,  Omaha, 
Kansas  City,  St.  Louis,  Des  Moines. 

H.  D.  Watson — Newark,  Baltimore,  Wash- 
ington, Richmond,  Charlotte,  Atlanta,  Bir- 
mingham, New  Orleans,  Chattanooga,  Knox- 
ville,  Memphis,  Nashville,  Port  Arthur, 
Louisville,  Cincinnati. 

F.  M.  Lyon — Bridgeport,  Hartford,  New 
Haven,  New  London,  Providence,  Boston, 
Fall  River,  LawTcnce,  Lowell,  New  Bedford, 
Pittsfield,  Salem,  Springfield,  Worcester, 
Burlington,  Manchester,  Bangor,  Portland, 
Me.,  Halifax,  Montreal. 

CHARTERED  1863 

WIVES  WON'T  OBJECT 

Manager  Richey  of  the  Milwaukee  Branch 
Office  has  just  announced  the  organization  of 
a  Century  Club  which  he  says  is  the  only 
club  in  America  that  one's  wife  will  absolute- 
ly not  object  to  his  joining.  To  be  eligible 
for  membership  an  agent  must  be  conscious 
of  a  desire  to  see  Wisconsin  in  first  place  and 
the  initiation  fee  is  time — time  enough  to 
produce  not  less  than  $100  of  accident 
premiums  during  May.  There  are  no 
prizes  and  no  bonus  and  to  those  agents  who 
feel  that  $100  of  new  accident  business  in  a 
single  month  is  beneath  their  dignity  the 
bars  are  down.  They  inay  raise  their  ante — 
and  then  some.  We  prophesy  a  large 
membership  in  the  Wisconsin  Century  Club. 

CHARTERED  1863 

DEPRESSION,  WHERE  ART  THOU? 

A  record  of  interest  to  the  new  agent  is  that 
of  Paul  A.  Wenrich  of  the  Reading,  Pa., 
Branch  Office  who,  during  his  first  five 
weeks   in   the   insurance   business,  wrote 


Insulation  in 
the  Wrong  Place 

T  NSULATION  can  waste,  as  well  as 
conserve  coal  in  the  heating  or 
power  plant.    It  all  depends  on  where 
it  is. 

Friendly  insulation  holds  the  heat 
within  the  boiler  and  defers  the  con- 
densation of  steam  in  the  pipes  con- 
necting with  radiators. 

Unfriendly  insulation  comes  within 
the  boiler  in  the  form  of  scale.  It  is 
the  deposit  of  minerals  from  the  feed- 
water.  It  prevents  the  conduct  of 
heat  from  the  fire-box  to  the  water. 
It  reduces  the  efficiency  of  coal.  It  is 
expensive.  It  also  shortens  the  life  of 
a  boiler  and  increases  the  hazard  of 
explosion. 

Unfriendly  insulation  may  be  pre- 
vented by  the  use  of  the  right  chem- 
icals in  the  right  proportion  in  the 
feed-water.  The  Travelers  will  analyze 
feed  water  and  prescribe  the  proper 
chemicals  and  the  proper  dose. 

This  is  a  service  to  policyholders. 
Are  you  using  this  service  to  get 
boiler  business  and  other  Travelers 
lines.' 


seventeen  accident  applications  with  premi- 
ums of  $672,  four  life  applications  totaling 
$11,000,  and  seven  liability  applications  with 
premiums  of  $305.  This  was  accomplished 
during  a  supposedly  serious  industrial 
depression  in  Reading  and  is  further  proof 
that  keeping  everlastingly  at  it  brings  success. 

CHARTERED  1863 

Alfon  E.  Bahr  &  Company  had  a  booth  at 
the  automobile  show  in  Chicago,  and  used  a 
set  of  the  pictures  of  automobile  mishaps  to 
attract  attention.  This  is  what  they  have 
to  say: 

"We  wish  to  express  our  thanks  and 
appreciation  for  the  use  of  these  photographs 
and  state  that  our  efforts  were  a  great  success. 
We  closed  ten  full  coverage  policies  and 
several  smaller  policies." 

CHARTERED  1863 

Business  insurance  prolongs  the  life  of 
any  business. 


"APPROPRIATE,"  SAYS 
MR.  THAYER 

Lyman  E.  Thayer,  president  of  E.  K. 
Beddall  &  Company,  Inc.,  insurance  brokers, 
writes : 

"I  want  to  tell  you  how  pleased  I  am  with 
the  very  able  manner  in  which  the  Group 
Department  negotiated  the  group  contract 
with  out  clients,  the  Keith  interests.  It  is 
particularly  gratifying  that  your  Mr.  Mc- 
Manus  should  have  been  able  to  have  placed 
this  insurance  on  all  their  regular  employee.s, 
and  it  is  quite  appropriate  that  the  insurance 
should  be  placed  with  The  Travelers  which 
insures  for  liability  and  compensation  prac- 
tically all  of  the  Keith  Theatres  in  this  coun- 
try through  my  corporation." 

CHARTERED  1863 

NEW  ST.  PAUL  BRANCH 

On  June  1st  a  Branch  Office  will  be 
established  at  St.  Paul,  and  Charles  L.  Vaile, 
now  Assistant  Manager  at  Minneapolis,  has 
been  appointed  Manager,  Compensation  and 
Liability  Department,  and  for  The  Travelers 
Indemnity  Company. 

CHARTERED  1863 

WHAT'S  IN  THE  WINDOW 

A  little  bird 

Flew  into  the  house 

The  other  day 

And  then  dashed  itself 

Against  each  window 

In  an  attempt 

To  escape 

It  was  fooled 

By  the  transparency 

Of  the  glass 

It  reminded  me 

Of  the  many 

Plate  glass  windows 

Which  I  have  been  looking  through 

Each  day 

And  in  which 

I  never  before  saw 

The  premium  possibilities 

But  now  I  do  not 

Look  through  a  window 

But  rather  at  a  window 

And  I  see 

A  dollar  sign 

In  the  glass 

Like  the  watermark 

In  a  sheet 

Of  bond  paper 
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First  he  imagined  himself  having  to  pay  a  $30,000 
damage  award. 

Then  he  asked  his  insurance  man  how  much  the 
premium  would  have  been  for  one  year.  $60. 

So  the  award  would  have  paid  the 
premiums  for  500  years;  or  for  500 
persons  for  one  year! 

"Well  I'll  be  darned!"  said 
Jones.  "A  man  would  be 
foolish  to  go  without  it,"  he 
told  the  agent  who  took  the 
order. 

Then  he  bought  a  policy. 
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WEATHER  FORECAST  FOR  1921 

Life — Fair  and  warmer 
Accident — Clear  with  brisk  winds 
Health — Cloudy,  but  clearing 
Liability — Brilliant,  with  fine  outlook 
Compensation — Settled,  with  frequent  breezes 
Automobile — Sunny,  fine  growing  weather 
Steam  Boiler — Rising  temperature  hoped  for 
Bubqlart — Disturbance  in  every  quarter 
Plate  Glass — High  winds,  moderating 


MAN'S  DUMB  FRIENDS! 

Four  Pennsylvania  farm  hands  attempted  to  haul  a  cow  home 
behind  an  automobile.  She  bitterly  resented  being  forced  to  do 
anything  against  her  will.  Finally  she  reached  her  destination, 
but  all  of  her  drivers  required  medical  attention  before  the  trick 
was  accomplished.  Serious  head  injuries,  a  broken  arm,  two 
broken  ribs,  and  severe  bodily  contusions  were  comprised  in  the 
casualties. 

No  wonder  we  have  to  charge  high  accident  rates  for  farm 
hands!  A  Uniontown,  Pa.,  stable  boss  found  a  stick  of  dynamite 
and  put  it  in  his  hip  pocket.  Later,  while  he  was  working  in  the 
stable,  a  mule  aimed  a  kick  at  him.  It  connected  with  the 
dynamite.  Firemen  spent  the  rest  of  the  day  trying  to  discover 
which  pieces  were  boss  and  mule  and  which  were  stable. 

Animals  frequently  cause  accident  claims.  Prunejuice,  an 
innocent  truck  horse  owned  by  a  New  York  concern,  fell  down  at 
10th  Avenue  and  23d  Street.  The  driver  had  difficulty  getting 
him  to  his  feet,  so  the  traffic  cop  came  to  his  rescue. 

"All  that's  necessary  to  quiet  him,"  he  said,  "is  to  speak  to  him 
kindly." 

The  words  were  hardly  out  of  his  mouth  when  Prunejuice 
kicked  him  fifteen  times  on  the  left  leg.  Later  the  cop  told  the 
doctor  who  patched  up  his  injuries  that  anyone  who  calls  a  horse 
the  most  intelligent  animal  is  a  jackass. 

Although  horses  are  commonly  considered  intelligent,  mules 
never  are.  And  so  every  intelligent  man  who  owns  a  mule  should 
know  enough  to  take  out  accident  insurance,  for  the  hind  legs  of  a 
mule  have  provided  much  work  for  doctors  and  undertakers. 
Just  recently  The  Travelers  paid  $5,000  to  the  beneficiary  of  a 
man  who  had  been  kicked  to  death  by  one  of  these  contrary 
beasts. 

The  odd  accidents  such  as  we  quote  here  may  be  more  interest- 
ing, but  they  are  only  a  few  among  the  thousands  that  happen 
every  day.  For  every  accident  interesting  enough  to  be  featured 
there  are  hundreds  of  others,  often  more  serious,  which  receive 
little  or  no  mention  because  they  are  so  common. 

A  Travelers  accident  policy  protects  you  from  the  results  of 
any  one  of  the  hundreds  of  different  types  of  accident  that  threaten 
a  man  every  day  of  his  life. 
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FORDYCE  P.  STANLEY 
Agency  Assistant 
Compensation,  Liability,  and  Indemnity 


600  PROSPECTS  A  YEAR 

There  are  600  colleges  and  universities  in  the  United  States. 
There  are  graduating  classes  each  year.  Each  class  will  want 
to  endow  its  school  twenty  or  twenty-five  years  hence  and  the 
best  plan  for  accomplishing  this  purpose  is  to  take  premium  re- 
duction endowment  policies  in  The  Travelers — premium  reduc- 
tion policies  because  they  can  be  figured  to  bring  in  the  exact 
amount  of  the  endowment  even  though  some  of  the  policyholders 
die  during  the  premium  paying  period. 

Besides  600  graduating  classes  which  become  prospects  for  this 
from  of  insurance  each  year  there  are: 

The  church  organizations  that  desire  to  establish  endowment 
funds  without  drawing  on  current  incomes  for  contributions, 

The  church  organizations  that  desire  to  establish  building 
funds, 

The  church  organizations  that  desire  to  establish  parish  house 

building  and  maintenance  funds. 

The  church  organizations  that  desire  to  establish  parsonage 

building  and  maintenance  funds, 

The  societies  that  desire  to  establish  wards  or  beds  in  hospitals. 
The  individuals  who  wish  to  endow  rooms  or  beds  in  hospitals. 
The  societies  and  individuals  who  wish  to  endow  various  sorts 

of  charitable  and  research  organizations,  libraries  and  similar 

institutions. 


THE  HIGH  COST  OF  PERSONAL-INJURY  SUITS 

"The  distressing  accident  to  a  well  known  and  very  attractive 
young  actress,"  says  the  Denver  Sunday  Post,  commenting  on  an 
accident  to  a  beautiful  young  actress  which  will  probably  dis- 
figure her  and  end  her  stage  career,  "has  attracted  the  interest  of 
lawyers  who  have  recently  been  concerned  with  personal  damage 
suits." 

If  she  had  been  killed  in  that  accident  and  a  suit  for  damages 
had  been  brought,  it  is  quite  likely  that  not  more  than  $5,000 
could  have  been  collected,  and  perhaps  much  less.  But  if  the 
young  woman  should  come  into  court  in  a  wheel  chair  and  demand 
compensation  for  her  various  injuries,  she  might  collect  damages 
running  into  hundreds  of  thousands  of  dollars. 

The  law  is  peculiar.  It  is  a  curious  fact  that,  after  an  accident, 
it  is  much  cheaper  to  settle  a  death  claim  than  it  is  to  pay  claims 
for  injuries  to  a  living  person. 

The  supreme  penalty  exacted  by  law  for  wilfully  murdering  a 
person  is  death  or  life  imprisonment.  If  the  pistol  bullet  or  the 
dagger,  or  the  highwayman's  club  results  in  death,  the  law 
demands  the  supreme  penalty.  But  if  the  assassin  wounds  but 
does  not  kill,  the  law  makes  it  much  easier  for  the  offender.  And 
yet  in  the  case  of  an  accident  the  law  takes  an  entirely  different 
point  of  view.  In  an  accident  there  is  less  penalty;  it  is  much 
cheaper  to  kill  than  it  is  to  disfigure  or  maim  the  victim. 

For  many  years  $5,000  was  considered  the  maximum  sum  which 
could  be  recovered  for  a  death  caused  by  an  accident,  and  in  some 
cases  verdicts  as  low  as  six  cents  have  been  given  in  compensation 
for  the  death  of  a  child. 

But  not  long  ago  $4,000  was  awarded  for  the  disfigurement  of 
a  leg,  $40,000  was  given  a  woman  for  injury  to  her  hand,  and 
$55,000  was  awarded  to  a  stenographer  whose  thigh  bone  had 
been  cracked.  About  the  same  time  the  juries  were  assessing 
these  prices  for  injuries  to  living  people,  other  juries  awarded 
$3,000  for  the  death  of  a  wife,  $4,000  for  the  loss  of  a  daughter, 
and  $5,000  for  the  accidental  death  of  a  mother. 

The  wife  who  got  $4,000.  because  one  leg  was  slightly  smaller 
than  the  other,  and  the  stenographer  who  got  $55,000  for  the 
fractured  hip  bone  received  these  sums  largely  as  sentimental 
damages. 

If  Catharine  Martin,  a  twenty  year  old  stenographer,  gets 
$55,000  for  a  cracked  thigh  bone,  how  much  would  a  jury  give  a 
pretty  actress  for  damages  which  would  probably  put  her  out  of 
business  completely  in  her  profession?  , 

And  yet,  Mr.  Motorist,  your  car  cannot  choose  its  victims! 


It's  an  unlucky  coincidence — the  years  when,  for  financial 
reasons,  men  are  tempted  to  allow  their  life  insurance  to  lapse 
are  also  the  years  when  it  is  most  diflScult  for  widows  and  other 
unskilled  labor  to  find  work? 


Three  people  are  killed  by  automobiles  to  every  two  that  are 
killed  by  railroads. 


Considering  the  speed  with  which  claims  are  paid,  a  Travelers  policy 
can  truly  be  called  a  quick  asset 
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ARE  YOU  ONE  OF  THE  MOB— PSYCHOLOGICALLY? 


ONE  OF  THE  SEASON'S  GOOD  REASONS 


It  is  a  good  time  to  spend  an  evening  at  home  and  read  Gustave 
Le  Bon's  "The  Psychology  of  the  Mob."  It  will  help  you  to 
clear  thinking,  something  of  inestimable  benefit  at  the  present 
moment. 

A  crowd  may  be  composed  of  rational  and  clear  thinking 
individuals,  but  the  crowd  in  itself  does  not  think  or  act  like 
the  indi\'iduals  that  compose  it.  It  is  irrational,  illogical,  swayed 
by  extreme  emotions  altogether  foreign  to  every  individual 
member  of  it. 

"What  does  this  lead  to.'"  remarks  some  out-spoken  individual. 

"This:  At  the  present  time  there  is  scarcely  an  individual 
who  is  thinking  for  himself.  He  is  running  and  thinking  with  the 
crowd." 

"How's  business.'"  is  the  common  greeting  of  the  day. 

"Bad,"  "rotten,"  "couldn't  be  worse,"  are  the  answers. 

A  few  months  ago  the  crowd  couldn't  see  the  hole  because  of  the 
doughnut.  Today  it  cannot  see  the  doughnut  because  of  the 
hole,  yet  the  good  times  will  come  again,  and  the  crowd  will  think 
alike  and  say  things  are  fine  and  couldn't  be  better,  and  it's  a 
great  life. 

Let  us  stand  outside  the  emotion  and  chatter  of  the  crowd, 
and  think  and  act  intelligently.  The  man  who  brings  in  a  little 
simshine  with  him  is  a  welcome  guest.  The  man  who  will  cheer 
up  his  prospect  Tvill  sell  him  insurance,  the  man  who  will  cheer 
up  his  fellow  agent  will  help  the  good  work  along,  and  in  the 
process  of  dispelling  the  gloom  of  others  will  be  touched  with 
the  light  himself.  The  sooner  we  do  it  the  more  quickly  we  shall 
reach  a  normal  state  of  mind,  which  is  the  first  process  to  a  normal 
business. 

Things  are  nowhere  nearly  as  bad  as  the  crowd  are  imagining 
and  saying  they  are.  The  crowd  is  most  optimistic  just  before 
the  smash,  and  most  pessimistic  when  things  are  on  the  mend. 
The  slant-eyed  observer  never  sees  anything  but  the  extremes; 
the  truth  is  always  in  the  middle. 


Better  than  Mending  Men 

Not  long  ago  one  of  the  largest  employers  in  the  United 
States  was  approached  by  the  manager  of  his  compensation 
department  with  a  request  for  authorization  of  an  expendi- 
ture to  enlarge  the  company's  industrial  hospital.  The 
manager  urged  the  benefits  that  would  result  from  prompt- 
ly treating  disabled  workers  so  that  they  could  return  in 
minimum  time  to  their  jobs. 

The  president  of  the  company  flatly  refused  the  request, 
saying:  "We  will  bend  all  our  efforts  toward  prevention. 
Taking  every  possible  precaution  is  a  far  better  invest- 
ment than  mending  broken  men  who  need  not  have  been 
injured."  [Saturday  Evening  Post. 

[Which  reminds  us  of  that  good  Travelers  motto:  An  injury 
prevented  is  a  benefaction — an  injury  compensated,  an 
apology. 


A  common  sight 
on  any  city  street. 
Yet  one  filled  with 
danger  to  both  chil- 
dren and  automobil- 
ists. 

Children  dart  out 
into  the  street  in  the 
most  unexpected 
manner.  No  brake 
can  stop  a  car  instan- 
taneously. 

An  accident  involv- 
ing your  machine  and 
a  child  is  a  heart- 
breaking affair.  It  is 
also  expensive  if  the 
parents  sue  you  for 
damages ! 

Many  such  acci- 
dents   are  brought 

into  the  courts,  even  when  the  driver  is  not  to  blame.  And 
many  of  these  result  in  heavy  damage  verdicts  for  the  claim- 
ants—$10,000,  $20,000  and  $35,000. 

It  seems  heartless  to  fight  a  case  like  this  when  a  child  has 
been  injured.  But  you  can't  afford  to  pay  many  thousand  dol- 
lars— especially  if  you  are  not  to  blame. 

It  is  far  better  to  take  out  a  Travelers  automobile  liability 
policy,  with  high  limits  so  that  in  case  of  trouble  this  old,  reli- 
able company  will  settle  the  case  for  you. 


A  TIP  FROM  THE  OUTSIDE 

"Men  no  longer  question  the  solvency  of  old  line  life  insurance 
companies  or  fear  mismanagement  of  funds,"  said  Gordon 
Ramsay,  public  administrator  of  Cook  County  (Chicago  and 
suburbs)  recently,  "but  they  do  fear  that  they  will  be  unable  to 
meet  all  premium  payments." 

Considering  the  work  he  is  engaged  in,  Mr.  Ramsay's  state- 
ment, carries  weight.  It  further  suggests  that  agents  can  well 
stress  two  important  features  of  Travelers  policies: 

1.  The  Guaranteed  Low  premiums. 

2.  The  nonforfeitable  privileges,  particularly  the  automatic 
extended  insurance  feature. 

Mr.  Ramsay  says  the  majority  of  policyholders  and  beneficiaries 
with  whom  he  comes  in  contact  do  not  understand  the  non- 
forfeitable provisions,  that  they  do  not  know  that  there  is  usually 
some  salvage  in  a  policy  even  though  premiums  may  not  have 
been  paid  for  the  full  period  for  which  they  were  due. 


Now  that  the  buyers'  market  has  replaced  the  sellers'  the 
growing  popularity  of  guaranteed  low-cost  life  insurance  will  be 
given  an  extra  impetus. 
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AN  EQUAL  DISTRIBUTION  OF  COST  Thus  the  man  with  a  little  property  was  Under  this  new  "R"  policy  it  will  not  be  a 
The  New  "R"  Residence  Burglary  Contract  helping  to  pay  the  losses  of  the  man  with  bit  more  difficult  to  sell  burglary  insurance  to 


Bases  Its  Premium  on  the  Value  of 
Property  Exposed  to  Loss 

BURGLARY  losses  during  the  past  few 
years  have  been  very  heavy.  Anyone 
who  follows  the  newspapers  can  readily 
appreciate  this.  Premiums  have  been  ad- 
vanced in  the  past,  but  in  spite  of  that,  the 


more  property.  This  was  manifestly  unfair. 
If  instead  of  changing  the  form  of  policy,  the 
companies  had  further  increased  the  rates,  it 
would  have  worked  an  injustice  against  the 
smaller  property  owner.  Now,  if  the  man 
with  $5,000  of  valuable  property  (such 
articles  as  jewelry,  silverware  and  furs) 
wants  such  property  covered  for  the  full  ex- 


the  small  property  owner,  and  as  for  the 
wealthier  man,  all  that  is  necessary  to  give 
him  full  satisfaction  in  case  of  a  loss  is  to 
insm-e  him  up  to  at  least  80  percent  of  the 
value  of  his  jewelry,  silverware,  and  furs,  and 
also  to  cover  him  for  a  reasonable  amount  on 
his  other  property  of  a  less  stealable  nature. 


ever  increasing  losses  soon  ate  up  the  differ-  ^g^t      j^jg  jogg^  ^^^^^      tj^^t  loss  is  under 
ence.    Companies  writing  burglary  insur-  $1,000,  he  must  insure  such  property  for  80 
ance  had  two  alternatives  before  them  if  they  percent  of  its  value,  or  $4,000. 
were  to  continue  to  write  this 
business  and  still  remain  in 
business.    They  could  raise 
their  rates — or  they  could 
change  their  contracts. 

Raising  the  rates  would 
work  a  great  hardship  upon 
many  small  property  owners 
who  need  this  insurance  most. 
It  might  force  many  of  them 
to  drop  the  protection  alto- 
gether and  it  would  not  mater- 
ially decrease  the  loss  ratio. 

The  best  solution  of  the 
difficulty  seemed  to  be  a  bet- 
ter distribution  of  cost,  a 
basing  of  the  premium  on  the 
property  actually  exposed  to 
loss.  The  new  "R"  form  of 
contract,  which  after  June 
1st  supersedes  all  the  other 
forms  of  Residence  Burglary 
and  Residence  Burglary, 
Theft  and  Larceny  contracts 
for  new  business,  and  after 
July  1st  on  all  renewals, 
provides  divided  coverage  in- 
stead of  the  former  blanket 
protection,  incorporates  an 
80  percent  coinsurance  clause, 
on  jewelery,  silverware  and 
furs,  and  thus  bases  the 
greater  part  of  the  premium 
on  the  value  of  the  property 
actually  exposed  to  loss. 

Formerly  the  man  with 
about  $1,000  of  property  and 
the  man  with  $5,000  of  prop- 
erty both  took  out  $1,000  of 
burglary  insurance.  If  the 
first  man  were  robbed,  his  loss 
probably  amounted  to  $500 
or  less;  but  if  the  second 
man's  property  was  taken, 
the  loss  was  likely  to  amount 
to  $1,000  or  more,  and  the 
company  paid  the  full  face  of 
the  policy. 


When  the  rear  wall  of  a  three-story  building,  about  fifty  years  old,  f ell 
out  in  St.  Louis,  it  demolished  a  two-story  dwelling  adjacent.  The  house- 
wife in  the  kitchen  was  buried  under  girders  and  bricks.  In  spite  of  a 
fractured  skull,  internal  injuries  and  many  cuts  and  bruises,  she  remained 
conscious  during  the  hour  firemen  and  policemen  worked  to  extricate  her. 
In  fad  she  directed  their  efforts.    Then  she  collapsed. 

A  passer-by  suffered  a  broken  leg  and  cuts  and  bruises  about  his  head 
and  body. 

Owners  of  buildings  need  both  public  liability  insurance  and  the  Travelers 
inspection  service  which  discovers  defects  in  construction  and  recommends 
the  best  and  least  expensive  methods  of  correction. 


THEIR  DEBT  TO  INSURANCE 

"If  your  insurance  men  hadn't  invented  so 
many  kinds  of  automobile 
insurance  and  if  you  would 
not  charge  so  much  for  it 
the  automobile  business 
would  be  a  lot  brisker." 

It  was  the  leading  auto- 
mobile sales  agent  of  the  city 
talking.  He  was  at  the  club 
and  his  vis-a-vis  was  a  friend 
engaged  in  the  insurance  bus- 
iness. His  business  had  slump- 
ed and  he  was  looking  for 
some  one  to  blame. 

"There  you  go  again, ' '  re- 
marked the  insurance  man, 
"biting  the  hand  that  feeds 
you.  If  people  couldn't  buy 
insurance,  especially  liability 
insurance,  how  many  of  your 
customers  would  dare  buy  a 
car.''  Do  you  realize,  man, 
that  people  would  be  scared 
to  death  to  own  cars  if  they 
couldn't  shift  the  risks  of  op- 
erating them  over  to  the 
broad  shoidders  of  an  insur- 
ance company,  that  men 
without  insurance  can't  get 
real  pleasure  out  of  driving 
and  that  we  really  make  your 
cars  pleasure  cars?  Do  you 
realize  that  bankers  would 
have  to  curtail  credits  to  mer- 
chants who  drive  machines  if 
those  merchants  didn't  pro- 
tect those  credits  with  liabil- 
ity insurance?  You  think 
advertising  and  high  grade 
salesmanship  has  put  the  au- 
tomobile over.  It  has  furnish- 
ed the  motive  power  but 
insurance  has  filled  the  ruts 
and  soft  spots  in  the  road  for 
you  and  made  your  progress 
possible." 


A  go-getter  is  a  man  who  gets  in,  gets  interest,  gets  an  application  and  gets  out 
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TOEING  THE  MARK  IN  TENNESSEE 

Robert  L.  Garden,  commissioner  of  insur- 
ance of  Tennessee,  has  notified  mutual  and 
reciprocal  concerns  writing  compensation 
insurance  in  the  state  that  they  must  dis- 
continue guaranteeing  dividends  to  policy- 
holders or  members. 

His  ruling  would  seem  to  indicate  that 
di\'idends  cannot  be  declared  hereafter 
except  at  the  close  of  each  year  and  cannot  in 
the  future  be  paid  either  quarterly  or 
monthly.  He  announces  that  no  refunds 
may  be  made  from  the  state  approved  rates 
hereafter  unless  the  mutual  or  reciprocal  has 
demonstrated  to  the  department  of  insurance 
that  profits  have  been  earned  from  which 
dividends  may  be  paid. 

Regarding  the  payment  of  quarterly  and 
monthly  dividends  he  says: 

"In  my  opinion,  this  practice  is  misound 
and  contrary  to  our  laws  and  is  certainly  not 
good  underwriting." 


LIVING  EXAMPLES 

The  value  of  the  permanent  total  disability 
clause  in  group  life  insurance  is  demonstrated 
by  the  fact  that  such  claims  are  more  frequent 
under  group  insurance  than  under  regular 
policies. 

Three  claims  for  benefits  approved  in  one 
day  under  group  certificates  show  a  man 
totally  disabled  by  cerebral  apoplexy,  a 
woman  totally  disabled  by  pernicious  anae- 
mia and  a  man  totally  disabled  by  blindness. 


The  Season's  Best  Reasons 
for  Travelers  Accident  Policies 

Fixing  hands;  injured  leg — Jeweler 
climbed  on  chair  to  set  clock.  Chair 
fell.  Right  leg  (of  jeweler)  severely 
injured. 

Bolsheviki  (?)  literature — Policy- 
holder was  opening  morning  paper  to 
read  as  he  munched  his  toast.  Edge 
of  paper  cut  right  eye. 

Boiling  radiator — He  waited  until 
he  thought  the  boiling  had  ceased. 
When  he  unscrewed  the  radiator  cap 
the  steam  pressure  forced  the  boiling 
water  up  his  sleeve.  Scalded  wrist 
and  forearm. 


Just  a  reminder  of  the  new  circular,  which 
will  help  Travelers  agents  and  brokers  to 
hold  and  increase  their  plate  glass  business. 


TAGS  FOR  THIEVES 

The  complexity  of  modern  civilization, 
filling  houses  with  mechanical  devices  not 
under  the  control  of  the  owner  of  the  build- 
ing, and  the  multiplicity  of  city  ordinances 
involving  inspection  have  made  it  easy  for 
thieves  to  enter  and  loot. 

Somehow  or  other  it  ought  to  be  made  easy 
to  indentify  people  who  have  authority  to 
enter  buildings.  The  householder  is  entirely 
within  his  rights  if  he  demands  proper 
identification  from  every  person  seeking 
admission  as  a  gas,  light,  water  or  city 
inspector.  The  only  trouble  is  that  during 
the  day  most  homes  are  in  charge  of  the 
women  folk  or  servants,  and  they  are  all  too 
apt  to  accept  the  word  of  everybody  that 
puts  up  a  plausible  excuse  for  admission,  and 
once  in,  to  leave  the  man  to  his  own  devices 
without  supervision. 

It  is  the  opinion  of  one  of  the  large  Western 
newspapers  that  the  public  is  entitled  to  some 
adequate  means  of  protection  from  sneak 
thieves  of  this  sort.  But  until  ordinances 
are  passed  providing  positive  indentification 
for  inspectors  and  tagging  thieves,  the  best 
protection  the  householder  can  secure  is 
burglary  insurance,  so  that  he  can  at  least 
obtain  indemnification  if  a  sneak  thief  should 
gain  entrance  to  his  premises  under  the  guise 
of  a  meter-tester  or  sidewalk-inspector. 


SUGGESTIONS  FOR  AGENT'S 
SCRAP  BOOK 

TN  the  agent's  scrap  hook  a  few  pages 
should  be  reserved  for  the  prospectuses, 
circulars  and  adverti-sements  of  get-rich- 
quick  schemes. 

To  tell  men  about  the  amounts  of  money 
lost  by  widows  and  men,  too,  through  fakes 
and  misguided  ventures  is  not  always  enough. 
To  show  them  the  seductive  advertising 
matter  is  often  enough  more  to  make  the 
desired  impression. 

The  scrap  book  idea  is  not  new  but  has 
been  developed  by  Travelers  agents  chiefly 
to  sell  burglary  and  some  other  lines  that 
lend  themselves  to  pictorial  presentation. 
The  same  scrap  book  may  be  amplified  for  all 
lines  and  the  section  devoted  to  life  insurance 
should  have  a  subdivision  for  those  things 
which  put  over  the  monthly  income  and  old 
age  pension  plans. 

Agents  at  various  points  have  been  using  a 
new  method  of  securing  get-rich-quick 
literature  and  letters.  They  have  inserted 
advertisements  such  as  these  in  want  columns 
of  city  newspapers:  "Wanted,  to  invest 
$10,000  in  seciu-ities  that  guarantee  safety 

and  pay  a  liberal  return.    Address  , 

Care  The  Tribune."  A  key  number  is 
supplied  by  the  newspaper  carrying  the  ad. 
Such  advertisements  have  brought  forth 
oil  well,  South  American  orchard,  and  all 
manner  of  propositions.  The  percentage  of 
legitimate  propositions  has  been  small. 
The  returns  show  that  the  investor  has  at 
least  nine  chances  in  ten  of  losing  her  or  his 
money. 

The  most  popular  form  of  scrap  book  is  the 
limp  leather,  loose-leaf  binder  of  a  size  to 
hold  the  ordinary  letter  head,  so  that  testi- 
monial letters  can  be  bound  in,  so  that  pages 
of  Protection  may  be  inserted  and  so  that 
good-sized  articles  and  illustrations  from  lo- 
cal newspapers  can  be  accomodated  without 
too  much  folding. 

The  automobile  deaths  for  the  first  four 
months  of  1921  in  the  state  of  New  York 
were  more  than  twice  the  number  for  the 
same  period  in  1920.  The  total  deaths  for 
the  period  just  closed  were  351,  and  for  the 
same  period  last  year,  158. 

That  Automobile  Supplement  to  Travelers 
Accident  Policies  doesn't  cost  much  and 
greatly  increases  the  death  benefits. 

Men  who  sell  $1,000  policies  are  not  selling 
life  insurance.  They  are  selling  funeral 
benefits.  [Equitable  News. 


Supplement  your  present  income  with  Automobile  Supplements  on 
accident  policies,  old  and  new 
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The 

Tower  Window 

Life  insurance  is  about  the  only  thing  you 
can  buy  on  the  installment  -plan  that  your  widow 
will  not  have  to  finish  paying  for,  or  lose,  if 
anything  should  happen  to  you. 

*  *  * 

A  little  girl  was  passing  a  New  York 
storage  warehouse  on  her  way  to  school  one 
morning,  when  a  sign  hanging  from  a  second 
story  window  crashed  down  upon  her.  She 
was  seriously  injured,  and  her  parents 
brought  suit.  Ten  thousand  dollars  were 
awarded  to  the  girl  for  her  injuries,  and  five 
hundred  to  her  father  for  loss  of  her  services. 
Verily,  that  sign  was  a  bad  omen  for  its 
owner. 

*  *  * 

A  manufacturer  or  a  mercrhant  hangs  out  a 
sign  so  the  public  may  more  easily  find  him, 
and  so  that  business  will  come  his  way.  But 
unless  he  protects  himself  against  his  sign — 
and  the  other  danger  spots  around  his  prem- 
ises, by  public  liability  insurance  he  may 
wake  up  to  find  that  his  sign  is  more  of  a 
liability  than  an  asset. 

*  *  * 

CAN  THE  BLIND  LEAD  THE  BLIND? 

A  mutual  liability  and  compensation 
company  in  the  West  has  issued  a  pamphlet 
pointing  out  the  mistakes  and  inefficiencies 
of  the  reciprocal  plan. 


GOOD  ADVERTISING 

Homeburg  folks  are  more  interested  in 
what  has  happened  to  one  of  their  fellow 
citizens  than  they  are  in  much  bigger  affairs 
further  away.  That's  why  'local  color'  goes 
over  strong  in  advertising.  A  good  example 
of  this  is  the  following  letter  published  by 
Agent  F.  H.  Pardee  of  New  Berlin,  N.  Y., 
in  his  local  paper. 

New  Berlin,  N.  Y.    May  3,  1921 
The  Travelers  Insurance  Co. 
Hartford,  Conn. 
Gentlemen : 

This  is  to  acknowledge  final  settle- 
ment of  accident  claims  paid  to  me  as 
the  result  of  my  accident  of  January  9, 
1921,  amounting  in  total  to  $106.43, 
through  your  local  agent,  F.  H.  Pardee. 
It  might  be  well  for  me  to  state  that 
during  the  two  years  that  I  have  carried 
the  policy,  I  have  received  two  benefits. 

In  each  case  these  benefits  have  been 
paid  promptly  and  without  question. 
Your  generous  treatment  urges  me  to 
recommend  your  policies  to  any  and  all 
who  value  practical  insurance  and  pro- 
tection. Yours  truly, 

Floyd  E.  Bemiss. 

*  *  * 

THE  BIG  CHIMNEY 

Mabel  for  the  first  time  had  been  brought 
to  the  city.  For  several  minutes  she  watched 
the  elevators  go  up,  and  then  said : 

"Mother,  when  people  go  up  in  that  big 
chimney,  do  they  ever  come  down.''" 

If  Mabel  had  been  a  little  older  and  wiser, 
she  would  have  known  that  people  do  come 
down  in  that  big  chimney.  And  that  when 
some  of  them  are  hurt,  by  chance,  on  the 
way,  it  is  the  elevator  damage  suits  that  go 
up. 

*  *  * 

"Sometime  back  I  read  your  request  for 
slogans  and  trademarks,"  writes  Harry  H. 
Daus.  "I  enclose  check  which  shows  the 
trademark.  I  use  these  slogans  on  every- 
thing even  having  one  on  the  inside  of  my 
spare  tire  on  my  auto!  "Protection  plus 
service  equals  satisfaction"  and  "You  can't 
buy  a  policy  tomorrow  to  cover  today's 
disaster.  Moral;  Call  me  before  it's  too 
late." 

*  *  * 

The  motor-car  of  today  is  a  splendid 
example  of  scientific  progress.  And  yet 
careless  pedestrians  are  continually  spoiling 
its  delicate  machinery  with  small  pieces  of 
themselves.  [London  Opinion. 

"Goodbye,  Anxiety!" 


The  fake  claimant,  like  the  poor,  is  always 
with  us.  A  New  York  tailor  sued  his  land- 
lord for  $50,000,  alleging  that  he  was  burned 
by  a  leak  in  his  steam  radiator.  Fortunately 
for  the  defendant,  he  got  'burned'  again  when 
the  jury  awarded  him  nothing  and  made  him 
pay  costs.  Even  in  a  case  like  this  a  Travel- 
ers public  liability  policy  would  be  worth  its 
small  cost  in  the  worry  and  trouble  that  it 
would  spare  the  property  owner. 

*  *  * 

"I'm  running  these  ads  in  the  Monroe 
Evening  News  here,"  writes  C.J.  McCormick 
of  Monroe,  Mich.,  referring  to  the  little  one 
column  by  four  inch  automobile  advertise- 
ments we  recently  published,  "I  think  they're 
fine.    Keep  them  up." 

They  have  been  very  popular;  we  will 
print  more  later  on — but  first  take  a  look  at 
these  life  advertise  ents  we're  running  in 
this  number.    They,  too  have  the  pull. 

*  *  * 

THE  moral  effect  OF  BURGLARY  INSURANCE 

A  Travelers  burglary  policy  has  other 
uses  than  paying  for  stolen  property.  The 
wife  of  one  of  our  policyholders  in  Chicago 
lost  a  silver  mesh  bag.  She  suspected  very 
strongly  that  her  maid  had  adopted  it,  but 
she  hesitated  to  accuse  her  of  the  theft,  for 
maids  are  scarce,  and  except  for  her  taking 
ways,  she  was  an  efficient  servant. 

So  she  and  her  husband  decided  that  they 
would  try  to  frighten  the  young  woman  into 
returning  the  stolen  goods. 

One  day  when  he  went  out,  he  carelessly 
left  his  Travelers  burglary  policy  on  the 
library  table.  Mrs.  Brown  happened  to  drop 
into  the  library  while  Hilda  was  cleaning  the 
room. 

"Oh,  here's  John's  burglary  policy!"  she 
exclaimed.    "He  must  have  forgotten  it." 

"You  know  these  burglary  policies  are 
great  things,"  she  added,  turning  to  the  m^id, 
"if  we  have  anything  stolen  from  us,  the 
insurance  company  will  pay  us  for  it.  And 
then  the  insurance  company  starts  on  the 
trail  of  the  thief.  They  have  some  clever 
detectives;  once  they  start  after  a  thief  they 
never  leave  his  trail  until  they've  got  him  in 
jail.  Of  course  if  we  lost  something  and 
didn't  have  burglary  insurance,  and  we 
caught  the  thief,  we'd  probably  be  lenient. 
But  not  so  with  the  insurance  company; 
they  see  that  the  thief  gets  every  year  in 
jail  that's  coming  to  him." 

The  next  day  the  silver  mesh  bag  mysteri- 
ously re-appeared. 
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PROTECTION 


HOW  THEY  DO  IT  IN  VIRGINIA 

\XT  WITCHER  KEEN,  says  that  the 
•  following  plan  of  presenting  the 
twenty-payment  life  policy  is  being  used 
successfully  by  agents  connected  with  the 
Richmond,  Va.,  Branch  OflBce: 

"You  are  busy  this  morning,  Mr.  Brown?" 

"Yes,  very." 

"Well  what  is  it  all  about.'  Trying  to 
accumulate  property,  are  you  not.'" 

"Yes,  I  guess  that's  about  it." 

"Well,  now,  that  is  my  specialty.  I  want 
you  to  permit  me  to  buy  $10,000  worth  of 
securities  for  you  this  morning.  I  represent 
a  financial  institution  that  has  a  large,  well 
organized  department  composed  of  men  who 
devote  their  lives  and  talents  to  the  purchas- 
ing of  securities  for  our  patrons  on  the 
safest,  most  advantageous  and  economical 
basis  yet  devised.  We  will  purchase  $10,000 
of  the  best  securities  in  the  market  for  you 
and  permit  you  to  pay  for  them  in  twenty 
annual  instalments  of  $293.10  each,  assuming 
that  you  are  thirty-five  years  old.  If  you 
live  to  pay  the  full  twenty  instalments,  this 
certificate,  which  we  will  call  for  convenience 
sake,  a  policy,  is  evidence  that  you  have 
completed  your  contract  and  have  accumu- 
lated an  estate  of  $10,000  which  we  will  hold 
in  our  keeping  for  the  benefit  of  your  family. 

"Now,  Mr.  Brown,  don't  you  think  that  a 
very  liberal  offer — ^to  buy  securities  of  un- 
questionable value  amounting  to  $10,000 
for  your  family  for  such  a  small  annual  de- 
posit as  $293.10.^  But  wait  a  minute,  I  have 
not  given  you  the  most  attractive  feature  of 
this  purchase  yet. 

"I  told  you  in  the  first  place  that  we  would 
ask  you  to  make  twenty  annual  payments  of 
$293.10.  That  is  what  we  would  ask  you  to 
do,  if  you  lived  that  length  of  time,  but  life 
is  uncertain  with  any  individual,  and  it  is 
just  this  uncertainty,  which  is  the  impelling 
influence  with  so  many,  who  are  accepting 
this  proposition,  and  if  at  any  time  after 
you  have  paid  your  first  instalment  of  $293.10 
the  grim  messenger  should  single  you  out  as 
his  target,  this  $10,000  that  I  have  been 
talking  to  you  about  would  be  paid  to  your 
family  in  consideration  for  the  number  of 
instalments,  which  you  had  paid  up  to  that 
time  and  I  want  to  call  to  your  mind  that 
you  might  not  have  paid  more  than  one  or 
two.  We  frequently  are  called  upon  to  deliv- 
er this  $10,000  to  the  families  of  patrons,  who 
have  not  paid  more  than  that,  and  by  the  way 


Where  Distilled 
Beverages  Are  Best 

THE  eighteenth  amendment  and 
the  Volstead  act  are  merely  a  na- 
tional expression  of  the  belief  that  dis- 
tilled beverages  are  harmful.  But 
humans  and  steam  boilers  differ.  If 
boilers  could  be  fed  distilled  water 
they  would  last  much  longer  and  not 
explode  as  often.  But  water  distiller- 
ies are  not  always  practical  in  a  power 
plant.  They  are  usually  too  expen- 
sive. So  chemicals  are  used  to  neu- 
tralize the  effects  of  natural  minerals 
and  chemicals  in  feed-water. 

The  Travelers  will  analyze  the 
water  available  for  feeding  the  boilers 
of  its  clients.  No  charge  for  this  serv- 
ice. It  will  prescribe  the  chemicals 
that  should  be  added.  No  charge  for 
this  service,  either. 

Are  you  taking  full  advantage  of 
this  dual  service  to  build  up  not  only 
your  boiler  insurance  business  but  all 
of  your  other  lines? 


— there  is  another  feature  to  this  proposition 
that  is  bound  to  interest  you. 

"If  you  should  become  permanently 
totally  disabled  by  either  disease  or  accident, 
you  are  not  required  to  pay  any  more  in- 
stalments on  these  securities,  and  my  corpor- 
ation will  pay  to  you  $100  a  month  as  long 
as  you  live  and  suffer  such  permanent  total 
disability  and  the  $10,000  unimpaired,  or 
affected  by  the  payment  made  to  you,  would 
be  turned  over  to  your  beneficiary,  when  you 
shake  off  this  mortal  coil. 

"I  want  to  impress  you,  Mr.  Brown,  with 
the  fact  that  you  assume  no  hazard  of  loss 
through  this  transaction,  because  you  will 
observe  that  even  should  you  be  so  fortunate 
as  to  live  for  the  full  period  of  twenty  years, 
having  paid  your  instalments  regularly  each 
year  for  that  time,  that  then  the  immediate 
cash  value  of  your  securities  that  would  be 
paid  to  you  while  living,  is  a  sum  of  money 
approximately  equal  to  all  of  the  payments 
you  have  made  to  this  security  purchasing 
corporation. 

"As  a  medium  through  which  property  can 
be  accumulated  quickly,  surely,  and  economi- 
cally, man  has  not  devised  for  himself  a  more 
dependable,  trustworthy,    and  altogether 


satisfactory  method  than  that  which  I  am 
laying  before  you.  It  is  believed  that 
nothing  has  brought  more  happiness  to  the 
world  than  the  application  of  this  plan  to 
human  necessities.  It  helps  men  as  nothing 
else  they  have  yet  devised  can  help  them 
to  discharge  their  obligations,  measure  up  to 
their  responsibilities,  and  relieve  their  minds 
of  fear  and  apprehension,  and  enables  them  to 
go  about  their  daily  work,  sustained  by  a 
knowledge  that  all  is  fixed. 

"The  Travelers  Insurance  Company  is  the 
corporation  that  authorized  me  to  make  this 
proposition  to  you.  It  is  fifty-seven  years 
old,  with  a  reputation  as  to  its  corporate 
integrity,  fulfilment  of  contract  and  under- 
takings second  to  no  financial  institution  on 
earth  and  it  guarantees  every  promise  it  makes. 

"These  securities  are  purchased  for  your 
benefit,  if  you  live  to  enjoy  the  full  fruit- 
age of  your  investment.  If  you  don't,  who 
would  you  want  to  have  them?" 


THE  ONE-STRINGED  VIOLIN 

At  the  vodeveal  show 

The  other  night 

A  musician 

Played  a  lot 

Of  popular  tunes 

On  a  one-stringed  fiddle 

And  he  did  fairly  well 

But  when  he 

Brought  out 

A  regular  violin 

And  played  on  all  strings 

He  provided  real  music 

Just  the  same 

As  the  insurance  agent 

Who  uses  the  multiple 

Strings  on  his  instrument 

Gets  the  best  results. 


DEATH  OF  PAUL  DEKRESS 

Paul  DeKress,  General  Agent  at  Evans- 
ville,  Indiana,  died  recently.  He  was  born 
in  Harrisburgh,  Illinois,  September  30th, 
1858,  and  moved  to.  Evansville  in  1861. 
He  entered  the  employ  of  The  Travelers, 
February  1st,  1905  and  continued  to  serve  it 
faithfully  and  well  until  his  death.  Mr.  De- 
Kress was  held  in  great  respect  and  high 
regard  and  every  Travelers  man  feels  a  share 
in  the  loss  which  his  death  brings  to  his 
family,  his  city  and  his  company. 


Moral:  Insure  in  THE  TRAVELERS 
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HERE  ARE  SOME  MORE  NEWSPAPER  ADVERTISEMENTS 


T)EOPLE'S  minds,  like  teacups,  will  hold 
just  so  much  at  a  time. 

That  is  why  two,  three  and  sometimes 
more  interviews  are  needed  to  bring  some 
prospects  to  the  application  stage  in  the  sale. 

Advertising  can  be  used  as  a  substitute  for 
some  initial  calls  and  follow-up  calls.  It  can 
be  used  to  clarify  various  points  about 
insurance. 

If  the  agent  measures  his  advertising 
solely  by  the  number  of  people  who  are 
induced  to  make  inquiry  he  will  probably  be 
disappointed  by  results  but  if  he  finds  that 
it  makes  prospects  a  little  better  acquainted 
with  his  wares,  and  a  little  more  interested  in 
the  subject  of  insurance,  and  a  little  more 
cordial  to  him,  his  advertising  is  paying. 

The  advertisements  on  this  page  are 
prepared  for  use  in  newspapers  and  other 
media  that  circulate  among  an  agent's 
prospective  clientele.  They  can  be  turned 
over  to  the  publisher  with  instructions  to  set 
as  shown.  Do  not  make  changes  unless  you 
get  the  approval  of  the  Home  Office  on  the 
proposed  changes. 


A  Compliment 
To  You 

THE  insurance  agent  who  tries  to 
interest  you  in  a  large  life  insur- 
ance policy  is  paying  a  very  real 
compliment  to  you. 

He  is  assuming  that  your  life  is 
actually  worth  the  $20,000  to  $25,000 
that  his  company  will  pay  your 
estate  if  you  die. 

Of  course  your  life  is  worth  that  and 
more  too. 

If  you  can  earn  $3,000  a  year,  you 
are  the  financial  equal  of  an  invest- 
ment of  $50,000  paying  6%  interest. 

A  Travelers  Guaranteed  Low-cost 
Life  Policy  affords  you  the  opportuni- 
ty of  making  your  earning  power  a 
permanent  investment  for  your  family. 


Agent's  Name,  Address,  and 
Phone  Numbers 


Buy  When  the 
Market  Is  Low 

BUY  your  Travelers  Guaranteed 
Low-cost  Life  Insurance  Policy 
early. 

You  will  benefit  in  three  distinct 
ways: 

(1)  You  will  get  your  insurance  at 
a  much  lower  rate  than  if  you  wait. 

(2)  You  will  insure  yourself  an 
income  in  case  of  permanent  and  total 
disability — a  misfortune  which  may 
happen  at  any  time. 

(3)  You  will  save  a  considerable 
sum  of  money  for  your  own  use  later 
on,  or  for  the  use  of  your  family, 
which  you  otherwise  would  not  save. 

Protect  yourself  and  your  family; 
save  money — buy  your  life  insurance 
early. 


Agents  Name,  Address,  and 
Phone  Numbers 


Gentle 
Compulsion 


Resolving  to  save  is  easy! 

Carrying  out  those  intentions  is 
another  matter. 

Too  frequently  something  will  come 
up  that  you  feel  you  must  have — and 
your  savings  bank  balance  suffers. 

If  you  really  want  to  have  a  certain 
definite  sum  or  income  at  a  certain 
time,  take  out  one  of  the  Travelers 
protective-investment  life  insurance 
policies. 

The  premium  notice  from  the 
Company  will  act  as  gentle  compul- 
sion, reminding  you  when  each  deposit 
is  due. 

Your  dollars  will  protect  your 
family  with  life  insurance  while  they 
are  accumulating  for  the  purpose  for 
which  you  intend  to  use  them. 


Agent's  Name,  Address,  and 
Phone  Numbers 


Your  Capital 
Value 


You  are  an  investment. 

Years  of  time  and  thousands  of 
dollars  have  been  spent  on  your 
education. 

If  your  salary  is  $6,000  a  year, 
estimating  your  earnings  as  interest  at 
6%,  your  capital  value  is  $100,000. 

How  does  your  life  insurance 
compare  with  your  capital  value? 

Is  it  large  enough  to  replace  a 
substantial  portion  of  your  capital 
value  if  death  or  disability  prevents 
you  from  working? 

A  Travelers  Guaranteed  Low-cost 
Policy  permits  you  to  perpetuate  a 
large  percentage  of  your  earning 
power  at  a  very  reasonable  cost. 


Agent's  Name,  Address,  and 
Phone  Numbers 


Food,  Shelter  and 
Clothing  for 
Future  Delivery 

FOOD,  shelter  and  clothing  are  the 
absolute  necessities  of  life.  They 
have  the  first  call  on  your  income. 

But  there's  a  fourth  item  which 
should  also  be  classed  as  an  essential, 
and  should  come  before  the  comforts 
and  luxuries. 

It  is  Life  Insurance,  which  provides 
the  food,  shelter  and  clothing  for 
the  future  use  of  you  or  your  fjunily. 

If  your  income  is  limited  and  you 
have  to  make  your  dollars  buy  the 
largest  possible  amount  of  insurance 
protection,  you  will  find  a  Travelers 
Guaranteed  Low-cost  Policy  just  the 
contract  that  you  need. 


Agent's  Name,  Address,  and 
Phone  Numbers 
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AMAT  BIN  SOLOP  OF  SINGAPORE 

A MAT  BIN  SOLOP  is  a  Malay  boy,  ited  the  injured  boy  with  her,  only  to  learn  investigator.    This  effort  was  successful,  and 

who  shipped  on  a   British  freighter  that  she  could  not  understand  him,  nor  could  at  the  end  of  the  interview  a  fair  and  honor- 

from  Singapore.    The  freighter  came  into  he  understand  her  because  he  spoke  only  the  able  settlement  of  the  claim   had  been 

Boston  in  February  to  discharge  cargo.  Malay  language.  made  and  the  actual  cash  was  placed  in  the 

While  the  stevedores  were  unloading  the      Mrs.  Ferguson  helped  us  find  a  native  boy's  hands.    He  gave  it  over  to  the  hospital 

cargo,  Amat  was  working  on  the  deck  under  Malay  who  had  come  to  this  country  some  authorities  for  safe  keeping, 

the  direction  of  his  superior  officer.    Just  as  time  ago  and  had  been  converted  to  the  The  interpreter  certified  in  writing  that  he 

many  another  deck  hand  has  been  hurt  in  Christian  religion.    He  was  a  student  at  the  had  acted  as  interpreter  in  this  case;  that 

stevedoring  operations,  so  Amat  was  injured  Gordon  Bible  College  and  was  preparing  to  he  had  never  known  either  the  Malay  boy  or 

seriously.  serve  as  a  missionary  among  his  own  people,  our  investigator  before;  that  he  acted  in  an 

He  was  removed  to  the  Boston  City  He  readily  agreed  to  serve  as  interpreter,  and  impartial  way,  took  particular  pains  to  see 

Hospital,  and  the  case  was  reported  to  The  the  injured  boy  was  again  visited  by  our  that  the  injured  boy  received  fair  considera- 


Travelers  as  the  in- 
surer of  the  public 
liability  obligations 
of  the  stevedore  con- 
tractor. We  took  up 
the  case  immediate- 
ly, but  no  one  in  the 
hospital  could  talk  or 
understand  Malay. 
Then  our  investiga- 
tor undertook  to  find 
some  one  who  could 
act  as  an  interpreter. 

After  considerable 
inquiry  the  investi- 
gator learned  of  Mrs. 
Ada  R.  Ferguson  of 
Newton  Center, 
Massachusetts,  a 
Baptist  missionary, 
who  had  lived  for 
some  time  in  India 
and  was  now  engaged 
in  local  missionary 
service. 

She  spoke  Hindu- 
stanee  and  thought 
she  could  serve  as  in- 
terpreter. We  arrang- 
ed to  have  her  come 
to  the  hospital,  and 
our  investigator  vis- 


KEEPING  THE  WINDOW  AT  WORK 


PHOTO  FROM  OUR  TORONTO  BRANCH 

Merchants  use  display  viindows  to  get 
people  into  their  stores.  They  spend  con- 
siderable sums  on  the  windows  and  in 
keeping  them  "dressed."  Many  spend  more 
for  window  advertising  than  for  newspaper 
or  any  other  form  of  publicity.  They  want 
their  windows  to  work  every  day  and  eve- 
ning. A  lay-off  is  expensive.  Naturally, 
tdien  a  merchant  buys  plate  glass  insurance 


he  wants  to  know  what  sort  of  replacement 
■wrvice  he  is  going  to  receive.  He  wants  to 
know  whether  the  insurance  company  issu- 
ing the  policy  can  and  will  get  the  broken 
plates  replaced  sooner  than  he  could  do  it 
himself  and  sooner  than  any  other  insurance 
company.  This  is  where  the  reputation  of 
The  Travelers  for  service  in  all  its  lines 
helps  the  agent. 


tion,  explained  to 
him  the  proposed 
settlement  f idly;  and 
that  he  was  paid  for 
his  services  as  an 
interpreter  by  our 
representative.  This 
settlement  was  made 
on  March  16th. 

It  appears  that 
Mrs.  Ferguson  con- 
tinued to  take  an  in- 
terest in  the  case,  and 
on  May  2d  addressed 
an  unsolicited  letter 
to  our  representative 
telling  the  sequel.  Af- 
ter much  difficulty 
Mrs.  Ferguson  suc- 
ceeded in  finding  a 
lady  who  had  lived 
in  Singapore,  and 
they  went  to  the  hos- 
pital together  to  see 
the  boy,  but  the  day 
before  their  arrival 
he  had  been  sent  to 
the  British  consul 
because  under  the 
law  he  was  a  British 
seaman.  The  ladies 
called  upon  the  (•<>n- 


PROTECTION 


sul  and  were  accompanied  by  the  original 
interpreter  who  had  been  present  at  the 
settlement. 

There  it  was  learned  that  the  boy  had 
been  sent  to  New  York  by  the  British  consul; 
that  he  had  been  met  at  the  station  by  a 
British  army  officer  formerly  stationed  at 
Singapore,  and  had  been  taken  care  of  mitil 
means  for  shipping  him  home  were  presented. 
The  money  which  had  been  given  him  for  the 
settlement  of  his  case  was  left  unimpaired  and 
was  sent  in  an  undiminished  quantity  to  a 
Methodist  Mission  in  Singapore,  where  the 
boy  would  in  due  time  receive  material 
advantage  because  of  the  differences  in  ex- 
change values. 

Mrs.  Ferguson  closed  her  letter  reporting 
these  facts  with  the  following  statement: 

"May  I,  as  a  missionary,  tell  you 
how  much  I  have  appreciated  all  that 
you  have  personally  done  for  this  man, 
who  as  a  'stranger  in  a  strange  land' 
was  at  the  mercy  of  any  one  who  chose 
to  cheat  him. 

"If  all  Americans  would  show  so 
much  consideration  and  care  in  such 
cases,  there  would  be  less  criticism  of 
our  people.  You  not  only  did  all  that 
could  be  expected  but,  I  feel,  a  bit  more. 

"In  regard  to  the  settlement  of  the 
case,  I  do  not  know  what  the  usual 
custom  is,  but  should  think  you  were 
very  fair  in  the  amount  given  him, 
which  when  he  reaches  home  will  make 
him  quite  a  'rich  man.' 

"I  think  no  one  can  have  any  reason 
to  find  fault  with  the  treatment  given 
him,  and  I  am  gratified  to  find  that  one 
Lascar  at  least  has  been  given  Christian 
treatment  in  this  land." 

There  is  absolutely  no  reason  why  this 
company  should  seek  any  credit  for  this 
incident  because  it  simply  performed  its  duty. 
Many  cases  of  a  similar  character  could  be 
related,  some  less  completely  perhaps,  but  all 
would  be  interesting.  We  have  not  told  the 
story  for  the  purpose  of  seeking  credit  for 
what  we  have  done,  but  rather  for  the 
purpose  of  convincing  all  honorable  claimants 
that  they  have  access  to  this  Company  and  its 
representatives  at  all  times  for  a  fair  con- 
sideration of  their  just  claims.  They  need 
no  help  from  any  one.  On  the  contrary  we 
stand  ready  to  help  them  and  to  see  that 
their  interests  are  properly  protected. 

The  wholesale  i 


There  is  a  horde  of  men  of  the  genus 
"shyster,"  and  any  one  of  them  would  have 
been  glad  to  get  his  clutches  on  this  Malay 
boy,  not  for  the  purpose  of  doing  him  any 
paiticular  good,  but  for  the  purpose  of  en- 
riching himself.  The  result  would  have 
been  that  the  Malay  boy  would  have  re- 
ceived less,  and  the  shyster  would  have 
shared  unfairly  in  the  results  of  the  boy's 
misfortune.  The  theory  that  a  claim  can 
be  collected  from  an  insurance  company 
only  by  the  assistance  of  some  outsider  is  a 
false  theory.  It  deprives  many  claimants  of 
substantial  returns  which  they  could  obtain 
unaided. 

This  case  is  merely  an  example.  This  boy 
was  so  situated  that  his  claim  might  with 
reasonable  safety  have  been  entirely  ignored. 
The  boy  might  have  been  told  that  he  must 
look  to  the  shipowner  for  the  compensation 
to  which  he  was  entitled  under  the  English 
law,  and  after  much  delay  something  in  the 
form  of  compensation  might  have  reached 
him,  too  late  however  to  help  him  at  the  time 
of  need.  He  was  helpless  and  had  no  idea 
what  he  should  do.  In  addition  to  paying 
him  a  substantial  sum  of  money  we  paid  his 
hospital  bill  and  other  expenses.  Our  settle- 
ment was  fair,  just,  and  honorable.  It  was  a 
settlement  between  man  and  man  on  an 
equitable  basis,  and  that  basis  was  not  in  any 
way  distorted  by  the  fact  that  one  man  was  a 
Malay,  unfamiliar  with  the  customs  of  this 
country  and  uninformed  respecting  his 
rights,  while  the  other  was  an  accredited 
representative  of  a  "soulless"  corporation. 


CONTINENT-WIDE  CLAIM  SERVICE 

FIGURES  ANYONE  CAN  GRASP 

The  prospect  remarked  with  an  air  of 
finality.  "I  have  $1,000  in  the  bank,  a 
house,  and  $10,000  insurance.  The  wife 
and  kid  can  get  along  with  that." 

"I  wonder  if  they  could,"  said  the  agent. 
"Is  the  house  mortgaged?" 

"It  is;  $4,000." 

"The  $1,000  would  be  used  up  in  paying 
debts  and  funeral  expenses,  with  a  little 
ready  cash  left  over. 

"The  mortgage  would  take  $4,000  out  of 
the  $10,000  insurance,  that  will  leave  $6,000. 

"$6,000  at  5  percent  will  yield  $300  income. 

"The  taxes  on  an  $8,000  house  would  be  at 
least  $150,  the  repairs  and  fire  insurance  $100. 
There  will  be  $50  left  to  live  on.  ■ 

"If  you  were  going  away  for  a  long  time 

ife  case  of  today  will  be  of  groui 


would  you  leave  your  wife  $50  and  expect  her 
and  the  child  to  get  along  with  that?" 

"No,"  said  the  prospect.  "I  don't  know 
that  I  would." 

"Have  a  heart,"  said  the  agent.  "Provide 
for  clearing  off  the  mortgage,  or  better  still, 
give  them  a  clear  $50  a  month." 

CONTINENT-WIDE  CLAIM  SERVICE 

FIERY  FOR  PRESIDENT 

E.  Irving  Fiery,  Assistant  Manager, 
Compensation,  Liability,  and  Indemnity, 
in  the  Chicago  Branch  Office  has  been 
elected  president  of  the  Insurance  Club  of 
Chicago.  He  was  certain  of  election  as  two 
tickets  were  in  the  field  and  his  name  headed 
both.  The  organization  was  formerly  the 
Fire  Insurance  Club.  It  is  devoted  chiefly 
to  the  study  of  the  fundamentals  and 
new  phases  of  the  business.  It  broadened 
out  into  a  general  insurance  organization 
several  years  ago  and  now  conducts  study 
courses  in  various  lines  of  insurance.  Mr. 
Fiery  has  been  one  of  the  wheelhorses  in  the 
organization. 

CONTINENT-WIDE  CLAIM  SERVICE 

What  the  newspapers  have  to  say  about 
the  necessity  of  Travelers  Automobile  insur- 
ance. 

AWARDED  $12,500 

BEAUTY  DAMAGES 


YOUNG   WOMAN    GETS    BIG    SUM  IN 
AUTO    CASE    IN  SUPERIOR 
COURT 


Manchester  Union,  March  17 

$2,500  AWARD 

BIRTHDAY  GIFT 

TO  YOUNGSTER 


SETTLEMENT  FOR  INJURIES  DUE  TO 
AUTO  ACCIDENT  GIVEN 
CHAS.  CURRAN 

Syracuse  Post-Standard,  March  19 

WOMAN  GETS  $17,500  VERDICT 

IT  IS  ALLEGED  THAT  SHE  WAS  STRUCK  IN  APRIL, 
1917,  UV  AN  AUTOMOBILE  TRUCK  OWNED 
HY  THE  YONKERS  RAILROAD  CO. 

New  York  Herald,  March.  1921 

size  tomorrow 
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March  24th,  1921. 


Travelers  Insurance  Company, 

Hartford, 

Conn* 


Group  Insurance  Department* 


Gentian  en: 

Will  you  please  send  to  me  about  half  a  dozen 
of  the  Group  policies  you  use  in  connection 
with  our  employees*    I  want  these  as  specimens, 
so  Just  stamp  them  that  way  and  send  them  on 
hlank, 

I  find  it  opportune  to  talk  Group  Insurance 
to  11(7  friends  on  many  occasions,  and  it  may  be 
that  "before  long  some  of  these  will  show  their 
interest  by  talcing  out  Group  policies  with  you. 
It  is  a  great  pleasure  to  recommend  your  Group 
Insurance  whenever  I  have  the  chance. 


EH  II-M 
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A  SIMPLE  EXPLANATION  OF  THE  CO-INSURANCE  CLAUSE 

NOW  that  the  80  percent  co-insurance  Q. — Why  is  it  called  a  co-insui'ance  clause? 
clause  has  been  introduced  in  Residence  A. — Because  the  policy  holder  is  made  a  co- 
burglary  insurance  its  provisions  and  oper-  insurer  on  each  loss  of  jewelry,  silverware  and 
ations  must  be  understood  by  every  agent  furs,  when  he  does  not  carry  insurance  on  his 
and  broker.  jewelry,  silverware  and  furs,  equal  to  80  per- 
The  clause  has  been  used  for  years  in  fire  cent  of  the  cash  value  of  such  jjroperty 
insurance  on  mercantile  and  manufactm-ing  covered, 
risks.                                  '  Q. — What  is  a  co-insurer? 

The  residence  burglary  co-insurance  clause  A. — One  who  insures  under  the  same  terms 
requires  the  policyholder  to  always  carry  as  the  other.  ITnder  the  co-insurance 
a  certain  amount  of  insurance  (a  proportit)n  to  clause  the  situation  is  exactly  the  same  as  if 
the  value  of  certain  specified  projierty  an  insurance  company  issued  a  policy  for 
covered);  if  he  lives  up  to  this  requirement  less  than  80%  of  the  value  and  the  policy- 
all  losses  are  paid  in  full  (up  to  the  amount  of  holder  issued  to  himself  another  policy 
insurance)  by  the  insurance  company;  and  for  an  amount  equal  to  the  difference 
if  he  does  not  live  up  to  this  requirement  the  between  the  amount  of  insurance  required  by 
clause  compels  him  to  pay  out  of  his  own  the  80  percent  clau.se  and  the  amount 
pocket  a  share  of  each  loss.  actually  issued  by  the  insurance  com])any. 

If  the  agent  harks  back  to  his  school  days      Q. — Is  a  jjolicyholder  always  a  co-insiu-er 

and   remembers   that   process   known   as  when  he  does  not  carry  insurance  equal  to 

"proportion"  he  has  no  difficulty  with  this  at  least  80%  of  the  value  of  his  jewelry, 

clause.    He   just   has   to   remember    this  silverware  and  furs  covered? 
proportion:  A. — Yes.  A  co-insurer  shares  in  all  losses  on 

The  amount  of  loss  paid  is  to  the  amoimt  such  property  but  where  there  is  no  co-insur- 

of  loss  sustained  as  the  amount  of  insurance  ance  clause  a  policyholder  shares  only  in  los.ses 

carried  is  to  the  amount  of  insurance  re-  that  exceed  the  amount'  of  his  insurance, 

quired.  Under  a  co-insurance  clause  he  shares  in  all 

And  here  is  how  the  clause  would  apply:  losses  smaller  than  the  amount  of  insurance 

1.  Where  the  policyholder  carried  less  required,  as  well  as  in  losses  that  exceed  the 

insurance  than  required  by  the  clause,  and  x    i-  •  ■  j 

^  •  amount  or  msurance  carried, 

suffered  a  partial  loss;  ^         .i        i-    i  i  i  ■  ■ 

.,         ,.    ,   ,  ,  .  ,  .,         ti- — It  the  poncynolder  carries  insurance 

2.  Where  the  policyholder  earned  the 

.    c  •  •    ]  1     iU     1         equal  to  80  percent  of  the  value  of  his 

amount  of  insurance  required  by  the  clause    ^  f 

and  suffered  a  partial  loss;  jewelry,  silverware  and  furs,  does  the  policy 

3.  Where  the  policyholder  carried  less  pay  him  exactly  the  same  as  if  there  were 
insurance  than  required  and  suffered  a  loss   no  co-insurance  clause? 

equal  to  the  amount  of  insurance  required:         A. — Yes. 

12  3 

Value  of  property  $10,000    $10,000  $10,000 

Amount  of  insurance  required  by  80  percent  co-insurance 

clause    8,000       8,000  8,000 

Amount  of  in.surance  carried   6,000       8,000  6,000 

Amount  of  risk  assumed  by  policyholder  by  reason  of 

shortage  in  amount  of  insurance  carried    ...       2 , 000       none        2 , 000 
Amount  of  loss  suffered  .......       4  , 000       4 , 000       8 , 000 

Amount  of  lo.ss  paid  by  insurance  company    ....       3,000       4,000  6,000 

Amount  of  loss  to  be  stood  by  policyholder    .     .  .        1,000       none  2,000 


Wives  May  Object 
Widows  Never 

The  Chicago  Branch  Office  recently- 
had  the  experience  of  meeting  an 
objecting  wife  and  very  soon  there- 
after a  widow  in  the  same  person 
but  different  attitude.  As  a  wife  she 
had  prevailed  upon  her  husband  to 
avoid  insurance  men,  with  the  result 
that  he  had  left  her  only  one  thou- 
sand dollars  of  life  insurance. 

When  the  sudden  unexjiected  and 
untimely  accidental  death  of  her  hus- 
band brought  despair  as  her  lot,  she 
was  "Oh,  so  happy"  to  learn  that 
secretly  her  husband  had  taken  out 
for  her  benefit  $25,000  of  accident 
insurance  in  The  Travelers.  Objec- 
tion now?  No,  indeed.  She  is  ever 
so  grateful  to  Mr.  Agent  for  her  check 
for  $2.5,000  and  the  blessing  he 
brought  to  her. 


owner  of  a  small  amount  of  property. 

The  man  who  has  $10,000  Avorth  of 
property  is  more  of  a  mark  for  burglars  than 
the  man  with  $2,500  worth  of  property.  If 
both  carry  $2,000  insurance,  both  are  equally 
well  protected,  at  the  .same  cost,  against 
small  losses.  The  man  with  $10,000  worth 
of  property  should  pay  more.  The  co- 
insurance clause  compels  the  former  man  to 
carry  $8,000  worth  of  insurance  and  the 
latter  to  carry  $2,000.  The  inequity  in 
charging  for  protection  is  thus  corrected  and 
the  owner  of  $10,000  is,  of  course,  better 
protected  against  big  losses  when  compelled 
to  carry  insurance  equal  to  80  percent  of  the 
value  of  his  property. 

Always  remember  that  the  only  property 
affected  in  any  way  by  the  80%  Residence 
Burglary  Co-insurance  Clause,  consists  of 
jewelry,  silverware  and  furs,  and  that  this 
clause  does  not  apply  if  the  amount  of 
insurance  on  jewelry,  silverware  and  furs 
equals  or  exceeds  $20,000. 


Some  questions  often  asked  in  connection 
with  the  co-insurance  clau.se,  and  the 
answers  to  them,  follow: 

Question — Does  the  80  percent  co-insiir- 


Q. — What  is  the  object  of  the  co-insurance 
clause? 


CONTINENT-WIDE  CLAIM  SERVICE 


How  to  get  in  a  larger  number  of  calls  per 
A. — To  equalize  the  cost  of  insurance  among  day  when  selling  automobile,  life  and  liability 
policyholders.    To  eliminate  discrimination  insurance  in  the  country- — put  a  lunch  and 
ance  clau.se  mean  that  the  insurance  company  in  the  cost  of  protection.  To  make  the  owner  thermos  bottle  in  the  old  bus  and  save  the 
pays  only  80  percent  of  each  lo.ss  sustained?       of  considerable  properly  pay  in  i)roportioii   time  and  gas  you  have  been  spending  to  get 
Answer — No.  to  his  risk.       To  avoid  ovciH^harging  llie  back  to  town  for  lunch. 


Many  tax  collectors  need  burglary  and  holdup  insurance 


PK()TE(  TION 


THIS  MUTUAL  DID  NOT  ASSESS 
It  Had  a  Simpler  Method;  It  Merely 
Did  Not  Pay  Claims 

That  there  are  now  outstanding  claims 

against  the  Mutual  Liability  Insurance 

Company  for  losses  under  policies  issued  by 
it  to  the  amount  of  $86,156.50;  that  the 
corporation  has  no  funds  with  which  to 
settle  these  losses,  and  further  that  on 
March  28  last  there  was  an  excess  of  liabilities 
over  assets  amounting  to  the  sum  of  $66,530.- 
11,  were  charges  made  by  Commissioner 
William  E.  Tuttle,  Jr.,  of  the  Department  of 
Banking  and  Insurance  in  the  Court  of 
Chancery  yesterday  afternoon,  and  as  a 
result  Chancellor  Walker  signed  an  order 
requiring  the  corporation  to  show  cause  here 
next  Tuesday  why  a  receiver  should  not 
be  appointed.  In  the  interval  the  defendant 
corporation  is  restrained  from  transacting 
any  business. 

Attention  of  the  officers  of  the  company 
was  called  to  this  deficit,  and  on  November 
9  the  commissioner  made  an  order  under  the 
act,  requiring  such  companies  to  fix  the 
contingent  mutual  liability  of  its  members 
for  the  payment  of  losses  and  expenses  not 
provided  for  by  its  available  cash  funds, 
directing  the  oflBcers  to  enforce  the  contin- 
gent liability  of  the  members  and  levy  an 
assessment  upon  each  and  every  policy- 
holder of  the  corporation  without  delay, 
for  an  amount  sufficient  to  make  good  the 
deficit  reported  by  the  examiner. 

Notwithstanding  this  order  it  is  charged 
the  corporation  has  failed  to  levy  the  assess- 
ment as  directed,  "but  has  hitherto  wholly 
failed  to  do  so." 

Among  the  ledger  assets  there  appeared, 
cash  in  bank  (overdraft),  $3,211.54;  bonds: 
$50,597.50;  premiums  in  course  of  collection, 
$27,950.49;  advance  to  employees  for 
expenses,  $209.16;  furnishings  and  fixtures, 

$3,031.87,  and  due  from  the  Indemnity 

Company,  $396.66.  Among  the  liabilities 
appeared  the  following  items:  Losses  un- 
paid, $86,156.50;  unearned  premiums,  $44,- 
523.93;  commissions  unpaid,  $6,987.62;  all 
other  liabilities,  $5,000. 

Other  allegations  made  in  the  biU  of 
complaint  were  that  the  defendant  corpora- 
tion is  hopelessly  insolvent  and  mismanaged. 

[Newark  New.i, 


CONTINENT-WIDE  CLAIM  SERVICE 

The  man  who  says  he's  "busy"  needs 
accident  insurance  badlv. 


Wc    Represent   the    Lar  gc  t  l    Iniurance    Cnmpantes    in    the  World 


MJ-Epstein  Company 

INSURANCE  IN  ALL  ITS  BRANCHES 
THIRTY  EAST  FORTY-SECOND  STREET 


Vandebbilt  4063 
MuKRAY  Hill  8i:o 


HOMI  Phoni 

Cathedral  8421 


May  20th,  1921. 


JJr.  Harry  A.  Per  sell » 
Travelers  Insurance  Company, 
30  East  42nd  Street, 
Hew  Torlc  City* 

Dear  Sir:*- 

Noah  would  have  been  decidedly  out  of  lucJc- 
if  he  had  waited  to  build  his  arV  until  it 
actually  began  to  rain# 

Tou  will  be  just  as  unfortunate  if  you  try 
to  put  off  the  purchase  of  your  Travelers  Accident  Policy  until  you  have 
your  accident. 

The  protection  afforded  "by  a  Travelers 
Policy  costs  you  only  a  few  dollars  a  month.  The  loss  of  time  tempo- 
rarily or  permanently  can  run  up  in  the  many  thousands  of  dollars,  bur 
policy  guarantees  you  an  income  from  a  day  to  a  life  time  if  you  can  not 
attend  to  your  duties,  and  pays    extra  for  medical  or  surgical  treatments 
when  necessary." 

When  good  protection  can  be  so  easily  and 
cheaply  obtained  It's  not  worth  talcing  the  chance  of  such  a  loss.* 


plain  this  policy  to  you. 


Just    call  us  up  md  wo  will  be  glad  to  ~ex- 

Very  truly  yours', 

M.J.  EPSTEIN  COMPANY 


Wishing  you  had  insured  will  not  pay  the  bills  after  the  accident. 


SW 

This  firm,  which  is  one  of  the  largest  advertisers 
among  insurance  offices,  recently  asked  the 
Publicity  Department  to  help  it  write  an 
illustrated  letter  on  accident  insurance.  One 
of  the  Travelers  cartoons  iras  printed  on  the 
firvrCs  regular  stationery.    Each  letter  was 


individually  typed  and  signed—no  imitation 
typewriting  or  rubber  stamp  signatures  go  in  the 
Epstein  office!  The  sample  reproduced  was  sent 
to  Manager  Persell  of  the  Ii2d  Street  Branch  in 
New  York  to  show  him  how  it  looked.  Each 
letter  was  followed  up  by  a  personal  call. 


The  agent  who  sells  annuities  is  an  investment  broker 
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PROTECTION 


The 

Tower  Window 

"My  wije  has  developed  a  great  system  in 
playing  bridge,"  remarked  one  of  the  beys 
around  the  office.  "She  calls  on  me  to  share 
her  losses — but  I  never  see  a  cent  of  the_  win- 
nings." 

"Reminds  me  of  a  mutual  company  my 
father  once  insured  with,"  observed  Charlie 
the  counterman.  "If  they  ever  made  money 
he  never  heard  about  it,  but  if  they  lost  he 

got  an  assessment  notice." 

*  *  * 

Members  of  one  department  of  the  Com- 
pany tried  to  find  words  descriptive  of  The 
Travelers,  the  first  letter  of  which  corre- 
sponded with  each  letter  in  the  name  'Travel- 
ers.' Here  is  one  of  the  results.  Looks 
pretty  good  to  us.  Can  anybody  improve  on 
it? 

T  Thorough 
R  Reliable 
k  Attentive 
V  Vigilant 
E  EflScient 
L  Leaders 
E  Enduring 
R  Responsible 

S  Service 

*  *  * 

"Curves  make  women  angelic,"  states  tlie 
Baltimore  Sun,  "and  curves  also  make  angels 
speeders." 


The  dollar  is  climbing  steadily  in  value. 
Reports  of  the  Labor  Department  show  that 
$100,000,000  has  been  added  to  the  aggregate 
buying  power  of  American  families.  Prices 
on  practically  all  commodities  are  falling,  and 
despite  the  wage  cuts  most  workers  are  now 
able  to  save  more  and  buy  more  with  their 
lower  wages  than  formerly. 

Prices  on  all  commodities  may  be  falling, 
but  the  man  who  postpones  taking  out  his 
life  insurance  is  absolutely  certain  to  have  to 
pay  a  higher  price  for  it,  no  matter  how  much 
the  prices  may  drop. 

*  *  * 

Charley,  the  counterman,  says:  "People 
who  do  business  behind  glass  fronts  should 
not  throw  insurance  agents  out." 

*  *  * 

The  tenant  in  the  top  floor  apartment  was 
busy  about  her  household  duties  when  she 
heard  a  man's  voice  on  the  floor  below. 

"Anybody  home  down  below  here?"  he 
asked. 

"No,"  was  her  obliging  reply. 

"All  right  then,"  he  answered. 

When  the  family  below  returned  several 
hours  later,  they  found  their  apartment 
rifled  of  clothing  and  jewelry  worth  $2,500. 

*  *  * 

"While  at  the  theatre  Saturday  evening 
watching  our  slides,"  writes  Agent  Smith  of 
the  Smith  Brothers  Agency  of  Adams,  Mass., 
"the  first  introduced  was  the  Sheriff's  Sale 
and  the  second  slide  where  the  two  autos  are 
coming  together,  which  caused  a  little  merri- 
ment. Sitting  beside  me  in  the  hall  was  a 
gentleman  who  turned  and  instructed  me  to 
place  insurance  on  his  car  at  once,  which  we 
gladly  did." 

*  *  * 

RESTLESS 

"See  that  automobile  stilnding  across  the 
street?" 

"Yes,  I  see  it." 

"Notice  how  it  sort  of  jumps?" 
"Sure,  it's  restless.    Probably  sees  some 
people  crossing  the  street  and  wants  to  get 

at  'em."  [Clipped. 

*  *  * 

„  Twisting  a  mule's 

A:^/^~'~7n  r  A      tail  is  one  way  of  get- 
^f^^f^d  ''^''^  trouble. 

^\y_\M    To   But  there  are  others. 

Attempting  to  drive 
your  car  without  Trav- 
elers Automobile  Insurance  for  example. 


In  1920  savings  banks  in  Massachusetts 
sold  a  total  of  $1,012,018  of  life  and  endow- 
ment insurance  'over  the  counter.'  In  the 
same  period  agents  of  the  various  life  com- 
panies operating  in  Massachusetts  placed  the 
enormous  amount  of  $324,000,000  of  new  life 
insurance  on  the  citizens  of  that  state. 
Doesn't  look  as  though  the  country  had  yet 
reached  that  Utopian  stage  where  every 
man  will  voluntarily  buy  suflScient  life 
insurance  to  protect  his  family  without  being 
solicited  by  an  insurance  agent. 

*  *  * 

"ked  t.\pe  business  was  unknown" 
"We  appreciate  the  promptness  that  these 
two  claims  have  been  paid,"  write  Fay, 
Scott,  machine  tool  manufacturers  of  Dexter, 
Maine,  in  reference  to  the  payment  of  several 
Travelers  group  claims,  "and  it  is  pleasing  to 
know  that  red  tape  business  was  unknown  in 
these  cases." 

*  *  * 

the  average  man's  will 

"To  my  wife:  I  leave  my  house  with  its 
first  and  second  mortgages. 

"My  piano  player  on  which  there  is  only 
a  matter  of  $220  more  to  pay. 

"My  automobile  and  the  privilege  of 
making  the  rest  of  the  'easy  payments.' 

"My  life  insurance  policy  of  $1,000  on 
which  there  is  a  policy  loan." 

[J  udge. 

*  *  * 
after  three  years 

An  automobile  truck  collided  with  a  trolley 
freight  car.  The  results  were  a  little  different 
from  those  of  the  average  collision  between  a 
trolley  and  an  automobile.  The  trolley 
came  out  second  best.  This  was  back  in 
1918.  Two  employees  of  the  street  car 
company  were  injured  by  this  collision. 
They  brought  suit  against  the  truck  owner. 
The  trolley  company  also  claimed  damages 
for  destroyed  property. 

In  June,  1918  the  jury  awarded  these 
three  claimants  $15,000,  $8,500  and  $471.93. 
The  truck  owner  appealed.  The  case  has 
been  fought  over  since  that  time.  Just  re- 
cently the  verdicts  were  re-aflBrmed,  and  now 
the  truck  owner  has  no  recourse  but  to  pay. 

Twenty-four  thousand  dollars  for  personal 
injuries!  Four  hundred-seventy-one  dollars 
and  ninety- three  cents  for  property  damage! 
Lawyers  bills  and  court  fees  for  a  period  of 
nearly  three  years!  That's  what  we'd  call  a 
strong  argument  for  automobile  insurance  on 
commercial  cars — and  plenty  of  it. 


"  Goodbye,  Anxiety!" 
[174] 


PROTECTION 


PRESENTING  THE  $100  DEDUCTIBLE  FORM 


NEARLY  every  one  agrees  that  rates 
for  full  coverage  automobile  collision 
insurance  are  uncomfortably  high. 

Automobile  owners  positively  assert  so. 
Agents  agree  with  them. 
The    majority    of    company-  executives 
admit  it. 

And  the  problem  of  the  policyholder  is  to 
get  protection  at  a  reasonable  figure  and  the 
problem  of  the  agent  is  to  present  a  form  of 
collision  insurance  that  gives  the  owner  insur- 
ance that  satisfies  when  claims  are  presented 
and  at  the  same  time  is  not  prohibitive  in 
cost. 

$100  deductible  collision  insiu-ance  meets 
the  needs  of  the  owner  but  the  word  "de- 
ductible" has  an  odious  sound  to  .some  people 
and  introduces  a  tone  of  apologj-  (a  fatal 
tone)  into  the  voice  of  some  agents. 

Here  is  the  way  some  agents  are  success- 
fully presenting  this  form. 

"Mr.  Smith,  I  am  not  even  going  to  tell 
you  how  much  the  old  form  of  collision 
insurance  would  cost  you  this  year.  The 
price  is  too  high.  I  don't  recommend  it. 
The  company  doesn't  recommend  it.  It 
issues  it,  but  only  when  people  insist  on 
having  it.    The  reasons  for  this  high  price 


Dangerous  Pits 

NOT  all  of  the  dangerous  pits  are 
dug  with  shovels,  hand  or  steam. 
Minerals  and  chemicals  found  in 
much  water  used  in  steam  boilers  will 
eat  pits  in  the  metal.  Each  pit  is 
dangerous.  Each  increases  the  possi- 
bility of  explosion. 

Pits  may  be  prevented  by  the  use  of 
chemicals  that  neutralize  the  un- 
friendly elements  found  in  feed-water. 
The  Travelers  invites  buyers  of  steam 
boiler  insurance  to  submit  samples 
of  the  water  available  for  use  in 
the  boiler.  An  analysis  will  be  made 
and  the  policyholder  will  be  advised 
what  chemicals  to  use,  how  much  to 
use  and  where  to  procure  them. 

Just  one  of  the  phases  of  Travelers 
service  that  helps  Travelers  agents  get 
and  hold  business! 


are  beyond  my  control  or  tlieir  control  or 
your  control. 

"But  we  do  recommend  that  you  carry  your 
own  risk  up  to  a  certain  point  and  insure 
the  catastrophe  hazard.  In  other  words, 
insure  only  against  the  big  smash-ups  that 
might  cost  a  lot  of  money.  Don't  insure 
against  the  little  damages.  Pay  your  own 
bills  when  a  mudguard  is  bent,  a  light  smash- 
ed, or  a  fender  ripped  oft'.  Insure  only 
against  the  collisions  that  mean  a  repair  bill 
of  more  than  $100  and  then  only  for  any- 
thing in  excess  of  $100. 

"You  know  that  under  the  old  plan  some 
"dishonest  people  made  the  insurance  com- 
panies pay  for  repairs  that  were  not  properly 
chargeable  to  any  collision.  Some  repair 
shops  were  in  collusion  with  such  automobile 
owners. 

"In  some  cases  the  car  owner  and  the 
instance  adjuster  both  looked  after  the 
repairs.  That  was  a  wasteful  duplication 
of  work  and  it  all  cost  money. 

"Other  abuses  grew  up  in  the  collision 
business  and  the  result  was  increased  rates 
for  collision  insurance.  They  have  increased 
to  a  point  now  where  I  can't  recommend  the 
old  form  of  collision  insurance  and  yet  I  do 
not  recommend  that  a  man  take  the  chance 
of  having  his  car  absolutely  demolished  by  a 
street  car  or  a  railroad  train  or  in  a  collision 
with  a  telegraph  pole  or  another  automobile. 
Insurance  against  the  total  loss  of  the  auto- 
mobile is  still  obtainable  at  a  reasonable 
figure  and  I  can  honestly  recommend  it  to 
you. 

"Such  insurance  is  technically  known  as 
$100  deductible  collision  insiu-ance  because 
the  company  deducts  $100  from  every 
collision  claim.  In  other  words  if  you  do 
$400  worth  of  damage  to  your  car  in  a 
collision  you  get  $300  from  the  insurance 
company  and  take  $100  from  your  own 
pocket.  If  you  do  $2,000  worth  of  damage 
to  your  car  you  collect  $1,900  from  the 
insurance  company  and  pay  $100  yourself. 

"That  is  a  good  buy." 


CONTINENT-WIDE  CLAIM  SERVICE 

Man  of  the  House  (angrily  to  burglar 
whom  he  surprised  in  the  bedroom) — "What 
are  you  looking  for  here?" 

Burglar — "I  don't  know  myself,  yet.  I 
must  see  first  what  you  have!" 


The  Season's  Best  Reasons 
for  Travelers  Accident  Policies 

Sand  in  Bearings — While  surf  bath- 
ing, a  policyholder  got  .sand  in  his  ear. 

In  Safety  There  is  Danger — Auto- 
mobile driver  put  hand  out  to  signal 
left-hand  turn  around  corner.  Boy 
ran  into  it.  Ligaments  of  elbow 
injured. 

Cool  Morning— Policyholder,  while 
dressing,  got  his  feet  mixed  up  in  his 
pajamas,  lost  his  balance,  and  sat  on 
a  gas  stove.    Severe  burns. 


THE  AGENT'S  AWAKENING 

Once  I  accepted 

As  reasonable 

The  attitude  of  the  man 

Who  divided  his  insurance 

Among  his  friends 

In  the  business 

But  then  it  occurred 

To  me 

That  the  sick  man 
Who  had  one  doctor 
One  day 

And  another  the  next 

And  another  the  day 

After  that 

Would  probably 

Need  an  undertaker 

Instead  of  his  fourth  friend 

In  the  medical  profession 

And  so  I  decided 

I'd  better  be 

The  whole-time 

Insurance  prescriber 

For  all  of  my  clients 

And  if  their  cases 

Required  consultations 

I'd  call  in  specialists 

From  the  ranks  of 

Travelers  special  agents 

And  now  my  patients 

Never  suffer 

From  such  ills  as 

Inadequate  insurance 

Limited  policies 

Poor  service 

Slow  claim  payments 

Assessments 

Exclusions 

Or  anything  else 


Moral:  Insure  in  THE  TRAVELERS 
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PJU)TEC1  ION 


Let  the  Thought  Germinate  Before  You  Attempt  to  Plant  a  Policy 


THIS  is  a  good  season  and  it  is  a  won- 
derful year  for  growing  big  burglary 
accounts. 

Many  agents  have  found  that  the  burglary 
blotters  suggested  in  Protection  some  time 
ago  worked  well  and  here  are  two  more  that 
should  perform  just  as  successfully. 

The  blotters  start  a  prospect  to  thinking 
about  burglary  insurance  just  as  water 


starts  seed  to  germinating.  Then  the  agent 
can  call  on  the  men  who  have  been  blotter- 
ized  and  plant  the  policies. 

The  Travelers  will  supply  the  electrotypes 
of  these  illustrations  to  agents  without 
charge.  The  electrotype  and  the  copy 
suggested  can  be  turned  over  to  a  printer. 

These  electrotypes  and  the  copy  can  also 
be  used  in  newspaper  advertising. 


Some  agents  also  use  electrotypes  like  this 
in  illustrated  letters.  The  publicity  depart- 
ment prepares  suggestions  for  illustrated 
letters  on  the  request  of  agents. 

Apply  through  your  Branch  OflBce  Mana- 
ger for  these  electrotypes  or  any  form  of 
advertising  service  that  you  wish. 


Going  Away 
This  Summerf 

Protect  your  home 
against  theft 
before  you  go 


Warningi 


! 


number  of  burglaries  is  likely  to  increase  as 
P    summer  comes  on. 

Empty  homes  are  tempting  targets  for  the  yeggman. 

Avoid  loss;  don't  spoil  your  vacation  by  worrying 
about  your  property.  Take  out  a  Travelers  Burglary 
Policy  through  this  agency  before  you  leave  town. 


AGENT  S   NAME,   PHONE  NUMBER, 
AND  ADDRESS  HERE 


"Well,  Dolly,  is  this  as  good  as  the  silver  that 
was  stolen  ? " 

"Oh,  yes,  quite.  It  was  awfully  nice  ot  you  to 
buy  this  for  me." 

"Don't  thank  me,  Dolly.  Thank  The  Travelers. 
It  was  the  money  they  paid  under  our 
Residence  Burglary  Policy  that  bought  it." 

Insure  Your  Property  Today 


AGENT  S  NAME,  PHONE  NUMBER, 
AND  ADDRESS  HERE 
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FATE  OFTEN  CLAIMS  THE  STRONGEST 


PHOTO  By  EDV\IN  LEVICK 


This  is  the  Esperanto.  She  was  the  pride  of  Gloucester,  hating  won  the  championship  of  the  North  Atlantic  among  fishing 
schooners.  Today  all  Glouce.Hrr  mourns  her  loss;  she  struck  a  derelict  off  Sable  Island,  and  lies  at  the  bottom  of  the  Atlantic. 
The  person  who  thinks  he  will  always  he  strong  and  able-bodied,  because  he  is  today,  should  remember  the  Esperanto.  Fate  plays 
on  men  the  same  tricks  she  plays  on  ships,  but  men  and  ships  may  be  insured.  Insurance,  however,  must  be  taken  before  the 
derelict,  the  automobile,  the  storm,  the  epidemic,  the  iceberg,  the  train,  the  hidden  rock,  or  insidious  disease  gets  in  its  work. 


PROTECTION 


BUSINESS    LIFE  INSURANCE 


BUSINESS  LIFE  INSURANCE  is  useful 
in  many  ways.  By  providing  equiva- 
lent value  for  the  loss  of  a  man  with  spec- 
ialized ability  and  experience,  it  protects  the 
business,  protects  the  debtors  and  creditors 
of  the  business,  protects  the  partners,  mutual 
and  individual,  and  meets  various  other  prob- 
lems having  to  do  with  finance  and  credit. 

Fire  insurance  is  insurance  on  property. 
Business  life  insurance  is  insurance  on  the 
human  element:  the  .sometimes  intangible 
but  often  priceless  value  of  a  man  to  the 
business;  it  is  insurance  against  the  likeli- 
hood that  it  will  be  impossible  to  replace  the 
man  until  damage — sometimes  great  damage 
— has  been  done  to  the  business  for  lack  of  his 
directive  ability,  his  prestige,  and  other 
qualities  that  brought  him  to  the  top. 

Such  insurance  may  be  necessary  for  one 
purpose,  or  for  several.  The  need  may  be 
temporary;  it  may  cover  a  period  of  years; 
it  may  be  for  life. 

There  is  a  form  for  each  case.  Careful 
analysis  should  be  made;  and  then  expert 
service  and  specialized  information  should 
be  used  in  recommending  the  proper  form. 

TEMPORARY  insurance: 

Business  cove;-age  of  a  varying  temporary 
character  can  be  taken  care  of  at  minimum 
cost  by  some  form  of  Term  insurance. 

Term  policies  are  generally  used  to  afford 
protection  on  individuals  regularly  employed 
whose  specialized  ability  or  experience  are  of 
particular  value  to  a  corporation  or  firm; 
to  establish  and  strengthen  credit  over  a 
stated  period;  and,  in  firms  or  partnerships, 
to  protect  both  the  capital-furnishing 
partner  and  the  partner  upon  whose  know- 
ledge and  experience  the  success  of  the 
business  depends. 

THE  TEN-TEAR  NON-RENEWABLE  TERM: 

This  contract  provides  term  coverage  for 
ten  years,  which  is  often  a.  sufficient  period. 
Under  this  form  the  insured  buys  protection 
only,  there  being  no  cash  value,  at  a  cost  of 
from  1%  to  2%  per  $1,000  of  insurance, 
according  to  the  age  of  the  lives  insured. 
The  period  is  ten  y  ears,  and  the  policy  cannot 
be  renewed.  It  can,  however,  be  converted 
into  a  permanent  form  of  contract,  without 
medical  examination,  if  converted  within  a 
period  of  eight  years  and  prior  to  age  50. 

A  corporation  or  partnership  which  is 
making  large  profits  will  often  prefer  Term 


Policies  Affording  Coverage  of  a 
Temporary  Character 

insurance  even  when  it  is  intended  eventually 
to  put  the  coverage  on  a  permanent  basis, 
inasmuch  as  the  difference  between  Term  and 
Life  premiums  may  for  a  few  years  be  rein- 
vested in  the  business  to  give  a  very  favor- 
able yield. 

THE  FIVE-YEAR  RENEWABLE  TERM  POLICY: 

The  great  advantage  of  this  policy  over  the 
Ten- Year  Term  is  its  preservation  of  the 
right  of  conversion  without  evidence  of 
insurability  into  permanent  insurance. 

Under  this  form  the  insured  receives  the 
maximum  protection  at  an  initial  cost  of 
from  1%  to  2%  per  $1,000  of  insurance 
according  to  age.  It  furnishes  protection 
only,  there  being  no  return  cash  value.  It 
may  be  renewed  every  five  years  without 
medical  examination  to  age  60  and  is  con- 
vertible without  medical  examination  as 
long  as  it  remains  in  force. 
SOME  examples: 

1 —  The  case  of  the  R.  P,  &  C.  Company 
furnishes  a  typical  example  of  the  use  of  a 
Five- Year  Renewable. 

The  contribution  of  R.  was  a  large  amount 
of  capital.  P.  contributed  a  small  amount  of 
capital  but  was  an  expert  sales  manager. 
C.  contributed  no  capital  but  was  one  of  the 
best  known  chemists  in  the  country.  The 
policies  were  for  $30,000  on  each  partner, 
and  were  once  renewed. 

During  the  financial  stress  of  last  Decem- 
ber P.  died.  The  $30,C00  paid  to  the  firm 
allowed  the  surviving  partners  to  purchase 
the  interest  of  the  deceased  partner's  widow. 

2 —  The  firm  of  N.  &  P.  are  lawyers  special- 
izing in  corporate  law.  Each  is  a  legal  expert 
on  certain  lines  of  business  and  the  firm  is 
retained  by  a  number  of  corporations. 
These  men,  on  organizing  the  firm,  took  out 
$25,000  insurance  each  on  the  Ten- Year 
Non-Renewable  Term. 

The  Term  policy  is  in  the  seventh  year 
and  has  served  its  purpose.  N.,  being  un- 
insurable at  this  time  and  realizing  the 
great  value  of  the  conversion  privilege 
without  medical  examination,  has  applied 
for  a  new  policy  on  the  20-Payment  Life 
plan  for  the  benefit  of  his  family.  This 
instance  illustrates  the  adaptable  character 
of  the  Ten- Year  Non-Renewable  Term.  N. 


has  two  children,  born  since  the  firm  was 
organized,  and  therefore  needs  the  additional 
protection  afforded  by  this  contract.  He 
could  not  obtain  it  as  a  new  applicant  for 
insurance. 

3 —  S.  &.  B.,  two  young  men,  started  in 
business  in  a  small  way.  Their  capital  was 
limited  but  their  reputation,  personally  and 
as  business  men,  was  excellent.  The  bank 
agreed  to  lend  them  $10,000  on  their  personal 
note,  secured  by  stock  of  their  corporation, 
on  condition  that  they  would  protect  the 
amount  of  the  loan  with  a  Five- Year  Renew- 
able Term  policy. 

4 —  The  L.  &  N.  Company  found  it 
necessary  to  borrow  a  large  sum  of  money. 
The  president  of  the  board  of  directors 
endorsed  the  note;  and,  to  cover  the  loan 
in  case  of  death,  and  to  protect  the  interest 
of  his  estate,  as  well  as  to  provide  for  the 
immediate  payment  of  the  loan  in  case  of  his 
death,  a  policy  of  $100,000  was  taken  out 
on  the  Ten- Year  Non-Renewable  policy. 
This  policy  is  still  in  force. 

5 —  The  R.  T.  Company,  having  a  large 
number  of  technical  experts  and  a  works 
manager  of  exceptional  ability,  took  out 
insurance  on  the  lives  of  four  of  the  experts 
and  the  manager,  on  the  Five- Year  Renew- 
able plan. 

ONE-YEAR  RENEWABLE  TERM: 

This  form  of  insurance  is  written  at  the 
lowest  initial  rate  and  is  used  to  cover  needs 
of  passing  duration. 

One  of  the  great  advantages  of  this  policy 
is  its  flexible  character.  It  can  be  written  so 
that  the  amount  of  insurance  diminishes 
each  year.  It  is  largely  applied  to  the  pro- 
tection of  the  lender  in  case  of  temporary 
loans;  to  the  covering  of  contractors  during 
building  operations;  and  to  the  covering  of 
special  ability  temporarily  employed. 

OTHER  examples: 

1 — In  1918  the  A.  &  T.  Company  borrowed 
$30,000,  and  this  money  was  secured  on  the 
personal  character  of  the  treasurer  of  the 
company.  The  terms  of  the  loan  called  for  a 
payment  of  $10,000  a  year  for  three  years. 
A  One- Year  Renewable  policy  for  $30,000 
was  taken  out  on  the  treasurer's  life  the 
amount  of  insurance  to  decrease  annually  in 
accordance  with  the  terms  of  the  loan. 

In  1920,  T,  upon  whose  life  the  insurance 
had  been  issued,  died.    The  $10,000  of  the 


Business  life  insurance  leads  to  many  other  lines  of  insurance 
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loan  remaining  unpaid  was  met  by  the  insur- 
ance. 

i — The  X.  &.  R.  Company,  owing  to  the 
great  development  of  its  business,  found 
itself  embarrassed  by  the  lack  of  housinfj 
accommodations.  It  embarked  upon  a  home- 
building  plan  and  took  out  insurance  to  the 
amount  of  $260,000.  Under  this  plan  the 
employees  are  paying  for  their  homes  in 
periodical  instalments,  the  company  covering 
the  balance  due  by  a  yearly  decreasing  Term 
contract  on  each  purchasing  employee. 
This  policy  is  still  in  force,  the  insurance 
being  annually  reduced  to  correspond  with 
the  instalment  payments. 

3 — The  firm  of  S.  B.  &  Sons  hired  a  me- 
chanical expert  to  build  machinery  of  a 
special  character.  The  term  of  the  employ- 
ment necessary  to  achieve  this  purpose  was 
one  year,  and  the  firm  took  out  on  his  life  a 
815,000  One- Year  Renewable  Term  policy  to 
reimburse  it  in  case  of  any  loss  that  might  be 
incurred  through  his  death. 


PRACTICAL  SAFETY  BULLETINS 

WARNINGS  MEAN  NOTHING 
TO  THEM 

Only  one  out  of  every  four  automobile 
drivers  uses  precaution  at  railroad  crossings, 
according  to  C.  W.  Galloway,  vice-president 
of  the  Baltimore  &  Ohio,  basing  his  statement 
on  careful  observation  made  at  grade  cross- 
ings in  the  four  years,  1917-1920. 

"Despite  all  the  active  warfare  that  has 
been  waged  to  combat  this  evil,"  says  Mr. 
Galloway,  "the  railroads  of  this  country  are 
confronted  by  the  fact  that  such  casualties 
have  been  increasing.  In  the  four-year 
period  from  1917  to  1920,  inclusive,  on  all 
the  railroads  of  the  United  States,  4,300 
persons  were  killed  at  grade  crossings  in 
automobile  accidents  and  12,750  persons  were 
injured.  This  is  an  average  of  three  persons 
killed  every  day  and  eight  injured  every  day 
of  this  four-year  period.  It  is  an  unnecessary 
waste  of  humanity  for  the  nation." 

The  astonishing  thing  is  that  the  first  three 
months  of  this  year,  in  spite  of  all  that  has 
been  done,  automobilists  were  paying  less 
regard  than  ever  to  their  own  safety  at 
railroad  crossings. 


"Stop,  Look,  and  Listen"  signs  work  by  the  law  of  averages.  They  work  on  part  of  the  people 
all  of  the  time,  on  part  of  the  people  some  of  the  time,  and  on  part  of  the  people  none  of  the  time. 
When  a  warning  sign  is  put  up,  everyone  hopes  it  will  transfer  its  message  to  the  brain  of 
the  passers-by.  Inspector  Cooley  of  New  York,  who  is  our  leading  photographic  necroman- 
cer, would  like  to  see  a  sign  such  as  this  at  every  busy  street  corner. 


HOW    TO    SELL    LARGER  LIFE  UNITS 


PRACTICAL  SAFETY  BULLETINS 

When  you  convert  term  life  policies,  try 
at  the  same  time  to  sell  additional  perma- 
nent insurance. 


T^O  you  want  to  know  the  best  means  of 
■^"^  largely  increasing  your  life  business  with 
the  present  expenditure  of  time  and  effort.' 
Get  away  from  the  habit  of  selling  life  insur- 
ance in  lump  sums  and  sell  incomes.  The 
income  is  the  true  measure  of  value.  It  alone 
tells  the  insured  what  his  insurance  will  do. 

$10,000  of  insurance  looks  pretty  good  if 
the  family  is  expected  to  spend  it  in  two  or 
three  years  but  what  the  prospect  had  in 
mind  when  he  bought  it,  and  what  you  had 
in  mind  when  you  sold  it,  was  this:  An 
amount  of  insurance  which  safely  invested 
would  yield  the  family  an  income  as  long  as 
they  needed  it. 

Would  you  offer  the  man  you  solicit  for 
$10,000  its  safely  invested  equivalent  of  $41 
a  month?  He  would  say  it  was  too  small. 
He  would  immediately  recognize  what  he  is 
endeavoring  to  do  by  insuring.  He  would 
begin  to  figure  the  amount  that  is  really 
necessary  for  his  family  to  have  in  order  to 
get  along.  You  would  solicit  him  for  $80 
or  $100  a  month. 

The  average  size  of  all  life  policies  issued 


by  The  Travelers  in  1920  excluding  reinsur- 
ance and  wholesale  insurance,  was  $3,878. 
The  average  size  of  the  monthly  income 
policy  issued  in  1920  was  $10,076  commuted 
value.  The  average  insurance  of  the  month- 
ly income  policy,  commuted  value,  was  over 
two  and  one-half  times  the  average  size  of  all 
policies. 

Don't  be  frightened  because  the  premium 
looks  large.  The  premium  of  an  income  policy 
is  no  more  than  that  of  a  policy  payable 
in  a  lump  sum.  In  fact,  the  beneficiary  gets 
more  on  account  of  the  interest.  And  do  not 
be  afraid  to  solicit  the  man  of  small  means; 
get  him  to  cover  the  rent.  Call  it  the  rent 
policy.  And  always  bear  in  mind  that  the 
guaranteed  low-cost  policy  allows  you  to 
offer  from  20  percent  to  25  percent  more 
income  than  a  participating  policy  at  the 
same  premium. 


PRACTICAL  SAFETY  BULLETINS 

A  man  can  leave  a  family  an  estate  but 
not  his  ability  to  make  the  estate  produce  a 
regular  income.  The  only  solution  of  the 
problem:  Monthly  income  insurance. 


"Best  policies  for  clients"  is  the  best  policy  for  the  agent  or  broker 
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HOW  MANY  WITHOUT 
DEPENDENTS? 

In  the  state  of  New  York  which  has  about 
a  tenth  of  the  population  of  the  United 
States  there  were  131,000  single  women  and 
190,000  bachelors  who  earned  enough  to  pay 
state  income  taxes  in  1920. 

Putting  it  differently  there  are  in  every 
thousand  of  population  13  well  paid  single 
women  and  19  well  paid  single  men. 

A  town  of  5,000  people  has  65  prospects 
for  the  special  women's  policies  and  95 
prospects  for  some  form  of  insurance  or 
annuity  or  combination  of  insurance  and 
annuity  that  will  care  for  a  man's  old  age. 

Plenty  of  prospects  for  those  forms  of 
insurance  which  overcome  the  objection: 
"I  have  no  one  dependent  on  me." 


PRACTICAL    SAFETY  BULLETINS 

Four  automobiles  came  together  in  one 
grand  crash  on  the  Denver-Cheyenne  road  in 
Colorado.  Fortunately  no  one  was  injured, 
but  all  four  cars  were  badly  smashed.  In 
spite  of  the  fact  that  automobile  prices  have 
dropped  in  the  past  few  months,  we'd  want  a 
man's  sized  property  damage  policy  if  we 
happened  to  be  the  fellow  responsible  for 
that  sma.sh-up. 


On  more  than  800,000  separate  and  dis- 
tinct occasions  people  hate  thanked  their 
lucky  stars  that  they  had  Travelers  acci- 
dent policies. 


COMMISSIONS  ARE  NOT  THE  ONLY  REWARD 

"IXT'HEN  an  old  insurance  agent  looks  back  road.    The  claim  was  prepared  by  me,  and 

'  '  upon  his  life,  he  has  greater  satisfaction  in  a  few  days  I  was  handed  a  draft  payable 

than  merely  the  thoughts  of  the  commissions  to  the  mother  in  full  for  a  thousand  dollars, 

he  has  collected.    He  can  actually  see  some  which  put  us  all  right  with  the  whole  road, 

of  the  good  that  he  has  done  for  his  com-  from  the  management  down, 

munity.  "My  story  is  not  all  told. 

Alfred  PLrtle  of  the  Pirtle  &  Weaver  Agen-  "When  I  reached  the  town  where  I  knew 

cy  has  represented  The  Travelers  for  many  the  mother  lived,  I  interested  the  landlord 


years.  Recently  he  wrote  us  an  article 
telling  about  one  of  the  many  things  he  has 
accomplished. 

"I  have  learned  to  use  the  typewriter," 


of  the  principal  hotel  in  the  facts,  and  he 
became  deeply  interested  at  once.  He  went 
with  me  to  see  that  the  money  was  paid  to 
the  widow  (for  the  mother  was  a  widow)  and 


writes  Mr.  Pirtle  in  his  introduction,  "rather  he  knew  her  to  be  poor  and  almost  entirely 


indifferently,  since  my  birthday  at  80  years 
old — but  that  is  now  more  than  four  years 
back.  You  must  excuse,  therefore,  type 
instead  of  pen  writing." 

Needless  to  say,  we'll  excuse  any  kind  of 
writing  when  an  agent  sends  us  an  interesting 
little  story  like  the  following  one  which  Mr. 
Pirtle  tells  us: 

"It  must  have  been  in  1879,  when  I  was 
working  the  Cincinnati  Southern  Railroad, 
among  the  train-men,  on  the  instalment  plan, 
that  I  insured  a  raw  boy  as  yardman  at  $10 
a  year  for  a  thousand  dollars,  with  $5 
compensation. 

"Not  many  months  afterward  I  heard  of 
his  death,  by  falling  off  the  train  while 
working  as  a  freight  brakeman.  This  would 
surely  be  an  interesting  case,  and  I  went  out 
to  the  station  where  he  had  made  his  home, 
finding  that  the  facts  had  been  correctly  told 
me.  As  he  had  changed  his  occupation  to 
one  more  hazardous,  without  permission  from 
The  Travelers  Insurance  Company,  I  found 
when  I  went  to  the  General  Office  in  Cin- 
cinnati that  the  question  had  been  discus.sed 
already,  for  the  train  master  asked  me  what 
the  insurance  company  was  going  to  do  in  the 
case.  I  had  not  written  to  the  company,  but 
I  answered  without  hesitation  that  it  would 
do  exactly  what  was  right  for  all  parties. 

"I  wrote  at  once,  reminding  the  Company 
that  a  yardman  was  subject  to  the  orders  of 
his  supervisors,  who  sent  him  temporarily 
into  a  more  hazardous  job  than  he  was  filling 
regularly.  And  I  suggested  that  if  his 
mother,  the  beneficiary  under  the  policy, 
was  paid  what  a  premium  of  $10  would 
purchase  for  her  son  in  his  occupation  as 
freight  brakeman,  the  whole  road  would  be 
satisfied.  But  knowing  railroad  men  as 
intimately  as  I  did,  anything  that  looked  like 
handling  a  claim  for  a  salvage,  I  was  certain 
would  knock  us  out  of  all  business  on  that 


dependent  on  her  son  for  the  necessities  of 
life. 

"As  soon  as  the  business  had  been  finished, 
he  told  her  that  all  the  young  fellows  about 
town  would  be  trying  to  get  her  to  loan  them 
the  thousand  dollars  on  the  best  kinds  of 
securities,  but  he  advised  her  to  let  them  talk, 
but  go  to  the  county  seat  and  deposit  the 
draft.  This  she  did  at  once.  But  the  best 
part  of  this  story  in  real  life  is  to  come. 

"Under  the  advice  of  landlord  I  have 
mentioned,  she  went  to  the  owner  of  a  scrap 
of  land  where  her  husband  had  "squatted" 
years  before  his  death,  and  asked  him  to  sell 
her  a  part  of  an  acre,  just  a  few  feet  away 
from  the  hut  she  lived  in.  This  he  did,  at  a 
very  low  price,  as  he  knew  she  was  poor. 

"Then  the  town  got  to  know  she  wanted  to 
build  some  kind  of  a  house  on  the  lot.  And 
the  plasterer,  the  painter,  the  carpenter  and 
all  the  tradesmen  agreed  to  put  up  her  home 
for  the  cost  only  of  the  materials  used,  and 
thus  the  old  lady  had  a  serviceable  home  over 
the  heads  of  herself  and  her  daughter 
where  they  lived  in  peace  and  comfort  for 
years. 

"Two  years  ago,  as  I  rode  by  on  my  way 
to  Chattanooga,  I  noticed  the  house.  Ap- 
parently it  was  all  right,  but  who  lived  there, 
I  did  not  learn." 


PRACTICAL  SAFETY  BULLETINS 

PREFERRED  RISK 

Brown  met  Robinson  and  immediately 
noticed  the  latter  was  looking  terribly 
dilapidated. 

"My  goodness,"  gasped  Brown,  looking  at 
his  friend  in  horror,  "you've  been  having  a 
bad  time.    Black  eye,  slit  lip,  torn  ear." 

"Yes,  indeed,  and  more,"  groaned  Robin- 
son. "Take  my  tip.  Unless  you  want  to 
become  like  me  never  consent  to  judge  at  a 
baby  show." 


A  monthly  income  life  policy  or  a  life  annuity  continues  to  pay  long  after 

an  oil  well  ceases  to  gush 
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DON'T  BUILD  A  HOUSE  ON  THE  SANDS 


"What  do  you  think  of  life  insurance  as  an 
investment?"  asked  a  promising  young  man 
of  an  older,  successful  businessman,  who  in 
liis  way  was  quite  an  authority  on  the  stock 
market,  and,  at  the  same  time,  thoroughly 
sold  on  the  idea  of  life  insurance. 

"Life  insurance,"  replied  the  older  man, 
"should  be  the  foundation  on  which  the 
other  investments  are  built.  I  think  any 
young  married  man,  with  any  obligations, 
who  invested  his  savings  in  securities  ^-ithout 
first  taking  out  a  sufficient  amount  of  life 
insurance,  would  be  like  a  builder  who  put 
up  his  roof  and  upper  stories  without  first 
laying  his  foundation.  You  have  some  money 
you'd  like  to  invest?" 

"Yes — I  find  that  I'm  able  to  save  five  or 
six  hundred  a  year  that  I'd  like  to  sink  into 
something  fairly  safe  j'ielding  a  good  income." 

"I  suppose  you  have  some  life  insurance?" 

"About  $10,000  ordinary  life." 

"Is  it  enough  to  cover  your  obligations?" 

"Well — if  anj-thing  should  happen  to  me, 
it  would  hardly  allow  my  wife  and  child  to 
continue  to  live  as  they  are  living  now." 

"I'll  tell  you  what  I'd  do  if  I  were  in  your 
place,"  continued  the  older  man.  "You 
say  you  have  a  surplus  of  about  six  hundred 
dollars  that  you  can  afford  to  invest?  Well, 
why  not  divide  it  between  life  insurance  and 
other  investments?  Take  four  hundred 
dollars  of  it  and  salt  it  down  in  Liberty 
Bonds,  or  any  other  of  the  good  buys  that 
the  market  is  offering  now — your  broker 
can  advise  you.  Put  the  other  two  hundred 
into  life  insurance. 

"In  regard  to  the  life  insurance,  you've  got 
a  fairly  good  foundation  to  build  on.  I 
don't  think  I  would  take  out  any  more 
ordinary  life.  I  would  select  something  that 
is  more  of  an  investment  nature.  For 
example,  I've  got  a  policy  in  The  Travelers 
which  I  can  strongly  recommend.  It's 
called  the  20-payment  G.  E.  A.  I've 
forgotten  what  the  G.  E.  A.  stands  for,  but 
it's  a  mighty  good  policy  for  your  case.  It 
would  cost  you,  at  age  30,  somewhere  around 
$33  to  $35  a  thousand. 

"Buying  this  policy  is  just  like  putting 
money  in  the  bank;  at  the  end  of  the  third 
year  you  could  get  65%  of  your  premiums 
back  if  you  wanted  them.  By  the  time  you 
reach  your  ninth  year,  the  cash  surrender 
value  increases  each  year  at  a  greater  rate 

When  a  man  refuses 


than  the  amount  of  your  annual  premium.  At 
the  end  of  fifteen  years  you  could  get  back  as 
much  as  you  had  paid  in,  if  you  wanted  to 
lapse  the  policy — and  at  the  end  of  twenty 
years  considerably  more — and  you  will  have 
had  the  benefit  of  the  insurance  protection  up 
to  that  time.  For  the  first  fifteen  years  you  get 
your  insurance  for  practically  the  interest  on 
your  money — after  fifteen  years  your  policy 
begins  to  store  up  for  you  a  fair  rate  of 
interest  as  well  as  protecting  your  familj'  in 
case  you  die." 

"So  you  think  that's  the  best  thing  to  do," 
meditated  the  younger  man.  "Invest  about 
one  third  in  insurance,  the  other  two  thirds 
in  securities." 

"That's  what  I'd  do,"  replied  the  older 
man  emphatically.    "If  you  invested  your 


whole  six  hundred  in  securities  and  you 
should  die  within  a  year,  where  would  your 
wife  be?  She'd  have  your  original  $10,000 
of  insurance,  and  $000  more  or  less  in  securi- 
ties. But  if  you  do  as  I  advise,  she'd  have 
about  $16,000  of  insurance  and  $400  in 
securities.  The  interest  you  will  lose  on  this 
$200  a  year  won't  amount  to  a  whole  lot — 
the  protection  the  interest  could  buy,  would. 
Then,  at  the  end  of  twenty  years,  Lf  you 
decide  that  you  no  longer  need  the  insurance, 
the  insurance  company  will  hand  you  over 
about  $4,300,  which  you  can  then  invest  in 
something  that  will  yield  you  an  income, 
or  use  to  send  your  boy  to  college. 

"My  advice  is :  Don't  build  your  financial 
structure  without  a  firm  foundation  of  life 
insurance." 


WHEN  THE  ENGINE  TURNS  FRANKENSTEIN 


One  purpose  of  a  flywheel  is  to  carry  the  engine  by  the  dead  center.  Sometimes  it  will  carry 
the  engine  and  fragments  of  the  power  house  all  over  the  place.  A  600-pound  slab  of  steel  from 
the  flywheel  that  once  occupied  the  scene  above  was  hurled  through  a  17-inch  brick  wall  and  then 
a  heavy  timbered  roof.  The  purpose  of  Travelers  engine  insurance  is  to  provide  an  inspection 
that  detects  defects  which  cause  engine  accidents,  and  provide  indemnity  when  accidents  do 
happen.  The  engine  policy  pays  for  the  damage  to  the  engine-owner's  property,  for  the  damage 
to  the  property  of  others,  for  the  injuries  or  deaths  it  may  cause  among  people  not  covered  by 
compensation  insurance 

to  insure  his  life,  does  he  turn  down  the  agent  or  his 
own  wife  and  children  ? 
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The 

Tower  Window 

June  is  the  month  of  weddings.  Get  in 
touch  with  the  fortunate  young  man  a  few 
days  before  he  hops  off  and  whisper  in  his  ear 
that  he's  darned  lucky  to  get  such  a  fine  girl 
as  Ruth  or  Peggy,  or  whoever  she  may  be, 
and  he  should  protect  her  right  from  the 
start  with  a  man's  sized  Travelers  guaranteed 
low-cost  life  policy.  Show  him  how  he  can 
divide  the  premium  into  quarterly  instal- 
ments if  he's  afraid  the  honeymoon  and  the 
new  furniture  will  make  a  big  hole  in  his 
financial  reserves.  Incidentally  if  there  are  a 
large  number  of  valuable  wedding  presents, 
a  Travelers  Residence  Burglary  policy  will 
protect  the  owners  while  they  are  away. 

*  *  * 

You  never  can  tell  when  your  automobile 
property  damage  insurance  will  come  in 
handy.  A  San  Francisco  pedestrian  is 
threatening  to  sue  an  automobilist  because 
he  had  a  certain  type  of  bumper  on  his  car 
which  caught  and  ripped  the  pedestrian's 
coat  as  he  walked  past  it,  while  the  machine 
was  parked  by  the  curbstone. 

*  *  ♦ 

While  attempting  to  pick  up  a  dime,  a 
laborer  fell  backwards  through  a  large  plate 
glass  window  in  a  Hartford  store,  and  landed 
in  the  police  station  under  a  charge  of 
drunkenness.  This  man  may  get  thirty  days 
in  jail  for  being  drunk  and  disorderly,  but 
that's  all  the  satisfaction  the  window  owner 
will  receive — unless  he's  lucky  enough  to  have 
had  it  insured. 


"To  give  you  an  idea  how  effective  the 
sample  slide  you  sent  me  was,"  writes 
Joseph  S.  Dearborn  of  Springfield,  Mass., 
"I  had  Mr.  Hoover,  who  is  the  advertising 
manager  of  the  project,  throw  the  slide  on  the 
wall,  that  I  might  have  an  idea  of  how  it 
would  appear.  While  he  was  doing  this  a 
friend  entered  his  office  and  read  the  ad- 
vertisement. As  a  result  I  have  his  order  for 
some  automobile  insurance.  If  your  slides 
are  as  good  on  the  outside  as  they  were  in  a 
small  office,  why  you  can  easily  see  that  I  am 
very  glad  to  get  them." 

*  *  * 

In  the  early  part  of  the  month  the  country 
A\  as  shocked  to  read  about  the  Tulsa  race 
riots.  A  few  days  later  followed  the  disas- 
trous Pueblo  flood.  In  both  of  these  cases 
the  newspapers  reported  looting.  One  of  the 
big  advantages  of  the  new  Travelers  Resi- 
dence Burglary  policy  is  that  it  now  includes 
protection  in  case  the  robbery  occurs  during 
the  excitement  of  a  flood;  and  that  the 
protection  can  be  extended  with  but  little 
extra  cost  and  almost  no  trouble  to  cover 

looting  in  case  of  a  riot. 

*  *  * 

Are  you  sure  you  have  nothing  which  will 
attract  burglars?  Some  low-browed  sneak 
thief  slipped  into  a  Bridgeport,  Conn., 
man's  cellar  and  made  away  with  (no,  it 
wasn't  what  you  thought  it  was)  a  half  a  ton 
of  coal.  On  the  same  day,  in  the  same  town, 
another  bandit  robbed  a  front  porch  of  its 
rubber  plant. 

*  *  * 

It's  a  strange  fact,  but  very  true  withal, 
that  the  average  man  does  not  appreciate  the 
value  of  a  thing  until  he  is  unable  to  get  it. 
We  were  talking  to  a  man  the  other  day  who 
had  been  turned  down  in  an  effort  to  secure 
life  insurance.  If  he  had  failed  to  recognize 
the  value  of  insurance  up  to  that  time,  and  to 
apply  for  it  while  his  health  was  still  good,  he 
certainly  did  appreciate  its  worth  when  he 
could  no  longer  obtain  it. 

"How  can  I  guarantee  that  my  family  will 
have  enough  to  live  on  in  case  I  die?"  he 
asked.  "I  can  save  only  about  $500  a  year. 
It  would  take  me  about  fifteen  years  of 
conscientious  savings  to  accumulate  the 
amount  that  I  could  have  guaranteed  in  half 
a  day  by  merely  paying  about  $250  and 
passing  a  simple  medical  examination." 

If  he  can't  get  life  insurance  there's  no 
answer  to  his  question:  How  can  I  guaran- 
tee my  family  a  sufficient  income  to  live  on? 
There  is  no  substitute  for  insurance. 

"  Goodbye,  Anxiety!  " 


"You  take  that  accident  very  calmly," 
said  a  bystander  to  an  automobile  owner  who 
had  just  crashed  into  a  parked  automobile 
after  a  successful  effort  to  avoid  hitting  a 
child.  "It  looks  as  though  it  would  take 
about  a  thousand  dollars  to  put  those  two 
machines  on  the  road  again." 

"I'm  sorry  the  accident  occurred — but  it 
might  have  been  much  worse  if  I'd  hit  the 
kid.  And  as  for  the  damage  here,  I've 
already  paid  for  that — my  automobile 
insurance  premiums  for  the  year  are  all 
paid  up." 

That's  just  exactly  what  you  do  when  you 
pay  the  premiums  on  your  Travelers  Auto- 
mobile Policy;  you  pay  the  costs  of  a  possible 
accident  before  the  accident  happens.  And 
in  spite  of  the  fact  that  repair  men  are  now 
charging  a  dollar  an  hour,  where  they  former- 
ly charged  $1.25,  it  doesn't  take  much  of  a 
smashup  to  run  up  a  damage  bill  amounting 
to  more  than  you  paid  as  property  damage 
and  collision  insurance  premiums. 

M    *  * 

A  man  may  strut  like  a  leghorn  rooster  and 
you  would  think  he  was  insured  to  the  limit, 
but  after  he's  gone  it  is  frequently  found, 
alas!  that  like  the  rooster,  he  left  his  family 
to  scratch  for  a  living.       [Saturday  Night. 

*  *  * 

A  man  returning  from  a  funeral  at  Vicks- 
burg  was  dragged  from  his  car  and  rifled  by 
bandits.  There  is  one  place,  though,  where 
a  man  can  feel  fairly  safe  even  in  these  days, 
and  that  is  going  to  his  own  funeral. 

*  *  * 

After  shooting  the  watch  dog,  burglars 
entered  a  Denver  home  and  stole  $600 
in  jewelry.  Another  argument  in  favor  of  a 
Travelers  Residence  Burglary  policy  as  a 
means  of  protection;  it  may  expire  if  the 
prospect  is  foolish  enough  not  to  pay  his 
premium,  but  it  can  never  be  shot  or  killed 
by  the  burglars. 

*  *  * 

"A  business  not  managed  and  officered  by 
men  whose  lives  are  of  value  to  that  busi- 
ness," states  the  general  manager  of  the 
Bradstreet  Mercantile  Agency,  "is  not  a 
good  credit,  and  if  their  lives  be  of  value  the 
burden  of  proof  is  certainly  on  that  firm  or 
company  to  show  cause  why  the  risk  of  that 
loss  should  not  be  distributed  on  the  broad 
shoulders  of  life  insurance  companies  rather 
than  be  carried  by  the  creditors." 
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CONTINENT- WIDE  CLAIM  SERVICE 


This  automobile  was  not  wecked,  and  it 
did  not  injure  anyone  or  damage  his  proper- 
ty. It  is  shown  here  peacefully  resting  upon 
the  Great  American  desert  en  route  from  Los 
Angeles  to  Hartford.  The  tranquil  ex- 
pression of  the  driver  is  due  to  the  fact  that 
the  car  is  fully  covered  with  Travelers  Public 
Liability,  Property  Damage  and  Collision 
Insurance. 

The  machine  was  bought  in  Los  Angeles. 
It  was  insured  in  the  Travelers  Los  Angeles 
Branch  before  it  started  on  its  three  thou- 
sand five  hundred  mile  journey  east.  On 
that  trip  it  passed  through  Pasadena, 
Calif.,  Needles,  Ariz.,  Alberquerque,  N.  M., 
Denver,  Kansas  City,  St.  Louis,  Springfield, 
111.,  Peoria,  HI.,  Indianapolis,  Dayton,  O., 
Columbus,  O.,  Wheeling,  West  Va.,  Balti- 
more, Washington,  D.  C,  Philadelphia,  and 
New  York  City.  Had  trouble  occurred  in 
any  one  of  these  cities,  there  would  have 
been  a  Travelers  Branch  Office  with  its 
corps  of  adjusters  ready  to  settle  mat- 
ters at  short  notice.  And  for  every  one 
of  these  large  cities  where  there  was  a 
Travelers  Branch,  there  were  ten  or  more 
smaller  towns  and  villages  where  there  was  a 
Travelers  representative  ready  to  come  to  the 
assistance  of  the  motorists.  That  Travelers 
Service  Card  surely  is  a  great  thing  to  have 
in  your  pocket  when  you  tour. 

PRACTICAL  SAFETY  BULLETINS 

AGENCY  ITEMS 

The  Columbus,  O.,  Branch  Office  agents 
have  inaugurated  a  contest  for  the  month  of 
June,  based  on  life,  accident,  and  group 
premiums,  each  dollar  of  premiums  paid 
before  July  31st  counting  one  point  in  the 
contest.  The  agents  have  been  divided  into 
two  teams  captained  by  Special  Agents  Toops 
and  Schwall.  This  contest  was  decided 
upon  after  Manager  Fulmer's  announcement 
that  the  month  of  May  had  produced  the 
largest  amount  of  paid-for  life  insurance  in 


the  history  of  the  Columbus  Branch  Office. 

The  employees  of  the  St.  Louis  Branch 
have  entered  a  team  in  the  St.  Louis  Insur- 
ance Baseball  League  and  to  date  have  won 
all  three  games  played.  There  is  only  one 
thing  which  our  St.  Louis  representatives 
would  rather  do  than  win  ball  games,  and 
that  is  establish  records  as  multiple-line 
insurance  salesmen. 

The  contest  for  accident  premiums  written 
during  the  week  of  May  23d  between  branch 
offices  in  the  middle  western  states  resulted  in 
a  victory  for  the  Kansas  City  Branch  with 
Des  Moines  2d,  St.  Louis  3d,  Omaha  4th,  and 
Denver  5th.  Manager  McCune  reports 
that  the  Agents  of  the  Kansas  City  Branch 
WTote  ninety-seven  signed  accident  applica- 
tions for  $2,328  in  premiums  and  fifty-two 
life  applications  during  the  same  week. 
Who  said  "business  depression?" 

McGee  &  Pryor,  District  Agents  of 
Chattanooga,  Tenn.,  held  an  agency  con- 
ference at  their  office  Friday,  May  20th. 
It  was  attended  by  H.  H.  Armstrong, 
Wyckoff  Wilson,  M.  P.  Hawkins,  and  L.  P. 
AUbon  from  the  Home  Office. 

The  Georgia  agents  met  for  a  valuable 
and  interesting  one-day  convention  at 
Piedmont  Hotel,  Atlanta,  Monday,  May 
23d.  Forty  agents  were  present.  The 
Company  entertained  at  luncheon,  and  a 
banquet  was  given  in  the  evening  under  the 
auspices  of  the  Travelers  Club  of  Atlanta, 
with  Agent  Bowen,  president  of  the  club, 
presiding.  This  occasion  was  made  very 
interesting  and  enjoyable  by  the  toast- 
master's  arranging  a  program  which  in- 
cluded songs,  and  short  talks  from  practically 
everyone  in  attendance.  The  Home  Office 
was  represented  by  H.  H.  Armstrong, 
Wyckoff  WUson,  M.  P.  Hawkins,  L.  P. 
Allison,  and  Dudley  Gray. 

J.  E.  Lutz  &  Company,  District  Agents, 
Knoxville,  entertained  the  Eastern  Tennessee 
agents  in  a  two  days'  convention.  May  17th 
and  18th,  at  Knoxville.  Some  very  interest- 
ing discussions  were  heard  on  the  production 
of  the  Company's  various  lines  in  eastern 
Tennessee.  The  mornings  were  devoted  to 
life  and  accident  discussions,  and  the  after- 
noons to  liability  and  compensation  lines. 
The  program  included  a  delightful  social 
evening,  with  a  banquet  at  Whittle  Springs 
Country  Club.  The  Home  Office  was 
represented  by  H.  H.  Armstrong,  Wyckoff 
Wilson,  M.  P.  Hawkins,  Arthur  B.  Spring, 
Clarence  Smith,  and  L.  P.  Allison. 


You  are  65  percent  water. 
The  physiologists  can  prove  it. 
Any  doctor  will  verify  the  state- 
ment. 

If  you  do  not  keep  moving  you'll 
stagnate. 


NOTHING  TO  LOSE? 

"I  don't  think  I'll  bother  to  take  out 
automobile  insurance,"  said  a  young  man  to  a 
Travelers  agent.  "I  should  worry  about 
anybody  suing  me.  I've  got  nothing  to  lose, 
so  why  should  I  pay  premiums  to  protect  it.'" 

"What  do  you  mean,  'nothing  to  lose'?" 
asked  our  agent. 

"I've  only  got  a  few  dollars  in  the  bank  and 
I  don't  own  any  property,  so  how  could 
anybody  collect  five  or  ten  thousand  dollars 
in  damages  from  me?" 

"You  are  underestimating  your  assets," 
replied  the  Travelers  man  earnestly,  "You 
may  not  have  much  now;  you  may  not  be 
earning  a  large  salary  at  present — very 
few  young  men  do  get  much  in  their  first 
years  in  business.  But,  unless  I'm  very 
much  mistaken,  you  have  the  ability  to  earn 
a  large  salary  in  a  few  years. 

"If  you  were  sued  for  $5,000  and  the  ver- 
dict was  rendered  against  you,  the  person 
who  was  injured  by  your  car  would  have  a 
first  mortgage  on  your  earnings  until  the 
five  thousand  was  paid.  How  would  you 
like  to  start  out  in  life  handicapped  as 
Germany  is  now — with  a  big  debt  hanging 
over  you  that  must  be  paid  before  you  could 
call  anything  your  own?  You  couldn't  ask 
a  girl  to  marry  you  any  time  within  the  next 
five  years  if  you  had  to  pay  off  several 
thousand  dollars  on  a  debt  which  had 
yielded  you  nothing  before  you  could  save  up 
to  furnish  a  home." 

"I  could  always  go  into  bankruptcy, 
couldn't  I?" 

"I  suppose  you  could,  and  ruin  your  most 
valuable  asset,  your  credit,  before  you  could 
get  really  started  on  your  business  career. 
That  machine  of  yours  is  small;  the  premi- 
ums on  the  insurance  won't  cost  you  much 
over  a  dollar  a  week  when  spread  over  the 
entire  year.  You'll  find  it  much  easier  to  put 
aside  four  or  five  dollars  from  your  monthly 
salary  check  to  pay  for  protection  then  to 
subtract  forty  or  fifty  dollars  a  month  for 
five  or  ten  years  to  pay  tribute  to  some  in- 
jured claimant." 


Multiple  lines  mean  multiple  commissions 


[191] 


PROTECTION 


Advertising  Reaches  Wives  Who  Might  Otherwise  Object 


THE  objecting  wife  has  been  the  nemesis 
of  many  an  insurance  policy,  particularly 
life  and  accident  insurance. 

The  industrial  life  agent  gets  around  this 
by  doing  most  of  his  prospecting  and  much  of 
his  soliciting  among  the  women.  But  the 
industrial  plan  is  terribly  expensive  of 
agents'  time  and  shoe-leather. 

Advertising  may  be  a  substitute  for  personal 
calls  on  wives  where  the  insurance  man  is 
not  trained  in  the  ways  of  selling  to  women. 

Persistent  advertising  should  do  more 
than  overcome  objections.  It  should  in- 
spire some  women  to  urge  their  husbands  to 
insure. 

The  advertisements  on  this  page  are 
prepared  for  the  dual  purpose  of  reaching 
men  and  women.  They  can  be  turned  over 
to  a  newspaper  as  they  stand,  with  instruc- 
tions to  copy  not  only  in  language  but  in 
typography.  Do  not  change  the  wording 
unless  you  secure  the  approval  of  the  home 
office  on  the  changes.  Do  not  ask  for  electro- 
types of  these  advertisements — they  can  be 
set  in  type  by  any  newspaper. 


Like  a  Raincoat 
On  a  Cloudy  Day 

Do  you  really  think  that  Travelers 
Accident  insurance  is  worth 
while?"  one  of  our  policyholders  was 
asked.  "Didn't  you  say  that  you'd 
carried  that  policy  for  ten  years  and 
never  had  an  accident?" 

"Fifteen  years,"  he  answered,  "and 
I've  never  made  a  claim.  And  what's 
more,  1  intend  to  carry  it  fifteen  more, 
and  I  hope  I  never  will  have  to  make  a 
claim.  Why,  I'm  really  beginning 
to  believe  that  this  policy  has  kept  me 
from  having  an  accident.  Works  like 
a  raincoat  on  a  cloudy  day.  Carry  it, 
and  it  clears.  Go  without  it  and  it 
rains." 

We  can't  guarantee  you  exemption 
from  injury,  but  we  can  assure  you 
that  you  won't  lose  if  you  are  hurt. 


Agent's  Name,  Address, 
Phone  Numbers 


and 


You  are  Fortunate 

TF  you  work  in  an  office  or  a  store, 

or  at  any  other  job  which  is  not 
considered  dangerous,  you  are 
fortunate. 

Not  because  you  don't  need  accident 
insurance. 

You  do.  More  accidents  occur 
to  office  and  store  workers  outside  of 
the  factory  or  office  than  inside. 

You're  fortunate  because  you  can 
get  a  good  Travelers  Accident  policy 
at  so  reasonable  a  cost. 

Let  us  tell  you  today  how  little  it 
will  cost  you  to  assure  yourself  an 
income  in  case  you  should  be  hurt. 


Agent's  Name,  Address,  and 
Phone  Numbers 


It  Doesn't  Make 
Any  Difference 
What  You  Do 

There's  always  some  way  of  getting 
hurt  while  you're  doing  it. 

When  you  are  walking,  the  auto- 
mobiles are  stalking  you. 

When  motoring,  trains,  trolley  cars 
and  other  autos  are  hot  on  your  trail. 

Even  home  is  not  safe — more  claims 
on  accident  policies  arise  around  the 
home  than  in  any  other  place. 

No  use  worrying  about  it;  worry- 
ing won't  prevent  accidents. 

Just  take  out  a  Travelers  Accident 
Policy,  so  that  if  you  should  get  hurt 
it  wouldn't  result  in  financial  string- 
ency for  your  family. 


Agent's  Name,  Address,  and 
Phone  Numbers 


Injuries  Are 
Contagious 

K  TOT  that  you  can  catch  a  broken 
•'•  ^  leg  from  a  person  who  already  has 
one,  as  you  do  the  measles  or  the 
mumps. 

But  if  you  happen  to  get  hurt 
yourself,  your  injury  immediately 
spreads  to  your  bank  account. 

A  few  weeks  out  of  work — and  a 
bill  from  the  hospital — that's  enough 
to  make  the  healthiest  bank  account 
look  sick. 

The  big  advantage  of  a  Travelers 
Accident  Policy  is  that  it  prevents  a 
physical  injury  from  becoming  a 
financial  loss. 

Get  your  policy  today. 


Agent's  Name,  Address,  and 
Phone  Numbers 


You  Can't  Afford 
To  Have  An 
Accident 

IF  you  are  hurt  and  unable  to 
work,  your  expenses  are  increaed 
by  doctor's  bills — and  you're  fortunate 
if  you  come  through  by  drawing  on 
your  savings  alone,  and  not  falling  up 
to  your  neck  in  debt. 

It  is  this  costliness  of  accidents  that 
makes  Travelers  Accident  Insurance 
so  popular. 

Carry  this  insurance  and  you  know 
before  your  accident  happens  just 
how  much  it  will  cost  you — merely  the 
very  reasonable  sum  that  you  have 
already  paid  as  your  premium. 

Wishing  you  had  insured  won't  pay 
the  bills  after  you  are  hurt.  Get  it 
today. 


Agent's  Name,  Address,  and 
Phone  Numbers 


Moral:  Insure  in  THE  TRAVELERS 
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EVEN  SANE  CELEBRATIONS  ARE  NOT  ALWAYS  SAFE 


COPYRIGHTED,  UNDERWOOD  &  UNDERWOOD 

Firecrackers  neverythin  will  he  scarce  on  the  Fourth,  hut  the  crowds  will  he  as  large,  and  more  or  less  foolish,  as  usual;  and 
where  there  are  crowds  there  are  accidents.  Summer  holidays  make  us  think  of  'personal  accident  and  automohile  policies;  also 
houses  left  at  the  mercy  of  thieves;  and  plate  glass  windows  unable  to  withstand  the  strain.  We  hope  the  people  living  in  the 
houjies  shown  above  have  residence  liahility  policies! 


PROTECTION 


RENTING  THE  SHELTER  OF  INSURANCE 

buy  insurance  for  cash  just  as  you  can  buy 
houses  for  cash.  Such  policies  are  called 
single-premium  policies. 

"You  can  pay  so  much  down  and  so  much 
each  year,  or  each  six  months,  or  each  three 
months  as  long  as  you  live,  getting  a  larger 
equity  in  the  policy  all  the  time  but  with  the 
guarantee  that  your  family  gets  title,  in- 
cumbrance-free,  when  you  die.  That  is 
called  an  ordinary  life  policy. 

"Then  you  can  pay  for  a  term  of  years, 
increasing  your  equity  each  year  but  not 
getting  an  incumbrance-free  title  until  you 
die.    That's  the  limited-payment  life  plan. 

"Or  you  can  pay  so  many  years  and  at  the 
end  of  the  period  or  at  a  date  ten  years  later, 
say,  you  can  get  an  incumbrance-free  title, 
or  in  other  words  the  cash.  That  is  called 
endowment  insurance. 

"But,  if  you  are  not  ready  to  buy  the 


NOPE,"  said  the  prospect,  "as  I  told  you 
before  you  started,  I  believe  in  life 
insurance  and  I  want  it  but  I'm  not  going 
to  buy  now,  because  I  can't  afiFord  the  kind  I 
believe  in.  I  am  for  endowment  insurance 
but  I'm  against  all  cheaper  substitutes." 

"You  have  a  wTong  conception  of  what  the 
different  forms  of  insurance  are,"  countered 
the  agent.  "Getting  the  shelter  of  insurance 
is  a  good  deal  like  getting  the  shelter  of  a 
house.  You  can  get  it  by  paying  rent,  buy- 
ing on  a  long  term  payment  plan  or  a  short 
term  payment  plan  or  buying  for  cash. 

"If  you  couldn't  afford  to  buy  a  house  for 
your  family  to  live  in,  you  would  rent  one, 
wouldn't  you? 

"They  need  the  protection  aflforded  by 
insurance  just  as  much  as  they  need  the  pro- 
tection of  a  roof  and  four  walls. 

"Maybe  you  do  not  know  it  but  you  can 


The  Excuses  That  Men  Make 

THE  excuses  men  make  for  not  insuring  their  lives  run  along  old  and 
familiar  lines.    They  are: 

That  saving  and  investment  is  a  possible  substitute  for  life  insurance; 
That  life  insurance  costs  too  much; 
That  there  is  plenty  of  time  to  think  it  over. 
Told  in  a  few  short  lines  are  facts  that  show  the  fallacy  of  the  ancient  excuses. 
Over  10  percent  of  the  claims  incurred  by  The  Travelers  in  1920  were  on 
policies  in  force  only  one  year. 

Fifty  percent  of  all  claims  incurred  In  1920  were  on  policies  that  had 
been  in  force  for  ten  years  or  less;  and  the  money  paid  out  on  these  claims 
constituted  56%  of  the  total  paid  in  1920.  Not  even  in  twenty  years,  the 
period  in  which  more  than  72%  of  all  the  death  losses  were  incurred,  did  the 
deposits  come  anywhere  near  equalling  in  amount  the  benefits  provided,  even 
when  compounded  at  4%  interest. 

LIFE  INSURANCE  CLAIMS  INCURRED  BY  THE  TRAVELERS 
IN  1920  ACCORDING  TO  POLICY  YEAR  WITH  RATIO 
TO  TOTAL  INCURRED  CLAIMS. 


RATIO  TO 
TOTAL  NO. 


AMT.  CLAIMS 


1st  year  of  the  policy  . 
2d  "  "  "  "  .  .  . 
3d  to  5th  year  of  policy 
Oth  "  10th  '  "  «  "  . 
nth  «20th  «  "  "  . 
After    20th     "     "     «  . 


209  10.7%  $1,164,878.51 

158       8.1  526,543.00 

326  16.7  899,963.77 

289  14.8  791,053.88 

424  21.7  1,330,224.99 

546  28.0  1,319,151.70 


1,952    100.0%  $6,031,815.85 
A  great  soliciting  argument  for  the  need  of  life  insurance  and  the  need  of 
prompt  action  in  securing  it! 


The  Season's  Best  Reasons 
for  Travelers  Accident  Policies 

Early  Bathing — In  diving  from 
springboard  injured  right  leg  and  was 
totally  disabled  four  weeks. 

Summer  Zephyrs — Hat  blew  off. 
Ran  after  it.  Stepped  on  broken 
glass.    Instep  badly  cut. 

Chicken  Dinners — Bone  lodged  in 
throat.    Several  days  disability. 


protection  of  insurance  on  that  basis  you 
can  rent  it.  You  can  rent  on  three  kinds  of 
leases.  One  lease  provides  that  you  may 
renew  at  your  option  for  a  stated  number  of 
years  by  paying  an  increased  rate  each  year. 
That  is  called  a  one-year  renewable  term 
policy. 

"Another  method  of  renting  is  on  the  five- 
year  renewable  lease  plan.  You  can  renew 
your  lease  every  five  years  at  an  increased 
rental.  Your  lease  is  not  renewable  after 
you  are  60. 

"Still  another  plan  of  renting  is  on  the  ten- 
year  lease  plan  with  the  privilege  of  purchase, 
on  any  regular  instalment  plan  within  a 
certain  number  of  years. 

"No,  there  is  no  need  of  letting  your 
family  go  without  the  shelter  of  either  a 
home  or  of  insurance  just  because  you  can- 
not pay  spot  cash  for  it." 


PROMPT  GLASS  REPLACEMENTS 

DEATH  OF  VETERAN  AGENT 

Calvin  Barker  of  Toledo,  a  veteran  agent 
of  the  Company,  died  June  2d.  Mr.  Barker 
was  first  commissioned  as  an  agent  for 
Toledo  and  vicinity  on  June  6,  1878.  In 
1883  Barker  &  Frost  was  formed.  In  1905 
Lewis  F.  Chapman  entered  the  firm.  After 
the  death  of  L.  W.  Frost  in  1911  the  agency 
was  incorporated  as  the  Barker,  Frost  & 
Chapman  Company.  Mr.  Barker  retired 
from  business  several  months  ago  at  the  age 
of  86  and  at  the  time  of  his  death  was  visiting 
his  grandchildren  in  Cleveland. 

Mr.  Barker  belonged  to  that  group  of  men 
who  as  agents  of  The  Travelers  were  pioneers 
in  the  accident  insurance  business.  The  firm 
of  which  he  was  a  member  and  the  succeeding 
corporation  of  which  he  was  president  rep- 
resented the  Liability  Department  and  the 
Indemnity  Company  as  well  as  the  Life  and 
Accident  Departments. 


When  the  burglar  preys.  The  Travelers  pays 
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AN  INTERESTING  QUESTION 

When  is  a  bank  liable  to  its  safe  deposit 
box  holders  in  case  the  boxes  are  robbed? 

In  a  number  of  recent  bank  robberies  the 
burglars  have  failed  to  penetrate  the  main 
vault  of  the  bank,  but  have  secured  a  large 
amount  in  bonds  and  other  negotiable 
securities  by  robbing  the  individual  safe 
deposit  boxes. 

This  raises  an  interesting  question.  Is  the 
bank  responsible  to  the  holders  of  its  boxes  in 
case  they  lose  by  robbery  or  burg- 
lary? Certain  banks,  particularly 
in  the  west,  voluntarily  assume 
this  responsibility  in  order  to 
attract  patrons. 

But  how  about  the  bank  which 
does  not  assume  this  liability? 
Can  it  be  forced  to  pay  a  box 
holder's  loss  in  case  of  robbery? 
This  seems  to  depend  upon  the 
nature  of  the  robbery;  if  the  bank 
was  in  any  way  careless,  and  this 
carelessness  resulted  in  loss  by 
robbery,  the  responsibility  falls 
back  upon  it. 

Not  long  ago  a  certain  bank  was 
faced  with  one  hundred  and  fifty 
damage  suits  brought  by  safe 
deposit  box  holders,  who  had  lost 
their  property.  Whether  the  bank 
loses  or  wins  them,  it  is  certain 
that  the  lost  confidence  and  pres- 
tige which  an  incident  like  this 
would  cause  would  be  a  big  set- 
back to  even  the  most  progres- 
sive bank. 

In  another  case  which  hap- 
pened quite  recently  just  outside 
of  Reading,  Pa.,  burglars  made 
off  with  $150,000  worth  of  prop- 
erty from  the  safe  deposit  boxes. 
No  insurance  was  carried  by  the 
bank,  and  to  make  good  the  loss  - 
each  of  the  directors  paid  $9,000 
out  of  his  own  pocket. 

If  a  bank  wants  to  make  its  safety  deposit 
boxes  doubly  safe,  and  profitable  for  the  bank 
to  rent  as  well  as  secure  for  its  clients  to 
deposit  their  valuables  in,  it  should  protect 
the.se  boxes  by  Travelers  insurance.  Then  if 
a  robbery  or  burglary  occurs,  the  directors  of 
the  bank  won't  have  to  dig  down  into  their 
own  pockets  to  pay  the  loss;  the  bank  will  not 
suffer  a  loss  of  prestige;  and  neither  the  bank 
nor  the  box  holders  will  lose  in  case  the  boxes 
are  rifled. 


THERE'S  SOMETHING  IN  THE 
OREGON  AIR 

Sitting  around  and  not  doing  anything  is 
something  Leo  J.  "Tic"  Maiarkey,  of 
Astoria,  Oregon,  simply  cannot  do.  He  was 
appointed  an  agent  for  The  Travelers  a 
little  over  a  year  ago;  and  in  two  days,  while 
Frank  J.  Scully  of  the  Phil  Grossmayer 
Agency  was  visiting  him,  he  wrote  liability 
business  calling  for  $3,000  in  premiums. 
Since  that  time  he  has  been  pushing  this 
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A  NEGLECTED  SELLING  POINT 

The  greater  part  of  the  insuring  public,  and 
many  insurance  agents  divide  life  insurance 
contracts  into  two  distinct  classes:  First 
the  endowment  contract  which  appeals  to 
self-interest  as  one  under  whic'h  the  insured 
himself,  as  well  as  the  beneficiary,  may  profit, 
and  second,  the  life  contract  under  which  the 

beneficiary  alone  receives  the  benefit. 

These  policies,  however,  all  give 
-    cash  returns. 

Consider,  for  instance,  a  Trav- 
elers $5,000  20-Payment  Life  pol- 
icy without  disability  clause  taken 
at  age  30,  the  premium  for  which 
is  $123.55  a  year.  If  at  the  end 
of  twenty  years  the  wife  as 
beneficiary  has  died,  or  the  chil- 
dren have  married  and  the  neces- 
sity for  protection  has  disappear- 
ed, the  insured  can  then  receive 
the  cash  value  of  his  policy. 

Amount  of  pre- 
miums paid  in 
twenty  years  .  $2,471.00 
Cash  value  at  end 
of  twenty 

years    .     .     .  2,542.45 
Result:  $5,000  of  insurance  for 
20  years  and  $71.45  more  in  cash 
than  the  total  premium. 
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C.  M.  BILLINGSLEY 
Manager  at  Philadelphia 
Life,  Accident,  and  Group  Departments 


line;  and  in  the  recent  Multiple-Line 
Contest,  started  when  Vice-President  Way 
was  on  the  coast  in  April,  he  wrote  26 
applications,  for  $1,190  in  premiums,  which 
was  merely  an  average  month.  Thus  far  this 
year  he  has  averaged  between  25  and  30 
applications  a  month,  with  an  average 
premium  intake  of  between  $1,000  and 
$1,300  each  month. 

He  also  finds  time  to  write  other  lines  for 
The  Travelers,  and  during  the  contest  wrote 
$15,000  of  life  insurance  and  about  $400  or 
$500  in  premiums  in  accident  insurance. 


PROMPT  GLASS  REPLACEMENTS 

FOR  CAREFUL  DRIVERS 

Of  the  223  fatal  automobile  ac- 
cidents in  Connecticut  last  year 
187  were  charged  by  the  motor 
vehicle  department  and  the  courts 
to  the  negligence  of  pedestrians — 
-    while  only  57  were  charged  to 
criminal  negligence  of  drivers. 
"This  has  clearly  shown  that  we  have  gone 
as  far  as  we  can  with  the  automobile  diivers," 
says  Motor  Vehicle  Commissioner  Stoeckel, 
"and  that  there  is  an  urgent  necessity  for 
enforcing  laws  against  persons  on  foot. 
Pedestrians  must  realize  that  they  can  be 
punished  for  walking  in  the  middle  of  the 
road  or  six  or  seven  feet  away  from  the 
curb,  for  they  are  endangering  themselves 
and  the  drivers  of  motor  vehicles." 

Moral:  Careful  drivers  need  Travelers 
automobile  insurance. 


June  was  a  month  of  roses,  brides,  sweet  girl  graduates  —  and  wedding  gift  burglaries 


[203] 


PROTECTION 


TN  several  large  cities,  a  class  of  self- 
service  restaurants  which  have  sprung 
up  of  recent  years  use  the  name  "auto- 
mat" because  it  describes  the  kind  of 
service  they  give.  In  fact  the  only  service 
afforded  is  that  the  food  becomes  available 
to  the  patron  of  the  restaurant  by  his  placing 
a  coin  in  a  slot  and  tiu-ning  a  lever.  The 
patron  thus  serves  himself.  It  is  presumably 
economical,  and  it  is  understood  that  the 
promoters  of  these  self-service  restaurants 
are  making  a  reasonable  profit.  The  people 
who  patronize  them  are  well  aware  of  the 
limited  service  and  are  perfectly  willing  to 
effect  such  economies  as  are  possible  by  doing 
for  themselves  what  some  people  much  prefer 
to  pay  others  to  do. 

There  has  also  grown  up  in  recent  years, 
and  more  especially  in  the  workmen's  com- 
pensation field,  a  system  of  pseudo-insurance 
to  which  the  term  of  "automat"  properly 
applies.  Unfortunately,  the  unsuspecting 
public  who  place  their  insurance  in  these 
automats  are  not  aware  that  it  is  a  self- 
service  system.  The  patron  of  the  automat 
restaurant  knows  what  he  is  purchasing  and 
realizes  that  his  responsibility  ends  with  the 
deposit  of  the  coin  in  the  slot.  He  does, 
however,  have  the  privilege  of  complaining 
to  the  manager  should  the  service  be  inade- 
quate, or  if  the  food  is  tainted  and  he  sustains 
injury  to  his  health,  he  can  seek  damages 
from  the  owner.  But  the  patron  of  the 
automat  mutual  has  no  such  opportunity, 
for  he  is  a  part  of  the  automat.  He  is  a 
co-owner,  a  co-operator.  It  is,  therefore, 
difficult  "to  kick  against  the  pricks,"  since  he 
is  in  fact  one  of  the  owners.  As  for  suing  for 
damages — not  much!  Why  bring  suit 
against  yourself.'  Why  seek  to  destroy  that 
which  one  has  joined  to  perpetuate!  A  busy 
employer  may  patronize  the  automat 
restaurant  to  save  time — and  thus,  money. 
By  so  doing  he  does  not  go  into  the  restaurant 
business,  but  he  does  go  into  the  insurance 
business  when  he  joins  an  automat  mutual. 
He  thinks  he  is  to  save  money,  but  by  doing 
much  and  oftimes  all  of  the  service  which  his 
deposit  (premium)  in  the  automat  mutual  is 
presumed  to  buy,  he  uses  his  own  valuable 
time — which  is  real  money  to  protect  his 
own  interest  and  finds  himself  engaged  in  an 
undertaking  foreign  to  his  tastes,  inclinations, 
and  training. 

The  appeal  for  saving  a  few  dollars  on  the 
cost  of  the  insurance  is  so  seductive  as  to 

No  matter  where  yt 


"AUTOMATS" 

By  L.  N.  DENNISTON 
g  g 

prompt  many  who  need  real  insurance  to 
entru.st  their  workmen's  compensation  obli- 
gation to  these  automats,  not  knowing  that  a 
system  of  insiu-ance  which  demands  highest 
integrity,  unquestionable  financial  strength, 
expert  safety  engineering  advice,  together 
with  a  humanitarian  service,  should  not  be 
left  to  the  uncertain  administration  of  the 
individual  insurer.  Many  of  the  managers 
of  our  indu.strial  plants  are  being  rudely 
awakened  to  realize  that  they  have  purchased 
insiu-ance  which  has  little  integrity,  less 
security,  no  safety  organization  that  could 
be  dignified  by  such  a  term,  and  that  such 
humanitarian  efforts  as  the  great  mass  of 
employers  of  this  country  are  most  willing  to 
render  are  entirely  a  matter  of  self-service. 

Following  are  a  few  illustrations  of  such 
awakenings  that  have  come  to  our  attention 
recently:  The  *  *  *  Bottling  &  Ex- 
tract Company  of  Massachusetts  carried  its 
compensation  and  automobile  liability  insur- 
ance in  the  *  *  *  Mutual,  having  been 
persuaded  to  do  so  by  the  seductive  proposals 
to  save  money.  No  difficulty  was  encountered 
so  long  as  serious  accidents  were  avoided. 
On  August  27,  1920,  one  of  the  *  *  * 
Bottling  &  Extract  Company's  automobiles 
ran  into  a  man.  The  notice  of  injury  filed 
with  the  *  *  *  Mutual  may  he  compared  to 
the  coin  which  the  patron  of  the  automat 
drops  into  the  slot.  In  due  time,  the  *  *  * 
Mutual  exposed  its  self-service  system. 
Instead  of  sending  one  of  its  first-class  claim 
men  to  assist  in  the  careful  completion  of  an 
important  court  interrogatory,  it  mailed  a 
form  to  the  treasurer  of  the  insured  corpora- 
tion! 

When  this  inquiry  was  received  by  the 
treasurer  of  the  *  *  *  Bottling  &  Ex- 
tract Company,  he  that  was  blind  suddenly 
regained  his  sight.  His  first  act  was  to  send 
for  a  representative  of  The  Travelers  Insur- 
ance Company;  second,  to  cancel  all  of  his 
insurance  carried  in  the  "Automat"  Mutual; 
and  third,  to  place  all  his  insurance  in  The 
Travelers  where,  by  paying  a  reasonable 
premium,  he  has  the  assurance  that  he  will 
receive  complete  and  satisfactory  service. 

A  resident  of  Michigan,  insured  in  a  local 
mutual  of  his  home  state,  was  touring  New 
England  during  the  summer  of  1920  in  a 

•Mr  accident  policyholder  goes,  h 
from  a  Travelers  claim  office 


new  Reo  sedan.  A  collision  in  a  Connecticut 
hill  town  demolished  the  tonneau  of  the  Reo, 
leaving  the  Michigan  mutual  insured  strand- 
ed. Fortunately  for  him,  the  owner  of  the 
truck  causing  the  collision  was  insured  in  The 
Travelers,  and  the  agent  of  The  Travelers  was 
immediately  communicated  with;  an  ad- 
juster was  on  the  grounds  within  a  few  hours, 
and  arrangements  were  made  to  the  complete 
satisfaction  of  the  Michigan  mutual  insured. 

When  the  negotiations  were  completed,  the 
patron  of  the  "automat"  gave  an  expressioif 
of  his  appreciation  of  real  service,  stating  that 
he  realized  for  the  first  time  that  insurance  in 
a  local  "automat"  mutual  meant  little  if 
anything,  when  traveling  at  some  distance 
from  his  home  town. 

The  higher  the  appreciation  which  our 
representatives  have  of  the  real  service 
offered  by  The  Travelers,  the  more  will  the 
public  appreciate  the  value  of  this  service  and 
be  the  more  willing  to  pay  a  reasonable  price. 

Insurance,  like  everything  bought  and  sold, 
attains  its  highest  point  of  appreciation 
under  the  test  of  "hard  use."  The  Travelers 
is  represented  throughout  the  United  States 
and  Canada  by  an  array  of  agents  and  service 
employees  who  are  at  the  command  of  its 
multitude  of  policyholders. 


PROMPT  GLASS  REPLACEMENTS 


WHERE  ROBBERY  IS  NOT  ALL 

The  following  is  an  excellent  illustration  of 
the  fact  that  bank  robberies  which  are  so 
frequently  noted  in  the  newspapers  may  at 
any  time  appear  on  the  books  of  the  Company 
in  the  form  of  a  compensation  loss : 

The  disappearance  of  David  S.  Paul  was 
the  occasion  of  considerable  mystery  and  was 
highly  featured  for  days  by  the  press.  The 
deceased  was  employed  as  a  bank  messenger. 
On  the  day  of  death  he  was  on  his  way  to  a 
bank  in  Philadelphia  with  cash  and  securities 
to  the  extent  of  $60,000.  He  met  two  friends 
who  were  in  an  automobile  and  who  offered 
him  a  ride,  to  the  ferry,  which  he  accepted. 
Instead  of  being  driven  to  the  ferry  house  he 
was  driven  behind  the  enclosed  approach  to 
the  ferry,  where  he  was  beaten  nearly  to 
death;  and  from  there  he  was  taken  to  a 
place  in  the  woods  and  two  or  three  bullets 
were  fired  into  his  body  on  the  way.  The 
body  was  buried  in  a  shallow  grave,  where  it 
was  discovered  by  hunters  a  week  or  ten 
days  later.  The  story  was  brought  out  by 
confession  of  the  murderers. 

2  can't  get  far  away 
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SELLING  AUTOMOBILE  INSURANCE  BY  SAFETY  BOOKLET 


ORSON  L.  H.  BRIT- 
TON  of  Binghamton, 


N.  Y.,  decided  that  many 
automobile    owners  were 
greatly  interested  in  their 
cars;  that  any  information 
which  would  makeautomo- 
biling  more  pleasant  and 
more  economical  would  be 
gratefully  received.    He  compiled  a  list  of 
two  thousand  owners  and  mailed  them  the 
following  letter,  enclosing  a  reply-card. 


De.\r  Car  Owner: 

Do  you  know  how  to  minimize  "re- 
bound"' and  get  so  many  more  miles  out 
of  your  rear  tires.' 

Do  you  know  why  experienced  motor- 
ists occasionally  squirt  a  little  oil 
around  the  outside  of  their  spark 
plugs.' 

Do  you  know  why  a  storage  battery 
never  actually  stores  electricity.' 

All  these  and  many  more  questions 
are  answered  in  a  new  book  on  motor 
cars  which  I  would  like  to  send  you  free. 

The  book  contains  124  pages  packed 
solidly  with  interesting  and  helpful 
matter  in  non-technical  language  regard- 
ing how  to  drive  and  maintain  an  auto- 
mobile. The  special  information  and 
other  helpful  data  are  easily  worth 
Two  Dollars  and  it  is  yours  for  the  ask- 
ing— without  obligation. 

One  motorist  says:  "I  wouldn't 
think  of  driving  my  car  out  of  the 
garage  without  having  your  book  under 
the  seat.  I  consider  it  as  important  as 
gasoline.  It  has  already  saved  me  many 
dollars  in  repair  bills.  I  now  make  most 
of  my  adjustments  with  the  aid  of  this 
book  and  it  has  helped  me  out  of  several 
tight  places  on  the  road  when  it  seemed 
I  would  have  to  be  towed  in  to  the  near- 
est town.  I  can't  begin  to  figure  its 
value  to  me  in  dollars  and  cents." 

In  addition  to  giving  you  full  informa- 
tion regarding  upkeep  and  economical 
driving  the  book  tells  how  to  avoid 
accidents,  what  to  do  in  case  of  accident 
or  break-down  and  how  to  guard  against 
fire.  If  you  would  like  a  copy  of  this 
new  book  without  charge  or  obligation, 


simply  mail  the  enclosed  card  properly 
filled  out. 

Yours  for  safety  and  better  driving. 

Britlon. 

p.  s.  Some  day  perhaps  you  will  need 
insurance  of  one  sort  or  another.  I  am 
in  the  insurance  business  and  I  am 
distributing  this  book  with  the  purpose 
of  getting  in  touch  with  as  many  pros- 
pects as  possible.  Should  you  require 
advice  on  insurance  matters  I  am  at 
your  command  at  any  time.  But 
please  do  not  think  that  in  sending  for 
the  free  book  you  are  obligated  to  me  in 
any  way. 

*    *  * 

This  letter  was  the  last  of  a  series  of  three. 
The  book  he  offered  was  "How  to  Motor  with 
Safety  in  Pleasure  Type  Cars."  As  to  the 
results  we  quote  from  his  letter  of  June  10: 
"My  third  letter  went  out  about 
May  19th— 2,000  of  them— and  I  have 
had  up  to  yesterday  157  requests  for  the 
booklet.  I  have  had  about  three  re- 
quests for  insurance  of  one  kind  or 
another.  I  have  actually  written  thir- 
teen or  fourteen  policies  as  a  result  of 
interviewing  people  who  retiu-ried  cards. 
I  have  secured  fifteen  good  prospects. 
We  still  have  about  fifty  cards  that  have 
not  as  yet  been  seen  and  hardly  a  mail 
comes  in  but  what  I  get  a  card.  In 
going,  after  those,  who  have  returned 
the  cards,  and  also  in  going  after  those 
who  have  already  received  the  three 
letters,  many  reply:  "Oh,  yes,  yes,  we 
are  going  to  see  Mr.  Britton  when  our 
policy  expires"  or  they  will  state  that  if 
they  do  anything  in  regard  to  insurance 
on  automobile  they  will  surely  see  Mr. 
Britton  for  they  have  received  three 
letters  from  him.  Now,  of  course,  you 
have  got  to  discount  a  tremendous  lot 
of  these  remarks,  but  there  is  no  question 
in  my  mind  personally  but  I  will  hear 
from  these  letters  for  a  long  time  to 
come." 

A  supply  of  these  books  can  be  obtained 
through  your  Branch  Manager.  If  you 
do  not  care  to  launch  as  ambitious  a  program 
as  Mr.  Britton  used,  doubtless  you  can  think 
up  some  other  way  by  which  you  can  make 
them  yield  returns  to  you.  They  frequently 
serve  most  conveniently  as  a  means  of  intro- 
duction to  an  automobilist.    After  giving 


him  one  of  these,  it's  only  a  short  step  to  a 
discussion  of  Travelers  automobile  insur- 


PROMPT  GLASS  REPLACEMENTS 

RIGHT  ON  BURGLARS'  HEELS 

The  sort  of  service  that  agents  and  brokers 
are  giving  their  clients  when  they  deliver 
Travelers  burglary  policies  is  shown  by  two 
letters  from  people  who  had  suffered  losses. 

C.  L.  Peterson  of  the  Simmons  Manu- 
facturing Company  of  Cleveland  says: 
"Permit  us  to  express  the  appreciation  we 
feel  for  the  prompt  service  given  us  in 
connection  with  settlement  of  policy  we  held 
with  you  covering  payroll  robbery.  We  were 
particularly  impressed  with  the  simplicity  of 
recovery." 

M.  L.  Carter  of  Attleboro,  Mass.  says: 
"I  acknowledge  receipt  of  your  check  for 
$f)52..56  in  payment  of  loss  sustained  by  me 
through  entrance  having  been  effected  in  my 
house  and  certain  goods  stolen  therefrom.  I 
appreciate  very  much  the  promptness  and 
courtesy  which  has  been  shown  by  you  in  the 
settlement  of  my  claim.  It  is  indeed  re- 
freshing to  meet  with  the  courtesy  and  fair 
dealing  which  has  characterized  your  settle- 
ment of  this  transaction.  I  have  told  Mr. 
Richardson  that  I  was  to  be  re-instated  to 
the  original  amount  of  my  policy." 


PROMPT  CLASS  REPLACEMENTS 

Nothing  can  protect  you  from  accident. 
But  a  Travelers  Accident  Policy  safeguards 
your  income. 


DO  you  realize  that  besides  the 
factories  in  your  territory  you 
have  as  group  prospects 
Banks 
Stores 
Hotels 
Laundries 
Printing  offices 
Bakeries 

Wholesale  houses 

Newspapers 

Orchestras? 

Do  you  realize  that  many  groups  too 
small  for  group  insurance  can  be 
insured  through  the  wholesale  depart- 
ment of  The  Travelers.' 


Not  all  the  men  who  are  gentlemen  in  evening  clothes  are  gentlemen  in  drivers' 
seats.   More  reason  for  Travelers  automobile  insurance 
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PROTECTION 


The 

Tower  Window 

I  ■'HE  dividend  cutting  epidemic  has  reach- 
•l-  ed  a  point  at  which  it  has  ceased  to  be 
the  subject  of  jocose  comment  in  Wall  Street 
and  has  become  a  matter  of  serious  concern. 
Long  before  this,  however,  reduction  or 
suspension  of  dividends  has  made  itself  felt 
as  a  factor  of  disaster  in  many  private 
budgets,  and  each  successive  announcement 
has  rendered  the  situation  still  more  pressing. 
The  changed  conditions  have  affected  in  some 
cases  trust  and  institutional  incomes  and  are 
producing  an  effect  whose  far-reaching 
character  can  hardly  be  overestimated. 

[A''.  Y.  Journal  of  Commerce. 
What  better  argument  could  you  find  for 
use  in  selling  Travelers  Single-Premium  Life 
Annuities? 

*    *  * 

MISTAKEN  IDENTITY 

"Cap'n,  suh, ' '  explained  the  unbleached 
motorcycle  courier  who  had  unsuccessfully 
attempted  to  navigate  a  French  highway  in 
night  traffic,  "everything  was  jest  goin'  along 
fine,  and  den  Ah  see  mah  chance  to  dodge  in 
between  two  motorcycles." 

"Well,  what  of  it.'" 

"Dat's  all  dey  was  to  it,  Cap'n  suh.  Dcm 
two  motorcycles  was  a  truck." 

[American  Legion  Weekly. 


Diu-ing  eight  months  of  1920  the  property 
damage  on  the  streets  of  St.  Louis  caused  by 
automobiles  amounted  to  more  than  $275,000. 
Sixty-five  people  were  killed  in  that  time 
and  non-fatal  injuries  numbered  1,540. 

It  is  probably  well  within  the  truth  to  state 
that  the  economic  losses  resulting  from  fatali- 
ties and  from  non-fatal  disabilities  caused 
by  the  automobile,  together  with  the  proper- 
ty damages  and  other  incidental  wastes 
attendant  upon  the  accidents,  exceed 
$1,000,000,000  per  year  at  the  present  time 
in  the  continental  United  States. 

[The  Spectator. 

The  mere  fact  that  the  law  in  his  state  lim- 
its the  amount  a  claimant  can  receive  as 
damages  on  a  death  claim  is  no  reason  why 
an  automobilist  should  satisfy  himself  with 
"five-ten"  or  even  "ten-ten"  limits  on  his 
automobile  policy. 

As  an  example:  A  girl  was  struck  by 
an  automobile.  She  died  a  few  weeks 
after  the  accident.  The  jury  awarded  the 
administrator  of  her  estate  $6,100  for  her 
death —  and  $12,000  for  her  conscious  suffer- 
ing before  she  died.  Twenty  thousand 
dollars  would  be  the  minimum  limits  that  a 
man  would  want  on  his  automobile  policy 
while  steering  through  a  case  like  this. 
Even  then  he  would  probably  sleep  a  lot 
better  nights  before  the  matter  was  decided 
if  he  had  his  policy  reading  $25,000-$50,000 
or  $30,000-$60,000. 

*  *  * 

A  good  motto  for  an  insurance  agency: 
"Our  desire  to  serve  you  is  not  measured  by 
the  size  of  your  premium." 

*  *  * 

To  be  of  any  use  a  display  window  must 
be  on  a  busy  street.  But  sometimes  a  street 
can  be  too  busy  for  the  good  of  the  window. 
A  $150  plate  belonging  to  a  Baltimore  mer- 
chant was  cracked  and  destroyed  by  the 
vibrations  caused  by  heavy  motor  trucks. 

*  *  * 

Geese  cackled,  when  Rome  was  threatened, 
and  saved  the  city.  A  New  Orleans  man 
possessed  a  rooster  which  he  had  taught  to 
crow  when  strangers  intruded  on  his  premises. 
But  burglars  got  wise  to  this  'watch  fowl.' 
They  slipped  up  behind  it,  tied  his  head  in 
a  sack,  and  robbed  the  premises  of  property 
to  the  value  of  .several  hundred  dollars. 

"  Goodbye,  Anxiety! " 


EVEN  A  TIN  LIZZY  NEEDS  PLENTY  OF  PROPER- 
TY DAMAGE  INSURANCE 

A  Kalamazoo  flivver  driver  crashed  into 
another  car,  inflicting  serious  damage,  put 
his  gears  into  reverse  and  jumped  backward 
against  a  telephone  pole  which  was  broken 
off  at  the  base,  and,  starting  forward  again, 
leaped  over  the  curbstone  and  bumped 
against  a  tree. 

*  *  * 

THE  PET  CAT  HAZARD 

A  Philadelphia  man  attempted  to  chloro- 
form his  aged  pet  cat.  Tabby  scratched  and 
struggled  as  he  tried  to  hold  the  chloroform 
rag  to  its  nose.  He  fell  unconscious  and 
died  from  the  fumes.  The  cat  ran  away, 
none  the  worse  for  the  experience. 

*  *  * 

MISTREATING  AN  AUTOMOBILIST 

"I  hear  you  had  a  puncture  this  morning. 
"Yes,  I  ran  over  a  milk  bottle." 
"Didn't  you  see  it  in  time.'"  ' 
"No,  the  kid  had  it  under  his  coat." 

[Awgwan. 

As  Rough  Notes  says,  "A  cop  MAY  be  on 
hand  when  you  need  him.  A  hold-up 
insurance  policy  WILL  be." 

*  *  * 

IN  A  QUANDARY 

"One  of  the  employees  of  one  of  our  local 
policyholders,"  writes  a  Pennsylvania  agent, 
"is  Peg,  a  single  chap  with  a  sunny  disposi- 
tion and  hovering  in  the  vicinity  of  the 
mature  age  of  thirty.  As  his  name  might 
imply.  Peg  has  a  wooden  leg;  not  just  an 
ordinary  wooden  leg,  but  one  whose  service 
rendered  to  its  master  was  almost  as  good  as 
the  original,  and  it  never  growled  with  an 
ache  or  pain  of  the  strenuous  work  it  was 
called  upon  to  do. 

"Peg  was  employed  as  a  general  utility 
man,  working  here,  working  there,  always 
with  good  grace  and  humor.  This  morning 
Peg  was  assisting  in  unloading  some  heavy 
boxes.  He  met  with  nothing  less  to  him 
than  a  tragedy.  A  heavy  box  fell  on  Peg  and 
broke  his  leg — his  wooden  leg. 

"The  accident  was  painless,  no  one  was 
excited,  and  the  Doctor  was  not  called. 
But  Peg  is  broken  in  spirit  over  his  great 
loss,  for  his  means  are  extremely  low.  What 
should  be  done.'  Your  agent  feels  that 
something  should  be  done  for  him,  but  it 
seems  impossible  for  him  to  decide  whether 
he  should  be  sent  to  a  hospital  for  treatment 
or  to  a  planing  mill  for  repairs." 
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PROTECTION 


AGENCY  ITEMS 
Special  Agent  DeForest  reports  this  one: 
"The  junior  partner  of  a  Chicago  law  firm 
believed  in  accident  insurance,  while  the 
senior  member  could  not  be  convinced  that 
hazards  existed  for  one  in  his  profession. 
The  latter  discharged  his  janitor  at  the  first 
signs  of  spring  and  during  a  post-season 
attack  on  the  furnace,  fell,  cut  his  head, 
causing  loss  of  an  eye  and  possibly  total 
blindness.  All  of  which  goes  to  prove  that 
there  is  no  occupational  inoculation  against 
accident." 

In  spite  of  the  sunburn  and  stiff  muscles 
contingent  upon  the  "morning  after"  the 
Chicago  field  day,  Austin  Fox,  an  agent 
with  The  Travelers  for  four  months,  was  able 
to  limp  out  of  the  office  long  enough  to  write 
two  life  and  two  accident  applications  with 
premiums  of  $190.04,  while  Colwell  Beatty, 
an  agent  of  four  weeks'  standing,  brought  in 
life,  accident,  and  health  applications  with 
premiums  of  $152.38. 

A  check  issued  from  the  loan  department 
of  the  Metropolitan  Branch  in  New  York  was 
sent  through  General  Agent  H.  S.  Rowe  to 
the  policyholder.  A  few  hours  later  it  was 
brought  into  the  office  again  by  a  man  who 
had  found  it  floating  across  the  sidewalk  on 
Broadway.  Once  more  it  went  the  route  to 
the  policyholder.  Assistant  Registrar  0.  F. 
Glrard  comments:  "All  this  in  one  short 
day — Travelers  Service." 

John  Broughton  of  Pavilion,  N.  Y.,  died 
Saturday,  Jime  11th.  Mr.  Broughton  had 
represented  The  Travelers  under  contract 
since  November  1st,  1894.  His  record  of 
loyalty  to  his  Company  and  to  his  ideals  has 
made  him  a  prominent  figure  in  the  field 
organization. 

The  42d  Street  Branch  Office,  New  York, 
finished  off  the  largest  accident  and  health 
week  in  its  history  with  the  annual  outing  at 
Oakland  Beach  on  Saturday,  June  11th. 
Twenty-six  men,  thanks  to  skillful  routing  by 
the  president  of  the  Agents  Association, 
M.  F.  Hallenbeck,  Jr.,  and  his  adjutant, 
W.  E.  Fredrickson,  were  picked  up  at  differ- 
ent points  in  Brooklyn,  New  York,  Connecti- 
cut, and  Westchester  and  conveyed  by 
automobile  to  the  beach.  The  pinochle 
crowd  repaired  to  their  corner  and  they  do 
say  that  Agent  Epstein,  who  swings  a 
wicked  meld  in  a  close  game,  left  the  other 
participants  in  the  game  only  their  shoes, 
which,  he  explained,  might  be  necessary 


Wonder  What  a 
Boiler  Thinks 
About? 

"Oh  gosh!  here  comes  that  engineer 
to  feed  me  some  more  of  that  water. 

"I  know  I  need  it  and  that  if  I  don't 
drink  it  now  I  might  blow  up  when  it 
was  fed  to  me  later  but  this  water  has  a 
brackish  taste  that  I  don't  like  and 
that  I  know  is  unhealthy  for  me. 

"It  may  be  ideal  mineral  water  for 
people,  but  it  certainly  isn't  ideal  for 
me.  This  water  is  resulting  in  a 
degenerative  disease  that  is  going 
to  get  me  in  the  long  run. 

"If  it  just  had  some  seasoning 
added,  it  would  be  all  right.  He  used 
to  add  some  seasoning  but  it  wasn't 
the  right  kind  and  it  made  me  sicker 
than  the  water  does. 

"He's  off  seasoning  altogether  now. 
I  wish  he  would  have  this  water  ana- 
lyzed by  The  Travelers  Indemnity 
Company  and  let  its  chemists  pre- 
scribe the  right  condiment. 

"Then  if  he  followed  directions,  I 
would  be  able  to  give  him  more  service 
every  day,  eat  up  less  coal,  and  last  a 
regular  lifetime  instead  of  coming  to 
an  untimely  end." 


should  their  automobiles  break  down  on  the 
way  home.  In  the  baseball  game  there 
was  a  one-handed,  big-league  catch  of  a  hot 
liner  off  Hallenbeck's  bat  by  third  baseman 
Klee  and  an  attempt  by  Hallenbeck  and 
Hetfield  to  occupy  first  base  at  the  same 
time.  Immediately  after  the  game.  Agent 
Long,  who  officiated  as  umpire,  left  for  the 
city  to  have  his  eyes  examined.  Then  follow- 
ed a  swim  and  a  quick  dash  to  the  fine  shore 
dinner  waiting  to  be  served,  to  which  full 
justice  was  done  by  everybody. 

PROMPT  GLASS  REPLACEMENTS 

EXTRY!  ALL  ABOUT  THE  GAME 

That  severe  earth  tremor  felt  in  the  middle 
west  on  June  11th  was  due,  it  seems,  to  a 
baseball  game  played  in  Peoria  between  the 
Liability  and  Life  Departments  of  the  Branch 
Office.  The  score  was  3  to  2  "in  favor  of  the 
Liability  Department,  a  member  of  which 


writes  us  that  the  outcome  was  due  to  the 
superior  baseball  played  by  the  liability  men 
and  that  "the  life  has  now  been  taken  out  of 
the  life  department."  It  appears  that 
everyone  entered  the  game  and  that  there 
were  several  flashes  of  big-league  playing 
which  made  it  regrettable  that  none  of 
Connie  Mack's  scouts  were  on  the  scene. 


PROMPT  CLASS  REPLACEMENTS 

PROMOTIONS 

Thomas  C.  McLaughlin,  formerly  counter- 
man at  Milwaukee,  has  been  appointed  As- 
sistant Manager,  Compensation  and  Liability 
Department,  Milwaukee  Branch  Office. 

Martin  H.  Fox,  formerly  counterman  at 
Indianapolis,  has  been  appointed  Assistant 
Manager,  Compensation  and  Liability,  In- 
dianapolis Branch  Office. 

Luddig  O.  Herman,  formerly  counterman, 
at  Rochester,  N.  Y.,  has  beeu  promoted  to 
Assistant  Manager,  Compensation  and  Lia- 
bility Department,  Rochester  Branch  Office. 


PROMPT  GLASS  REPLACEMENTS 


NO  RED  TAPE  HERE 

"And  wish  to  thank  you  for  the  settlement 
and  the  promptness  with  which  it  was  made" 
are  the  closing  words  of  a  letter  of  Deere  & 
Company,  Moline,  111.,  in  acknowledgment 
of  a  draft  for  $3,000  in  connection  with  the 
death  of  an  employee  who  was  covered  by  a 
group  policy. 

"We  thank  you  for  the  prompt  attention 
that  was  given  this  case"  is  the  concluding 
thought  in  a  letter  from  Lever  Brothers 
Company,  soap  and  glycerine  manufacturers, 
after  receiving  $1,500  on  the  life  of  one  of 
their  group  assured  employees. 


PROMPT  GLASS  REPLACEMENTS 

A  ROSE  BY  ANY  OTHER  NAME 
In  Great  Britain 
They  call  them 
Death  duties 
And  in  Canada 
They  call  them 
Succession  duties 
And  in  the  United  States 
They  call  them 
Inheritance  taxes 
And  in  the  insurance  world 
They  call  them 
Opportunities 


Multiple  lines  mean  multiple  commissions 
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This  picture,  ivhich  won  for  Mr.  Lie  a  one-third  share  in  a  prize  of  $1,000,  was  entitled  "The  Spirit  of  Transportation;" 
but  it  might  equally  well  have  been  called  "The  Spirit  of  Compensation,"  or  of  automobile  insurance,  or  of  public  liability, 
or  of  aircraft — in  short  of  the  insurance  mans  opportunity! 


